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OFF TO THE FAIR! 


EVANS 
QUALITY LEATHERS 


always travel in style 


JOHN BR. EVANS & COMPANY « CAMDEN, N. d.- 
4 / Est. 1857 


ae : - ; oan ee 








mmitri@esa: 
peated oom Sala 
Soe teity 


mi TV 


dee cme tte cs 
ae. =F « a. 6 ee ee 
.- -—_ « = —s: @,/ 










Customers are attracted by Colonial Elk’s radiant TF | {; i gy ! 
. . . . ee ee ee | 
colors — they’re sold by the comfort of shoes made of mste@etismmian . 
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and fancy colors. 
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#213 
Tawny Tan 


Write for samples of these numbers : 


#212 Sahara Beige 


#211 Smeked Elk 
+207 Bettie Green 


7 4200 White 
£206 Wine 
/ #201 Black 
#202 Brick Red #205 Navy Blue 


4203 Apple Green 2204 Army Russet 
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It's 40-LOVE for 
Holland-Racine 


Those grand features in all H-R shoes are things that help to win ) 


‘> 


Ui 


the game of better sales and profits. When you're selling Nu-Matics for 


a 


instahce it's 15-LOVE when you show the Cushioned Sole. i, 
30-LOVE when you mention the Arch Brace, and 40-LOVE when 
you tell ‘em about the steel shank arch support. 


And one look at Nu-Matics smart style makes it GAME! 


HOLLAND-RACINE SHOES, we. mcucan 
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In the tannery...it’s Shrunken Kid 





Gc. LEVOR & CO., INC. GLOVERSVILLE, N. Y. 
Tanners Since 1876 























Fine Pennsylvania craftsmanship, os well as strong promotion features and 
fine fit, make Pollyanna the dependable bread-and butter of childs’ and misses’ shoe operations 
in so many of the country’s leading stores and departments. Think of this when you want to 


build a children’s business on one brand you can live with . . . and on! 





A.$. KREIDER SHOE CO. 


NEW YORK CITY SHOWROOM 


ANNVILLE, PA. 
Marbridge Bldg., 47 W. 34 St. 
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@ Walk-Over craftsmen work on the theory that there are no short cuts to good shoemaking. Under 


their skilled hands every shoe is precision-crafted to meet the style and quality demands of American 
men and women. Experienced shoe dealers know that Walk-Over’s consistent devotion to detail is 


|= important factor in building repeat business. 


() Walk-Over prices from $12.95 
New York Sales Rooms, Marbridge Building —822 and 906 





Geo. E. Keith Company, Brockton 63, Mass. 


Rooms 782, 783, 784—Palmer House 


# Chicago Showing—October 27-30 
Room 614—Morrison Hotel 














it was late in the morning of my first day at Tibbals 
Shoe Shop when my boss got the phone call. I still 
felt somewhat ill at ease. But I felt even more nervous 
when I sensed Mr. Tibbals’ mounting irritation. “Sure 
... Sure ... sure,” he was saying into the mouthpiece. 
Finally he hung up. 

Mr. Tibbals smacked the desk with the flat of his 
hand. “There go my plans for the afternoon. She'll 
be trying on every pair in the store.” He snatched up 
his hat. “If a tall, determined-looking brunette comes 
in, ask her to wait. I'm going to grab some lunch 
while I can.” 

Fifteen minutes later the brunette walked in. “Mr. 
Tibbals, please,” she demanded. 

“Mr. Tibbals stepped out for a few minutes. He'd 
like you to wait, please.” 

“Thank you.” She sat down, her eyes roving around 
the store. Suddenly she pointed to a pair of lizard 
pumps on the showcase. “Have you a pair like that in 
size 6A?” I nodded and started toward the rack. “I 
ike stylish shoes,” she went on, “but I insist on com- 
fort, too. I'm quite active, you see.” 

“Well if you want comfort as well as style,” I 
answered, “I'd like to show you another pair, some- 
thing that will actually cushion your steps.” I slipped 
a pair of closed-toe alligator pumps on her feet. 
“They're smart. And a ‘midsole of springy Armstrong's 
Cushion Cork makes them easy to walk in. Try them.” 

She walked toward the mirror. “Cushion Cork, you 
say? Mr. Tibbals never ... Hm... nice.” 

“That Cushion Cork midsole is extra flexible, too,” 
I went on. “It eases breaking in.” 

She turned to me with a bright smile. “You're right, 
young man. These are the most comfortable new shoes 
I've ever walked in. I'll take them.” 

Just then Mr. Tibbals came back. “Hello, Martha.” 
He was frowning as he waved me away. 

“Hello,” the brunette answered. “John, your new 
man is marvelous. He just sold me the first pair of shoes 
| tried on. You should have told me about this Cushion 
Cork.” She picked up her bag. “The bridge club surely 
will be glad to hear about it.” She smiled at me again 
and went out. 

Mr. Tibbals stared after her blankly. Then he re- 


(ois ies COMFORT TO EVERY STEP 


How an exacting brunette 
helped me win my first cigar 









covered and stuck a cigar in my mouth. “Say! That's 
nice going. That Cushion Cork story is worth using 
regularly if it can sell my wife on the first try.” 


* 7 * 


YOU'LL MAKE LASTING IMPRESSIONS—and extra sales—when 
you keep telling your customers the Cushion Cork comfort 
story. Be sure to specify Cushion Cork on your next shoe order. 
It’s available in men’s, women’s, and children’s shoes. .~@» 
Armstrong Cork Company, Shoe Products Depart- fA) 
ment, 9610 Arch Street, Lancaster, Pennsylvania. , 


ARMSTRONG’S SHOE PRODUCTS 
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BOX TOE MATERIALS 





CUSHION CORK, FLEXICORK ARE REGISTERED TRADE-MARKS. 
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FILLERS 


CUSHION CORK CORK COMPOSITION 
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DREW.- 


MAKING —- 














We invite 


alert retailers to 
see why “Drew Is 
Making News.” 


ROOM 917 
PALMER HOUSE HOTEL 
NATIONAL SHOE FAIR 


We'll be glad to see you— 


George P. Utley 
Hiram "Hi" Gordon 





NEW S 


With product and personnel, the Drew 
organization is getting a lot of attention these 
days. You'll see why at the Fair. 


There, many of you can meet an old 
acquaintance—now vitally interested in Shoes by 
Drew. There, you will see women's fine welt shoes, 
with a style and beauty you never thought possible 
in a correct shoe. 


There you can decide to join the alert who 


eg ee 


SCULPTURED-TO-THE-FOOT 
lead a definite trend. 


IN-STOCK SERVICE “QUALITY and FIT ALWAYS RETAILER STYLING 


Retailers are keeping our fac- 


- MODERATELY PRICED" = gi.n0 with our ever popular 


tory filled to capacity with. make- Our new factory manager, “Hi” patterns at the show, you will find 
up orders. Size-ups are an im- Gordon, is developing new and bet- new ones which will be wanted . . . 
portant service. Therefore, Drew ter flexible welts also featured Drew- once seen—the new “sculptured 
and Dr. Hiss will have in-stock ser- flex and Kushon-Flex insoles. look." 


vice beginning December Ist. 


Nh HISS , 


The 





October 15, 1947 


COORDINATED ADVERTISING 


We were first in our field to resume cooperative advertising 
backed by use of leading national magazines and the punch of 
merchandising follow-ups. 


Irving DREW Corporation 


Lancaster, Ohio...New York, 746 Marbridge Bldg. 
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THE FLORSHEIM SHOE COMPANY «+ CHICAGO + MAKERS OF FINE SHOES FOR MEN AND WOMEN 
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PINE pe af" 
akes em all! 
TREE 


... come in and see them all in room 626. Hotel STEVENS 








\4 hen America’s leading retailers concentrate on Pine Tree genuine moccasin footwear, you know 
there’s a reason! It’s the quality . . . the better sort preferred by a public that insists on genuine merchan- 


dise. .. . Every PINE TREE style is of genuine hand-sewed moccasin construction — America’s finest . . . 


headed for top record in 1948. 














Men's and Women's 
in Tan Elk 
Crepe Tr Leather s les 


Men's, in Brown Combo, 
Flannel lined 


WRITE FOR ny) 
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Men's and Women’s 


in various colors 
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Men's and Women's 


in various colors 


Cae 
Mind (7e pated ly Hammond 


Men's and Wos. Horweens 
Full Grain Wt ‘aterproof 





Men's, Wos. and Boy's 


- in various colors 





“Why not sell ‘em all? 
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HAMMOND MOCCASINS, INC. te ee Men's, Wos., Boy's—Brown Elk, 
BANGOR, MAINE a eel Rubber or Leather Soles & Heels 
Established 1928 


Nationally Advertised in ESQUIRE and GLAMOUR 








PINE TREE 


National Advertising 


. has primed the marker for a huge 
consumer demand . . . and Pine Tree 
works with you at your point-of-sale, to 


make 1948 your year of greatest selling! 


SEE US IN ROOM 626 . HOTEL STEVENS 
HAMMOND MOCCASINS, ive 


BANGOR, MAINE 
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NEW Patterns — NEW Leathers — NEW Colors — NEW a 
Merchandising Ideas! Parlor G, Morrison Hotel, National = 
Shoe Fair, October 26-29, 1947. 





[More than 12,500,000 KICKERINO mes- 
| sages in REGULARLY SCHEDULED NATIONAL 
| MAGAZINE ADVERTISEMENTS plus power- 
| ful sales producing dealer aids are selling 
more KICKERINOS for KICKERINO dealers 
| every day. Let KICKERINO'S campaign work = 
| for YOU. now | 


[3 aie re 
Hicker "a MARILYN SHOE CO., 
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Color pages! Black and white advertisements, too, showing 


the versatility of Avon Du-Flex and Avonite Soles . . . and stressing the 


quality-fact that Avon Soles are not on all shoes, just the best ones. 


AVON SOLE COMPANY 
PIONEERS OF QUALITY AND SPECIALISTS IN THE MANUFACTURE OF 
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Avonite, the Avon Sole with the look of leather 
and far more wear, will be there, too. And you'll get 
a pre-view of the consumer advertising that is going 


to make your customers look for these Avon Soles. 


Avon, Massachusetts 
FINE SOLE MATERIALS FOR MORE THAN THIRTY-FIVE YEARS 


October 15, 1947 





Avon's Design Soles 
in Du-Flex materials 





are big fashion news 


for Spring. 







BOOTHS 77-78 
Exhibition Hall 
PALMER HOUSE 





















All Freeman Lines will 
be exhibited at 


The National Shoe Fair 
Palmer House 


... 7th Floor 


And again Freeman 
is "way out in front 

with the smartest 
and finest footwear 


on the season’s scene. 


he 5 ees ¥ aS 


THE 





FREEMAN suHOE ¢eorePOoOR A TION .-BEtLO?tT, wisconsin 
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MEET 1948s 
FOOTWEAR 
MERCHANDISING 
CHALLENGE 


Tew Wes: in 
Pagel te olwear) 


Cambridne 


On display— Mezzanine Floor—Hotel 
Morrison—The National Shoe Fair— 
Chicago 


FIRST ix Foot Fashion 





YOUR CUSTOMERS KNOW 





WOHL SHOE COMPANY 








N 47 YOUR CUSTOMERS WANT 








Y SAINT LOUIS, MISSOURI 














COLORS 


the spring shoe scene 


Diversified in colors, in styles, sizes and heel 


heights . . . for the widest consumer acceptance. 
Sizes AAA AA B — 31% to 10. 


Heel Heights 8/8th’'s 14/8th’s 18/8th’s heels 
or wedges. 


KAY KARZMAR, INC. 
44 East 29th Street, New York 16 
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Tn nature they “look alike’. In precision manufacturing United eyelets “are alike” 


to the point of exact duplication. Such accuracy assures smooth flow of work at 


the eyeleting operation, and uniform appearance in the finished shoe. 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 


October 15, 1947 2! 
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in Display * Room: 
a ! Shoe Fai 


National 
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E TONIC FIRST hd Spring 


vy FIRST in Fit 
y FIRST in Comfort 
Y FIRST in Repeat 


ETONI( 


Sales 


sTYLE FIRSTS 
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Style 4205 Spartan Last THE CHIEFTAIN 
Antiqued Tan Woven Oxford, Leather Sole, 
Rubber Heel 
BS-12 D6-12 EEE 6-12 

¢7-12 E6-12 


Style 4158 Britain Last THE COLLEG 
Brown Vea! Bal Oxford, Half-double Leather S 
Rubber Heel 

A8-12 C 6%: - 14° 
B7-14 DS -14* 

*(Note not including sizes 12% and 13%) 
Style 4102 Britain Last 

Exactly like Style 4158 only in BLACK ¥' 


Style 4135 Boynton Last THE GENTLEMEN 
Black Kangaroo, Leather Sole, Rubber Heel 
AAAS - 12 BS8-14* —6-12 
AA8-12 - 14° EE 6-12 

A&s-14* 06-14" EEE 6-11 
*(Not including sizes 12'» and 13'») 
Style 4161 Boynton Last ThE ARISTOCRAT 
Exactly like Style 4135 only in BROWN KID 


Style 4138 Eaton L THE TRAVELER 
Brown Calf Moccasin, Leather Half Double Sole, 
Rubber Heel 
AS -.14 C6é-i14 E6-12 

B7%-14 D6-14 
Style 4183 Eaton Last THE VAGABOND 
Exactly like Style 4138 only with Rubber Sole and 


Style 4240 (8) Clyde Last © THE EMERY Style 4116 (B) Clyde Last THE ELTON 
Brown Calf, Leather Sole, Rubber Heel Exactly like Style 4240 only in BROWN KID 
AAAS -12 B 7-18 E5-12 B8-12 D 6-12 EEE 6 - 12 
AA 8% - 12 C6-4 EE6-12 7-12 E 6-12 
AS -14 D 5-18" EEE 6-12 
Rn he age 12 Style 4106 © (B) Clyde Last’ © THE ELMHURST 
(fat tnstading sines 1436. 1536, 86%. ond 17%) Exactly like Style 4240 only in BLACK KID 
Style 4230 (B) Clyde Last THE ENVOY A 8-12 C 7-12 E 6-12 


Exactly like Style 4240 only in BLACK CALF B 8-12 D6-12 EE 6-12 
EEE 6-12 


MADE IN THE BOOTSHOP OF CHARLES A. EAT BROC 
FINE BOOTMAKERS SINCE 1 





66 $9 
pa ye LU, these ETONICS week by week 


These Etonic “Bread and Butter” staple styles are always in-stock . . . 


you can maintain at least a four times a year TURNOVER “playing” 





these proven numbers offering a wide range of sizes and widths. Don’t 











lose customers through lack of sizes! 


Size Uy on these ETONICS every week for Turnover ... 
TURNOVER" means profit! 


Style 4174 Tofier Last THE TOFLER 
Brown Veal, Leather Sole, Rubber Heel 
B6-12-13-14 06-12-13-14 

C6-12-13-14 E6-12 
Style 4175 Tofler Last THE PURITAN 
Exactly like Style 4174 only in 
NATURAL COLOR VEAL LEATHER 


Style 4169 Britain Last THE CAVALIER 
Tan Veal, Leather Full Double Soie, Leather Heel 
A&8& -12 cé -12 E6-12 
B7%-12 D5%-12 
Style 4193 Britain Last THE KNIGHT 
Exactly like Style 4169 only in 
BROWN SCOTCH GRAIN 


tyle 4125 Boynton Last THE ELMWOOD 
Biack Kid, High Biucher, Leather Sole, 
‘ , Rubber Heel 
B8-12 D7 -12 EEE 6% - 12 
. C8-12 E 6% -12 
a A 
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TRU-STITCH 6s (1 Mea 
/ (Cz 00 Vt J 

/ 5 o 

: ( ram. ERE’S another hit for Tru-Stitch, the 
ae” line that sets the moccasin style pace. 

. PELE Ready now for quick promotion to stim- 

; € ulate your late Fall and early Spring 
selling, this clever strap-vamp moccasin 


will have ‘teen tongues loudiy singing its 
praise before the long Spring and Summer 






















season rolls round again. 


Ce TRU-STITCH 


NATIONAL SHOE FAIR 


HOTEL MORRISON 
ROOM 736 


Or Write Or Wire 
JACK MACHT 
47 West 34th St. - Suite 512 
New York 1,N. Y. 
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CCASIN CORPORATION 
MALONE NEW YORK 
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Shining example of what the future holds for you 
is Trio. . . newest Oomphies in gleaming gold or 
silver kid with leather sole. A bright departure a 
in design with traditional Oomphies charm and b © eal 


than ever! 






¥ see how Oomphies can make your 
sales future brighter at the 


SHOE FAIR 
Oomphies showings—Rooms 742, OOMPHIES . INC. 
750, 751, 752, 753 
Stevens Hotel, Chicago 137 Varick Street, New York 13, NY. 


October 27, 28, 29, 30 
October 15, 1947 23 
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in MINK BROWN 
“91d 
ORIGINAL COLOR BY OHIO 
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AT THE NATIONAL SHOE FAIR morrison notes, room 710 


October 15, 1947 














AVAPLABLE AGAIN TO 
A LIMITED NUMBER 
OF ADDITIONAL ACCOUNTS 
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SHOE FAIR 
* ROOMS 750-751 


NATIONAL 
PALMER HOUSE 


AT THE 
OCTOBER 27-30 = 
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¢ =) GRAY BROS. sHoEs, INC., 700 Emerson Ave., 


Syracuse, N. ¥. - ame 
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(IN STOCK) 


* Stitch-fastened soles 

* Oak-bend leather outsoles 

* Heel-to-ball carbon steel shanks 

¢ Arch-supporting insoles 

¢ Adjustable metatarsal pads (pat. protected) 


e AAA-EEE 4/10 (104 sizes and widths) 





Squaw... 
No. 2260 Brown 
Elk, AAA-C, 315-10 


VISIT OUR 
SHOWROOMS AT 
884 PALMER HOUSE 


J. O. Moore 

B. H. Crompton 
Dale M. Lawrence 
R. L. Sullivan 

Vic Olson 

Harry S. Drake 


October 15, 1947 





Dolores... 
No. 1350 Black Kid, 
AAA-EEE 4/10 


ised haved 


(IN STOCK) 


¢ Goodyear welt construction 


Flexible leather insoles 
¢ Styled for youths of all ages 
¢ For on-the-go feet 


¢ Challenge competition for fit, service 


THE H. C. GODMAN CO. 
Columbus 16, Ohio 
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There's no 
Substitute for 
a Parachute 


















The LEATHER 


you look inte & 
.. not at/ | 





*REGISTERED TRADE MARK 3702 
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The Cutte 


Made in alligator calf in 
these popular colors . . . 
Black, Brown, Red and Green. 


AVAILABLE IN STOCK 


genase oswon ah 


an Minimum purchase; eighteen pairs 
POPULARLY PRICED. to a width. PRICED @ $4.60 net. 


2 1% Senn Shar Compan 


HAVERHILL, MASS, 


+ the NATIONAL SHOE FAIR, Congress Hotel, Room 334 














30 


From the Beauty of Nature Sterling draws its 
wood supplies . . . from the Style Leaders of America 


its inspiration to create outstanding models. The 
achievement is a tribute to the skill of Sterling 
model-makers . . . employing the creativeness of the 


artisan to interpret these new fashion trends. 


To complement the new silhouette these 


interpretations are so important at this time. 


"Mg & 





CANADA 
Canada Last Co., Ltd. 
Preston, Ont. 


ENGLAND 
Mobbs & Lewis, Ltd. 
Kettering 


7 


10015 oni»? * 








STERLING LAST CORP 


odmericas Foremost Fathionerso of hasta 
335 EAST 27TH STREET, NEW YO 
Boston Office 210 Lincoln Street 


AUSTRALIA 
G. N. Raymond Pty, Ltd. 
Melbourne 
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REPRESENTATIVE 
FOR PUERTO RICO 


LOUIS DEVOLDER 
658 Calle Hernandez 


: Miramar, P. R. 











100 Beach Street, Boston. Massachusetts 


HUNT-RANKIN 


a famous name 


in fine calf 
leathers 


for the coming season 
INFANTA CALF, a 
fine, mellow leather in 
all approved colors. 
Also 
BUCKO CALF 
VELVETTA SUEDE CALF 
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AT ROOM 705 
PALMER HOUSE. CHICAGO 
NATIONAL SHOE FAIR 


Here’s vital force, spirited animation, lusty stamina . . . bold, 
handsome detailing, a lavish use of leather. And here's vital 
comfort from subtle refinements. . . a sense of well-being in the 
leather-velvet softness of foot luxury. 

Men who read Esquire, Collier's, Newsweek seek the basic 
virility, the inbred comfort, the finer leathers that are hallmarks of 
Taylor-Made leadership. You can offer them this brogue, immediately. 


&. €. TAYLOR CORP. MANUFACTURERS BSOSTON, MASS. 


October 15, 1947 33 











GIVE YOUR CHILD 
CORRECT BODY BALANCE 


Since 1888, Dr. A. Posner Shoes, Inc., has always been in the forefront of every new 
development in children’s hea!th foot-wear. 


The new “Body Balance” last was scientifically designed with the aid of a group of 
medical experts. It’s the first mew children’s last in a generation. It aids the child with 
correct “Body Balance’’. It’s a sound selling argument to the mother who is vitally 
interested in her child’s foot health. 


Color page advertisements in national magazines with effective dealer tie-ins tell this 
story to millions of mothers regularly. 


We will be glad to welcome you—at the National Shoe Fair 
Palmer House, Chicago—Rooms 897, 898 


DR. A. POSNER SHOES, Inc. 


Executive Office: 137 DUANE STREET, NEW YORK 13, N. Y. 
Chicago Sales Office: Merchandise Mart, Room 1046 
Pacific Coast Sales Office: Haas Building, Suite 1112, Los Angeles, California 
Factories: Allemown, Pa. * Oxford, Pa. 
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WHEN YOU SELL THEAR 


‘4 
TA 
MEN’S DIVISION 
“ agai: Na lag 
: LU a pte FOLAN 
, 7 


if ¢ Its always 














ARNOLD 
Clythenllics “tier étip 


BANISTER, room 73 
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HEARNOLD OR STETSON LINE 








N WOMEN’S DIVISION 


; ; \/ 
STANLEY W. MERRILL yy 4 
Th. = & ° ee r 
OLD 
ERNEST E. THAYER ‘ 
* 
WAL S 


r andoms 
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SHOES FOR WOMEN 


— 


ROOMS 
- 732-733 


- __— oust: CHICAGO 
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7, 28, 29, 30 dlmneyeneteernco tt 
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LOOK FOR THIS TAG” 
IT’S THE HALLMARK OF 


eo vears of KAN( ARQQ tannne j 


“KNOW HOW” 
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E vearron you fit a pair of Kangaroo shoes, your customer 
gets the lightest, softest, most comfortable leather on the face 
of the earth. Kangaroo’s tightly grained surface is beautiful. 
polishes easier, stays better longer with a minimum of care. 
But much of the growing popularity of Kangaroo Leather has 
been won for it by the fine tanning techniques which have 
been put into it by America’s experienced tanners of Kangaroo 
leathers, Over six decades of tanning “know-how” is the record 
of these long established firms, specialists in Kangaroo tan- 
ning. Ask for the “Genuine Australian Kangaroo—Tanned in 
U. S. A.” tag on all your Kangaroo shoes. It’s your guarantee 
and that of your customer that the leather in them is all 
that the name implies. 


LIGHTER 
STRONGER 
MORE DURABLE 


Kangaroo Leather is 
17% stronger, weight 
for weight, than any 
other leather used in 
shoes. 


SURPASS LEATHER COMPANY 
RICHARD YOUNG COMPANY 
LIEGEL EISMAN COMPANY 
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There is only ONE Vul-Cork Sole—tried 
and tested. The Cambridge Rubber Company is 
pleased to announce that the material supply is 
now such that Vul-Cork soles have resumed their 
pre-war rubber air-cell formula, which — gives 
HEFTY APPEARANCE and LONG MILEAGE 
plus flexibility and feather-weight lightness that 


will actually float on water .. . remarkable resili- 
ence which cushions rough-underfooting! — plus 
the famous Vul-Cork surefooted slip-resistance. 

Vul-Cork Soles are now supplied in Red, 
Brown and Black — in your choice of Smooth- 
Buffed or Rough-Rib finish — with a new Vul- 
Cork innovation — MATCHING HEELS! 


Vul-Cork Sole prices are now reduced sub- 
stantially — passing along to Vul-Cork users sub- 
stantial savings in production costs due to huge 
increases in Vul-Cork Sales and production . 
and making the exceptional long-wearing econ- 
omy of Vul-Cork Soles an even greater bargain 
for the wearer. 

Vul-Cork Soles are the product of over 10 years 
of specialization. They have won their outstand- 
ing position through sheer merit alone. They 
possess outstanding extra-value features unique 
in the sole industry. 


VUL-CORK SOLES ON DISPLAY 
THE NATIONAL SHOE FAIR — CHICAGO 
Mezzanine Foor — Hotel Morrison 
Oct. 27th Through Oct. 30th 


CAMBRIDGE RUBBER COMPANY -. 


October 15, 1947 





Manufactures "THE FINEST 
in X-RAY SHOE FITTING 
EQUIPMENT" 





er is always one product that 


outshines all the rest—in X-Ray shoe 
fitting equipment, that product is the 
Adrian—backed by M. B. Adrians’ thir- 
ty years experience, it offers outstand- 
ing design-unequaled performance— 
features that make the Adrian “the 
finest in X-Ray shoe fitting equipment.” 


SELEKTOR CONTROL 
Individual flouroscope for men— 


women—children ees: a 
} ad Adrian is the 


only 
fitter available in 
iy 


BUTTON LOCK — alae armenian mod 


Makes the Adrian tamper-proof. corey LC at slightly 


LOW-WIDE STEP 


Just the right height for appear- iy # ADRIAN 


ance as well as convenience (9!/,"), 
and a full inch wider than any other ° 
“ti will be on display at the Pal- 

mer House, Booth 29, during 

UNISTEEL CONSTRUCTION the National Shoe Fair, Oct. 

With Rayscope. 27th to 30th Incl. Stop in and 

DYNAMIKORE POWER peg ~ sag ag“ oeaaas 

Means better performance—trouble a 

free performance. 


TWO YEAR GUARANTEE 


& sons ee 
* 
+ 
. 


ee ks >. ©  ? A--%F 
Oniginalarsa of X- Ray Shae Gilling 


2507 S. HOWELL AVE. MILWAUKEE 7, WIS. 
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Skokies zechack’ | 


Smarter than ever, in more colors then ever, — 
a bigger value than ever. This is Packard's 


famous success in a sports-accented pattern 
with youth, vigor, and the new look your 
customers want. 


Most styles $8.95 retail . 
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GOOD 
BRANDS 
BUILD 
GOOD 
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It’s the trustworthy trade-mark that brings the bread-and- 
butter business. The back-bone of the retail shoe business is branded 
merchandise. For many years buyers have literally banked on John 
Pilling’s four famous brands of juvenile shoes. The John Pilling Shoe 
Company believes in the honor of its own brands, its own footwear. 


What sounder basis will you find for your own faith in reliable, profit- 
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building juvenile footwear? 


34 36, 30 34 34 3S 36 


SEE US AT THE NATIONAL SHOE CONVENTION 


Palace House, Reems 718 and 719 
JOHN PILLING SHOE COMPANY 


Lowell, Mass. 
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The leisure shoe 
that is Different! 


Pui-Mope SHOE COMPANY 


EVERETT, MASS. 





AS ADVERTISED 


in CAQUUTE 
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Pacing the field as usual, Rajah leads the wa 
in comfort, durability, smartness ... and qual 
Rajah Solaire, Rajah Crepe, and Raja 
ibber Soles are featured on the finest leisure 
footwear. Show your customers the name 


Rajah ...let them know they’re buying the best! 
See us ot Booth 82 — National She 


Fair — Oct. 27, 28, 29 & 30 





U.S. PAT. OFF 


Kajanh SOLES 


The better the sole — the better the shoe. 


COM P AN 
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Nationally Advertised 














PRIZES 


| 1ST PRIZE . . $500 IN CASH 


2ND PRIZE ..... . $200 IN CASH 
3RD PRIZE ...... $100 IN CASH 


4TH, 5TH, 6TH, and 7TH 
PRIZES . . . . . $50, EACH, IN CASH 


RULES 


Secure an OFFICIAL ENTRY BLANK from your store 
manager or from any Manufacturers listed at the right 
or from Shoe Manufacturers’ Board of Trade of New 
York, 11 West 42nd Street, New York 18, N. Y. 
Official Entry Blanks must accompany all entries. 
Write a letter expressing your ideas on “How to Sell 
QUALITY SHOES”. It’s the ideas we're after and liter- 
ary style will not be considered by the judges. 
Impartial judges will be representative shoe men 
selected from various branches of the industry. Their 
decision, in all cases, will be final. Duplicate prizes will 
be awarded in case of a tie. 

Entries must be postmarked not later than midnight 
January 15, 1948 at which time the Contest will be 
considered officially closed. 

All letters become the property of Shoe Manufacturers’ 
Board of Trade of New York, 11 West 42nd Street, 
New York 18, N. Y. 

Winners will be announced February 15th. Watch 
Boot & Shoe Recorder for results and for reproduc- 
tions of winning letters. 





S G 
\_/ HOE salesmen, shoe ana department store managef 


gnanag 
. . . . . e) the 
perience at the fitting stool pay big dividends in a conteg,,, tp, 


that only you, or a fellow shoe man can win. No compen pro 
ing with the public at large, nor with professional a atch 
makes your chance of winning this contest excepti - 
ally good. 

The Shoe Manufacturers’ Board of Trade of New Yori 


an association of 55 manufacturers of high grade shoe 


or owners, here’s the chance of a lifetime to make your 


will pay $1000 in prizes for the best letters on the sub 
ject “HOW TO SELL QUALITY SHOES”. We knor 
that most shoe salesmen are proud of their sales tech 
niques and many have developed specialized methods fa) 
selling Quality Shoes. We want to hear all about thos) 
methods and techniques. It’s ideas we're after, and we’h 
prepared to pay cash for the best of them. Literary styl 
will not be considered in judging these letters. We war 
to pass your ideas along to other salesmen to help ther 
sell more Quality Shoes. Such an exchange of sales idea! 


: 


is good for everyone engaged in selling shoes. . 
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TULMMLILA 


a Y ” 
er your official entry blank today from your store 
anager, or write to any of the addresses listed below or 
o the Shoe Manufacturers’ Board of Trade of New York 
or them. Get your ideas down on paper and send them 
n promptly. Contest closes midnight January 15, 1948. 
writ atch Boot and Shoe Recorder for announcement of 
inners and reproduction of prize letters. Talk this con- 
test up among your fellow salesmen. It’s worth everyone's 


while to try for these valuable prizes. 


York o 


MEMBERS 


JULIUS ALTSCHUL Inc. 117 Gratton St., Brooklyn, N. Y 

AVON SHOE CO. Inc... ... 360 Furman St., Brooklyn, N. Y. 
BEKER & FRIEDMAN SHOE CO. Inc. 561 Grand Ave., B’klyn, N. Y. 
BELEGANTI Inc... 180—4th Ave., Brooklyn, N. Y 

BENCH MAID Ltd. ... 30 West 15th St., New York City 
BON TELL FOOTWEAR CORP. 12 West 21st St., New York City 
CANGEMI Inc. ..740 Broadway, New York City 
CARDONE & BAKER, Inc. 99 Myrtle Ave., Brooklyn, N. Y. 
CARLETON SHOE CORP. 130 West 17th St., New York City 
CAUGHEY FOOTWEAR Inc. 133 Wooster St., New York City 
M. COHEN & SONS SHOE CO., Inc. . 4315 Queen St., L. I. City, N. Y. 
CORSELLI Inc 81 Peari St., Brooklyn, N. Y. 
CRIK-ETTES Inc. -...++131 West 17th St., New York City 
DEBUTANTE FOOTWEAR Inc. 31 East 28th St., New York City 
DELMAN Inc. . .345 Hudson St., New York City 
SHOES BY ELIAS Inc..... 800 Union St., Brooklyn, N. Y. 
EVERITE FOOTWEAR Inc. ... .133 Wooster St., New York City 


epti 


EXCEL FOOTWEAR Inc 489 Broome St., New York City 
FALECK & LAMKAY CO. 40 West 20th St., New York City 
HENRY FLATOW . 29 West 17th St., New York City 
FOX SHOE MFG. CORP. 826 Broadway, New York City 
GELBURN SHOE MFG. CO. Inc... 147 W. 22nd St., New York City 
ANDREW GELLER Inc. 735 Lorimer St., Brooklyn, N. Y. 
GLORIA SHOE CO. Inc. 18 East 18th St., New York City 
GRAMERCY FOOTWEAR Inc... 351 Jay St., Brooklyn, N. Y. 
GROSSMAN’S SHOES Inc. 231 Grand Ave., Brooklyn, N. Y. 
JERRO BROS. 40 West 27th St., New York City 
M. LAUER , 56 West 22nd St., New York City 
LaVALLE Inc : 632 Broadway, New York City 
MACKEY STARR Inc 56 West 22nd St., New York City 
D. MANGIARDI CO. Inc. 351 Jay St., Brooklyn, N. Y. 
JOHN MARINO Inc... 305 E. 63rd St., New York City 
MEL PRESTON SHOE CORP 240 Broadway, Brooklyn, N. Y. 
MILLER & BERGMANN .105 East 16th St., New York City 
MODISTE SHOES Inc. 113—4th Ave., New York City 
MONBURT SHOE MFG. Inc. 641 Lexington Ave., Brooklyn, N. Y. 
PALIZZIO Inc. 801 Broadway, New York City 
PALTER DE LISO Inc.... 740 Broadway, New York City 
PINCUS & TOBIAS Inc... 721 Broadway, New York City 
PREMIER SHOE MFG. CO. Inc.. 449 Troutman Ave., B’klyn, N. Y. 
M. RADESCHI Inc. 476 Broadway, New York City 
RAO BROS. FOOTWEAR CORP... 75 Roebling St., Brooklyn, N. Y. 
ROBERN SHOE MFG. CORP. 826 Broadway, New York City 
ROGERS FOOTWEAR CO. ._....168 Walworth St., Brooklyn, N. Y. 
ROYAL FOOTWEAR CO. Inc. 800 Union St., Brooklyn, N. Y. 
SCHWARTZ & BENJAMIN, Inc. 842 Broadway, New York City 
SETROY Inc. 201 East 18th St., New York City 
TAILORCRAFT SHOE CO. Inc. 4 Washington Pl., New York City 
TUPPER SHOES Inc. .. .632 Broadway, New York City 
UNIQUE SHOES Inc. ... 2384 Atlantic Ave., Brooklyn, N. Y. 
VAN ARDEN Inc. 38-01—35th Ave., Long Island City, N. Y. 
WAVERLY SHOES Inc. 127 West 17th St., New York City 
M. WOLF’S SONS Inc. 273 State St., Brooklyn, N. Y. 
ZUCKERMAN & FOX Inc 65 Bleecker St., New York City 
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at the Chicago National Shoe Fair 


Meta Fle 








for Men and 
Women 


will be on display 
in the 


PALMER 
HOUSE 


October 26 
through 30 


Men’s Shoes 
in Room 796 


Women’s Shoes 
in Room 793 


You are warmly invited 
to see the new styles for 


Spring and Summer, 1948 


J. P. SMITH SHOE CO. 
Chicago 





October 15, 1947 
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HANAN 


Showe- 


During the 


NATIONAL SHOE Fair 


Chicago 


you will be welcome 


in Room 796 


PALMER House 


OCTOBER 26, 27, 28, 29, 30 


where the Hanan line 
will again present to you 
all the qualities 
of leadership. 


HANAN & SON, INC. 
Chicago 














More Competitive Selling Ahead? 

Meet And Beat It ...... 

hte a | Fp vannock F CLlEtS- 
FOR EVERY MEMBER OF THE FAMILY 


HERE'S HOW BRANNOCK 
EFFICIENCY OF FIT 
SELLS MORE SHOES FOR YOU 







1, Brannock Fitters reduce selling 
time and yet enable the shoe 
salesman to do a superior job 
of shoe fitting. 


2. Brannock Fitters eliminate mis- 
fits thus preventing adjustments 
that follow or worse yet the loss 


of a customer who never returns. 


3. Brannock Fitters create a pro- 
fessional atmosphere. in your 
store and give you the reputa- 
tion of care in fitting. 


4, Brannock Fitters are preferred 
by the consumer because this 
method has given them so much 


satisfaction and comfort in the ADULT MODEL—$15.00* 





past. 


JUNIOR MODEL—$15.00* 
OMPETITION for the consumer dollar is here. Meet 

it, not by markdowns, but by good service—shoes cor- 
rectly, efficiently and dramatically fitted. Customers no 
longer tolerate incorrectly fitted shoes. Profitable shoe 
selling is a result of customer satisfaction—assure this in 
your store by fitting all of your men’s, women’s, boys’ and 
girls’ shoes with the Adult Brannock—size range | to 154; 
and your babies’, infants’, children’s and misses’ shoes with 
the Junior Brannock—-size range 0 to 5. 


* Available at special cooperative price if ordered through certain 
shoe manufacturers—for this list and full details write to 





THE BRANNOCK DEVICE COMPANY 


509 E. FAYETTE STREET Specializing in Foot-Measuring Equipment SYRACUSE, NEW YORK 
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See the 
full display of the 
World’s Largest 
Manufacturer of 
COWBOY BOOTS 













fo retail at about $4.95 at the 
vas NATIONAL SHOE FAIR 





to retail at about $7.95 


Men's and Women's boots 
te retail from $10.95 to $15.95 


Oct. 27 to 30 


“Tested in the stirrups 
where tt really counts” 


pia axe 
x} 


ACME BOOT MANUFACTURING CO., INC. CLARKSVILLE, TENNESSEE 


October 15, 1947 7] 





Be sure to see the gala array of DRESS 
PARADERS and BABY PARADERS at the 


Chicago Show. 


ROOM 660A - 661A 
STEVENS HOTEL 


FINE 
JUVENILE 
FOOTWEAR 


Custom quality WELDWELT construction, selected OAK BEND outersoles and DALETAN leather 
innersoles make these rugged little boots light, flexible, durable . . . just right for young- 
sters’ growing feet. 


The kind of FINE JUVENILE FOOTWEAR that will make more sales for you. 


=350 Brown Elk =353 Brown Elk Vamp and Strap, Embossed =451 White Elk Majorette with 
T ~ 
=351 White Elk exadero Cowhide Quarter 


=354 Red Elk Vamp and Strap, Embossed 
=352 Red Elk Texadero Cowhide Quarter 


White Tassel (not illustrated) 


Available in TWO WIDTHS. narrow and medium 
Each size range pocked in: cartons of 18 pairs of a style and width 
INFANTS (sizes 5 to 9) — $3.35; CHILDS (sizes 9'2 to 13) — $3.75; MISSES (sizes 1 to 3) — $4.15 
Allow 3 Weeks for Delivery * + Terms: FOB Factory, NET 10 Days 

















-DALE 


a reas iti! 
FOOTWEAR, INC. 


WELOWELT Diviston 


COOPERSBURG, PENNSYLVANIA 
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its TOPS 


in Bottom Cementing 


.-. and it does an important job in the process 
that makes sole and upper of a Compo shoe indivisible. 
The Compo Bottom Cementer is designed to extrude at a pre-determined rate an even coating of 
Compo Cement on the roughed marginal area of a lasted shoe upper. Adjustments are simple, and ne 





operators learn to run the machine in a short time. 
The specialized efficiency of each Compo machine is an important factor in the economical and p 


able process of manufacture that Compo offers to all makers of fine shoes. 


COMPO SHOE MACHINERY CORPORATION, BOSTON, MASSACHUSET 
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DONNET 


Fashion-new and elegant in every line and detail, made 
of the choicest leathers, with the most exquisite crafts- 
manship ... these are the finest quality Matrix Shoes 
we’ve ever shown. And moulded in each sole is “Your 
Footprint in Leather”... the exclusive fashion-com- 
fort feature found only in Matrix Shoes. They're worth 


a fortune to your feet! 
As advertised in LIFE! 


E. P. REED & CO. 


FACTORY: & OFFICES 
250 N. Goodman St., Rochester. N. Y. 
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Millions of customers see Gro-Cord 
advertising, know Gro-Cord qual- 
ity. You can specify Gro-Cord soles 
on shoes you sell, and gain recog- 
nition of extra value. 


dl 


' Be sure to visit us personally at 
Palmer House, booth numbers 90 a 
91. 
plete line in our new full-color 
logue presentation. New design 
new Gro-Cork, Gro-Crepe. Write 
your copy today. 


GRO-CORD RUBBER CC 
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If you can't make it, see the cc 






LIMA, OHIO 
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WHAT TIME OF 
THE VEAR DOES 
MOST EVERYBODY 
GET NEW Shoes 




















BOYS DOGET SO 
ROMANTIC IN SPRING. 
GIRLS JUST HAVE TO 





GET FANCY PATENT 








7F0RE | KIN GIT M? 

SEEDIN? DONE, TAE OLE 
WOMAN’S UP AND BOUGHT 
HERSELF 







INOTHER 
PIR OF 











NO MATTER WHAT THE 
SKIRT LINE IS, THE 
SMART GIRL WILL GO 
For PATENT PUMPS, 


AND THAT 








| GET NEW PATENT 
LEATHER SHOES 
EVERY sPRING/ 























NOW !| WHO maxes 


THE BEST Parent 
LEATHER IN THE 


WORLD € -— 
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EMBO 
CASUAL 
FOOTWEAR 


See our new casual line that will 
show you why our production has 


grown during the past year. 


CHICAGO BOSTON 
National Shoe Fair Boston Shoe Show 
Oct. 27 thru 30 Nov. 17 thru 20 
HOTEL MORRISON, Rm. 708 HOTEL STATLER, Rm. 516 


EMBO CASUAL FOOTWEAR CORP. 


43 LEON STREET - BOSTON, MASS. 


Creators of Exguisite Footweat 
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An Invitation 


to dealers attending 
the National Shoe Fair 
October 27. - 30 


all members of our “fi 


ee amily,” 
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SUPERGRIP 


Activated with Hot Vapor Laden Air! 


The full effectiveness of Supergrip is obtained with the new Universal Heat 
Activator. This method of activating sole attaching cement provides a stronger 
initial bond by evaporating the solvents within the cement. It eliminates the 


need of applying solvents! 


This is another case where Supergrip will help you to achieve and maintain 


better sole attaching. 


UNITED SHOE MACHINERY CORPORATION, BOSTON, MASSACHUSETTS 





’ Ea ae a ee 
ped = J “ By 
a , - 








\) 


YA 









THEW LL nlarges your SALES PICTURE 


AND D welop A GREATER STORE 


PRESTIGE FOR YOU ... 








FLASH .. . A pretty profit picture can be yours with 
NATIONALLY ADVERTISED 
With Full Color Ads In 

SEVENTEEN and steady profits. How? . . . Concentrate on KI-YAKS . . . 


The value line of flexible Goodyear Welts that are priced for volume 


positive results from a double exposure of quick turnover J 


and profit and styled to the tempo of your fastest growing 
market — the teen-age market. Come on and get in the 


picture. Write us today. 





Ste Thtte.- 


NATIONAL SHOE FAIR 
CHICAGO 
OCT. 27th, 28th, 29th and 30th 
PALMER HOUSE 
Room 860 











METROPOLITAN SHOE COMPANY 
Division of Craddock-Terry Shoe Corporation Lymehburg, Virginia 
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..- BUT CELASTIC REMAINS UNAFFECTED! 


You're looking at an actual photograph of a shoe 

during its fifth hour of total immersion in water. The 

toe built with Celastic is notably unaffected by this severe 
test .. . further evidence of the support and durability 
which Celastic gives the toe of the shoe during wear. 


Celastic means lasting toe stvle and toe comfort. 


MATCHED PAIRS... trim on the foot — true to the last. 


EP See) & 


Uniteo SHoe Machinery Corporation - BOSTON, MASSACHUSETTS 











LION 
Work Shoes 


... your best “order” for long- 
wearing, comfortable work 
shoes that have a rapidly increas- 
ing acceptance among value- 
“hungry” men. 


ges 0M FAIR 


pat ON sHinois 


30 
08,297" goo 





The 
Sir Walter 
Shoe 


. . @ fast-moving line that “suits the 


taste” of the volume trade, turning 


in quick profits for you 









Almaican Bow. 
= 


.. smartly styled shoes that satisfy 


your “appetite” for quick sales 
in the vast market of America’s 


younger men. 
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SATINS and VELVETS 


THAT HIT THE SPOT 


Immediate Delivery 
Smart retailers don't have to be told twice how 


Galures Slippers hit the spot in their merchandising 
program. Styled right to catch the eye, yet so mod- 
erately priced for assured fast turnover. Order today 
and have ample stock on hand for the big Christmas 
selling season that is so near at hand. 


Samples on request—Catalog available for further 


information on styles. 


Packed in the new attractive GALURE boxes. 


Ne. oe = 
dallien Seuff ; 

Celera: th tiont 
Blue, Pink, White. 
a. & eyal Blue. 


ee 4-9 $1.75 


Ne. 460—Velvet 
Gore Back; Geld Me- 
} mag Trim: —- 
Colors: 
Reval Blue. einct: 


Sizes: 4-9 $1.85 


MORRISON, Chicago, 
Detroit, Mich., November 2-5 — WM. PENN HOTEL, Pittsburgh 


Pa., Room 436, November 9-!!. 


Ne. 876—Velvet Gore 
Back; Geld Ornament. 
Leather Sele. Colors 
—. Reyal Blue. 


Sizes: 4-9 $2.18 


Ne. 318—Satin Gore 
Back: Fur Collar: 


Leather Seles. Colers: 
White, Pink, Light 
Biee, Reysi! Blue, 
Red, Black. 

Sizes: 4-9 .. $1.75 


Alse avai lab!e— 
Misses’ 11-3 ..$1.65 


EXHIBITING: NATIONAL SHOE FAIR, Room 1452, HOTEL 
Octo! 


27-28-29-30 — HOTEL STATLER, 


“GERDAGRAM™ 


ERDA FoctWiir co., inc. 


158 DUANE STREET « NEW YORK 13, _ am * 


October 15, 1947 
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NATIONAL SHOE FAIR 
ROOMS 747-748 PALMER HOUSE ae 


Concentrating all of our time and effort in the exclusive manu- 
facture of men's Goodyear Welts in Kid and Kangaroo Leathers 
enables us to offer a greater variety of styles, a much longer 
range of sizes and widths in each style, and unexcelled crafts- 
manship which is a credit to any store. In rooms 747-748 of the 
Palmer House you will see how Connolly's specialization serves 
you better in your soft leather shoe requirements. 


WE SPECIALIZE IN THE THING WE KNOW BEST 


CONNOLLY SHOE CO., STILLWATER, MINN. 
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THE TRUE CRAFTSMAN USES THE FINEST MATERIALS 


SO 


DELMAN 


fashions beautiful shoes of 


PATENT 


Black patent was used to fashion these charmers. 
Colonial Patent lends itself pliantly to the 
development of brilliant designs. Vying with black for 
top fashion honors are Colonial Patent’s authentic 
colors. There’s profit in them for you. Write today 


for samples of the complete line for Spring, 1948. 


Colonial Tanning Company Inc., Boston 11, Massachusetts 


October 15, 1947 





Inez. Black suede. obtainable i ; hne. ‘ i i 
Also in cuban heel. $4.75 Dost Me. Black suede. Also obtainable in cuban heel. NATIONALLY ADVERTISED 
Lucille. Stet suede, Black and Brown calf. High or Anit 
uban heel. nita. Black and B calf, Black suede. Alse ob- ; : 
. athena tinan a. All in N & M widths. 


Eilleen. Biack suede. $4.50. October Delivery 


Cynthic. Biack and Brown calf, Black suede. Also ob- 
talnable in cuban heel in Black suede. $4.75. 


131 DUANE ST. NEW YORK 13, N.Y. « CHICAGO: 189 WEST MADISON ST. + ST. LOUIS: 1315 WASHINGTON AVE. + LOS ANGELES: ROOM 710, HAAS BLOG. 
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We'll see you in 
CHICAGO 
Hotel Morrison 
SUITE +839-40 
Oct. 26-27-28-29-30 





Sheila. Biack suede. Also obtainable In cuban heel. $4.75. 


Yvonne. Black and Grown suede, Black patent leather, 
24/8 heel or, without platform, 28/8 heel. All $4.75. 
N & M widths Also, Giack and Bronze satin, $4.75, 
Gunmetal patent leather, $5.00 — 24/8 heel — Medium 
widths, Bow is detachabie. 


























Ting. Steck, Brown and Green suede, Black patent 
leather. $4.50. NATIONALLY ADVERTISED 


Lydic.  Biack swede, Black and Brown calf. High or 
cuban heel. $4.50. All in N & M widths except 


Sybil. stack and Brown suede, Black patent leather, 28/8 sotins and Gunmetal patent. 
Margot. Biack suede, Black and Brown kid. $5.00. October Delivery 


133 OUANE ST. NEW YORE 13, H. Y. + CHICAGO: 189 WEST MADISON ST. + ST. LOUIS: 1315 WASHINGTON AVE. + LOS ANGELES: ROOM 710, HAAS BLDS. 
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helps you SELL SHOES 


with smart impressions 








Impressions sell shoes. Impressions of smartness. Comfort. 

Flattery to a pretty foot, a slim ankle. 

When madam walks along a smart and beautiful Mohawk Carpet, 
poses her shoes before the mirror, she subconsciously 

transfers to the shoe her impressions of Mohawk’s smart 

springy luxury. Already, the sale is half made. 

Carpet your store with Mohawk. It isn’t overhead expense. 

It’s an investment in sound selling. 

Illustrated is Mohawk’s GROSVENOR, a textured Wilton weave. 


Mohawk Carpet Mills, Inc. 295 Fifth Ave., New York City 
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REMEMBER 


OUR NUMBER 


















SUITE #839-40 
HOTEL MORRISON, 
CHICAGO 


OCT. 26, 27, 28, 29, 30 


Amy. Black suede, 
Black and Brown calf, 
Biack patent leather. 

34.50 





Gwendolen. Biack 
suede, Black and Brown 
$4.75 


Black suede. 


$4.75 N & M widths. 
October 


delivery 





Loretta. High heel in 
Biack and Brown suede, 
Biack patent leather. 
Cuban heel in Black 
suede, Black patent 

- 34.50 


juliet. Biack suede. 
Black and Brown calf. 
$4.50 






Another group of up-to-the-minute treatments from the 
house that's up to every new trend with A-to-Z assortments 
for daytime, playtime, street wear, evening wear 


every-wear! See them all at the Shoe Fair 


oe 


WASHINGTON AVE + 


lester pincus sh 


3) DUANE ST. NEW TORK NY 
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“THE APPEARANCE OF OUR LINE HIT A NEW HIGH 
when our factory turned to United for Finishes”’ 


The Sales Manager who asked for better finishes for his entire 
line may — or may not know 4ow the factory obtained results. 


In this case, his finishing room foreman called in a United Finish- 


ing Specialist to analyze finishing practices, to suggest and demon- 
strate the way to get the best results ...and to supply the materials 
for the job. 


United Finishing Specialists can provide you with finishing for- 
mulas and methods that will restore and enhance the original char- 
acter of the leather surface. Throughout the country, these men are 
helping manufacturers improve the appearance of their shoes. 


For help in stepping up the “buy appeal” of your line call upon the 
services of the qualified United Finishing expert in your area. 


UNITED SHOE MACHINERY CORPORATION 
BOSTON, MASSACHUSETTS 
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AS ADVERTISED IN Esquire 


At PALMER HOUSE, CHICAGO, Rooms 


October 27 


through October 30, 1947 


640-64) 


MAN! What SHOES! They're as 
smart as next year’s convertible. 
Rugged, tough, he-man beauties 
by Curtis craftsmen, with that 
famous “‘bwilt-in’’ comfort. 
Millions of smart men say, “When 
you wear CurTis you're walking 
on Easy Street.” 


Get America’s finest shoe values 
at your Curtis dealer. For his 
name, write Curtis Shoe Company, 
Inc., Marlboro, Mass. 


Copyright 1947, Curtis Shoe Company, Inc. 


CURTIS 


Shoe for 77lan 
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LEN Particularly if you | 





vare a shoe manufacturer | 
The leathers produced under that name cannot be forgotten, : 
by the shoe maker who selects the right Northwestern tannage, for 


the specific shoe type for which it has been developed. Always remembered 


are the “handle”, the workability, the responsiveness of Northwestern 
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leathers, in the shoe factory. Always remembered is the saleability at retail, 
of good shoes made of Northwestern leathers. Always remembered are 

the uniformity of weight, quality, color — and the exceptional versatility 

of Northwestern leathers, that make up into so many types of shoes, 

and give such excellent service. Factors to be remembered, with the name, 


because we accept them as « « - 


a tradition to maintain 


NORTHWESTERN LEATHER 
COMPANY 


BOSTON 11, MASSACHUSETTS 











CLAPP & SON, INC., EAST WEYMOUTH, MASS. 
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opportunitres 
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LNitler dealers 
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style with the balanced lines and fine a3 
workmanship that mean comfortable 


wearing. They’re prime favorites 
with school and college girls, and with a 
older women, too, who dress smartly PR 
with an eye on the budget. Years of 
consistent national advertising backed up & 
by genuine value have established Daytimers FT Se 
as a leading profit line. 
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Junior Daytimers are advertised in 
PARENTS’ Magazine 


and carry this Seal of Acceptance 





COMMENDED 





PARENTS 
macarons 


Junior Daytimers have all the high 
style and stamina of the senior line . . . 





and from sharing in its success have 
become leaders in their own right. Mothers 
it who have worn Daytimers are eager to get 
~ Junior Daytimers for their children because 
they know they will fit and wear so well. 





Y, North Adams, Mass. 
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WABASH AVE 
MICHIGAN 


SEE THIS EXCITING UNcTIONAL! Clean-cut! Complete! Designed 


for men! A light, airy retail showplace that 
is as up-to-the-minute . . . as finely detailed . . . 


NEW BOSTONIAN as comfortable as BOSTONIAN SHOES FOR 


MEN! Here Bostonian merchandising and 


MERCHANDISING promotional activities are pretested and proved 


before they are passed on to you. Drop in . . . 


LABORATORY it’s all worth an early visit! 
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FTER a visit to the Palmer House 
A —drop in to see the new 
Bostonian Headquarters conveniently 
located in the Loop, at the Air- 
Crossroads of America—Chicago’s 
new Airline Center. Modern . . . 
bright and spacious . . . a Sales Office 
built to tomorrow's specifications. 
Perfect spot for getting the Bostonian 
Story at a glance, for selecting 
outstanding styles and fine leathers 


with ease. Meet us at 60 East 





Monroe during the show and 
anytime during the year! 
Two LocaTsane 
, eae 
for-the 47-7, 


ee . es 
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ew BROTHERS MFG.CO., INC. 
NEW YORK ® CHICAGO @® LOS ANGELES 
10 West 33rd Street, New York 1, N. Y. 
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FASHION-BILT 


An ame famous 


for 25 years / 


NOW NATIONALLY ADVERTISED 
TO 15,000,000 READERS 










STEPS AHEAD 


IN COMFORT AND STYLE 
Millions of women insist on these shoes 
. will accept no other. It’s their 

imonial to Fashion-Bilt’s famous 


quality — unchanged for 25 years 
Here's 
plus foot-flattering 
style. Here's 


foot-soothing comfort 





sgis 2. 57% 


Widths AAAA to EE 
Many attractive styles 


te choose from 


4 DEANNA 


m There's a Fashion-Bilt 
dealer near you—write 
melee for his name. 


FASHION-BILT SHOE CO., PONTIAC, ILLINOIS 











This Advertisement 
Will Appear in... 


Good 


Housekeeping 


On Sale Nov. 20 











Advertisements also 


Appearing in... 





Vogue 


October 15 issue 








and other 


national publications 











Fashion-Bilt arch shoes comprise a large variety of 
styles and heel heights, and are crafted of quality 


leathers on modern lasts. All styles. AAAA to EE. 





PALMER HOUSE 


SPRING LINE 


Exhibited at 
Shoe Fair 


Room 942-943 








Dealer Franchises still open in some communities 


FASHION -BILT SHOE CO., PONTIAC, 
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UIt is beyond imagination that any other leather can play up 
the charm of a feminine foot with the subtle flattery 
of Kidskin. ~ Appealing to the eye with its soft 
glowing beauty, King Kid carries on with 
comfort as well . . . and a long endur- 
ing life, for this superb achieve- 

ment in Kidskin truly 


grows old gracefully. 


Vi 
Ing iil 


LINE 


HW tam MIN C enpany > Vidtadelp hea 
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AMERICAN GENTLEMAN DIVISION Craddock-Terry Shoe Corporation Lynchburg, Va. 
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Loafer Sox 










A perfect CHRISTMAS ITEM 


for every member of the family 


RETAILING AT 
$*.95 
per pr. 
(fair-traded) 
SIZES FOR 
MEN, WOMEN 
and 
All you need do is display them! Sales will take care of themselves. — 
Half-pages in color will appear in pre-Christmas issues of Ladies’ COLORS: 
Home Journal, Woman’s Home Companion, and leading outdoor 
magazines. For father, mother, sister, brother, grandma, grandpa, Royal Blue 
friend sportsman, student—anybody on anybody’s Christmas list— Powder Blue 
Loafer Sox make a perfect gift. And the price is right for volume Maroon 
sales! No after-holiday returns because there’s no problem of fit. Brown 
Loafer Sox have padded, glove-leather soles embroidered to soft, Scarlet 
100% wool sox. Colors are vivid and attractive. Packed in in- Yellow 


dividual cartons. Write for catalog showing our complete line of 
wool hosiery, mittens and leather goods. 


RIPON KNITTING WORKS 


RIPON, WISCONSIN 
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Here is Fiddle Shank No. 12 designed to provide “greate: 


stability. Notice — the toe end of the shank is as wide as the 


THE 


heel end, and the waist of the shank is only sheared slightly. 
\ || iil l I | y These design features previde more stee] where needed 
to protect shoes of medium to extreme heel heights from 
lateral strain. 
Fiddle Shank Look to United for the proper shank to provide structural 
strength and improve the wear in every shoe. 
ager <i 
VITA-TEMPERED STEEL SHANKS 


ere tough, herd, uniform. Fit like master models. 
Clean, ready to use. Preserve Balanced Tread 


UNITED SHOE MACHINERY CORPORATION, BOSTON, MASSACHUSETTS 
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THE CALFSKIN 
OF CHARACTER 


Reputation reflects the opinion of others, 


but character is what a leather really is. 


A vast majority of the nation’s leading 
designers and craftsmen recognize the 


reputation of Tandrite. 


Basically responsible for that overwhelming 
preference is the character of Tandrite ... 

as expressed in its superb quality, 

perfect finish, pliability and glorious colors. 








“4 HA 


SCULPTURED-TO-THE-FOOT 


E. BHUBSCHMAN & SONS, INC. 


PHIL ABELULPS®IEIA, PA. 
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NTRODUCED three years ago, the demand for Jumping- 
Jacks far exceeds our present capacity and it has been 
necessary to refuse orders from many fine accounts that 
should be selling them. Established customers have been 
unable to obtain but a portion of their requirements. So 
here’s the GOOD NEWS! 


The opening of No. 2 plant at Monett, 
Mo., will enable us to give better deliv- 
eries to present accounts and get broader’ 
distribution among hundreds of retailers 
who would like to sell Jumping-Jacks. 
“Same day” basis on orders is our goal, 
and the second factory will bring that 
day closer. 
. 


Jumping -Jacks will be at 
the National Shoe Fair in 
Chicago. Stop in and see 
the unique patented sole 
feature that keeps young 
ankles from turning and 
gives gentle, friendly sup- 
port. You'll marvel at the 
way the soft all-elk uppers 
conform to the contour of 
the child’s foot when laced 
and every seam is on the 


NATIONAL SHOE FAIR outside of the shoe. 


ROOM 635 PALMER HOUSE 
IN ATTENDANCE 


SAM B. VAISEY ° ROBT. A. BRISTOL - SPENCE VAISEY 
Vaisey-Bristol Shoe Company 


¢25 soUTH GOODMAN STREET @® ROCHESTER 7% NEW YORK 
BRANCH FACTORY-MOWNETT, MISSOURI! 
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\\ 
Wexico Foombread,”” 


walk on air to make shoe history 


Once in a decade something revolutionary happens to shoes. 
The event of the Forties is Wellco’s new Foamtreads! Their 
secret’s in the sole that walks on air, and in smart styling, hand-lacing, 
colors that appeal to teens, misses, women. So sensational 


are Foamtreads, so instantaneous their acceptance, that 


a large part of our production is already sold. Don’t fail 


to see Wellco Foamtreads at 903 Palmer House, 


and place your order now for early Spring 
promotion — and profits!. 


4??,4 
595 


retail 


*TRADE MARK REG. U. S. PAT. OFF, 
PAT. NCS. 1983720—2160243 
OTHER PATS. PEND. 


no other shoe has a SOLE like this! 


Between the soft leather insole and sturdy leather outsole, there’s 
a “filling” of foam rubber with millions of tiny air cells that 
breathe with every step. Air in the foam rubber acts like air in an 
inner tube to absorb the shock of wear. Thorough, impartial tests 
prove Foamtreads give up to 4% times the wear of a solid 
leather sole. 


the SOLE of profits ! 


The market for Foamtreads is unlimited! School girls, career 
girls, housewives, nurses, salesgirls, teachers . . . everybody who 
walks will love them! Foamtreads really sell themselves when 
the customer experiences their unique scnsation of walking on air! 
Other Wellco Foamtreads for every member of the family and 


every season of the year. 


92 


Six brilliant, full-page, full-color advertisements are scheduled 
for the late winter and spring issues of these national women’s 
magazines. Total readership — 20,951,992, including your most 
style-conscious customers. Complete dealer aids are yours for the 
asking te help you display and promote Wellco Foamtreads! 


WELLCO SHOE CORPORATION — WAYNESVILLE, NORTH CAROLINA 


4 
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A Rare Ojaportunity 


For a Few Footwear 
Manufacturers 
Outside the U. S. A. 











The shoe which you see on the opposite page is made under the patents and with the 
knowhow of Ro-Search, Inc., of Waynesville, North Carolina. 

Ro-Search, Inc. has license and manufacturing agreements in many countries all over 
the world for the making of footwear. There are still a few countries open in which 
Ro-Search has no licensing agreements as yet, and shoe manufacturers outside the U. S. A. 
are invited to address inquiries to Ro-Search, Inc., Waynesville, North Carolina, U. S. A., 
if they are interested to produce shoes which are superior to regular footwear, with equip- 
ment which is much simpler and cheaper than regular shoe machinery equipment. 


UNA OPORTUNIDAD RARA Para Unos Cuantos Fabricantes De Calzado Afuera De Los 


Estados Unidos De Norte America. E/ zapato que se ve en la pagina opuesta se hace 
bajo el patente y con el “saber-hacer™ (know-how) de Ro-search, S. A., de Waynesville, 
N. C., EE. UU. 

Ro-search, S. A., tiene licencia y convenios de fabricacion en muchos paises de 
todas partes del mundo para hacer el calzado. Hay unos cuantos paises ya en que 
Ro-search, S. A., no tiene convenios licenciados todavia, y los fabricantes de calzado 
afuera de los Estados Unidos son invitado a sirvanse enviar sus preguntas a Ro-search, 
S. A., Waynesville, N. C., E. U. A., si tienen el interes a producir zapatos que son superior 
al calzado comun, con equipaje que es mucho mas simple que la maquineria usual de 
fabricar calzado. 


UNE RARE OCCASION Pour Quelques Fabricants De Chaussures Au Dehors Nes Etats- 


Unis d'Amérique. Loa chaussure que vous voyez sur la page ci-contre est fabriquée sous 
les brevets et avec le concours technique (know-how) de Ro-Search, Inc., de Waynesville, 
North Carolina. 

Ro-Search, Inc., a déja cédé la licence dans bien des pays 4 travers le monde pour 
la fabrication de chaussures. Il y a encore plusieurs pays dans lesquels Ro-Search n'a 
pas donné de licence jusqu'ici, et l'on invite les fabricants de chaussures cu dehors des 
Etats-Unis & prendre des informations & Ro-Search, Inc., Waynesville, North Carolina, 
E.-U., s'ils s'intéressent & produire des chaussures qui sont supérieures aux chaussures 
reguliéres, avec une installation bien plus simple et moins chére qu'une installation pour 
chaussures ordinaires. 





Branch Offices: 


RO- SEARCH, i, tom 122 North Mariposa Avenue 
WAYNESVILLE, N.C.—U.S.A. Los Angeles, Calif. — U.S.A. 
CABLE ADDRESS —~ROKAKO 
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A COMPANY SPECIALIZING IN BRAND NAME TISSUE WRAPS 
for more beautiful, and more practical 








LL 
cHarces R- warow 


Nn. T. WoRTHEN a 
CHARLES ao 








DESIGNED PACKAGING PAPERS 
FOR THE SOLE PURPOSE OF 
PROMOTING THE AMERICAN BRAND NAME 





Member of Brand Names Foundation 





‘ | 
. ONE 
AUD IN LEPS OF 
0 6s i. 2 AMERICA’S 
Offices & Showrooms: 29 W 34™5T. New York City LARGEST PRODUCERS 
OF 


917 STITCH-DOWN SHOES 
‘9 OF EVERY DESCRIPTION 


























YEARS of 
COMPLETE, EFFICIENT 


SERVICE IN SHOES 
FOR THE WHOLE FAMILY 


FOR CHAIN STORES ¢ WHOLESALERS 


EN'S @ BOYS’ @ LITTLE GENTS'® WOMEN'S _ MAIL ORDER HOUSES 


@ MISSES’ @ CHILD'S @ INFANTS’ SHOES. 


Riding Boots @ Women & Children EXCLUSIVELY 


Majorettes @ Women & Children. 


Jodhpur Boots for Women. : ad 
ul issi lenty if don’t visit t the 
Men's & Women's Bowling Shoes & Oxfords. PE Se pies ey E's wage acs 


Men's @ Women's @ Children's Loafers. NATIONAL SHOE FAIR 
Men's @ Women's Sport Oxfords & Moccasins. HOTEL MORRISON 


Women's Cotton Picker Boots. 
Misses’ and Child's Barefoot Sandals. 
Men's Leather & Rubber Soled Romeos & If you cannot see us—W rite for catalog 


weer at Our Show Room—29 West 34th St., New York, N. Y. 
Men's Ventilated Oxfords & Sandals. 


Little Gents’ Un-Lined High Cut Boots. J. 8. RUBIN LOUIS J. ORINGER 


RUBIN BROTHERS | | 


FOOTWEAR 
West 34th St. N. Y. C. 
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TO THE FALL, 1947 
EDITION OF THE 


Greatest Show 
on Earth 


—' —\) Wie wo, 7 (7) ew 


—from the shoe backed by 53 years’ know-how 
in creating shoe style and value 


sold only in Kinney shoe 
stores for men, women, chil- 
dren... also in exclusive 
Educator shoe stores for men 


A product of G. R. Kinney Co., Inc. 2 Park Ave., New York 16, N. Y. 
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Shoes INC. 


Manufacturers of Preview 
Fashion Footwear 


632 BROADWAY 
NEW YORK 11, N. Y. 
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SPECIAL FAST SELLING FEATURES 


All Huskies models are made of heavy Elk 
tannage by Trostel. 

All Huskies have the exclusive 
trademarked husky rubber sole with lift. 
All Huskies but one have the latest 
kickoff back. 





Casual is the word for this attractive 
shoe in women’s sizes 3-9 in red — 
white, black and brown with a 
smartly styled instep strap, a must 
for spring and fall. 


This shoe will be a female leader. 
The sling back — twin-buckled back 
strap and unique latticed instep all 
mean consumer demand. Available 
in sizes 3-9 black — brown, white 
and red. 


A repeat seller for the whole family 
this moccasin shoe is sized for men 
and boys in black and brown, for 
women in black — brown — white 
and red and features a continuous 
“no chafe” collar. 


This rugged sports model 
is a fast seller for men — 
women and boys in black 
and brown with rawhide 
laces and brass eyelets. 


ALL AT $2.50 


Feature the biggest retail shoe value in 
the nation at $3.95 a pair! We have exclu- 
sive distribution rights for New York, New 
Jersey, Pennsylvania, Delaware, Connecti- 
cut, Maryland, and Eastern Ohio. 

Complete Huskies Mat services — window 
displays — counter displays to tie in with 
the Huskies’ National Advertising Cam- 
paign in LOOK, ESQUIRE, SEVENTEEN, 
and CHARM are yours upon request. Get 
in touch with us today: Call or write for 


samples. 


MANUFACTURING WHOLESALERS OF SHOES AND SLIPPERS 


Corner of Church St. 


« New York «+ 122-124 Duane St. 


Established 1879 © Phones: WOrth 2-5425-5447 
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is the smart total.... 


\ “Lesco Ltd. is one of the makers who do a big job with shoe 
and bag coordination. They work directly with such shoe 

; people as Newton Elkin, Carlisle, and Walk Over.” 

.§ 


— Women’s Wear Daily 


\ Ie ‘toe 


bag has a fashion-surety of design and is an 
irresistible counterpart of the quality shoe. 
Smart shoe sells smart bag, making 
the merger highly profitable. LESCO 
are now in a position to build timely 
promotions of quality accessories 
for Spring 1948—each planned to 


: . . 
make your customers reaction —acton. 


Leo Sternberg and Al Edelson 
will be at the National Shoe Fair, 
Booth 80, Palmer House, Chicago. 


OA Bhesco Ltd. 


fashion -tailored handbags and accessories. 
8 East 34th Street - New York 
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in these exciting new 


Paima Ballninas 


Spring shoes will be sparkling and dramatic — with 
glittering gold kid leading the parade for street wear and 
around the clock. You can’t afford to miss seeing Prima Ballerinas 
in 24 karat gold kid —the flat heel ballet-type shoe preferred by 
style-wise women. Don’t overlook the flattering Prima Dollerina 
with smart bracelet strap, the gay open back Prima Sling Ballerina, and 
the complete Prima line. There’s a 
6 wide choice of materials, in 

LD Rust! | gloriously gay new spring colors 

OUDCOASTERS and styles — see them at room 634, 


Morrison Hotel. 


PRIMA 
DOLLERINA 


PRIMA 


BALLERINA 
PRIMA SLING HANDMADE 
BALLERINA 


HAND -LASTED 


Su them BC Room 634, Worrison fate 


PRIMA, INC., 166 N. Third St., Columbus 15, Ohio 


“BALLET MAKERS TO THE YOUNGER GENERATION 
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DICKERSON FAMILY REUNION 


PALMER HOUSE 
Oct. 26th — Chicago — Oct. 30th 


Executives and Salesmen 


in attendance 


Room — 806 


W. T. DICKERSON, President 0. H. DICKERSON, Sales Manager 
W. P. (BILL) LANIGAN O. H. KIRKPATRICK 


Room — 855 


PAUL J. LEE 


Room — 856 


R. H. (BOB) LEWIS W. T. SPANGLER 


Room — 857 


LARRY MINOR 


Room — 858 


KEN RANSOM 


THE WALKER T. DICKERSON CO. 


COLUMBUS OHIO 
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WL Best of all Shoe Sole* 





Smooth 
Tred ARCOR- 
lor | LAMINATED * 
dress 
LA 






and 
business. 





LEATHER 


Next to the Foot — for its proved 
strength. foot comfort. and coolness. 


meet 
SYNTHETIC RUBBER _____ 


Next to the Ground—for its 
wonderful long wear. water- 
proof. and non-slip qualities. 








There you are. All the fine qualities of both 
leather and rubber now in one sole—the 
Arcor Laminated DUBL-SOLE. It brings to 
shoes these long awaited built-in values... 
double wear, continuing fine appearance, 
and new comfort — actual values that will 
sell more shoes. 





Get posted everybody. Just mail us your 
letterhead, whether dealer, jobber or factory 
and we will quickly send you a cross sec- 
tion of this new sole development—so you 
can judge for yourself. 





A. L. MURRAY. President 


AUBURN RUBBER CORP. Auburn, Indiana 


. Octobe: 
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ale FRIENDLY SPORT SHOES PUT 


o YWOUnn 


== WINNING TEAM! 


“WANTED: STYLES FOR QUICK TURN-OVER! 


Friendly Sports are styled for teen-agers; they suit the teen-age taste. 
Statistics show teen-agers buy more sport shoes than any other age group! 


QUALITY WORKMANSHIP FOR REPEAT SALES! 


Popular-priced Friendly Sports are made by master shoe-makers, using 
the finest materials available. They give satisfaction in wear to bring 
customers back to you—building ever greater sales of sport shoes. 





Bi pon hg POWERFUL NATIONAL ADVERTISING FOR PUSH! 
PREFERRED MAGAZINES! 


Full color, full page advertisements directed to teen-agers, in magazines 


Watch for Bea Friendly in preferred by teen-agers. This is the “push” that starts your sales! 


Seventeen, in Mademoiselle, 
and in Calling All Girls all 


through 1948! COORDINATED DEALER TIE-INS FOR PULL! 





Advertising mats to help you tie- 


. in with Friendly’s national cam- © 
The Friendly Sports paign, supplied without charge by Tr 5 e rn d : y 
program pays off in Friendly. The “pull” that makes i ” 


you part of the winning team, 


sales volume! it can focusing sales on your store. 
pay off for you! 


REG US PAT OFF 
MADE BY EDGEWOOD SHOE COMPANY, DIVISION OF GENERAL SHOE 
CORPORATION, NASHVILLE, TENNESSEE 
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shoe a the 
Shoe Fairu 


To the merchant who wants to achieve and 
maintain fashion and quality leadership 

in his community, the Hill and Dale 
showing is more important than ever .. . 
Today Hill and Dale maintains its tradition 
of creative design, fine craftsmanship and 
sound value with unwavering faith in the 
taste and discrimination of: American 


women. 


On display, during the National Shoe Fair 


in Chicago at the Palmer House, Rooms 712-713. 


BALTIMORE 24, MARYLAND 


* 
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ROYAL 


FOOTWEAR COMPANY, INC. BROOKLYN, NEW YORK 


- Fj 
yh Oe 


Litt he Dhgeitt*s 


your 
best 
foot 
forward 
with 


(essa Conhe’ 


the 
quality 
elastic 


Take this step. Specify Contro. You'll be glad you did. It’s a wonderful backing, 
backed by a great name. And only Contro is vitalized with Vitalin, the magic 


rubber vitamin, to hold longer, mold stronger. 


*nec. us. Pat. Orr. 
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, 
Sih Me 


by Facth 


for Women 
as well as little folk 


pid sp gn 





Famous allaboot Cotten 
nia Platform Comfies are 
now available in two new 
beautiful Women’s Styles. 


“The GARDENIA 


Genuine white rabbit fur scuff. 
Faille platform, leather sole. 


B. “7he DAHLIA 
Plush scuff with genuine white 
rabbit fur collar. Faille platform, 
leather sole. Lighf Blue, Pink, Black 
and Red. 
Sizes 4 to 9. Retails from 2.98 up. 











tees 


GZ ‘Danuta | 
The Lullaboot Children Styles that 


Continue with Top Billing on Young 
America’s Hit Parade. 


C. The BOOTEE 

Fine smooth elk leather upper with warm 
colorful lining and full supporting counter. Trim- = 
med with beautiful electrified shearling cuff. pnsinhqeanceiinnseeiitiel 


7he 8 T 
D. The ZIPPER —— ee \ 
The upper is made of fine smooth elk leather, 


with warm colorful lining and full supporting ” 
counter. Either genuine black patent collar, or elk j (4 
leather collar to match the upper. 


Sizes: 6 to 3. Colors: Red and Brown. 
Retails to 3.98 














MANUFACTURED BY THE ORIGINATORS 





OF CALIFORNIA PLATFORM ZIPPERS —= 
17 LeGrande Avenue ¢ Wilkes-Barre. Penna. | hits —=———_— — 
SEE OUR DISPLAY AT THE CHICAGO SHOW lp. The ZIPPER | ye 





CONGRESS HOTEL — ROOM 316 Sa 








The difference lies in the 


Tanning Technique . 


Naturally, tanners who are jealous of the reputation of their 
products buy the best hides the market affords. This is cer- 
tainly true of American Oak. 

But from then on the quality of the finished product depends 
on the tanning technique. 

Through more than sixty-five years of scientific research and 
practical experience The American Oak Leather Company 
has developed tanning technique to a superlative degree. 
That’s why manufacturers find that bends tanned the American 
way not only provide better soles for their shoes but also cut 
to better advantage. 


’ Retailers find that their customers notice the superior quali- 
ties of American Oak soles, whether the famous ROCK OAK 
vegetable tannages for maximum foot comfort or the moisture 
proof, extra long wearing Chrome Retans. In short they 
have discovered that an American Oak sole makes any shoe a 


better shoe. 


THE AMERICAN OAK LEATHER COMPANY 


CINCINNATI ST. LOUIS 


CHICAGO BOSTON 
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400 BOYLSTON S$T-803, 
o 


CO-ORDINATED ADVERTISING AND MERCHANDISING 


TELEPHONE KeEnmot® 


October 26, 27, 28, 1947 


FELLOW ADVERTISERS 
NATIONAL SHOE FAIR 
CHICAGO, ILLINOIS 


Gentlemen: 


In the firm conviction that advertising in correct 
media, backed up by a skillfully coordinated merchandising and 
point-of-sale program, -- brings sure results -- we, the entire 
Reilly Advertising force, have a two-fold purpose in placing 
this advertisement: 


1. We wish to thank the organizations listed below, 
who place their advertising to the shoe trade through 
our agency, for their belief in our ability. 


2. We respectfully request other interested non- 
competing advertisers to examine the diversification 
of the advertisements of these clients as to size, 
content, illustration, headline and copy. We believe 
that they are the best proof of our ability to meet 
your individuai requirements. 


Cx * 
400 Boylston 


CLIENTS IN THE SHOE AND ALLIED INDUSTRIES 





Barbour Welting Company C. S. Pierce Company 

N. Brezner & Co., Inc. Stacy-Adams Company 
Colt-Cromwell Co., Inc. The Reece Corporation 

J. M. Connell Shoe Co., Inc. The Cambridge Rubber Company 
Charles A. Eaton Company Moore Fabric Company 
Carr-Fulflex, Inc. 
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Wake this discovery... 


AAO 


THE STANDARD FOR QUALITY GABARDINE 


First in 1460 is 





available in the quality which has long 
made it a requisite for fine shoe making. 


— 
Sjfynsteer 


1 PARK AVENUE ,. NEW YORK 16 
BOSTON , ST.LOUIS . CINCINNATI 
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You “hook-up” easy, repeat sales 
right at the fitting stool when your shoes have the 
correct hook-up — the modern flexible welt edge. 


Barbour “Stoutedge’ Welt is the answer. It gives a custom built 
appearance to the heaviest brogue — it makes shoes feel flexible and comfcrt- 
able at the first try-on — never any breaking-in — and it has that unique 


shape -retaining wall that gives the wearer complete satisfaction throughout 
. the wear distributed over the 


the life of the shoe — no running over . 


entire sole area. 
Get on the Nationwide Hook-Up that can better your shoe sales 


— get Barbour “Stoutedge’ styles by all leading makers. 


BARBOUR WELTING COMPANY Brockton 66, Massachusetts 


Specializing im the designing and manufacture of Welting exclusively since 1894 


FOR $ 0 LiTvTTrTig 


PLUS ff YY ¢ ae 
STITCHOOWN RUGGED EDGE 


SILHOUWE 





STYVisG 


REVERSE 
All Barbour Specialty Weltings ore patented 


SNOWFLAKE 


MORE 
STOUT-EDGE 


DRESSWELT 


GOODYEAR STORMWELT 
















PLYMOUTH Ply 
WOVEN OXFORDS 


Classic achievement of 
Plymouth skilled work- Style 
manship. Combines the ‘ 

feeling of hand-woven Oxf 
richness with the ulti- & 


mate in smart styling. lead 


PLYMOUTH LOUNGERS d 
Champion of casuals, here is . | 
the best fitting shoe in its class. 
Built on special lasts and pat- f 

terns which assure the utmost 

in style, fit and comfort. 


PLYMOUTH SHOE COMPANY, Factories at Middleboro, MaaLYM 
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We believe even our foremost competitors concede 


Plymouth is tops in Loungers and Woven Oxfords 


Styles come, styles go, but like “Gle Man River,” Plymouth’s Loungers and Woven 
Oxfords just keep rolling along. Year in, year out, they continue to be the unchallenged 
leaders in their field. Truth is, we’ve never had a day without sizeable repeat business 
for these numbers. What's the reason? Plymouth Loungers and Woven Oxfords really 
fit! They fit because they’re built on special lasts, with special equipment, by special 
methods of production. Unquestionably, this Spring will be Plymouth’s biggest Season 
in Loungers and Woven Oxfords. If you want it to be yours, too, write today for 
full details on the Plymouth line. 


Then be sure to visit us at the 


NATIONAL SHOE FAIR 


IN CHICAGO 
Rooms 971W, 972W, 973W 
PALMER HOUSE 


You'll see many dramatic 

Plymouth style interpretations 

for Spring that are new as 
tomorrow! 





PLYMOUTH 
WILSHIRE 


Here is but one pre- 
view of Plymouth’s 
striking array of 
styles for Spring. 
Sleek, two-tone run- 
around — happy 
blending of shades 
for the sunny season. 





YMOUTH SHOE COMPANY, Factories at Middleboro, Mass. 








In thé gost €xpensive of originally C oa 
designed €veriing shoes or in sturdy The 
walking shoes—stylists and designers , 
are insisting thatthe Right goring be MOORE 
seen in the Right places. Zhe. 
The Right — is Flex-Gore with , 
PAWTUCKET - RHODE ISLAND 


the precision perfection that only 
John V. Moore can manufacture. 
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“SHE'S SO LUCKY- BEING ABLE TO WEAR MORE Gi, 
THAN ONE PAIR OF BARIS SHOES AT ONCE!” 





| See BARIS For Bargains! 


Quality shoes at low prices for Men, Women, and Children 
* 


Bargains for Retailers, Department Stores, and Exporters 
e 
Surplus and Cancellations 
e 
See us at the NATIONAL SHOE FAIR 
ROOM 1120-1121 — MORRISON HOTEL 


CHICAGO, ILLINOIS 


Baus whe 


79-81 READE STREET, NEW YORK 7, N. Y. 
Cable Address: ALBARISHOE Phone: WOrth 2-5180-1 
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when you modernize your store like this 


HE shoe store that presents an attrac- 

7. tive appearance to the public . . . that 
looks smart, modern and inviting both out- 
side and inside . . . is the one that draws the 
most business and makes the most money. 
This is a proven fact. 

So, make sure that “passers-by don’t 
pass you by.” Remodel your shoe store 
now with Pittsburgh Glass and Pittco 
Store Front Metal. These are the out- 
standing leaders among store moderniza- 
tion products. They are more widely and 
successfully used than any others. If you 
wish, you can arrange for convenient terms 
through the Pittsburgh Time Payment 
Plan. Consult an architect for a well- 
planned, economical design. 

Meanwhile, fill in and return the cou- 
pon, below, for your FREE copy of our in- 
teresting booklet, containing factual infor- YOUR SPORE, toe, can have the came bind of cyo-apgest that was given this 
mation and illustrations of many Pitts- shoe store in Memphis, Tenn. Remodeling with “Pittsburgh” products helps 
burgh Glass and Pittco Store Front Metal improve your business, and at a cost that is usually repaid quickly in increased 


installations. 


“ Pittsburgh Plate Glass Com; . 
2326-7 Grant Building, Pittaburgh 19, Pa 
Please send me a raee copy of your illustrated brochure, “How Eye 
Appeal—Inside and Out—Increases Retail Sales.” 


STORE FRONTS mre 
AND INTERIORS nnn 


City 


TP wren a ty Gand 


X 


Se ee: <« &se r L.A Se So t @-s 2 (COM Pia BF 


October 15, 1947 





0900000000 








099000090090 


Scene ] Time: Nov. 20. Place: Scene 2 She heads for town to Scene 3 Will the ending b 


Anywhere in U.S. Alert, bright-eyed buy those wonderful Welkins for the 


parent (female) opens December Par- children. Knows they'll be grand for 
. Christmas gifts and everyday wear too! smiling face, your cash register ringing 


ents’ Magazine, sees full-page Welkins ad 


happy? Does she find Welkins displayed 
in your store, leave with several pairs, 


Get Ready to Say VES" 
When She Says WELKINS 


Children’s and Misses’ to Retail About $3.00 
Infants’ Sizes to Retail About $2.00 


Multiply this scene by 1,715,257** And 
remember, there’s nothing else like 
Welkins! They're grand little zipper- 
bootees in the bright colors children and 
parents love. All with exclusive Foam- 
tread* sole that can take wear and tear 
‘cause it walks on air. Sizes for infants 2-6, 
children 4-11 and misses 12-3, covering 
the entire children’s field, priced for 
volume sales and profits! 


NO TIME TO LOSE but still time to 
order Welkins, get delivery, and cash in 
on the full-page ad in Parents’ Magazine, 
December. Write or wire today! 


“TRADE MARKS REG. U. 5S. PAT. OFF. 
PAT. NOS. 1955720—-2168243 


** STARCH READERSHIP SURVEY 


FULL PAGE 
AD IN PARENTS’ & 
MAGAZINE / 


December — Out 
Nov. 20th. 


Other Wellce 

Foamtreads for every 

member of the family and 
season of the year. 


WELLCO SHOE CORPORATION =—Woaynesville, N.C. 
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LEATHERS 


For distinction — GENUINE SHELL CORDOVAN, 
rich, deep-toned and long-wearing, in smooth aniline 
finish for shoes and specialties. Shark-embossed, 


too, for rugged tipping on children’s shoes. 
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Foot Comfort Remedies 
and Arch Supports 


———— yh 























SUPPLEMENT YOUR INCREASE VOLUME WITH MAKE NEW BOOSTERSE scenic 
SHOE FITTING SERVICE SAME SHOE INVENTORY FOR YOUR STORE MP! 









Today, even the finest shoe-fitting You need not reduce your precious Experience proves that customiin you 
service is not enough. Your custom- shoe inventory when you feature turn time and time again tod your 
ers must get maximum wear from Dr. Scholl's .. . a small investment dealer who supplies them wi you 
every pair of shoes ...and no shoes provides all the stock needed to en- than just shoes. What is mom They 
are at their best when worn on weak able you to offer Dr. Scholl’s Foot will send their foot-weary friglicholl | 
or troublesome feet. With the aid Comfort® Service. And remember. . . you. At the same time, the Com: 
of Dr. Scholl’s Foot Comfort" Rem- 9 out of 10 of your regular cus- featuring Dr. Scholl’s Foot dy foi 
edies and Arch Supports, you can tomers have foot troubles of some fewer complaints and costlya® foot «1 
supply every customer with the sort. They want and need foot relief. ments, for shoes wear longiBhe opr 
shoes and the foot aids necessary for Add to your volume and profits by feel better when abnormal needs 
complete and lasting satisfaction. providing it for them. weaknesses are relieved. ey wi 























“w4EAK ARCHES PAINS, CALLOUSES PAINS, CALLOUSES CUSHIONS ARCH ARCH STRAIN 

Dr. Scholl's Foot-Eazer Dr. Scholl's Metatarsal Dr. Scholl's LuPAD loops Dr. Scholl's First Aid Dr. Scholl's Arch Binder 
and exercise relieve Arch and exer- over forepart of foot; Arch, all-leather, light relieves strain of weak 
tired, aching feet, foot cise relieve pains, cushions, supports it. weight. Elevates Met- arches, holds muscles 
and leg pains when callouses and burni Weighs only fraction atarsal Arch; relieves and ligaments in posi- 
due to weak or fallen sensations due to we of an ounce. For men arch strain, callouses. tion. Flesh color elas- 
arches. arch. and women. Fits in any shoe. tic. 











CORNS—SORE TOES BUNIONS SOFT CORNS CORNS, SOFT CORNS 








Dr. Scholl's Dr. Scholl's —~ — Dr. Scholl's Zino-pads Dr. Scholl's **2"' Drop 

quickly relieve pain and for bunions, relieve —a special size and Corn Remedy (liquid) 

remove corns; tender and enlarged shape to relieve and helps to relieve pain 

pressure. Pre- joints ; — i remove soft coras be- remove hard corns 

corns, sore toes, sure; soothe, ion, tween toes. Soft, sooth- on toes, soft corns be- 
tender spots. protect. ing, cushioning. tween toes. 







®**Foot Comfort"’ Trade Mark Reg. U. S. Pat. Of. 
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90% OF youR CUSTOMERS NEED F = 
capitalize on the growing public need for foot relief! 
For more than 40 years foot sufferers have depended upon the “ 
Dr. SCHOLL’S . . . on the quality, effectiveness and value of every Ur. 


LL product. More than 40 years of continuous national consumer 
em . making Dr. SCHOLL the name the 


. Buy Dr. SCHOLL'S! 


OOT RELIEF! 


Now is the time to 


advertising has pre-sold the line . . 
buying public knows. It’s good business a“ _ 
y Dr. SCHOLL’S! Sell Dr. SCHOLL’S! 


a 


Displa 








STERSE scHOLL’S IS 
tE PLETE SERVICE 


A NATIONALLY 
ADVERTISED LINE 


For nearly forty years Dr. Scholl’s 


OR. SCHOLL’S COMPLETE 
EDUCATIONAL SERVICE 


In these days of new, inexperienced 


tCUSCOMERn you offer Dr. Scholl’s Foot 
ain to your patrons know that the 
1€M Willice you provide is a complete 
t iS MONE They recognize that in the 


eary frigicholl line there is a dependable 
ne, the Comfort® Arch Support or 
Foot Aifedy for the relief of every com- 
| costlya® foot trouble. They are grateful 
ar longiRhe opportunity to buy all their 
NOTMER needs in one convenient store 
red. ey will depend on you. 









Foot Aids have been advertised ex- 
tensively in newspapers and maga- 
zines throughout the country. Today 
the name "Dr. Scholl's” is practically 
synonymous with foot relief. Your 
display of these world renowned 
Foot Aids instantly identifies your 
store as a headquarters for complete 
foot service. Take advan.age of this 
valuable consumer acceptance. 


and untrained help, the complete 
educational service made available 
without charge by Dr. Scholl’s is 
an invaluable aid. This material will 
give your sales people the informa- 
tion they need about feet, shoes, and 
Foot Aids. We will help you teach 
them to do a better selling job... 
to fit shoes properly and to recog- 
nize and aid troublesome feet. 


Be Sure to Visit The 
Dr. Scholl’s Exhibit 








E, BUNIONS PAINFUL NAILS 





Shell's MEBs tanon re De. Scholl's Onize! AT THE NATIONAL SHOE FAIR 
+2 soft Mc padding. re ments Of painful io- BOOTH 94—PALMER HOUSE 


; flamed or calloused 
heel repairs. For men ani geseve. Clinically ee ¢ + & 2 2 


and women. tested. 
ASK FOR INFORMATION ON THE 
DR. SCHOLL FOOT COMFORT’ SHOP 
FRANCHISE 





THE SCHOLL MFG. CO., Inc. 





wo Largest Manufacturers of Foot Specialties 
caused by Kills fungi it contacts. in the World 
Ss See 213 W. Schiller Street 62 W. 14th Street 


CHICAGO, ILLINOIS NEW YORK, N.Y. 
October 15, 1947 124 





Shoes that stand out in the crowd! 


MBINAT/Q,, 


(i LAST 
Aicy suppor! 


Hugtites are consistently uniform 
and attractive .. . they 
have quality, style, fit 


and wear. 





RELAX THE ARCH 
REFRESH THE BODY 
ie _J 





Cinderella . . . a well known name in shoe 


retailing . . . designed to please 


VISIT women who want the ideal 


combination of style, 


OUR | comfort and service. 
SHOWROOMS 
AT THE 


MORRISON HOTEL 22-30 
THE CHARLES MEIS SHOE MFG. CO. 


CINCINNATI 
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NOW IN 
fy PRODUCTION 


4 


The standard of High Quality 
=Genuine Essex RIBBED 
CREPE Sport Soles are the 
essential beginning of correct 
sport shoe styling. 


Edsea presents Genuine CREPE 

in plain and Ribbed for Men, Women 

and Children in a complete run of 

sizes and irons. (Ribbed available in 
12 iron or heavier). 

Essex CREPE will be 

on display for your in- 

spection at the National 

Shoe Fair - Palmer 

House, Booth No. 18 


RUBBER COMPANY 


October 15, 1947 





Tue Tourist Tis 


FLORSHEIM SHOES 


FOR WOMEN 


lhe most walkhed-aboul shees tn LAbmneriva 


will be 
lhe mosd talked-atoul shoes ad lhe Show! 


Walked-about by the women who have discovered their 
superb quality, their distinctive style. Talked-about by 
dealers who have discovered the prestige, the popularity, 
the selling advantages of the Florsheim line. A quality 
a line, backed up by national advertising—a winning combi- 
nation that has earned the reputation of THE MOST 


WALKED-ABOUT SHOES IN AMERICA. 


See Them in Room 752 


PALMER HOUSE 


Tue PinwHeer 


THE FLORSHEIM SHOE COMPANY e CHICAGO e MAKERS OF FINE SHOES FOR MEN AND WOMEN 
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Is Freed 


THE President of the United States has asked the Con- 
gressional committees on Foreign Relations and Appro- 
priations to convene and consider the urgent needs of 
Western Europe for the coming Winter. He has told 
Congressional leaders that more than half a billion 
dollars will be needed to supplement funds now on hand 
and help France and Italy survive the Winter months 
“as free and independent nations.” Senator Vanden- 
berg, in announcing that he had called the Senate For- 
eign Relations Committee to meet November 10 to con- 
sider this crisis, declared that “the immediate question 
is one of elemental human survival in a free society.” 

Congress can, if it so decides, provide the money to 
meet this need. But only the American people can pro- 
vide the food, coal and other necessities and make them 
available in a manner that will minimize the impact of 
this call for help on the American economy. Whatever 
money is finally appropriated will be spent mainly in 
America to buy grains, meat. coal and other necessities 
to help these peoples survive the Winter. The natural 
effect of such purposes would be further to accelerate 
the rise in prices that has been causing so much concern 
throughout America in recent weeks. 

There is only one way to minimize the inflationary 
effect of this emergency program and that is to convince 
the American people of the necessity of saving food, 
particularly grain foods, meat, poultry and eggs this 
Fall and Winter. Senator Taft has said that it is neces- 
sary for Americans to eat less, and the President has 
pointed out that one slice of bread per person per day 
will provide thousands of loaves for starving people, 
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orth Saving? 


An Editorial 
by 
EVERIT B. TERHUNE 


President, 


BOOT AND SHOE RECORDER 


while waste from hotels and restaurants could save 
many lives. The greatest saving can be made by econ- 
omy in the use of meat and by proper utilization of the 
less desirable cuts. This will tend to discourage the 
wasteful use of precious wheat in fattening cattle, and 
if that can be accomplished it will not only save grain, 
but tend to some extent to make meat and hides more 
quickly available. 

There are a number of ways in which the American 
people could be persuaded to save food and halt the 
inflationary price rise. One way would be to bring back 
rationing and price controls. We don’t think very many 
people would want to see that happen, and certainly not 
very many people in the shoe business. Even if we 
wanted to do it, it would be pretty difficult, with prices 
at their present levels, to accomplish very much. And it 
would take a long time to set up the system and make 
it effective, at least six months according to the esti- 
mates of some government officials. 

Rather than attempt anything of that kind, it has 
been decided to launch a nation-wide campaign for vol- 
untary food conservation, backed up by advertising and 
publicity to arouse the nation to the urgent necessity 
of eliminating waste and saving food wherever possible. 
Charles Luckman, president of Lever Brothers, soap 
manufacturers of Cambridge, Mass., is chairman of the 
committee that will supervise this campaign. 

At a meeting with 70 editors of various business pub- 
lications in Washington, September 30, the President 
asked for the co-operation of these publications in the 
food conservation campaign. Boot aNnp SHOE RECORDER 
urges every shoe merchant and shoe manufacturer in 
America to lend his support. There are many ways in 
which the shoe industry can help. A little later on post- 
ers and display cards will be available for use in win- 
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by EUGENE J. HARDY 


Retail footwear sales for the remainder of the year will be below 
resent e ctations which will result in an addition to inventories of between 
50 and 25 million pairs during 1947, according to estimates worked out by J. G. 
Schnitzer, Chief of the Commerce Department's Leather and Shoe Division. Indi- 


cations are that the coming Spring and Summer season will afford retailers an 
opportunity to again swing the pairage sales curve upward, says Mr. Schnitzer. 


Commerce Department figures indicate total production for the year of 
a little less than 450 million pairs, as compared with last year's record out— 
put of 530 million pairs. During 1946 all but about 5 million pairs of the 
total output were sold with only minimum additions to inventory. This year 
sales are not likely to exceed 430 million pairs. 


The reasons for this drop in pairage sales are well known. Not so 
well known, however, are the effects this drop in sales has had on the produc— 
tion pattern. 


Most recent reports from retail centers indicate some falling off in 
sales of very low and very high quality footwear and greatest concentration in 
the medium priced lines. 


This development which has benefited producers of the medium and higher 
priced lines is a reflection of the consumer attitude toward higher prices as 
indicated by their purchases of better quality footwear in an effort to make 
shoes last longer. It also explains the drop in pairage sales to some extent. 


A further indication of this trend toward making one do where two 
normally were required is the fact that the nation's shoe repair bill for the 
first six months of 1947 was greater than the annual total in any of the years 
during the period 1930-40. 


Another trend becoming more apparent from Commerce field reports is a 
tendency on the part of the consuming public once again to buy shoes on a 
seasonal basis. Despite the excellent progress made by the trade during the war 
in making shoes a year-round item, the trend is clear and a return to season-—end 


sales and markdowns appears inevitable. 

The Spring and Summer outlook is a little brighter, according to Mr. 
Schnitzer. Because of reduced consumer purchases and public reliance upon their 
"closet supplies" this year the opportunity for increased sales will be greater. 
The extent to which consumers will increase their purchases will depend in a 
large measure on prices and trade emphasis on style and fashion changes. 


aa OS & 


British footwear production is slowly approaching pre-war levels. 
Average monthly output during the early months of 1947 was 9,700,000 pairs as 
compared with 10,700,000 pairs in 1937 and a wartime monthly average of 
7,300,000 pairs. 
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Publicly reported cash dividend payments of $5,800,000 in August by 
textile and leather manufacturers represent a slight drop over the average for 
the secend quarter 1947, The Department of Commerce- reports, but payments still 
are 51 per cent above 1946. 


: Leather and textile dividends for the three months of June—July- 
August aggregated $39.3 million as compared with $26.1 million for last year, an 
increase of 51 per cent. Dividend increases for industry as a whole stood 21 
per cent above last year for the same period. 
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EDWARD C. ORR, president of 
The Potter Shoe Company, Cincin- 
nati, Ohio, says: 

“Soon I hope to see a good public 
relations program for the shoe in- 
dustry as a whole. The industry 
has made a start, to the point of 
having a consumer survey made by 
Elmo Roper. I hope there will be 
enough evidence brought to light 
by this survey to convince the in- 
dustry that public interest needs to 
be increased. The purpose is to 
develop per capita sales of shoes. 


=e. 


The industry needs such a shot-in- 
the-arm. It was proved during the 
war that it had a tremendous ca- 
pacity for production. Unless it 
improves consumption, merchandis- 
ing will become a serious problem. 

“At the present time such a pub- 
lic relations program would be ex- 
tremely useful in explaining to the 
people the reason for the present 
price of shoes; and why at these 
prices shoes are still probably the 
greatest value they can get. 

“There are countless facets that 
can be developed — such as the 
health angle, the style angle, impor- 
tance for women of having acces- 
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sories, need for children to buy 
often to ease growing feet and the 
benefit to a man in having a pair 
of work shoes in addition to dress 
shoes. These are just a few of the 
more obvious ideas that can be 
developed by a wide awake, pro- 
gressive public relations program.” 


THE AMERICAN NATIONAL 
RED CROSS has appealed to 
Barney Worthman, head of. the 
footwear division of the Fulton 
Leather Goods Company, for infor- 
mation as to where 1100 pounds of 
scrap leather, wanted in connection 
with the Red Cross overseas pro- 
gram to the Netherlands, can be 
located. This leather is desired for 
use in their handicraft program and 
the minimum size piece suitable for 
this purpose should be at least 4” x 
4”. Some of the leather should be 
larger than 4” x 4”. 

The Red Cross would welcome 
contributions of this type of leather 
end if necessary, would consider the 
purchase of it. Recorper readers 
who wish to contribute to this 
worthy project or who know where 
such material is obtainable may 
communicate with George C. Smith. 
General Supply Officer of the Amer- 
ican National Red Cross, Washing- 
ton 13, D. C. 

During World War II, Mr. Worth- 
man headed a national committee 
of the Shoe & Leather Industry 


that was instrumental in obtain- 
ing contributions of thousands of 
pounds of scrap leather which was 
used in rehabilitation and educa- 
tional work for wounded and sick 
veterans in the military and naval 
hospitals. The making of leather 
novelties has proved an interesting 
and useful avocation for these men, 
especially during their period of 
convalescence and rehabilitation. 
> . * 


JOSEPH C. REIFF, owner of 
J. Reiff, Inc., Johnson City, New 
York, says: 


“Shoe prices have reached the 
point where they must be halted if 
retail stores hope to maintain vol- 
ume and the good will of their cus- 
tomers. Almost every week some 
manufacturer raises price a small 
amount. Few people would object 
to a small raise at long intervals; 
but it is a different matter when 
the raises become too frequent. As 
a result, almost every line of shoes 
is over-priced, according to the 
quality and value delivered. Shoe 
retailers know this and the public 
knows it. That is why it is becom- 
ing increasingly difficult for the 























conscientious retailer to sell shoes. 
He feels that he is placing a gun at 
the head of the customer and say- 
ing: ‘Here is the same shoe which 
cost you several dollars less a few 
years ago. It isn’t made as well 
today. But this is all we can get, so 
you will either have to take it or go 
without shoes.’ 

“Even though the retailer makes 
no such remarks, the customer 
realizes the facts and develops sales 
resistance. Few people are satisfied 
to buy a cheaper shoe than the 
quality they want, because of the 
evident lack of wearability and 
style. So they pay more than they 
feel they ought to—at the same time 
forming a resentment against the 
store or the manufacturer—which- 
ever they believe to be to blame for 
the situation. 

“There isn’t much any one 
dealer can do. But I think there is 
both an opportunity and need for 
some important factor in the trade 
to analyze conditions which cause 
rising prices and to rouse the indus- 
try to the need of taking drastic 
steps to prevent a debacle when the 
limit is reached. While all must 
share the blame for things as they 
are, I think the manufacturers are 
at fault. It is in their power to say 
how much they will pay for leather 
and I feel that they could do much 
more than they have to hold prices 


down.” 
—_ i - 


J. E. PRESS, secretary-treasurer 
of California Shoes, Ltd., Los An- 
geles, Calif., says: 

“I am convinced that it has be- 
come an accepted fact by both the 
consumer and the retailer that shoe 
prices will not be lowered in the 
near future. This is proved by the 
general trend of more orders being 
placed with us. The buying public 
seems to realize that if they buy to- 
day, prices will be less than they 
will be in a month or two. 

“With leather prices increasing 
steadily and continuing on the up- 
swing and with labor in this sec- 
tion of the country considerably 
higher, these local increases are 
legitimate and necessary. 

“Then, too, the consumer is again 
looking for quality in footwear. 
Fit, comfort, style, and workman- 
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ship are of tremendous importance 
today, along with a great demand 
for bright, attractive colors. Nat- 
urally, with such a wide variety 
of colors and with finer shoemak- 
ing details going into each pair of 
shoes, prices have to go up. How- 
ever, people want a smooth, well- 
finished product, and | think they 
are going to continue to pay the 
price for it.” 








W. J. HOSKINS, buyer manager 
of the Field-Schilick Shoe Depart- 
ment in St. Paul, Minn., says: 

“Although we are getting better 
deliveries and therefore can offer 
better selection, the problem of 
high price presents difficulties. Cus- 
tomer resistance is definitely with 
us. The larger selection means 
that we can give more customers 
what they want but, on the other 
hand, it also means that the clamor 
for shoes has subsided and the tak- 
ing of anything that could be had 
is a thing of the past. Customers 
are eyeing prices. We note that 
there is a tendency to buy the lower 
priced shoes and less pairs than 
formerly. 

“We carry all branded lines 
which are well known to our cus- 
tomers. They know they are getting 
quality in material, workmanship 
and style but it is too frequently 


necessary for them to make one 
pair do where formerly two were 
purchased. 

“We do not see lower prices for 
some time. We are not replacing 
our lines and will not, unless forced 
by high prices to put in counter- 
balancing lines to get volume. We 
are attempting to meet the situation 
by furnishing merchandise at short 
mark-up prices but there is a limit 
to what merchants can do in that 
line and still remain in business.” 

* * * 


ALFRED RAPOSA, manager of the 
Red Cross shoe department in the 
Boston Store, Providence, R. L, 
says: 

“The price resistance that is now 
being felt in all stores can best be 
met by informative salesmanship. 
We have found that this type of 
selling counteracts much of the 
price resistance that the customer 
has when she enters the department. 
We find that most women are will- 
ing to pay a little more if they are 
told why the shoes are better. 

“We hold meetings two or three 
mornings each week to emphasize 
the informative selling features of 
the new shoes as they come in. On 
one particular item that came in, we 
stressed the good quality of the 
suede, the new medium heel and 


the steel shank which gives the foot 


support without use of an arch; and 
we have found these three points 
are counteracting most of the price 
resistance on that line. My experi- 
ence is that people are willing to 
pay for quality but tell them what 
they are getting for their money.” 





“What, switch to a football game just when the Fall fashions are on!" 
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Success in Retailing Once More Depends Primarily on the Merchant's Ability to 
Please, with Value, Style and Service, the Consumer Who Will Wear the Shoes. 





WHEN the retail shoe merchant gives serious thought 
to the significance of what has happened in his busi- 
ness in these past few years, and tries to figure out the 
probabilities for the future, he is immediately impressed 
by the fact that during 1946 the total dollar sales vol- 
ume of all retail shoe stores (including both chains 
and independents but not including department or ap- 
parel store shoe sales) amounted to almost one and 
one-half billion, compared with slightly more than 
six hundred million during 1939. This represented an 
increase of 137 per cent during a period of seven years. 
Total dollar sales volume during the first six months 
of 1947 exceeded that for the entire year 1939, and 
represented an increase of 144 per cent over the first 
six months of that year. 

This rapid increase in dollar sales volume taken 
alone would tend to indicate that the retail shoe busi- 
ness made a tremendous gain during these 7 years. and 
is today in a strong and prosperous condition com- 
pared with the prewar period. However, many consid- 
erations other than total dollar sales volume must be 
taken into account before the current status and future 
outlook for the independent shoe retailer can be deter- 
mined. These considerations include (1) price in- 
creases, (2) physical volume output and sales, (3) 
changes in the number of firms, (4) the relative posi- 
tion of shoe chains, (5) expenditures for shoes com- 
pared with other goods, (6) the possibility of consumer 
resistance to high prices, and (7) the relation of current 
output and sales to the potential market for shoes. 
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Price movements are generally measured by the use 
of index numbers which represent the relative level of 
prices for various commodity classifications and groups 
al various stages in the distributive process. Great care 
must be observed in their use since different indexes 
are computed upon different base years, use different 
weighting factors, and are designed for different pur- 
poses. Moreover, such indexes represent average or 


typical conditions and seldom conform with the actual — 


changes which may have taken place for a specific com- 
modity, region, or individual firm. Nevertheless, this 
type of analysis is extremely valuable within its limita- 
tions. 

During the period June, 1939, to June, 1947, the gen- 
eral level of wholesale prices, as measured by the com- 
bined index of the Bureau of Labor Statistics, increased 
by 95.8 per’cent. Leather prices, one of the components 
in the total index, increased 113.5 per cent during the 
same period, while the manufacturer’s selling price for 
shoes, also included in the total index, rose only 70.4 
per cent. Thus it appears that the increase in the manu- 
facturer’s price for shoes during the 7-year period end- 
ing June, 1947, was somewhat less than the increase in 
over-all wholesale prices, and considerably below the 
increase in the price of leather, the primary raw mate- 
rial for shoes. A part of this difference in price in- 
crease may be explained by the fact that shoe prices 
in 1939 were considerably higher than either total 
wholesale prices or leather prices in relation to 1926, 
the base year for the index. 
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Source! Office of Business Economice and Bureau of the Cengus, Department of Commerce 





by 
HARRY W. KETCHUM 


Chief of Distribution Cost Section 


Marketing Division, Office of Domestic Commerce 
U. S. Department of Commerce 


Measuring the Experience of Retail Dis- 
tribution in Footwear Since 1939, as 
Compared with Other Lines of Mer- 
chandise, He Can Find Substantia! 
Ground for Satisfaction and Encour- 
agement, Despite the Recent Decline 
in Physical Sales Volume and the Fact 
That Progress Has Been Less Spectacu- 
lar than in Other Apparel Lines. Gov- 
ernment Marketing Expert's Study Re- 
veals, However, That Today's Price 
Level Raises an Obstacle in the Path of 
the Industry's Obvious Objective of In- 
creased Pair Sales at Retail. Only 
Efficiency in Merchandising and Retail 
Operation Can Overcome It. 
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During the same 7-year period ending in June, 1947, 
over-all retail prices, as measured by the Department 
of Commerce combined index of retail prices, showed 
an increase of 82.4 per cent. This compared with an 
edvance of 88.9 per cent in the retail price of shoes dur- 
ing the same period, as measured by the Bureau of 
Labor Statistics index of costs to moderate-income fam- 
ilies. Thus it appears that the retail price of shoes in- 
crease slightly more than the average of all retail prices 
during the 7-years ending June, 1947. 


Physical Volume Output and Sales 


During a period of extensive price increases, gains 
measured in terms of dollar values are generally illu- 
sory. To a considerable extent this has been the case 
with respect to the substantial increase in the dollar 
sales volume of retail shoe stores since 1939, although 
some significant changes in physical volume sales are 
discernible. 

It is not possible to measure precisely the gain in the 
physical volume of goods sold by retail shoe stores dur- 
ing recent years. However, a rough adjustment of dol- 
lar sales to physical volume may be made based on the 
change in retail prices. Total dollar sales of shoe stores 
in 1946 amounted to $1,464 million, an increase of 
137 per cent over 1939 sales of $617 million. Had 
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I attempting to visualize, from a physical standpoint, 
the shoe store of the future, it is necessary first to evaln- 
ate certain trends which are now apparent in shoe re- 
tailing, to make as good a guess as possible as to their 
permanence, to take a look into the future and see how 
shoes will be sold in the years ahead, and then try to 
figure out what kinds of store fronts will be most in 
demand, how stores will be furnished and where they 
will be located. The question of whether the indepen- 
dent retailer is to have any tougher going from now on 
than he has had to date, in his battle with the chains 
and other competitive distribution agencies, also has an 
important bearing on the problem. 

Statistics compiled hy the Bureau of Foreign and 
Domestic Commerce, and more recently by the same 
government agency under its new name, Office of Do- 
mestic Commerce, show that, since 1940, there has been 
a falling off of chain shoe store sales as compared with 
the total rolled up by independent shoe stores. In that 
year, government estimates that 56.2 per cent of all 
shoe store sales were made in chain store units. Two 
vcars laier, the chain store percentage was 54.2; in 


1943 it was 48.4; and in 1944, the last year for which 
reliable figures are available, it was 48.2. If it be 
argued that this shrinkage in the chain shoe store per- 
centage of total sales has been due, not to gains made 
by independent shoe stores, but to the entrance into 
the field of shoe retailing of department stores and 
specialty shops, the answer will be found in a further 
study made by the Office of Domestic Commerce com- 
paring chain store shoe sales with those of all types 
of retail outlets which carry shoes. Here the downward 
trend of the chains started a bit later—the government 
study showing that the peak year of the chains during 
the years under discussion was in 1942, when their 
sales were 24.4 per cent of the grand total. Their per- 
centage dropped to 22.9 in 1943 and in 1944 was still 
lower—22.3. 

While this rate of decline is not expected to continu® 
since today’s price trend gives the chains an adé@ed 
edge in competition, studious shoe men point ouf iat 
in certain respects the field is more widely opes to the 
independent now than at many times in the@paat and 
that the more than obvious trend toward the introduc- 


“The store front acts as a stage set," says 


Morris Ketchum, Jr., New York architect. "The displays it 


dramatizes will create the urge to buy." 
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Prevailing trends 
in shoe store archi- 
tecture point to t 
open-front store, with 
large areas of plate glass, 
im preference to the more 
or less standardized type 
that isolates the displays 
from the interior. 


nu of branded lines, well advertised, presents the in- 
dependent an opportunity which he should not be slow 
‘o grasp. It is true that department stores and specialty 
shops are handling a large percentage of these branded 
ines in the larger cities but this is not true in smaller 











cities, and in towns both large and small in which live 
the great bulk of this country’s buying population. 
Trade economists look for an increase in the number of 
family shoe stores during the next decade, by far the 
larger portion of which will be independently owned 
and operated since there is no reason to believe, they 
say, that chains will elect to operate in the smaller trad- 
ing areas. 

Wherever a store is located, however, there will be 
competition and trade will flow to the store which gives 
the best service for each dollar expended. In the case 
of the shoe store, this means a rigid adherence to fun- 
damental: such as accurate fitting from a well-rounded 
stock, in a store designed primarily to make it easy for 
the employee to sell and easy for the customer to buy, 
windows which do more than merely attract attention. 

In mid-Summer of this year, an interesting experi- 
ment was tried in New York City—a Store Moderniza- 
tion Show at which nationally known architects fore- 
gathered with equally well known merchandising experts 
to talk over problems created by the fast-approaching 
era of intense competition. During that series of meet- 
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|. augurs well for the shoe trade that more young men today are looking to 


it for a career and a future than at any time in recent years. The extent to 


which they will realize their ambitions depends, not alone on their intelligence 
and their diligence, but to a marked degree on their attitude toward the shoe 
business as a vocation and on whether or not they possess the aptitudes that 
make for success in shoes. Why did YOU pick the shoe business as your 
vocation and what is YOUR AMBITION for the future? Do you hope to be 
a buyer or manager, or one day, perhaps, to own a shoe store? Perhaps you 
already own the business and hope to see it grow and prosper in the years 
ahead. In either case we hope this article may prove of help to you. 








you warit to be a successful shoe merchant? Or 
maybe a big shot buyes“@r the manager of an up-and- 
coming business? If you’ve”just started out on your 
shoe career, as a retail salesman perhaps, the goal of 
your ambition probably looks pretty far away, and 
maybe you are tempted at times to wonder whether, 
after all, it’s really worth while. Perhaps, you some- 
times think, you could get along a lot faster in some 
other line. Selling automobiles, for example—that looks 
pretty easy right now. Maybe you've heard of big 
money to be made in commissions on electric appli- 
ances, washers, vacuum cleaners or refrigerators. 

Well, there’s one thing you can be pretty sure about. 
If the job looks easy and the money is big, the chances 
are some other fellow is holding it down and he isn’t 
very likely to let go. That’s a practical consideration, 
and there are some other angles also to consider. A 
lot of things would be easy to sell today if you had 
the opportunity, but what about two, three or five years 
from now? Maybe those big money jobs won't pay off 
so handsomely when some of the shortages are filled. 

Year after year, in good times and bad, the shoe 
business has provided a substantial livelihood to a lot 
of pretty capable people, who have not only succeeded 
in it financially but found in the shoe business a job 
that appealed to them and brought them a sense of sat- 
isfaction and worth while accomplishment. They found 
it brought them into contact with many people in a 
friendly, personal kind of way. They made real friends 
in the shoe business, and maybe one of the reasons was 
that they found in the business the kind of people with 
whom they wanted to be friends. 

And maybe that’s the first thing you ought to think 
about if there’s any question in your mind as to whether 
or not you belong in the shoe business. To be a success- 
ful shoe man you have to like people, to be able to get 
along with them, to be patient with them and take an 
interest in their problems, and be willing to make a 
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real and sincere effort to help and serve them. You 
have to have something of the spirit of helpfulness that 
guides the physician in his work of looking after the 
health and well being of mankind. That doesn’t mean 
that everybody is going down the line of orthopedic 
shoes, but after all, even a fashion shoe must fit or it 
loses much of its glamour and appeal. 

To be a successful store owner, manager, buyer or 
salesman you need experience, of course. The beginner 
must start at the bottom and be prepared to study, 
think and learn. It isn’t the same as selling some other 
kinds of merchandise. It calls for knowledge and skills 
of a highly specialized kind. 

If you are to be an owner or a store executive you 
must know merchandise and merchandising, and these 
things the ambitious salesman can learn if he is alert 
and watches his P’s and Q’s. If you have the natural 
instinct of the merchant to pick a shoe the public will 
like and figure a profit on it, then you have one of the 
prime assets of the successful retail shoe man. The 
retail salesman who is sure he has that kind of ability 
doesn’t usually care to remain a salesman very long. 
The chances are that sooner or later he will want to 
acquire and operate a business of his own. 

At the risk of giving voice to a heresy, the opinion 
is ventured that there is neither a best time nor a worst 
time to open a new shoe store. 

In other words, among the factors to be taken into 
consideration in reaching a decision to launch such a 
new enterprise, business conditions play a decidedly 
subordinate role. Of far greater importance are the 
would-be merchant’s ability to decide correctly in what 
type of community to locate—and where within that 
community; accurately to estimate the population trend 
of that community—and its potential buying power; 
successfully to operate a retail shoe business; and, 
finally, to get hold of the ample capital needed to meet 
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HE SHOE FAM--rrs 


_ a year’s National Shoe Fair, with exhibits at five 
leading Chicago hotels instead of the three taken over 
in years past, and with buyers jamming not only these 
hotels but a dozen or more others as well, is certain to 
be the largest and perhaps the most important in the 
history of the shoe and leather industry. 

While the official opening of this four-day event will 
be on Monday, October 27, it is now expected that most 
exhibitors will have their lines spread on Sunday, 
largely for the benefit of nearby merchants who can 
afford to spend only one day at the show and who must 
be back in their stores by Monday morning. 


GUY E. MANLEY 


Shoe Fair Committeeman 
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ROGER A. SELBY 


Shoe Fair Committeeman 


ROLE AS 


The list of exhibitors for this year’s fair—620 as 
this issue goes to press—is longer than that of any other 
similar affair ever held. Registration of buyers, all the 
way from large chain store operators to the smallest 
independent, will also be the largest, it is now expected, 
since there is a persistent feeling in the trade that late 
October is the time to determine not only the economic 
trend of the industry but the style trend as well. Buy- 
ing of Spring shoes certainly cannot be postponed be- 
yond that date, it is pointed out, without serious danger 
ol a repetition of the late deliveries which plagued both 
manufacturer and merchant throughout the whole of 
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an INDUSTRY EXHIBITION 


last Summer and all during the early Fall season. 

The Palmer House, with 310 sample rooms, will con- 
fine exhibits to the 6th, 7th, 8th and 9th floors with 
an additional 100 display booths in that hotel’s famous 
Exhibition Hall on the 4th floor. The Morrison Hotel 
will accommodate 395 sample rooms from the 4th to 
the 15th floor. The Stevens has assigned 280 rooms on 
the Sth, 6th, 7th and 8th floors. There will be 50 rooms 
devoted to displays at the Hotel Chicagoan, and the 
entire third floor of the Congress Hotel, with 35 rooms. 
All told, these 1070 rooms will provide space for at 
least 620 exhibitors, in addition to those materials firms 
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to be housed in the Palmer House’s big Exhibition Hall. 
Practically every well known firm which has exhib- 
ited in the past will be represented at this year’s fair. 
In addition there will be many of the newly organized 
companies—in Chicago to make their debuts. So large 
has been the demand for sample room space that the 
fair management was forced to close its books before 
mid-September. The closing would have been even 
earlier than that had it not been for the fact that two or 
three of the hotels agreed almost at the last minute to 
assign more rooms for the use of exhibiting manufac- 
[TURN TO PAGE 312, PLEASE] 
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‘This list of National Shoe Fair Exhibitors has been corrected to 
October 10th, the day when copy closed for this issue of BOOT 
na 


AND SHOE RECORDER. For 


| Official Exhibitors’ List and 


Shoe Fair Program, call at Conveniently Located Registration 
Desks in Palmer House, Morrison, Stevens, Congress or Chica- 
goan Hotels in Chicago, October 26, 27, 28, 29 or 30, 1947. 


Rooms 
Acme Boot Mfg. Co., Inc. Palmer 706 
Clarksville, Tenn. 
Acrobat Shoe Co. es 
Div. General Shoe Corp. 
Nashville, Tenn. 


....Morrison 651 


Morrison 737 
NL HL 

Adrian, M. B., & Sons'©o.. . Palmer Booth 29 
Milwaukee, Wis. (4th Floor) 

Advance Wool Skin Shoe Co..... Palmer 909 
Manistee, Mich. 

Air-Craft Shoe Co., Inc. 
Auburn, Maine 

Air-Flight Shoe Co., Inc. 

Brooklyn, N. Y. 

Air Step Division (Brown Shoe Co.) 

Stevens 618A-619A-620A-621A-622A-623A- 
St. Louis, Mo. 624A-625A-626A-627A 

Air Tred Shoe Corp.. .Morrison 710 
Auburn, Maine 

Alden, C. H., Shoe Co. 
Brockton, Mass. 

Algy Shoes, Inc.. 
Everett, Mass. 

Allen Edmonds Shoe Corp....... Palmer 603 
Belgium, Wis. 

Allen Shoe Co., Inc. 
Haverhill, Mass. 
Allied-Acme Shoe Co. 
Cleveland, Ohio 

Allied Shoe Co. 

Elgin, Ill. 

Alrose Shoe Co. 
Exeter, N. Hi. 

Altman Bros. Shoe Mfg. Co. 
Cincinnati, Ohio 

Altschul, Julius, Inc. 
Brooklyn, N. Y. 

American Equipment Co.... Chicagoan 598 
New York, N. Y. 

American Gentleman. ...... .Palmer 707-708 
Div. of Graddock-Terry Shoe Corp. 
Lynchburg, Va. 

American Girl Shoe Co., The 

Morrison 1127-1128-1129-1130-1131-1132 
Boston, Mass. 

American Maid Footwear, Inc. Chicagoan 580 
Easthampton, Mass. 

American Shoemaking 
Boston, Mass. 

Arad Shoe Mfg. Co..... 
New York, N. Y. 

Arch Preserver Shoes... ... 
Portsmouth, Ohio 

Armstrong Cork Co...... 
Lancaster, Pa. 

Armstrong, D. & Co., Inc. 
Rochester, N. Y. 

Arnold, M. N., Shoe Co.. 
South Weymouth, Mass. 


Morrison 1525-1526 


..Morrison 1031 


Palmer 702 


Stevens 657 


Morrison 1067 
Chicagoan 485-486 
Morrison 1022-1023 

Congres: 318 
Palmer 633-634 


Palmer 755 


Palmer Booth 9 
(4th Floor) 
.....Morrison 1533 
Palmer 835-836 
...Palmer Booth 81 
(4th Floor} 
Palmer 848-849 


Palmer 733 
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Rooms 
Ascutney Shoe Corp. Morrison 1001-1002 
Hudson, Mass. 
Associated Plastic Companies, Inc. 
Palmer Booth 5! 
(4th Floor) 


Chicago, Ill. 
Palmer 88! 


Athletic Shoe Co. 
Chicago, Ill. 

Atkinson Shoe Corp. 
Boston, Mass. 

Auerbach Shoe Co. 
Boston, Mass. 

Avon Shoe Co., Inc. 
Brooklyn, N. Y. 

Avon Sole Co. 
Avon, Mass. 

B & B Shoe Co. 
Chicago, Ill. 

B. & C. Shoe Co. 
Manchester, N. H. 

Bachman Shoe Co. 
Middletown, Pa. 

Badger Glove & Slipper Co.. 
Milwaukee, Wis. 

Banister, James A., Co. . 
South Weymouth, Mass. 
Benner Slipper Co., Inc. .... 
Honesdale, Pa. 
Baris Shoe Co., Inc. 
New York, N. Y. 


Borr & Bloomfield Shoe Mfg. Co. 
Morrison 1433 


Morrison 1055 

. Chicagoan 575 

. Stevens 653-655 
Palmer Booths 77-78 
(4th Floor} 

Palmer 736 
Morrison 868-869 
..Morrison 937 
Morrison . 967 
Palmer 73! 
Morrison 956 


....Morrison 1120-1121 


Seabrook, N. H. 
Barr Shoe Co., Inc. .: 
Auburn, N. Y. 
Barrett Division, General Shoe Corp. 
Stevens 764-764A-766A 


_..Palmer 958 


Nashville, Tenn. 
Barry Mfg. Co. 
Manchester, N. H. 


.Chicagoan 584 





REGISTER FIRST 


The Shoe Fair management is desirous 
of making an analysis of retail atten- 
dance at the coming Fair by states. This 
will call for the cooperation of all re- 
tailers and buyers, who are asked to 
register as early as possible at one of 
the registration desks. These will be 
found at each of the official Shoe Fair 
hotels, as follows: Palmer House, fourth 
floor; Stevens, lobby floor near main 
staircase; Morrison, mezzanine floor; 
Congress, exhibit floor; Chicagoan, lobby 
floor. 

Help your state score a leading place 
in Shoe Fair attendance. REGISTER 
EARLY! There is no registration fee. 





Rooms 
Bass, G. H., & Co. Palmer 779 
Wilton, Maine 
Bata Shoe Co., Inc. 
Belcamp, Md. 
Bates Shoe Co. ...... 
Webster, Mass. 
Beacon Hill Shoe Co. 
Boston, Mass. 
Beaudin, L. E., Shoe Co. 
Palmer 923W-924W-925W 


Morrison 1122-1123 
Palmer 70! 


Chicagoan 577 


Hanover, Pa. 
Beckerman Shoe Corp. 
Boyertown, Pa. 
Bedford Shoe Co. .. 
Carlisie, Pa. 
Beford, A. J., Shoe, Inc... 
Lititz, Pa. 
Belcher, George E., Last Co. 
Stoughton, Mass. Palmer Booth 40 


(4th Floor) 
Belgrade Shoe Co. Congress 310 
Auburn, Maine 
Bellaire Shoe Co....... 
Portland, Maine 
Belle Craft Slipper Corp... 
Brooklyn, N. Y. 
Bellevilie Shoe Mfg. Co 
Belleville, Ill. 
Belmont-Peppy Footwear 
Brooklyn, N. Y. 
Bellwood Shoe Co... Palmer 966-967-963 
(Div. General Shoe Corp.) 
Nashville, Tena. 
Bender & Goldberg. .. 
Brooklyn, N. Y. 
Benwill Shoe Co. 
Lowell, Mass. 
Bergen, A. J., Co., Not Inc. 
Chicago, Ill 


Morrison 1043-1044 
Palmer 888 


Morrison 909-910 


Stevens 802 
Morrison 964 
Palmer 746 


Morrison 622 


Congress Parlor “E"’ 


Morrison 1168 


Palmer Booth 26 
(4th Floor) 
Best Shoe Co., Inc...... .Morrison 1034-1035 
Boston, Mass. 
Bing Bow Co., Inc...... 
New York,.N. Y. 
Bing-Cooper, Inc........ 
Altoona, Pa. 
Bloom-Ease Inc. 
Minneapolis, Minn. 
Blue-Bonnet Shoes... ... 
Lawrence, Mass. 
Blum Shoe Mfg. Co.... 
Dansville, N. Y. 
Bon Tell Footwear Corp...Morrison 1501-1502 
New York, N. Y. 
Boot & Shoe Recorder Palmer Booth 92 
New York, N. Y. (4th Floor} 
Boot & Shoe Recorder, Press Room 
Palmer 403 and Exhibition Hall 
New York, N. Y. 


..Palmer Booth 68 
(4th Floor) 
.....Morrison 1441 


orrison 833-834 


Boot and Shoe Recorder 





Rooms 
Boston Novelty Shoe Corp. 
Boston, Mass. Morrison 1108-1109 
Bostonian Shoes Palmer 727 
Whitman, Mass. 
Bourbeuse Shoe Co. 
Union, Mo. Stevens 721-722-723-724-725 
Bourque Shoe Co.............Morrison 1063 
Raymond, N. H. 
Boyd-Welsh, Inc. 
Stevens 704-705-706-707-708-709-710 
St. Louis, Mo. 
Boyertown Shoe Corp. 
Boyertown, Pa. 
Brauer Bros. Shoe Co. 
St. Louis, Mo. Morrison-Roosevelt Room 
Bridgewater Workers Cooperative Ass'n., Inc. 
Bridqewater, Mass. Morrison 1038 
Brief Shoe Co.. ..Palmer Booth 54 
Los Angeles, Cal. (4th Floor) 
Brilliant Brothers Co... .. Merrison 1154 


Boston, Mass. 
Bristol Mfq. Co. ...Palmer Booths 54-55 
(4th Floor) 


Bristol, R. |. 
British Walkers Porker 793-796 
Chicago Ill. 
British West Indies Corp. 
Congress Parlor “M" 
Haiti, British West Indies 
Broitman-Gaffin Shoes, Inc. 
New York, N. Y. Chicagoan 476-477 
Brooks Shoe Co. Morrison 1444 
Boston, Mass. 
Brown Company. . ......Palmer Booth 76 
Berlin, N. H. (4th Floor) 
Brown Shoe Company (Reception Room) 
St. Louis, Mo. Stevens 657A 
Brown, David, Shoe Co., Inc. 
Baltimore, Md. Morrison 1161-1162 
Brown, H. H., Shoe Co., Inc. 
Worcester, Mass. Morrison 847-848 
Brown, Irving, Shoe Co., Inc...Morrison 1008 
Chicago, Ill. 
Burlington County Shoe Corp... Palmer 936W 
@ Mt. Holly, N. J. 
Burns Cuboid Co. 
Santa Ana, Calif. 
Buster Brown Division 
Brown Shoe Co. 
Si. Louis, Mo. 
Colifornic Shoes Ltd. 
Los Angeles, Calif. 
Cambridge Rubber Co... Morrison-Mezzanine 
Taneytown, Md. 
Comeron Displays. . 
Evanston Ill. 
Cantilever Shoes _. 
Portsraouth, Ohio 
Capitol Shoe Mfg. Corp.. 
Brooklyn, N. Y. 

Cardone and Boker, Inc. 
Brooklyn, N. Y. 
Carla Shoe Mfg. Co. 
Lawrence, Mass. 

Carlisle Shoe Co. 
Carlisle, Pa. 

Carmo Shoe Mfg. Co. 

Stevens 500-50! A-504A-505A-507A-509A 

Union, Mo. 

Carnegie Footwear Inc. Congress-Parlor "D" 
Haverhill, Mass. 

Casanave Mfg. Corp. 
Chicago, Ill. 

Casuals, Inc... ... 
Los Angeles, Calif. 

Caughey Footwear Inc. 
New York, N. Y. 

Cedar-Crest Shoe Co. 
Div. General Shoe Corp. 
Nashville, Tenn. 

Central Slipper Co., Inc. 
Wilkes-Barre, Pa. 

Chelmsford Shoe Co.. 
Derry, N. H. 

"Chic" Slipper Mfg. Corp. 
New York, NL Y. 


Chicagoan 48! 


Palmer Booth 62 
(4th Floor) 
Stevens 639A-640A 


Palmer 905W 


..Palmer Booth 44 
(4th Floor) 
....Palmer 831 
..Chicagoan 480 
Palmer 946 
Morrison 1503-1504 


Palmer 891!-892-893-894 


..Paelmer Booth 20 
(4th Floor) 
Palmer 756 

Morrison 1537 


Palmer 745 


Morrison 965 
Stevens 537 


Chicagoan 493 


October 15, 1947 


Rooms 
Palmer Booths 92-93 
(4th Floor} 


Chilton Ceo., Inc. 
Philadelphia, Pa. 
Chilton Co., Inc. (Press Room) 
Palmer Room 403 and Exhibition Hall 
Philadelphia, Pa. 
Clapp, Edwin, & Son, Inc. 
East Weymouth, Mass. 
Clark Shoe Co... 
Auburn, Maine 
Clayton, A. C., Printing Co. Palmer Booth 74 
St. Louis Mo. (4th Floor) 
Clickstein Shoe Co. Morrison 1138 
Boston, Mass. 
Clover Leaf Novelty Co. 
(Advertising Novelties) 
Clover Shoe Mfg. Co. 
Burlington, N. J. 
Cobblers, Inc. 
Los Angeles, Calif. 
Cohan, William, Co... 
Chicago, Ill. 
Cohen, |., & Sons, Inc. 
Boston, Mass. 
Cohen, L. R. Shoe Co., Inc. 
New York, N. Y. 
Cohen, M., & Sons Shoe Co. 
Long Island City, N. Y. 
Cole, 8. E., Co. 
Norway, Maine 
Cole, Rood & Haan Co. 
Chicago, Til. 
Colt-Crowell Co., Inc. 
Boston, Mass. 
Colton, “Vic,” Shoe Mfg. 
Los Angeles, Calif. 
Comfort Slipper Corp... 
Fitchburg, Mass. 
Commonwealth Shoe & Leather Co. 
Whitman, Mass. Palmer 725-726-727 
Compo Shoe Machinery Corp. 
Boston, Mass. Palmer Booths 10-1! 
(4th Floor) 
Stevens 701-702-703 


Palmer 788 


Stevens 864-866 


Palmer Booth 34 
(4th Floor) 
Stevens 614-616 


Palmer 879-889 
Morrison 1164 
Morrison 1137 
Chicagoan 474 

Palmer 955 
Morrison 809 
Palmer 739 
Palmer 800-899 
Palmer 885 


Morrison 628 


Conformal Shoe Co. 
St. Louis, Mo. 
Conjor Shoe Co. 
New York, N. Y. 
Connell, J. M., Shoe Co., Inc. 
South Braintree, Mass. 
Connolly Shoe Co. 
Stillwater, Minn. 
Conrad Shoe Co. 
North Abington, Mass. 
Consolidated Footwear Corp., & Affiliated 
Companies .. Morrison 722-724-726 
Malons, N. Y. 
Consolidated Rubber ond Plastic Co. 
Woburn, Mass. Palmer Booth 33 
(4th Floor} 
Palmer 964 


Morrison 908 
Polmer 646 
Palmer 747-748 


Palmer 676 


Coon, W. B. Co. 
Rochester, N. Y. 

Coon, Wilbur, Juvenile Inc. 
Rochester, N. Y. 

Corbin B. A., & Son Co. 
Marlborough, Mass. 

Cornell Shoes 
Brockton, Mass. 

Cort, Thomas, Ltd. 

New York, N. Y. 

Cortell Shoe Co. 
Manchester, N. H. 

Cosmos Footwear Corp. 
Brooklyn, N. Y. 

Cradle Hee! Division of 
Rice-O'Neill Shoe Co. 
St. Louis, Mo. 

Creative Footwear 
Boston, Mass. 

Crede Corp. ; 
Holbrook, Mass. 

Crescent Shoe Co. 
New York, N. Y. 

Co 


Palmer 965 
Stevens 610A 
Palmer 

Stevens 612 
Morrison 605-606 
Morrison 827-828 
Stevens 50! 
Palmer Booth 75 
(4th Floor) 
Congress Parlor “K" 
Morrison 1070-107! 


Palmer 883-Morrison 1151 


Lewiston, Maine 


Rooms 

Crik-etts, Inc. Palmer 950 
New York, N. Y. 

Crosby Square, The House of 
Milwaukee, Wis. Morrison 624-626 

Cross Country Casuals, Inc. Morrison 872 
Cambridge, Mass. 

Crystal Fixture Co. Palmer Booths 47-48 

(4th Floor) 
Chicago, Ill. 

Crystal Shoe Mfg., Co. 
Lawrence, Mass. 

Culver Mfq. Co., Inc. 
Poneto, Ind. 

Currie, Bruce, Inc. 
Nework, N. J. 

Curtis Shoe Co., Inc. 
Marlboro, Mass. 

Curtis Stephens Embry Co. Inc. 

Reading, Pa. Palmer 728-729 

Cushman, Charles, Co. 

Auburn, Maine Palmer 882-Morrison 115! 

Dainty Maid Shoe Co., Inc. 

Haverhill, Mass. Morrison 1447-1448 
Dale Footwear Inc. Stevens 660A-661A 
(Weldwelt Division) Coopersburg, Po. 
Dalson, Inc. Palmer 949-95! 

Dolgeville, N. Y. 

Daly Bros. Shoe Co., Inc. 
Belfast, Maine 

Danbury Rubber Co.. Inc., The, 
Danbury, Conn. Palmer Booth: 49-50 

Dertmouth Shoe Co. .. Palmer 
Brockton, Mass. 

David Shoe Co., Inc. 
Lynn, Mass. 

Daytimer Shoe Co. 
North Adams, Mass. 

DeLiso Debs 

Stevens 502-504-505-507-509-512-513-557 
St. Louis, Mo. 

Delta Shoe Mfa. Corp. 
Brooklyn, N. Y. 

DeLoy Division Stevens 612A 
(Brown Shoe Co.), St. Louis. Mo. 

Department Store Economist. Palmer Booth 97 
New York N. Y. 

Desco Shoe Corp.. Morrison 739-740-741 -745 
Brooklvn, N. Y.-Webster, Mass.-Long Island 
City, N. Y.-Auburn, Maine 

Dewey and Almy Chemical Co. 

Cambridge, Mass. Palmer Booths 12-13 

(4th Floor) 

Palmer 80! 


Chicagoan 482 
Morrison 1172 
Palmer 967W 


Palmer 640-64! 


Morrison 510 


Chicagoan 573 
Palmer 876-877 


Morrison 920 


Dianofix Corp. 
New York, N. Y. 
Dickerson, Walker T., Co., The, 
Palmer 806-855-856-857-858 
Columbus, Ohio 
Dine Shoe Corn. 
Wekefield Mass. 
Dixon-Bartlett Co. 
Baltimore, Md. 
Doerman Shoe Mfg. Co. 
South Milwaukee, Wis. 
Dominion Division of General Shoe Corp. 
Nashville, Tenn. Palmer 910-938W 
Donovan, F. C., Inc.... Palmer Booths 14-15 
Boston, Mass. (4th Floor) 
Dorothy Dodd Shoe Co. 
Stevens 700-701A-702A-710A-711A-712A 
St. Louis, Mo. 
Douglas W. L., Shoe Co.... 
Brockton, Mass. 
Dover Shoe Mfg. Co.... 
Somersworth, N. H. 
Drew, Irving, Corp... 
Lancaster, Ohio 
Dunn and McCarthy, Inc...... 
Auburn, N. Y. 
Eagle Shoe Mfg. Co., Inc.. 
Everett, Mass. 


Eastern Footweer Corp. 
Morrison 448-449-450-45! 


Morrison 1024 
Palmer 712-713 


Palmer 775 


Palmer 797-798 
Morrison 919 

Palmer 917 
Morrison 440 


Morrison 822-823 


Dolgeville, N. Y. 
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Rooms 

Eastland Shoes, Inc. Chicagoan 483 
Freeport, Maine 

Eaton, C. A., Company, Etonic First-in-Fit 

Palmer 734-735 


Palmer 904-905 


Palmer 969-970-971 
Division General Shoe Corp. 
Nashville, Tenn. 
Edwards Palmer 743-744 
Philadelphia, Pa. 
Elbee Shoe Co.....Congress-Parliament Rm. 


..Palmer 976 
Brooklyn, N. Y. 
Elite Shoe Co. 
Norway, Maine 
Embo Casual Footwear Corporation 
Boston, Mass. Morrison 708 
Empire Specialty Footwear Co. 
Morrison Parlors "E" and “F"; Walnut Room 
Endicott, N. Y. 
Endicott Johnson Corp. 
Endicott, N. Y. 
Enna Jettick Shoes Inc. 
Morrison 429-432-434-436-439-44| 
Auburn, N. Y. 
Ephrata Shoe Co. 
Ephrata, Pa. 
Essex Rubber Co........... Palmer Booth 18 
Trenton, N. J. (4th Floor) 
Evans’, L. B., Son Co......... Palmer 804-805 
Wakefield, Mass. 
Everite Footwear, Inc... 
New York, N. Y. 
Everston Shoe Co........ 
Milwaukee, Wis. 
Evy Footwear Co., Inc... .Morrison 1405-1406 
Brooklyn, N. Y., Scranton, Pa. 
Excel Footwear, Inc........... Morrison 1520 
New York, N. Y. 
Fairchild Publications Palmer Booth 6 
New York, N. Y. (4th Floor) 
Faith Shoe Co., Inc. Congress 316 
Wilkes-Barre, Pa. 

Fashion-Bilt Shoe Co., Inc... . . Palmer 942-943 
Pontiac, Ill. 
Fawn Footwear... Congress 304 
New York, N. Y. 
Fein & Glass, Inc... 

Reading, Pa. 


Morrison 808 


Palmer 890 


Morrison 870-871 


Morrison 1523 


.....Stevens 759 


...Morrison 731-732-733 


Palmer 700-700!/ 
Los Angeles Calif. 
Feuchtwanger, Sig 
Poughkeepsie, N. Y. 
Fibre Sole & Shoe Co., Inc... 
Paterson, N. J. 
Field and Flint Co 
Brockton, Mass. 
Fisher Shoe Co. 
Hudson, Mass. 
Fleetwood Shoe Co. 
Boston, Mass. 
Fleisher Shoe Co..._. 
Manchester, N. H. 
Flexmor Shoe Co... 
Rochester, N. H. 
Florsheim Shoe Co., The 
Palmer 677-678-679-680-752-754 
Chicago, Ill. 
Foot Delight Shoe Corp. Palmer 941W-942W 
Manchester, N. H. 
Foot Pleasure Shoe Co. 
Rosebud, Mo. 
Feote, John Shoe Co., The 
Brockton, Mass. 
Footsaver Shoes (for men) 
Whitman, Mass. 
Footwear News Palmer Booth 6 
New York, N. Y. (4th Floor) 
Forest Park Division {Brown Shoe Co.) 
Stevens 614A-615A-616A-617A-628A- 
St. Louis, Mo. 629A-630A-631 A-632A 


..Palmer Booth 6! 
(4th Floor) 
Morrison 1442 
Morrison 526 
Morrison 1407 
Chicagoan 574 
Morrison 751 


. Palmer 


Stevens 660-66! 
Morrison 506 


Palmer 725 
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Gold (Red) Cross Shoes... 


Rooms 

Formfitting Slipper Co.........Morrison 943 
New York, N. Y. 

Fortunet Shoe Co Palmer 972-973-974 
(Div. General Shoe Corp.) 
Nashville, Tenn. 

Francine Shoe Co 
Pittsfield, N. H. 

Frederick-Speier Footwear, Inc. 

Palmer 959-960 


Morrison 81! 


Norwalk, Conn. 

Freedman, A., and Sons, Inc... 
New Bedford, Mass. 

Freeman Shoe Corp Palmer 759-799 
Beloit, Wis. 

French, Shriner & Urner Mfg. Co. Palmer 795 
Boston, Mass. 

Friedman & Shanbron, Inc...Palmer Booth 19 
New York, N. Y. (4th Floor) 

Friedman Shelby ... Stevens 617-619 
St. Louis, Mo. 

Frosh Shoe Co., Inc......... 
Lynn, Mass. 

Frye, John A., Shoe Co... .Morrison 747-1449 
Marlboro, Mass. 

Fuchs Shoe Corp 
New York, N. Y. 

Fulton Leather Goods Co., 

Footwear Division 

New York, N. Y. 

Galray Shoe Co 
Lawrence, Mass. 

Gardiner Shoe Co., Inc. 
Gardiner, Maine 

Garfield & Rosen, Inc. 

Morrison 1|147-1148-1149 


..Palmer 663 


Palmer 956-957 


Morrison 912-947 


Palmer 787 
Chicagoan 478 


Morrison 1425-1426 


Boston, Mass. 

Gazelle Shoe Co., Inc 
Brooklyn, N. Y. 

Gelburn Shoe Mfg., Inc 
New York, N. Y. 

Geller, Andrew, Inc... 
Brooklyn, N. Y. 

Gerberich-Payne Shoe Co. 
Mount Joy, Pa. 

Gerda Footwear Co., Inc. 
New York, N. Y. 

Gilbert Shoe Co., The 
Thiensville, Wis. 

Givren. E. J.. Shoe Co., Inc. 
Rockland, Mass. 

Glamour Bag Co., Inc... . 
New York, N. Y. 

Gloria Shoe Co. 
New York, N. Y. 

Godman, H. C., Co., The 
Columbus, Ohio 


Chicagoan 576 
Morrison 1522 
.. Palmer 952-953 
Palmer 741-742 
Morrison 1452 
Paimer 813-814 
Morrison 1450 
Palmer Booth 46 
(4th Floor) 
Morrison 1535 
Palmer 884 
Palmer 821-822 
Cincinnati, Ohio 
Goldberg Bros., Inc. 
Haverhill, Mass. 
Goldberg, S., & Co., Inc. Morrison 1020-102! 
Hackensack, N. J. 


Goldsmith Bros. Mfg. Co., Inc. 
Palmer Booths 69-70 


..Morrison 863 


New York, N. Y. 
Goldstein, Julius, & Sons Co. 
Boston, Mass. 
Goldwall Shoe Co., Inc. 
Congress—Parlors B-C 


Morrison 1107 


Lynn, Mass. 

Golo Footwear Corp... 
New York, N. Y. 

Goodyear Tire & Rubber Co., Inc. 

Palmer Booths 7-8 (4th Floor) 

Akron, Ohio 

Gotham Shoe Mfg. Co. 
Binghamton, N. Y. 

Gray Bros. Shoes, Inc...... 
Syracuse, N. Y. 

Great Northern Shoe Co.. 
Manchester, N. H. 

Great Western Shoe Co. 
Milwaukee, Wis. 


.Morrison 636-637 


Morrison 945 
.Palmer 750-75! 
... Palmer 824 


Morrisgm 538 


Green, Daniel Co. Palmer 886 


Dolgeville, N. Y. 
Green Shoe Mfg. Co. 
Boston, Mass. 
Greene, Richard Shoe Co... Chicagoan 479 
New York, N. Y. 
Gregg Companies, Inc., The 
Atlantic City, N. J. 
Gregory & Read Co. 
Lynn, Mass. 
Grinnell Shoe Co. 
Grinnell, lowa 
Gro-Cord Rubber Co. 
Lima, Ohio 


Palmer 776-777 


Morrison 427 
Palmer 815-816 
Morrison 727-728 
Palmer Booths 90-9! 


(4th Floor) 
Grossman Shoe Co., Inc., The 
Parkersburg, W. Va. Morrison 528-530 
Grosvenor, C. A., Shoe Co. 
Morrison 1052-1053 
Worcester, Mass. 
Groves Shoe Co. ..Morrison 924-925-926 
St. Anne and Chicago, Ill. 
Guild Shoe Co. 
Chicago, Ill. 
Gustin Guild Rest, Inc. 
New York, N. Y. 
Hagerstown Shoe Co. 
Hagerstown, Md. 
Hagerty, The P., Shoe Co.....Morrison 50! 
Washington Court House, Ohio 
Hale, Alfred, Rubber Co... Palmer Booth 82 
North Quincy, Mass. (4th Floor) 
Hallowell Shoe Co. Morrison 968-969 
Hallowell, Maine 
Halroy Shoe Co., Inc. 
Cambridge, Mass. 
Hamilton, Scheu & Walsh Shoe Co. 
Stevens Private Dining Rms. 8-9-10 and 
West Ballroom and West Assembly 
Room 
St. Louis, Mo. 
Hammond Moccasins, Inc. 
Bangor, Maine 
Honan & Son, Inc. 
Chicago, Ill. 
Hannahsons Shoe Co. 
Haverhill, Mass. 
Harold Shoe Co., Inc. 
Haverhill, Mass. 
Harvey Shoe Co. 
Cleveland, Ohio 
Hazzard, R. P., Co. 
Augusta, Maine 
Headway Shoe Corp. 
Webster, Mass. 
Heicklen, Lewis Sales Co., Inc. 
Philadelphia, Pa. 
Heilbrunn, J., & Sons 
Rochester, N. Y. 
Heppe-Hudson Co., Inc. 
Ozone Park, N. Y. 
Herbs? Shoe Mfq. Co. 
Milwaukee, Wis. 
Hercules Shoe Mfg. Corp. 
New York, N. Y. 
Hermal Shoe Co., Inc. 
Morrison—Embassy Rm. 


Congress 308 
Morrison 941 


..Palmer 661-662 


Congress 326-328 


Stevens 626 


Palmer 793-796 


Morrison 1025-1026 
Morrison 843-844 
Morrison 1443 
Palmer 763 
Morrison 1463 
Palmer 888 
Morrison 1124 
Palmer Booth 57 
(4th Floor) 
Palmer 907 


Chicagoan 473 


Everet?, Mass. 
Heywood Boot & Shoe Co. 
Worcester, Mass. 
Hide and Leather ond Shoes 
Palmer Booths 63-64 
(4th Floor) 
Morrison 932 


Palmer 758 


Chicago, Ill. 

Hiahland Shoe Co., Inc. 
Akron, Pa. 

Hi-Grade Footwear Corp. 
New York, N. Y. 

Hirsch & Slater 
Boston, Mass. 

Hobby Footwear 
Passaic, N. J. 

Holden and Griffin 
New York, N. Y. 

Holiday Casuals 
Brooklyn, N. Y 


4 


Morrison 104! 
Morrison 1068-1069 
Morrison 749 
Stevens Suite 


Morrison 729-730 


Boot and Shoe Recorder 





Rooms 
Holland-Racine Shoes, Inc. Palmer 762 


Holland, Mich. 


Littleton, N. H. 

Hollywood Shoe Polish, Inc. Palmer Booth 86 
Richmond Hill, N. Y. (4th Floor) 

“Hollywood Skooters” ..Palmer 948W 
Los Angeles, Calif. 

Holmes, Stickney & Walker, Inc. 
Portland, Maine 

Horn & Short Shoe Co. 
Boston, Mass. 

Horwitz, Vincent Co., Inc. 
Altoone, Pa. 

House of Crosby Square, The 

Morrison 624-626 


Morrison 946 


Stevens 80! 
..Morrison 1437 
Morrison 927-928 


Milwoukee, Wis. 
Howard & Foster, Inc 
Brockton, Mass. 
Hubbard Shoe Co., Inc. Morrison 938-939-940 

Rochester, N. H. 
Hubbard Shoe Co. 
Milwaukee, Wis. 
Huber Slipper Co., Inc. 
Aviston, Ill. 
Hubler Shoes, Inc. 
Auburn, Pa. 
Huiskamp Bros. Co. 


...Palmer 740 


.Morrison 532 
..Morrison 948 
Morrison 933 


Stevens 713A-714A- 
TI5SA, Palmer Rm. 962W 


Keokuk, lowa 
Hussco Shoe Co. 
Honesdale, Pa. 
Huth-James Shoe, Inc. 
Waupun, Wis. 
Ideal Shoe Mfg. Co. 
Milwaukee, Wis. 
ling of California 


...Palmer 975 
..Palmer 934W 
Morrison 670-672 


Palmer Private Dining 

Rms. 15-16 (4th Floor) 
Los Angeles, Calif. 

Ireland, R. B., Shoe Co... 
Dover, N. H. 

Isenberg, |., Shoe Company. ..Morrison 1009 
Boston, Mass. 

J. G. Furniture Co., Inc. 
Brooklyn, N. Y. 

Jackson Shoe Mfg. Co. 
Hanover, Pa. 

Jacob, H., & Sons, Inc. 
Hanover, Pa. 

Jacobson, Nathan Shoe Co. 
Boston, Mass. 

Jalmo Shoe Co. 
Lynn, Mass. 

James Shoe Mfg. Co. ‘ 

Congress Parlor “C"—332 


...Morrison 1066 


..Palmer Booth 25 
(4th Floor) 
Palmer 966W 


Palmer 966W 
Morrison 1064 


icccacen Chicagoan 578 


Milwaukee, Wis. 
Janice Adams Division 
Congress—Parliament Rm. 
Lynn, Mass. 
Jarman Shoe Co... 
Division General Shoe Corp. 
Nashville, Tenn. 

Jey Shoe Mfg. Co.... 
Cambridge, Mass. 
Jaycee Footwear Corp... Chicagoan 585-586 

Brooklyn, N. Y. 
Jefferson Shoe Co...... Stevens 713-714-732 
St. Louis, Mo. 
Jerry Shoe Mfg. Co., Inc., The. .Congress 312 
Boston, Mass. 
Johansen Bros. Shoe Co., Inc. 
Stevens 516-519-520-533-534-539-545- 
St. Louis, Mo. 546-547-549-550-553 
Johnson-Baillie Shoe Co Palmer 888 
Millersburg, Pa. 
Johnsonian 
Endicott, N. Y. 
Johnson, Stephens & Shinkle Shoe Co. 
Stevens 600-60! -602-603-604-605-607-609- 
St. Louis, Mo. 610-61 1-601 A-602A 
Johnston & Murphy 
Newark, N. J. 
Jolene Shoes 


Palmer 659 


Morrison 855-861 -862 


October 15, 1947 


Rooms 
Stevens 517A-519A-520A-521A-524A-526A 
St. Louis, Mo. 
Jones & Vining, Inc. 
Brockton, Mass. 


Joy Shoemakers, Inc... . 


Palmer 808-809-810-81 1-812 
Pasadena, Calif. 
Julian and Kokenge Co., The 
Columbus, Ohio 
K. K. Publications Palmer Booth 6! 
Poughkeepsie, N. Y. (4th Floor) 
Kane, Dunham & Krous, Inc. 
Stevens 731A-732A-733A-734A- 
Washington, Mo. 735A-736A-737A 
Morrison 1531-1532 


Palmer Booth 95 
(4th Floor) 
Stevens 539A 


Palmer 722 


K. B. S. Shoe Co................Palmer 604 
(Div. General Shoe Corp.) 


Nashville, Tenn. 





REGISTER FIRST 


At the Shoe Fair 


The Shoe Fair management Is desirous 
of making an analysis of retail atten- 
dance at the coming Fair by states. This 
will call for the cooperation of ali re- 
tailers and buyers, who are asked to 

early as possible at one of 
the registration desks. These will be 
found at each of the officiel Shoe Fair 
hotels, as follows: Palmer House, fourth 
floor; Stevens, lobby floor near main 
staircase; Morrison, mezzanine floor; 
Congress, exhibit floor; Chicagoan, lobby 
floor. 

Help your state score a leading place 
in Shoe Fair attendance. REGISTER 
EARLY! There is no registration fee. 





Keith, Geo. E.. Co. ... . Palmer 782-783-784— 
Brockton, Mass. Morrison 614 
Keith, Keith & McCain, Inc.. Palmer 846-847 
Rockland, Mass. 
Kenmore Shoe Co., Inc. 
Danvers, Mass. 
Keystone Slipper Co. 
Philadelphia, Pa. 
Kickerinos (Div. of Marilyn Shoe Co.) 
Morrison—Parlor "G" 


..Morrison 838 
.Morrison 1029-1030 


Milwaukee, Wis. 
Kimel Shoe Co........ 
Los Angeles, Collif. 
Kleinert, |. B., Rubber Co... Morrison 632 

College Point, Long Island, N. Y. 
Klev-Bro Shoe Mfg. Co...Morrison 1431-1432 
Derry, N. H. 
Kleven Shoe Sales Corp...... 
Spencer, Mass. 
Knights-Allen Co., Inc., The... 
Haverhill, Mass. 
Knipe Bros., Inc 
Ward Hill, Mass. 
Kopman-Woracek Shoe Mfg. Co. 
Morrison 807 


......-Palmer 850-85! 


Stevens 664A 
Morrison 735 


Palmer 703 


Flat River, Mo. 
Koss Shoe Co., Inc..... 
Auburn, Maine 
Kreider, A. S., Co., The 
Lebanon, Po. 
Kreider, A. S., Shoe Co., The. Palmer 93!1W 
Annville, Po. 
Kreider, A. S., Shoe Mfg. Co., The 
Palmer 932W 


Morrison 60! 


Palmer 933W 


Elizabethtown, Pa. 
Kreider, A. S., & Son Co., The. Palmer 933W 
Palmyra, Pa. 
Kreider's, W. L., Sons Mfg. Co., Inc. 
Palmer 910W-939W 
Palmyra, Po. 
Krippendorf-Dittmann Co., The.. 
Cincinnati, Ohio 


Palmer 827 


L. & G. Footwear Corp. 
Honesdale, Pa. 

Laconia Shoe Co., Inc...... 
Leconia, N. H. 

La Grange Shoe Corp. 
Red Wing, Minn. 

Leird-Schober & Co..... 
Haverhill, Mass. 

Lake States Footwear Co....... Congress 302 
Milwaukee, Wis. 

Lancaster Shoe Co..............Palmer 864 


....Morrison 426 
..Palmer 852-854 


Langerman Shoe Co 
Brooklyn, N. Y. 
Le Salle Slipper, Inc... .. 
New York, N. Y. 
La Valle, Inc... mh 
New York, N. Y. 
Leather, Footwear & Allied Industries Export 
Corp., Ltd..Palmer Booths 35-36-37-38-35 
London Bridge, England (4th Floor) 
Le Bon Shoes, Inc. 
Malden, Mass. 
Lederer Industries, Inc., The 
Palmer Booths 87-88 
New York, N. Y. 4th Floor) 
Leonard Shoe Company, Inc...Morrison 1112 
Lynn, Mass. 
Lesco Ltd. ..assess.Palmer Booth 80 
New York, N. Y. (4th Floor) 
Lester Pincus Shoe Corp... .Morrison 839-840 
New York, N. Y. 
Leverenz Shoe Co. 
Sheboygon, Wis. 
Levine, Al & Sol. ... 
Boston, Mass. 
Levi-Weiss Sales Co. 
Chicago, Ili. 
Libby Shoe Co. 
Salem, Mass. 
Lincoln-Valman Shoe Co. 
Haverhill, Mass. 
Lion Sandals, Inc... 
New York, N. Y. 
Lippman, James A., Co..Morrison 1135-1136 
Boston, Mass. 
Lissak & Co. 
Brockton, Mass. 
Lockwedqe Shoe Corp. 
Columbus, Ohio 
Longini Shoe Mfg. Co. 
Morrison 829-830-831 -832 


Stevens Suite 


....Morrison 1438 
Morrison 1145-1146 
...Morrison 1150 
...Morrison 1169 
Morrison 1054 


Morrison 837 


... Stevens 729A 


..Palmer 724 


Cincinnati, Ohio 
Loomis Mfg. Co. 
Chicago, Ill. 
Los Angeles Shoe Mfg. Co..... Palmer 977W 
Pasedena, Calif. 
Lotus Shoes, Inc. Palmer Suite 
New York, N. Y. 
Louis Shoe Co. 
Amesbury, Mass. 
Lown Shoes, Inc. 
Morrison 1427-1428-1429-1430 
Auburn, Maine 
Lucille Footwear Co... 
Williamsport, Po. 
Lucky Stride Shoes, Inc...Chicagoon 581-582 
Maysville, Ky. 
Lumbord-Watson Co.....Morrison 1529-1530 
Auburn, Maine 


Lynn Moccasin & Shoe Mfg. Co. 
Morrison 1453-1454 


....Morrison 1446 


..Morrison 864-865 


Palmer 90! 


Lynn, Mass. 
Mademoiselle Shoe Co. 
New York, N. Y. 
Medison Shoe Co. 
New York, N. Y. 
Maine Shoes. . 
Auburn, Maine 
Moistrosky, S. J., Inc. 
Boston, Mass. 
[TURN TO PAGE 282, PLEASE] 


Morrison 106! 
...Morrison 1567 
Morrison 1050-105! 
Morrison 1163 
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For the First Spring Costume the Suit 

and with It Any One of a Great Vari- 

ety of Shoes Designed to Harmonize 
with Different Suit Types. 


by ELEANOR MAUD RUTTY, 
Fashion Editor 
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A GOOD SUIT SHOE”. How often do we hear t 
phrase? It is a useful way of describing a shoe that is neit! 
very dressy nor very plain, but has a certain tailored 
smartness. If we took in all the kinds of suits women hav: 
today, however, including dinner suits, the expression *<ui! 
shoe” would include just about every kind of footwear ex 
cept full evening and active sports shoes. 

Shoes shown here are, obviously, not intended for jus 
one kind of suit. Neither are they diversified enough in style 
to provide for the most dressy kinds of daytime suit styles 
They do include the more rugged types suitable for coum 
try tweeds, tailored shoes for classic town or country suits, 
more softly tailored styles for somewhat more feminine 
woolen suits. For dressmaker suits in very soft wools. rayons) 
and silks, we show only one shoe, the open toe patent leathe 
pump. However, under “Midsummer in Town”, some style 
suitable for wear with dressy suits will be found. As t 
classic closed opera and d’Orsay pumps and open or closed 
toe slings, you are too well-acquainted with their impo 
to need to be reminded of them. These wil) still be numb 
one favorites for Spring and the volume will still be in ¢ 
opened-up patterns, we believe, many of them on platfo 
soles ranging from one-quarter of an inch to five-eighths 
in some high style lines, up to an inch. Where high-riding 
patterns are used, we still expect to see most of them wi 

[TURN To pice 170. PLease! 


it by Jo Copeland of Patullo, shown 
at the National Retailers’ Fashion end F ootweer Pre- 
view, has —T skirt, tiny waistline, hip interest. Matching 
gray helmet John Frederics; patent leather pumps by 





Gray t/ex 
by Grey Brothers 














Hill and Dole 


Mirecle Tread 
by Craddock Jerry 


Sundial 


British Walkers 

















Look for Diversity in Patterns and 


Colors for Summer 1948. White 





\ with Color in Dressier Types. New 
\ Pale, Pale Pastels, Plenty of Casual 
: Shoes and Wedge Heels. 





Walk-Over Shoes | 
by Geo. E. Keith Co. LA 


Mode Art 
by Moulton-Bartley 
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HE keynote of warm weather ai 
fashions for 1948, it seems to us, is 

variety. Consumer demand this past Summer clearly 


indicated this trend when many different colors and 





styles unexpectedly exceeded demand for classic Sum 
mer spectator types. Sandals and pumps in bright colors, 
in red and green smooth leathers, snakeskins and suedes, 
were bought to fill a need for shoes to wear with many 
types of clothes, both in and out of town. 

It was in casual shoes that white sold exceptionally! 
well and casual shoes were very popular. Many mer 
chants had anticipated a poor season for casual types 
which had suffered a slump following the end of ration- 
ing. But, after the first reaction, which was, actually, 
against badly made, over-priced casual shoes, wome 
[TURN TO PAGE 170, PLEASE 


















y Summer dress 
everywhere all 
long; to be 
d up or down 
diferent acces- 
s, this two-piece 

lof Galey & Lord 
. Photo Cour- 
Cotton Textile 
Institute. 
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Casual Classics 
by Marshall 


Meadows 5 Stewart 








One of Piguet’s models just 
over from Paris points toward 
Spring and Summer in its use 
of contrasting fabrics, satin 
highlighting black, its open- 
throated neckline, its Directoire 
hat and its single beauty patch. 
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See does a woman have a better chance 
for glamor than in the dressy dark clothes she 
wears on Summer evenings in town. For these 
occasions there will be many shoes on the mar- 
ket. New ways of opening up patterns, new and 
unusual strippings and strap treatments, asym- 
metric silhouettes, high slender heels, piping 
and draping and shirring, these and other de- 
tailings all give an air of lightness and elegance 
to these sandals and pumps. These are the shoes 
that carry over into the first Fall days. In a 
sense, they are year-round classics for late after- 
noon and dinner wear. In another sense, they 
spell Summer, Summer at its most sophisticated, 
more than any other shoe styles. Nothing can 
quite take their place. 

We show styles here in black suede, blue kid, 
red calf, black patent leather. There is no ques- 
tion but that black suede will be the first choice 
but there is a growing interest in other colors 
and leathers for dressy daytime, as well as eve- 
ning, shoes. Bronze kid, brown suede, black and 
brown satin, mesh in black, brown and other 
colors, are all being used and are all perfect 
materials and colors for dressy Midsummer town 
shoes. Heel heights shown here, it is interesting 
to note, range from one inch to over three inches. 
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Special Clothes and Special Shoes, Dark, Dressy 
and Sophisticated Are Required by the Well- 


Dressed Woman Who Spends Her Summer Evenings in Town. 
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Merchandise Sources 


, clockwise) Nunn-Bush Shoe Co. Field and Flim 


Co. Arch Preserver from E. T. Wright and Cae, 
—Old Colony Shoe Co. W. L. Douglas Shoe Ca, 


Merchandise Sources (Clockwise) Stacy-Adams 
Co. Florsheim Shoe Co. Edwin Clapp and Son. 
Peters-Div. of International Shoe Co. 
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LET’S NOT FORGET THE 


MEANING OF 


Merchandise Sources (Left to Right) Stone-Tarlow Co., 
Inc. Stacy-Adams Co. Marion Shoe Div.Daly Brothers 
Shoe Co. Jarman Div. General Shoe Co. 


Merchandise Source—Casuals Inc. of California. 


by JOHN REILLY 


i, face the fact that sales ot 

sports shoes, under which name the 

industry loosely classifies whites, 

white and black, and white and brown combination 

shoes, did not live up to expectations this Summer. 

Retailers have various explanations and excuses for the 

failures of this usually important source of volume to 

run back to this pre-war form. First, and perhaps mosi 

realistic ard logical reasoning suggests that manufac- 

turers were late, very late, with deliveries. Their ex- 

cuse, although good, that tanners failed to deliver white 
[TURN TO PACE 328, PLEASE] 
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Merchandise Sources 
(Left to Right) Com- 
monwealth Shoe and 
Leather Co. Stewart 
Romero Boot -Co. 


Cites life and outdoor living have become very 
democratic and popular since the war. Nowadays, you 
don’t have to be a gentleman farmer to wear chukker 
boots, nor a member of the Turf and Field Club to 
park your brown reverse calf moccasins on the foot 
rail of Belmont’s iron paddock fence. It is true that of 
all the clothes the American man wears, none are quite 
so versatile, and even though ready-made from inex- 
pensive tailors—they all have the casual air and dis- 
tinction that spells smartness. 

“Country Style” shoes, too, have exactly the same dis- 
tinction and quality appearance as you will see instantly 
from our illustrations. In their sturdier leathers, grains. 
reversed and polished calf, veals and sides, your cus- 

[TURN TO PACE 270, PLEASE] 


VUerchandise 
Sources (Clock- 
wise) Conrad 
Shoe Co. Ameri- 
can Gentleman 
Div. of Craddock- 
Terry Shoe Cor- 
poration Arch 
Preserver Plym- 


outh Shoe Co. 
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Country Tweeds and Fiannels Are Growing More Popular with = a & 
Men in All Walks of Life. That Means More Sales of These - 


Attractive, Sturdy, Country Shoes Next Spring and Summer. 


Merchandise Sources 
(Left to Right) Curtis 
Shoe Co. Marion Shoe 
Div. of Daly -Brothers 
Shoe Co. Winthrop 
Shoe Co. Div. of Inter- 


national Shoe Co. 


Merchandise Sources 
(Below, Left to Right) 
M. A. Packard Co. 
Jarman, Div. of Gen- 
eral Shoe Corporation 
Florsheim Shoe Co. 
Commonwealth Shoe 
and Leather Co. Bates 
Shoe Co. 
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Merchandise Sources (Left to Right): Ed- 
win Clapp and Son—Field and Flint Co. 
—“Matrix” by Heywood 
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THERE'LL BE 
IN “STRICTLY BUSINESS” TYPES.... 


/ 


= is a mighty pleasant look about the business and street shoes in the Spring 
and Summer lines . . . and a fresh, clean air about them, too. Perhaps it is due to 
the fact that Spring leather colors are brighter and lighter and the leather itself has 
the crisp appearance and richness of texture that we have missed since well before the 
war. At any rate, designers have given a decided lift to the styling of these important 
business types. 

Perhaps the most distinguishing characteristic of this Spring’s styling is simplicity 
of pattern. The day of custom effects has arrived in street shoes. Line and decoration 
are more flowing and are themselves marked by a much lighter look. Yet, custom 
effects are not the jazzy variety associated with the vogue for lighter tan leathers 
which held sway just before the war. There are none of the extreme “custom” effects, 
the theatrical spades and extensions which marked high “custom” types some years 
back. No, these custom effects are more subtle and depend on details such as finely 
set light orange stitching which is most effective on Brandy, Indian and Tawny Tan 
shades. [TURN TO PAGE 316, PLEASE] 


Merchandise Sources Photo On Opposite Merchandise Sources Photo Above (Lett 

Page (Left to Right) : Winthrop Div. of to Right): Friedman-Shelby. M. A. Pack- 

International Shoe Co. Stacy-Adams Co. ard Co. The Florsheim Shoe Co. 
Walkover. W. L. Douglas. 





LET’S BRING BACK 


Tit SHOE 


J UDGING from the rare and unusual looking footwear, 
men, particularly young men, managed to collect for wear 
around town this last Summer, most of them believe that a 
good warm weather shoe has yet to be designed. Or, if it 
has been designed, it is yet to be merchandised and pro- 
moted to the degree where it has penetrated their conscious- 
ness. 

Now, it seems logical that a flexible shoe with a light- 
weight sole, opened up with ventilations should be about as 
cool and generally satisfactory a Summer shoe as a man 
could want. The well-ventilated shoe with perfs punched 
through vamp and quarter, in tan and black, in combina- 


Merchandise Sources (Left to Right)— 
Plymouth Shoe Co. Charles A. Eaton 
Shoe Co. French Shriner and Urner. 
Peters—Div. of International Shoe Co. 


tions of two tones of grey, sand and brown, or in white with 
black or brown trim, as we knew it several seasons ago, was 
in good taste and from a standpoint of comfort and wear, 
was eminently satisfactory. In certain parts of the country, 
particularly the South and Southwest, this shoe was a vol- 


ume proposition for years. In New York, Chicago and in 
other large cities, it was as inevitable as the straw hat. Seen 
in limited quantities this Summer, perhaps because of diffi- 
culty in its manufacture, retailers report that it sold well 
with a minimum of promotional effort. In 1948, the ven- 
tilated shoe will be in more lines, will be generally available, 
and is ready for intensive promotion. 


Boot and Shoe Recorder 








Merchandise Sources (Left to Right)—Charles A. Eaton. 


Walkover, Geo. E. Keith and Co.—Conrad Shoe Co. 


Merchandise Source—Curtis Shoe Co. 


The woven shoe, inspired by the -huarache, was intro- 
duced several years before the war and became a prime 
favorite among Summer types, suitable for general wear. 
A difficult shoe to make, new machinery and improved tech- 
niques have taken out of it most of the guess-work which 
made for faulty fitting and poor wearing qualities. 

American men are anxious for cool shoes. In woven and 
ventilated types, we have two proven volume sellers. But 
vigorous promotion will be necessary to overcome the pecu- 
liar buying habits which American men have developed 
since the war. Cool shoes con- 

[TURN TO PAGE 257, PLEASE] 


Sports Shoes and Casuals Belong in the 
Country for Leisure and Resort Wear. The 
Correct Warm Weather Shoe for Street 
and Business Wear is the "Cool Shoe"— 
Ventilated or Woven—It's in Good Taste, 
an Extra Pair and Worth Promoting. 


October 15, 1947 








= was once a time when the girl in her teens had 
to seek her new shoes either in the children’s shoe de- 
partment or in the department which her older sister 
patronized—with equally unsatisfactory results. In the 
former case, she felt out of place among the children, 
and resented the fact that she was classed with the ju- 
veniles. What’s more, she didn’t like the childish styles 
which were carried in that department. 

If she went to the women’s shoe department, her 
choice was limited to the few suitable shoes which this 
department carried, and her mother was dismayed if 
she came home with a style which was not considered 
suitable to her years. 

Not so today. In the past years, the teen has been rec- 
ognized as a distinct individual, and departments have 
been set aside for her exclusive use. Here are carried 
smart, sophisticated young styles which delight her eye, 
yet do not abuse her pocketbook or her mother’s con- 
fidence in her ability as a shoe purchaser. 

Thus, the teen has emerged as the most style-minded 
section of a store’s clientele. In her shoes as well as in 
her apparel selections, she takes inspiration from wo- 
men’s styles, adopting some treatments as particularly 
flattering, rejecting others. Still others undergo a subtle 
adaptation until they satisfy the teen’s particular needs 


and desires. 








It is no surprise, then, that the teen-age customer will 
be offered distinctly new-looking merchandise when she 
shops for her Easter outfit. It is expected that she will 
gobble up the soft new suits and coats, the slightly 
longer skirts. narrow or flaring silhouettes with hip in- 
terest, rounded shoulders, tiny waists, flare backs. And 
she'll want shoes which will do as much for her feet as 
these flattering clothes do for her figure. She'll be look- 
ing for softly detailed footwear, to complement the new 
soft elegance of her costume. 

An encouraging fact it is that increasing numbers of 
shoe manufacturers have recognized the teen-age girl 
as a potential customer. They have met her ever-insistent 
demand for young-looking shoes with smart appeal, for 
shoes which conform to her pedal requirements, yet 
have sparkle of their own, sophisticated patterns in 
young versions, not to be mistaken either for those car- 
ried in the juvenile departments or those which are-the 
mainstay of the women’s shoe sections. 

They have provided, in their Spring, 1948, lines, the 
soft, dressy little shoes which reflect the soft treatment 
in apparel. They've used soft leathers, and given them 
dressy detailing. Thus you will find, when you look over 
the lines at the Shoe Fair, plenty of attractive teen-age 
styles in suede and sueded leathers—in black (very 


[TURN TO PAGE 270, PLEASE] 
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Above: Clockwise, starting lower left: Red suede sling 
with cross-strap vamp; Weatherbird from Peters. Two- 
buckle barefoot sandal; Slak-Sand-L from Sandal-Crafjt. 
Black suede ankle strap wedge pump; Sportster Deb 
from Sandler, Red lacing and stitching on black suede 
sling; Red Goose Happy Hiker from Friedman-Shelby. 
Brown calf pattern, cut-out vamp, side buckle; Poll 
Parrot from Roberts, Johnson & Rand. 


by ANNE R. DAVID 


Left: Clockwise, starting lower left: Kiltie tongue treat- 
ment on a beige bucko moccasin; Pine Tree from Ham- 
mond. Hand sewn loafer, smooth and antiqued; 
Deytimer from Gale. Russet bucko buckled loafer; 
Co-ed Flex-eez from Simplex. Swash-Buckler—opened 
vamp moccasin with side buckle; Tru-Stitch. 


Taking Its Inspiration from the New Clothing 
Silhouette, Footwear for the Style-Minded 
Teen-Age Customer Is Smart and Feminine— 


And Color Plays an Important Role. 


Teen Age Girl Courtesy Canadian Pacific Company 

























Softness of Detailing Evi- 
dent in Clothing for 
Young People Apparent 
Also in the Shoes That 

WillComplement Spring 
Outfits — New Treat- 
ments Vary Basic Lines. 


Clockwise, starting lower left: 
T-strap sandal for leisure wear; 
Hi-Boy last by Roberts, Johnson 
& Rand. Blucher in dark Bur- 
gundy grain with full wing tip; 
Gerberich-Payne. Moccasin front 
* bal with brass eyelets, double 
sole; Sundial. Wing tip blucher 
with brogue details; American 
Boy. Woven vamp oxford on 
crepe rubber sole; Peters. 


CHILDREN'S SHOES REFLECT 


TYLE has returned to the children’s 
shoe picture with the offerings of man- 
ufacturers for the Spring season, 1948. 
Retailers viewing lines at the Shoe Fair 
in Chicago will find many welcome ad- 
ditions to the basic types which have 
for so long dominated the children’s 


shoe field. 





This resurgence of style in shoes 
may be attributed to two factors: first, 
manufacturers of children’s shoes are 
beginning to see their way out of the 
sold-up condition of former years, and 
they are thinking ahead to the days 
when orders will no longer roll in au- 
tomatically; second, the revolution in 






the style of ready-to-wear, affecting 
children’s styles no less than those for 
adults, has made it apparent that 
newer looking shoes are necessary to 
complement these radically new fash- 
ions. 

Children’s apparel lines for Spring 
are full of new treatments, and the 





Clockwise, starting 
lower left: Double 
buckle stepin with 
stitched detail; Polly- 
anna from A, S. 
Kreider. Wine alli- 
gator calf moccasin 
oxford; Kali-sten-iks 
from Gilbert. All 
brown moccasin ox- 
ford; Child Life from 
Herbst. Brown and 
white moccasin ox- 
ford; W. L. Kreider. 
Brown sueded buckle 
monk; Waterbury. 
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new silhouette is as important here as 
it is in the fashions for their mothers 
and older sisters. Suits for all ages, 
from the 3 to 6 range through the 
teens, are tremendously important for 
Easter 1948. Nor are these suits rep- 
licas of those which were sold last year 
or the year before. They have rounded 
shoulders, for one thing, flaring or 
pleated skirts, for another, cutaway 
jackets, Peter Pan collars, belted 
backs. They’re made of rich, soft ma- 
terials—g abardines, broadcloths, 
menswear flannels, tweeds—in luscious 
colors—pastels as well as gray and 
navy. They call for shoes which will 
echo their softness and their elegance, 
shoes which will complement them in 
every way. 

This is true, also, of the coat and 


dress styles for the coming Spring sea- 


APPAREL STYLES / 


son. The popularity of the flare-back 
coat and the ballerina dress for young- 
sters is assured, and, again, their rich 
materials and colors make them to- 
tally different from the 1947 offerings. 

What types of shoes are being shown 
to wear with these new clothes? Softer, 
dressier shoes are the answer, and even 
everyday footwear has a soft detailed 

[TURN TO PAGE 253, PLEASE] 


trim; Rough Rider from Cannon. 
Side lace gypsy pattern; Fleet-Air 
Shoe from Eby. 











BABY SHOES For SPRING SOUND 


A STYLE NOTE.... 


Although Manufacturers of Infants’ and Baby 
Shoes Find Production Still a Major Prob- 
lem, Many Are Adding Style Items 
to Sweeten Their Spring Lines. 














Maw UFACTURERS of baby shoes are united 
in their belief that the primary consideration be- 
fore them is that of stepping up their production 
to fill the orders now on hand and those which 
are coming in daily. Unlike the situation which 
prevails in some shoe stores and shoe depart- 
ments catering to other members of the family, 
most of those handling the very young trade 
find themselves limited in sales only by the num- 
ber of pairs they have in stock, and manufac- 
turers are hard pressed to fulfill the demands of 
their regular customers. 


“We are still fighting to maintain war-time 
quotas, to take care of our old loyal accounts 


that are all demanding, without exception, many 
times the pairage we are sending them,” said 
one well established manufacturer of baby shoes 
exclusively. “We could easily sell four or five 
times as many shoes as we can build,” he con- 
tinued. “We are going to do our utmost to build 
[TURN TO PAGE 272, PLEASE] 




























TOP PHOTO 
Clockwise, starting lower left: Low blucher 
with perforated vamp; Mrs. Day. A young 
version of the brown and white saddle; 
John Arthur. Two-tone moccasin boot, 
with sole extending up the back; B . 

Jack from V. ristol. Soft sole 

lasted moccasin; Buntees from R. J. Potvin. 














SKETCH 


A new version of the Mary Jane with a 
ankle strap; Ed White, Jr 










LEFT 
Clockwise, starting lower left: Moccasin 
blucher boot with intermediate sole; Happy 
Kids from Elam. Brown boot with scuff 
proof tip, hard sole; Buffalo Billys from 
Hy-Quality. Ankle strap Mary Jane in red: 
Globester by Globe Slipper. 

blucher boot; Cosyfoot from Cheeasht 
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Don’t be a 


HEEL-PUNCHER 


Change to 
DAREX COUNTERS 


and feel the difference 


Darex counters give comfortable shoes that 
hold their style lines without pinching the 


wearer's heel. Darex counters are available from 


ENGEL-LEWIS COUNTER CO. 
MERRIMAC, MASSACHUSETTS 


CENTRAL COUNTER CO 
ST. LOUIS, MISSOURI 


VAN HORNE KAESTNER LEATHER CO. 
MILWAUKEE, WISCONSIN 


A PRODUCT OF 


DEWEY ano ALMY CHEMICAL COMPANY 


CAMBRIDGE 40, MASS. + MONTREAL 32, CANADA 








NATURAL PLANTATION CREPE 


Precisely controlled gauges and finishes to meet 
your own particular requirements are now available 
in Danbury’s natural plantation crepe. Made of 
No. 1 Latex, with experienced supervision on the 
most modern equipment, Danbury Crepe is hard, 
firm and snappy — and will not delaminate. It is 
the ultimate in crepe, by any standard. 

Danbury Crepe may be had in Natural, Brown, 
Burgundy, or Black, in 36” x 36” sheets for 3, 6 
and 9 iron — and in 18” x 36” sheets in 12, 15, 18, 
and 24 iron. Also available is a 6 iron midsole, 
which is a combination of 3 iron rubber and 3 iron 
crepe. Please request samples. 

See DANBURY CREPE at Double Booth No. 49-50 
at the Chicago Shoe Fair. 


ang = DANBURY GANBURY) RUBBER COMPANY 
— DANBURY © CONNECTICUT 
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The new Joseph Shoe Salon in Beverly Hills, Cal. has a decor which is mited to its locale. Basic 


color 


scheme is lime-yellow and gray, with dark brown accents. Bases of the lamps are of wicker, each contain- 


ing a brightly colored shoe. 


WHAT KIND OF SHOE STORES TOMORROW? 


ings which lasted a full week, not only 
the general principles to be followed in 
modernizing store fronts were decided 
on but concrete suggestions were made, 
as well, for various types of stores. 

The fundamentals were well ex- 
pressed by Morris Ketchum, Jr., A. 1. A., 
a member of one of New York’s leading 
architectural firms. “Whatever form 
it takes,” he said, “the store front has 
a definite, clear-cut job to do: 

“First, it must catch the eye. At- 
tracting public attention on a street 
crowded with competing store fronts is 
not the easiest job in the world. Only 
a well organized store front has a good 
chance to succeed. 

“Second, it must identify the store. 


[CONTINUED FROM PAGE 137] 


The general impression it gives should 
spell out the identity of the store pro- 
prietor and the character of the mer- 
chandise he offers. 

“Third, as a medium for displaying 
merchandise, the store front acts as a 
stage set. The displays it dramatizes 
will create the urge to buy. 

“Fourth, the store front should pull 
customers into the store. From a cus- 
tomer’s angle, selling begins on the 
sidewalk. The plan and character of 
each store front should invite the ap- 
proaching pedestrian to follow a line 
of show windows to the entrance door 
and on into the indoor shopping street.” 

From these general premises, this 
same speaker as well as others, made 


the following significant deductions: 
Store signs of the future must be bold 
and easily visible, readily identifying 
the store and yet not so compelling as 
to force the eye to linger there and fail 
to drop to the merchandise in the win- 
dow below. Trim materials used in 
store fronts should tend to be dull and 
lacking in high color since, in the lat- 
ter case, the color itself will detract 
from the merchandise on display. 
Today, these experts argued, store 
owners find themselves definitely in an 
era of plate glass—large areas of it. 
The chief thing to be striven for, they 
agreed, is the so-called open-front store 
with no window backs and a clear view 
[TURN TO PAGE 256, PLEASE] 


The Sheppard Shoe Store on W. Chelten Ave. Philadelphia, has walls of natural oak. Although the store 


is relatively narrow, the arrangement creates an illusion of great space. 


Chairs are chartreuse and pink; 

















Above: Sterling House in Knoxville, Tenn., is 

fitted up as a drawing room, with customer com- 

fort the primary consideration. Furnishings sound 
a note of elegance. 


Below: Exterior of Gated § in Sone Christi, 
Strategic placing 











walnut wall, bullet lights, modern 

furnishings. Natural leather is in 

terlaced for some chairs; Page 

green fabric is used for the up 
Sedenel chairs. 





Below: Forumd pare of ho main Biting room 

Cardinal's uses a rolling wall treatment, modern 

webbed tape furniture. Display rack at the right 
is of delicate wrought iron. 
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Below: Entrance to the new shoe salon 

a Namm’s, Brooklyn, N. Y. Note 

how architect Morris Lapidus has 

provided “window” display by facing 

two sides of the department wi 
raised show cases. 
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Above: M. & S. Shoe Store 
in Lawrence, Kansas, did a 
complete remodeling job re- 
cently, with the above re 
. ' sult. Store is modern and 

Lik extremely attractive. Note 


eis At ih how the striped wall adds 


a 


to the final effect. 


+ 


: in Minne- 
apolis makes use of walls 
with mirrored sections to 
increase the apparent size 
of the shop. Handsome 
draperies and chandeliers 
add beauty and richness. 











Effective Window Presentation Big Aid in Shoe Selling 


In line with the increased emphasis that is now being given te effective visual promotion as a means of imp 
customers with the style appeal aad inherent values of this season's shoes, Titche-Goettinger, of Dallas, 


autumn season with a dramatic promotion of Peacock Shoes, using eight 


full windows. The promotion was In 
o 


September advertising in Vogue featuring the line over the signature of Titche-Goettinger and accompanied by 


page local newspaper ad. 


This 
through 
ing department of Boyd- 


romotion, which attracted a lot of attention among Dallas customers, opened August 24 and contin 
ugust 29. The windows were novel and attractive, and were designed with the co-operation of the advertis- 
Welsh, incorporated, of St. Louis, makers of Peacock shoes. The effective use of a shoemaker's 


bench in each window gave an artistic touch and at the same time suggested the idea of craftsmanship and fine shoe- 


moking. 





Warm Weather Fashions 
[CONTINUED FROM PAGE 148] 


showed beyond any doubt that they 
liked casual shoes, wanted them and 
considered them a necessary part of 
their Summer wardrobes. Personally, 
we are pleased because this reaction 
accords with our thinking from the very 
beginning. 

Along with the expected decline of 
casual shoes, merchants did a good deal 
of prophesying about the waning in- 
terest in wedge heels. This prediction, 
too, has been disproved by events. Not 
only are low wedge heels stronger than 
ever, but there is a growing demand for 
high wedges. Both these trends, to 
casual] types and to wedge heels, we 
feel, point to their strong acceptance 
next Spring and Summer. 

As to patterns and colors for the 
coming Summer, sandals should take a 
big slice of business. The first reason 
is because there has been a growing de- 
mand for sandals, with and without 
ankle straps, and for sandalized pat- 
terns. The second is because an in- 
creased demand for very, very open 
shoes may be expected to follow the 
trend set on the beaches in Europe this 
past Summer. Pumps, too, of course, 
and open toe sling pumps in particular, 
will be very important. 
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As to colors, several interesting ideas 
are developing. There is the idea of a 
spectator in all-over white. White shoes 
trimmed with color, style experts are 
saying, will be in dressier types rather 
than classic spectators. Then there is 
the expected strong continuation of red 
and green, cf which there are two 
shades in each, Cherry Red and a new 
flame red, and the new medium bright 
Green Pepper and a very dark green, 
considered a dark horse color for the 
coming season. Then there is that new 
favorite, the gold shoe, in kid or elk, 
fast becoming a go-everywhere warm 
weather fashion. 

In addition, there is a whole wide 
range of lovely pale, pale pastels avail- 
able in kidskin, in both glazed and 
sueded finishes. A variety of Summer 
colors has been put into patent leather, 
crushed and shrunken kidskins, into 
grains and elk and a large collection of 
glowing, jewel tones in snakeskin. Most 
calfskin tanners, we might add, are too 
busy supplying the demand for staple 
black, browns and tans and navy blue 
to have gone into any extensive range 
of novelty colors in smooth calfskin. 
In addition to these colors in leathers, 
don’t forget that there are some very 
smart, very Summery linens and linen 
weaves in natural color and pastels in 
the market, as well as multicolor fabrics 
and meshes in solid colors. 


First Days of Spring 
[CONTINUED FROM PAGE 146] 


opened-up vamps or backs, or both, 
lighten their appearance, shorten the 
foot and make for greater comfort in 
hot weather. 

Patent leather, smooth calf and kid, 
crushed and shrunken kid, sueded 
leathers and reptiles will all be used 
for suit shoes. There is talk of more 
patent leather being used than for some 
time past. Models developed in gabar- 
dine and leather combinations, giving 
the effect of a leather shoe worn with 
a spat, are so smart that we wish sor 
manufacturers would seize the idea for 
a really perfect suit shoe. Perhaps 
someone will be style-minded enough to 
do so. Other fabrics, matched to suit 
fabrics, might also be used. 

Colors will include navy blue, black, 
the brown-tan-cocoa family, red, green, 
gray. There is every reason, from a 
style point of view, to buy and promote 
all of these colors for they are all smart 
accents with the range of dark and 
light suit colors that will be worn this” 


coming Spring. 


Incorporate Shoe Store 

DatLas—Lairsen Footwear, Inc, 
here, has been incorporated with $75,- 
000 authorized capital stock by S. L. 
Cashion, and J. M. Bairsen. 
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Elegant is the word they're using 
to describe the new fetchingly 
feminine fashions. Elegant is the 
word for the new Peacock styles... 
graceful in line, suave in effect, 
subtly extending the lines of the 
new silhouette. Whatever the theme 
of fashion, Peacock Shoes harmon- 


ize with it...and enhance it. 


And in a period of such sweeping 


style changes, you and your custom- 


ers will particularly appreciate the 
7 
utter rightness of the Peacock touch. D (: d () () () 
° 


touch 
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ON DISPLAY 

STEVENS HOTEL, CHICAGO 
ROOMS 704—710 INCL: 
OCTOBER a. ok 


BOYD-WELSH, INCORPORATED SAINT LOUIS 
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designed by PALTER De LISO 
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SAMUELS SHOE CO.. ST. LOUIS, MO. 


October 15, 1947 





Hur-ry, hur-ry, 

hur-ry .. . step right up, 

(or ride the elevators) to the sixth floor 

of the Stevens Hotel. Just follow the music 

... and see the Rhythm Step Carousel of Spring 
Fashions—with its gay new style ideas .”. . in this year 
when Fashion is the Greatest Show on Earth. 


We'll be looking for you ...and we'll be saving a 
place for you on our profit-making merry-go-round, 
where you catch the brass ring every time, as 
your customers discover those three invisible 

Rhythm Treads—the extra “plus” that 

makes every pair of Rhythm Steps 


MORE THAN JUST BEAUTIFUL SHOES 


National Shoe Fair 
October 27 28 29 30 
STEVENS HOTEL 


Rooms: 600 601 601a 602 
602a 603 604 605 
607 609610 611 


Chicago 

















Hee Cushioned 
Arch Buoyed u 
Strain Eased Here 
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JOHNSON, STEPHENS & SHINKLE SHOE CO. 
St. Louis 
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OPERA PUMP... 


is winning feminine plaudits the country 

over. Not only for its ever-classic design . . . 

but its miraculous fit and dream-like comfort . . . so 
seldom enjoyed by the fashon-minded who 

have converted to the new-again closed toe. 

No secret processes behind it . . . but proper lasts 
and fine shoe-making . . . backed by 

twenty-five years know-how in closed-toe creations 


of timeless design, matchless comfort. 


° SHOE CO. MFRS. «+ ST. LOUIS + LONDON 
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CHERISHED FOR STYLE q 
TREASURED FOR VALUE ( 
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For sl and Summer| 
NATIONAL SHOE FAIR | || 
Chicago — Okt. 26-27-28-29- 30/ Al 
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Hotel Stevens, 
— { Rooms j£00- 701A-702A- 
Z -7ILA-712A 


. > =] Gye 
wee 


Regularly advertised in ey es 
LIFE, WOMAN’S HOME COMPANION, 
MADEMOISELLE and VOGUE 
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QUEEN QUALITY SHOE CO. 





e DIV: INTERNATIONAL SHOE COMPANY e SAINT LOUIS 
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October 15, 1947 


Specialists in sculptured wedges is 
the unique distinction of the creators 
of this exquisite footwear. Now, 
Mira and John Stiebel present their 
amazing new conventional heels 
along with their collection of wedg- 
ies. All to retail at about $14.95. 


Stiebel Shoe Co., Inc., 1708 Delmar Boulevard, St. Louis 3, Missouri 
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MERRY LEE 


is more beautiful... 
sells like THOMASE 


See us at the mn te 
NATIONAL SHOE FAIR | 

CHICAGO + October 27-30 

Morrison Hotel +» Rooms 801-802 


October 15, 1947 


““aHomasertes SHOES, INC. Se. 
PLANTS AT SEDALIA AND COLE CAMP, miso: 


. OFFICES IN SAINT LOUIS + NEW YORK + LOS ANGELES 
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“Winturop Jrs. for boys 
Sizes 


: 
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MAN-STYLE SHOES FOR BOYS 
DIFFERENCE 
IS THE SIZE! 
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-Winturop Jrs. 
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TRIPLE-DECKER SLACK 


> 
‘ “The Sole of Youth”, that’s what they'll say as they snap up Winthrop Triple- 







, 





Deckers on sight. The Slack shown here is but one of many Winthrop styles 
made with this novel, rugged rubber sole. Featured in both men’s and boys 
sizes, it’s a “lead pipe” cinch to find wide demand among “youths” 


of 6 to 60. To be heavily promoted in Winthrop’s national 





G 


advertising for Spring, it’s sure to be the most talked 


about shoe in the business...another Winthrop first. 
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(Some Higher) 
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“| Be sure to see Winthrop’s Line of Leaders Si Le bE ~ 


| CHICAGO— October 27, 28, 29, 30 
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GET ON THE reedom fais OF THE FINE 


STORES SELLING San Loo 


FIRST EDITIONS 


oe a new fashion freedom 


afoot ... and San Loo has captured 
it in casual coordinates! The best 
stores in the country are signalling 
their approval of these emancipated 
fashions, by giving the ‘go’ sign to 
their shoe buyers to place UNLIMITED 
orders! Get aboard with these stores, 


enroute to 
THE STEVENS HOTEL 
ROOMS 650-651 


OCT. 27th te 30th 





San 00 nc. — 2724-30 So. Third St. — St. Louis 18, Mo. 
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a TRULY 
nationally advertised line 





you're 


“twiee as smart” 
retailing 


more-for-your-money 


shoes OP 


Complete Range 
of Sizes and Widths 


the line where quality and volume meet 


Cons come wer $7 


=—o Stes tear sete 


—— 
Visit us at the NATIONAL SHOE FAIR 
HOTEL STEVENS « OCTOBER 27 thru OCTOBER 30 
ROOMS 6034 6040 + 65a + G7 a + 6096 














wmerca’s Largest Shoemakers 


VITALITY SHOE COMPANY + Division of International Shoe Company + ST. LOUIS 3, MO. 





BOARD OF DIRECTORS 


H. H. RAND, International Shoe Company 
J. G. SAMUELS, Samuels Shoe Company 
A. C. FLEENER, Brown Shoe Company 

L. K. KANE, Boyd-Welsh, Inc. 

A. B. BROWNE, Bourbeuse Shoe Company 


J. S. LEGG 
Moulton-Bartley, Inc. 
President 


F. J. CORNWELL, left 
Brown Shoe Company 
First Vice-President 


A. J. BRAUER, JR. 
Brauer Bros. Shoe Co. 
Second Vice-President 











ST. LOUIS SHOE MANUFACTURERS 
STRESS "GROW WITH ST.LOUIS’ THEME 


-™ St. Louis shoe manufacturers take cognizance 
of the fact that the St. Louis district continues to attract 
total 
volume, they, through their association, are stepping up 


an ever-increasing percentage of the industry's 


their plans to let more people know more about St. 
Louis shoes. 

James S. Legg, president of the St. Louis Shoe Man- 
ufacturers’ Association, says, “St. Louis is growing in 
prominence as a part of the nation’s shoe industry. 
Last year more shoe buyers patronized the St. Louis 
market than ever before. This, combined with the in- 
creased interest of fashion editors in the activities of 
our market, has prompted the establishment of our 


A. V. WHEELER, left 


Pennant Shoe Company 


Treasurer 


0. C. ORMAN 


Secretary and Manager 


Public Relations Service in order to further our pro- 
gram. Over the past fifty years thousands of merchants 
have built sound, profitable businesses around St. Louis- 
made shoes, and with each new vear more and more of 
them are discovering the growing public preference for 
St. Louis’s widely publicized lines.” 

Mr. Legg continues. “This shift is most gratifying and 
can be traced to our consistent production of quality 
shoes that are ‘in stvle. to our broad diversification of 
lines, to our pricing policy and to our high standards 
of business conduct. St. Louis will continue to grow as 
a shoe market and of course we want our dealer friends 


o grow with us.” 








fp THAT SELL 
It's smart to cross 
1 the straps in front, 


and it’s very com 
fortable, too. 


% 


Still an old love is the 
sling back shoe shown 
here on an angular 


breasted heel. 


Lots of straps, slim 
and trim looking, 
are high fashion 


‘news for Spring. 


ST. LOUIS STYLES 


HAVE A LADY-LIKE 


It's multicolored and 
this dainty, 


feminine-looking shoe. 1 0 0 K FO R S Pp n | N G 
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The classic tailored 
shoe has a fresh 
new look with the 
new toe treatments. 





Spectators with a variety 

of new treatments, an in- 

tegral part of the Spring, 
1948 picture. 





rill fashion-right are 
ankle straps in many 
pariations, on high heels eile estan tiaher 
= = — and higher, new ver- 
emieataatl sions of closed backs 
and novel straps all 
add up to a fresh look 
for Spring. 


dt 


ie season more than ever before, the feminine, ladylike look in silhouettes and treatments predominates in 
Spring styles shown by St. Louis manufacturers. New vamp and back treatments, a great variety of straps, high 
slender heels, all contribute to this effect, as illustrated on these pages. 

The outstanding features common to all of the various vamp treatments shown here are high-riding effects 
achieved through the use of straps and strippings designed to cling to the foot, ornamentation growing out of 
the vamp construction itself and a predominance of open toes. Construction cut-outs and open-work on the vamp 
are also fashion notes of interest. 

While open back shoes dominate the style picture, some closed-back models are being shown. Scalloped edges, 
piping, pointed effects, are new and unusual features on closed-back shoes. The new and different look of 
these shoes can be used as a promotional feature to stimulate extra sales. High-riding backs are giving style 
interest to closed back shoes. 

Flattering, as well as comfortable, ankle straps, plus their many variations and other kinds of straps, are 
all definitely in the fashion picture. Rather than just a single ankle strap, it is now high fashion to have two, 
three oc even more straps around the ankle or even across the instep. Additional straps across the heel or at 
the instep are especially attractive. Sling backs look new on unusual new heels, such as the angular breasted heel. 

[TURN TO PAGE 253, PLEASE] 
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Something a little devilish 

in these very feminine styles 

with pointed and perked ee 
vamp treatments. 


straps and strip- 


pings so characteristic of 
opened-up Spring patterns. 








Johansen’s well-balanced line 
combines a fresh conception of 
styling with an established reputation 
for finesse, quality and fit. 


The Johansen franchise is 
consistently supported by 
national advertising strong 
enough to build and maintain 


brand preference. 


ST. LOUIS 8, MO. 


MOST STYLES FROM 


$11.95 to $13.95 RETAIL 


“More than mere economy... 
Less than sheer extravagance” 
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NATIONALLY ADVERTISED 


Shoeahecs Since 1874. 





TWEEDIE FOOTWEAR CORPORATION © JEFFERSON CITY, MISSOURI 
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Rin story behind the approximate 8,000 styles from over 100 lines 
to be shown by more than 400 representatives of the St. Louis shoe 
industry at the approaching National Shoe Fair is a narrative of a 
half-century of growth, perseverance and ingenuity. It is the ro- 
mance of a Midwestern trading center on the banks of the Missis- 
sippi and the enterprising shoe salesmen and wholesalers who had 
the vision and fortitude to expand and convert their lucrative job- 
bing and wholesale center into a city of shoe manufacturing as well 
as distribution. 

Down through the years, especially in‘the last quarter-century, 
both shoe manufacturing and shoe jobbing and wholesaling in St. 
Louis have set a new pace in steady growth. Today the shoe indus- 
try in St. Louis is recognized as the leading one-stop market where 
the buyer can purchase men’s, women’s, children’s and infants’ lines. 
He can buy work shoes, play shoes or casuals or high style feminine 
footwear; he can find branded merchandise or unbranded; he can 
obtain a balance to his inventory that the nationally branded lines 
give it, and he can be assured that his store contains the creations of 
some of the nation’s leading shoe designers. 

In recent years the continued production growth e the St. Louis 
market has been due to an emphasis on style probably more than to 
any other factor. Long known for its standards of quality, St. Louis 
also has been making great strides as a leading shoe style center. 
Many of the original creations of the past few years came off the 
drawing boards of St. Louis stylists and many of them in the future 
will originate from the same source because the St. Louis Shoe 
Manufacturers’ Association has sponsored a shoe design class at 
Washington University to train future shoe stylists. 

That the growth of the St. Louis shoe industry has made unparal- 
leled gains in recent years, despite the fact that its expansion has 
been persistent as well as consistent since the turn of the century, 
is evidenced by a production increase of nearly 50 per cent since 
1940. In that year the St. Louis area produced 64,958,000 pairs of 
shoes, while last year, the first twelve-month postwar period, total 
production for the area exceeded 90,000,000 pairs. Also significant, 
St. Louis manufacturers produced 17 per cent of the nation’s wo- 
men’s shoes during 1946, 20 per cent of the men’s shoes and 25 per 
cent of the children’s and infants’ shoes. 

During the first four months of the current year the nation’s shoe 
production was 17 per cent less than during the first four months 
of 1946, yet St. Louis area production in this period was 12 per cent 
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shopping, marketing, 
all your dashing about in 
smooth-looking, smooth-fitting 
Velvet Step Shoes ... never 
conscious of a moment's 
foot fatigue. Really, they're 
just “like walking 
on velvet.” 
$695, ff 95 

Put on a Velvet Step Dashabout 
promotion in your store— 
featuring these youthful, 
fun-to-wear, Velvet Step Shoes. 
You're really on velvet... 
selling Velvet Step Shoes— 


WALLEEN 
ress-droped 


rn a fast-moving, profitable line. 


. 
ee sivees feet seus 





SEE VELVET STEP SHOES 


Ved: at the NATIONAL SHOE FAIR 
IN CHICAGO 

No Shoes STEVENS HOTEL + Room 758A 

be Walling on lost” ie. October 27 through October 30 


STYLED BY PETERS SHOE COMPANY, DIVISION OF INTERNATIONAL SHOE COMPANY, ST.LOUIS 3, MO. 
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They'll keep your cash register ringing... 


S Miss Teenager’s favorite styles 
S$ Priced right to retail at $5.00 
$ Genuine compo welt construction for long hard wear 


$ Nationally advertised in teenager’s favorite magazines 
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AMERICA’S BEST KNOWN LINE AT *6.95 


Barr Brrova ADVERTISING 


Over 2200 Tober-Saifer dealers say “jolene, 12 years of national advertising has built 
Hollywood -inspired shoes are America’s consumer acceptance which means year’ round 


Greatest Style Shoe Value business for you 


Pires Morirwoo APPEAL 
J 


olene Shoes are priced low enough so that Jolene Shoes have the merchandising appeal 
you can enjoy the profit of volume sales and of Hollywood, America’s fashion center 


rapid turnover. 


TOBER-SAIFER SHOE MANUFACTURING COMPANY SAINT LOUIS 
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New - 
and news...the 
delicately slender 
pointed toe... 


another first in fashion... 


manner!* 


last made by the 
WESTERN LAST CO. 


*original designs, beautifully made 
HAMILTON, SCHEU AND WALSH SHOE COMPANY e SAINT LOUIS 
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O'DONNELL SHOE CORP. HUMBOLDT, TENN. 


198 y Boot and Shoe Recorder 













EXCLUSIVE 


SANDAI~CRAFT 


CREATIONS 
Specialists in Sandals Exclusively 
SANDAL-CRAFT, INC. 


Syndicate Trust Building 


St. Louie 1, Mo. 
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DUN DCR LINE ON DISPLAY 


HOTEL Stevens 
Rooms 618—719A—T7564A 


CHICAGO 
OCTOBER 27, 28, 29, 30 


DUN D&tR 


DIV. INTERNATIONAL SHOE CO., ST. LOUIS, MO, 








St. Louis Offers Light and Airy 
Shoes for Children 


Boru the airiness and comfort which have grabbed the 
spotlight in Spring lines of St. Louis designed men’s and 
women’s shoes get a strong play in the Spring "48 style 
picture of children’s and infants’ lines. The liberal use 
of brilliant colors, another characteristic of adult lines, 
js featured in many of the juvenile shoes, while a marked 
similarity between growing girls’ and teen-agers’ shoes to 
women’s Spring lines is the frequency with which stripping 
and strapping is employed. 

From infants’ through growing girls’ shoes sandalized 
types are expected to be bigger than ever, with this type 
also popular in boys’ designs. In infants’ footwear one 
color lace-up shoes are considered good for Spring, with 
beige and red probably the top colors. Green and gold 
also are mentioned, although there is not so much inter- 
est in brown. Top colors used in combination or alone in 
teen-age girls’ footwear are in the gay category and in- 
clude town brown, green pepper green, admiralty blue 
and mahogany red. 

Buckles are widely used, both in sandal types for 
younger children’s footwear and as-ornaments in teen-age 
girls’ lines. Among the latter is the colonial buckle which 
is expected to be in top demand for Spring. 

Despite the style trends observed in children’s lines, 
however, designers poirt out that the children’s shoe 
business is not a style business. Rather it is that part of 
the shoe field where Quality, brand preference, the name 
of the manufacturer and the necessity for the correct 
fitting of growing feet play a dominant role. Because of 
this aspect of children’s shoe production, radical changes 
in staple lines from one year to the next are more in the 
minority than in either men’s or women’s shoes. 

An example of this sameness is noted in baby shoes 
where standard white high lace-ups still predominate, and 
also in shoes for younger children, as well, where scien- 
tifically detailed lasts to take the guesswork out of proper 
fit, takes precedence over high style and unique creations. 

Among the styles for growing girls, however, and 
those in the teen-age bracket, St. Louis stylists have come 
up with a number of new creations, many of them which 
provide a newness to next Spring juvenile styles not found 
in a number of years, or since before the war. 

In the Poll-Parrot, Weatherbird and Red Goose lines a 
number of sandal types featuring buckles and straps are 
noted as are moccasin types with straps and buckles and 
others with open toe and shank. Eik finished side is the 
most frequently used material, while the brilliant array 
of colors include Gypsy brown, red flame, Rancho tan, 
Summer cream, antique gold and gaygreen. 

Among the teen-age lines from St. Louis stylists, stroller 
and loafer types probably are in top position, while 
saddle oxfords also are regarded highly by designers for 
the Spring picture. Saddle oxfords are being made up 
in a variety of color combinations including green and 
white, tan and white, red and white, and black and white. 
White rubber soles take precedence by a number of de- 
signers over red rubber. Dressy types include ankle straps, 
some closed up shoes and wedge heels. Flats, of course, 
reign supreme for year-round wear. 

Two high style shoes for teen-age girls noted in the 
Buster Brown line were (1) an ankle strap black suede 
pump with an 8/8 heel, featuring a gold colonial buckle 
on the vamp and (2) a black suede 8/8 wedge heel 
shoe with closed toe and open back and also a gold 
colonial buckle on the vamp. 
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captured by 
their elegance 
haunted by 
their loveliness 


Shoe by 


for years 





women have treasured 


the name o’neill 


on footwear. 


|. j. o’neill shoe company 
st. louis, missouri 
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SUCCESSFUL LAST 
INA 

SUCCESSFUL LINE 


Valley's #229 last has proven 


to be one of the outstanding 
pieces of wood in their broad 


and successful operation. 


i 
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Casuals Lead St. Louis 


Men’s Shoe Picture 


Newest men’s shoe styles for Spring “48 from the draw- 
ing boards of St. Louis designers are wing tip dress pat- 
terns in slip-on or loafer types and brilliantly colored 
suedes in blue, wine, gray and brown. To date, however, 
the brilliantly colored suedes have been talked about 
more than they have been acted upon, with the top de- 
mand for Spring selling expected to come from such 
types as ventilated shoes in two-tone tans, woven and mesh 
types and dress or business styles of the slip-on or loafer 
family. More reverse leather will be used then hereto- 
fore, designers point out. 

“Dress casuals” are expected to be top sellers for 
Spring, men’s shoe stylists believe, because older as well 
as younger men have become familiar with loafer types 
in recent years and appreciate both their comfort and 
the ease with which they may be put on or taken cff. 


Brown and white combinations are on the wane, al- 
though they will be present in a number of lines, while © 
black and white combinations are hardly in the Spring 
fashion picture. Two-tone tans, however, are very much 
in the picture, designers point out, because they are easy 
to keep clean and still offer the color contrast desirable 
for Spring. 

Loafer models of the soft and flexible type in rough 
finishes will comprise a sizable portion of men’s lines as 
will also plain toe lace oxfords. Speing lines also feature 
a number of sliplasted types with heavy rubber soles, 
while another type getting a heavy play, especially in 
early Spring lines, is the grain leather shoe with mul- 
tiple stitch uppers and heavy soles, both plain and 
grooved. Jamaica tan, sometimes called “golden glow” 
probably is the top color in these types. 

In both early and late Spring lines moccasins will 
have a strong place, especially for younger men and in 
the college trade. They will be made up in both slip-on 
or casual types and blucher models, with heavy red rubber 
soles and also soles of crepe, now that genuine crepe is 
available. 

The mudguard pattern is expected to create a good 
demand in sport shoes, while woven shoes and mesh cloth 
both are obtaining favorable talk from designers for both 
oxfords and loafer models. Woven type moccasins with 
straps and buckles also are considered good for Spring. 

Demand for brilliant]y colored suedes, designers believe, 
will stem mostly from the fashion centers such as Florida, 
Southern California and portions of the East Coast in- 
cluding New York. Volume demand for these types is not 
expected until possibly the Autumn of 1948 or later. Some 
designers talk of the bright suedes being made up into 
heavy types, possibly with crepe soles or Klomp types for 
younger men, although a portion of the stylists venture 
these types might go in wing tip dress models for older 
men. 

More than at any time in the past the St. Louis lines 
emphasize casual and loafer types. In addition to the 
wing tip dress shoe made up in this type the Spring lines 
include casuals with a woven vamp, in smooth leathers in 
both an all-over tan and a two-tone effect. Many ventilated 
shoes are noticed in the lines and also original moccasin 
type loafers, as are regular type blucher oxfords with a 
raglan cut. Ghillie laces are extremely popular with 
designers and are used frequently. 

[TURN TO PAGE 364, PLEASE] 
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TOO GOOD TO KEEP 
*HEYDAYS are the greatest 
repeat and re-order shoes in 


the whole business.”’ 
MATT (M. A. CONDON) 


James F. Condon & Sons 
Charleston, South Carolina 


\ uy dayd Y 


Write or see us at the 


NATIONAL SHOE FAIR 
Rooms 711-758 


Stevens Hotel + Chicago 
OCTOBER 27th 


JAVA “HEYDAYS” 


VicToRY SHOR CO. Y 


2032 LOCUST ST. 
ST. LOUIS 3, MO. 


Nationally Advertised in CHARM and GOOD HOUSEKEEPING Magazines 
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Laced design on 
vamp and instep 
strap gives a hand- 
craft appearance to 
high-backed low- 
heeled wedge. 


Peer scosoooe FLATS ARE TERRI | 
Say St. Louis Manufacturers 


Tropical in feeling, 
a sturdy sandal with 
vamp reminiscent of 
Haiti’s spiked - backed 
Iguana lizard. 


Dainty and dressy flats lead the 
parade with high-riding effects 
and sandalized vamps. 


Dicneieeee even to this style-wise St. Louis market, has been 
the demand for flats. In response manufacturers are showing a wide 
range of new styles on low heels. From dawn to midnight, if she so 
desires, a woman can be suitably, smartly shod on heels one inch in 
height or under. Probably few women have only low heel shoes in 
their wardrobes, but more and more women and girls appreciate the 
comfort and style appeal of these shoes and include a greater pro- 
portion of them in their season’s purchases. 

To many fashionable women and girls the flat-heeled shoe is one 
perfect accompaniment to the longer, fuller skirts. With ballerina 
or full circular skirts, the flat heel seems to belong as naturally as 
the genuine ballet shoe with the ballet dancer’s full, near ankle length 
skirt. For the long dress showing classic draping, the sandalized 
flat carries out the Grecian or Oriental effect. 

To date, flats have been primarily tailored or casual, but for 
Spring many dressy types have been added to St. Louis lines. These 
dressy flats are dainty and light in appearance and feeling. Many are 
sandalized and have gathered and ruffled vamps and other soft femi- 
nine treatments. Some have open toes and heels, others are closed 
or partially closed. It is in these dressy patterns that the open toe 
and back and shank are most often found. For active sportswear 
many closed shoes have been designed, practical for beach and 
country wear. 

Ankle and tie straps, instep, crossed instep straps, wishbone or 
utility straps, and sling backs are all very popular. Wedge heels 
with platforms ranging from 5/8 to 8/8 or wedge heels with no plat- 
forms are leaders. Both are very smart as well as comfortable. The 
lighter, more graceful scooped wedge is often used on more dressy 
shoes. It is refreshing to see new vamp treatments. Some are very 
open sandalized types, some have high-riding front effects, still 

[TURN TO PAGE 326, PLEASE ] 





BECAUSE THEY'RE CUTE AND COMFORT- 
Q ABLE. FLATS ARE MORE IMPORTANT THAN 
EVER FOR THE COMING SPRING AND SUM- 
MER WITH A TYPE FOR EVERY OCCASION. 
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Right—The Hidden Thong Sandal 
—especially styleworthy with its 
unusual variation on the thong idea 
and its double buckle strap treat- 


ment. 


Watch for These: New Lasts—New Heels 


New lasts designed to give the new slender toe look 
combined with comfortable extra width in the tread. 
Each last shown in three positions. 


Below—High-riding “Jester” back 
gives style interest to ghillie tie. 


Unusual are these advance high-heel treatments. 





A Superfine Clinie Oxford “"Nietine sove ano Toruirr 


REG. U. S. PAT. OFF. & CANADA 


Our Famous Clinic ““Off-Duty”’ Wall Toe Last 
LINED 


Style 404 — White Retails $7.95 
Smoothies Model 
Top-Grade Genuine White Shrunken Brogandi Kid Skin, 
pon heavy weight, with white Pepperell lined vamp. THE CLINIC SHOE 
White Duflex Napline Sole =. ce 
Style 405 — White Retails $7.95 4 
Same shoe except Fine Grade Oak Sole 
White Welting 
12/8 White Soloid Heel with Nap Toplift 
6/10 AAAA © 416/10 AAA-AA ¢ 4/10A 
316/10 BC 
IN STOCK 


Order in 36 — 72 — or 108 pair units 


‘THE JUVENILE SHOE CORPORATION 
OF 


AMERICA 


SHELL BUILDING @ 1221 LOCUST STREET @ SAINT LOUIS (3), MISSOURI 
4 





LELYXWES 


are SWELL SHOES 
for TIRED DOGS 





Stvle 1410 Ghillie Style 1421 Saddle Style 1404 Loafer 


LAZY = BOWES aenuxe “Sianks 


REG. U. S. PAT. OFF. & CANADA 


The STEP-ABOUT Model The TRAIL-ABOUT Model The Original 
Style 1410 GHILLIE Style 1421 SADDLE SMOOTHIES-ABOUT Model 
Brown GLOVELK* Tanned White & Brown GLOVELK* Raised Leather Seam Will Not Rip 
Avonite Sole _ ‘Tanned Style 1404 LOAFER 
8/8 Leather Heel — Leather White Nap Sole & White Nap Brown GLOVELK* Tanned 


Toplift Spring Heel 8/8 Leather Heel — Leather 
Toplift 


*Trademark 


Vothing Could BB. y 


L AZ Y ‘THE JUVENILE SHOE CORPORATION 


BUNES =e 
SHELL BUILDING—1221 LOCUST STREET 


MAKE LIFE EASY WITH 


DELUXE 
i 
aussie Ghakaas Gacane SAINT LOUIS (3), MISSOURI 





Style 1429 Imitation Tip Brogue Style 1484-1485 Plain Toe Style 1435-1436 Moccasin 
DETACHABLE FRINGE TONGUES — Price $3.00 per dozen parts 


UNLINED OUTSIDE COUNTER POCKET. .-.-GOODYEAR WELTS EXCLUSIVELY 
MADE TO ORDER ONLY: In Units 36-72-108 Pairs to Style—Sizes 4/10 AAA-AA 344/10 A-B-C; 


Price $4.30 to Retail at $6.95. Sixty Days Delivery 


The KNOCK-ABOUT Model The SLOP-ABOUT Model The SCOUT-ABOUT Model 
Style 1429 IMITATION TIP Style 1484 PLAIN TOE Style 1435 MOCCASIN 
BROGUE Brown GLOVELK* Tanned Brown GLOVELK* Tanned 
Brown GLOVELK® Tanned Style 1485 PLAIN TOE Style 1436 MOCCASIN 
Avonite Sole Black GLOVELK* Tanned Black GLOVELK* Tanned 
8/8 Leather Heel Leather Avonite Sole Avonite Sole 


Toplift 8/8 Leather Heel — Leather 8/8 Leather Heel — Leather 
Toplift Toplift 


Vothing Could Be by 


*Trademark 


MAKE LIFE EASY WITH 


THE JUVENILE SHOE CORPORATION 


OF AMERIC: 


SHELL BUILDING—122! LOCUST STREET 
SAINT LOUIS (3), MISSOURI DELUXE 


FLEXIBLE SHANK SHOES 
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Advertised in 
JUNIOR BAZAAR 


College Hill Sports 
On Display: 
HOTEL STEVENS 
Oct. 25th to 30th 
ROOMS 628-29-32-37-39-40 
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come up and meet the R. J. R. 








FINE SHOES 
FOR MEN 


Jum [ed 
SHOES 
FOR WOMEN 


EEE The whole Roberts, Johnson & Rand family 
of branded lines awaits your visit at the 
National Shoe Fair. Come in and see us. 
_ We'll show you all our latest additions, new 
styles, new patterns...every one designed 
to help you make a profit! You'll see the 
nationally-advertised Rand Shoe for men... 
the line that won select dealer preference 
in record time. And Rand Jrs., the growing 
line for growing boys. See the versatile 


Robert 


October 15, 1947 


Poll Parrot 


SHOES 
FOR CHILDREN 


Bly BS 


FOR 
TEEN-AGE GIRLS 


National Shoe Fair 
October 27, 28, 29, 30 
Stevens Hotel-Rooms 718-A, 719-A, 720-A 


Trim Tred women’s shoe (actually four 
lines in one) backed by a greatly enlarged 
program of national advertising. And Pre- 
tested Poll-Parrots...ace repeat seller of 
thousands of stores that feature them. 
Don’t miss seeing Poll-Parrots’ big sister 
line ...the smart, new Polly DEBS. You'll 
agree the relationship is natural, for the 
whole family stands for peak value and 


more profit for you! 


— » Johns rsOn G Rand 


INTERNATI 





IF WE'D SAY IT IN pe 
cUX a i 


1F WE'D SAY IT IN GREEK UTS ons 


o 2 
A ? 
IF WE'D SAY IT IN ARABIC Let SJ 


*We challenge translation! 


YOU WOULDN'T UNDERSTAND... 


at 


BUT IF WE'D SAY aes ee lucky shoe 


THAT'S SHOE TALK YOU WOULD UNDERSTAND 
Translated it means PROFITS 


SEE THESE LUCKY SELLING SHOES at CHICAGO FAIR e@ STEVENS HOTEL— Rooms 621-22-23-24 


MONOGRAM FOOTWEAR, INC. @ ST. LOUIS @© NEW YORK @ LOS ANGELES 











lf You’re Looking For 


Current, Fresh 
CANCELLATIONS. 
AND JOBS 


From the St. Louis Factories 
and Other Fine Resources 
Remember. . . 


We're a — si 6 5 o 


Outstanding Promotions In 


Quality Shoes | STEVENS HOTEL 


Write, wire, phone . . . Central 4898 or 3762. 


M. K. Weil Shoe Co. 


1215 Washington Ave., St. Lovis_ 3, Mo. 


WHILE IN TOWN SEE WEIL 











Boot and Shoe Recorder 





The First Ente 
For Your 
Little Black Book 
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Line also on display: 
DETROIT 
Nov. 2, 3, 4 and 5 
Hotel Statler—Room 1|320 
PITTSBURGH 
Nov. 9, 10, II 
Hotel Wm. Penn—Room 470 
DALLAS 
Nov. 10, 11, 12 and 13 
Adolphus Hotel— 

Room 1326 
BOSTON 
Nov. 16-21 


Parker House— 
Room 302 


Co} 
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ELDER & JOHNSTON CO. 3 . HOWE'S 
DAYTON, OHIO SAN BERNARDINO, CALIF. 
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S16 lines of tre-tn advertising on 


‘ 

STER BROWNS 

SCHOOL DAYS JAMBOREE’ 
during August sone! 


We believe that’s a record in the children’s shoe 
business and we're thanking you retailers 





Actually, the Buster Brown School Days Jam- 
boree didn’t start until August 9. 

Actually, we have linage figures only for 
August, and the Jamboree didn’t end until Sep- 
tember 6—so these 972,816 lines may be well 
over a million when the final returns are in. 

It was a splendid job on the part of you 
Buster Brown retailers—a spectacular job— 
and we're taking this space to tell the world. 

Yes, your advertising managers did a great 
job of tie-in advertising. Your display managers 
put in a lot of wonderful displays. You all 


MILLER’S, INC. 
KNOXVILLE, TENN. 
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brought in plenty of kids with Buster Brown 
Comic Book No. 9. You tied in beautifully with 
our NBC network show, “‘Smilin’ Ed McCon- 
nell and His Buster Brown Gang.” 

As a result, you buyers and store owners did 
a bang-up job of merchandising such numbers 
as “Smilin’ Ed’s Sweetheart,” “Froggie’s Fa- 
vorite,”’ ““Squeekie’s Standout” and the rest of 
our promotion-featured styles ...and we all 
ought to be pretty happy about it all. 


Buster Brown Division 
Brown Shoe Company, St. Louis 
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WARPY, @O Wess new .quality line of 
high style children’s shoes —All widths —2-12 


From our newly completed, af ae shoe factory—a complete line of children’s shoes to supplement 


your Happy-Go-Lucky Infants shoe business. The same high quality—careful workmanship and medically 
correct lasts that have distinguished the Happy-Go-Lucky Infant's shoe are now available in our new chil- 


dren’s line. Made to satisfy —yet priced to sell, all styles are carried on our floor in all widths, sizes 2 to 12— 
ready for immediate delivery. Illustrated below are only a few of the many styles available for your selection. 
Oct. 27, 28, 29, 30. 


You are invited to see and inspect our new line during the National Shoe Fair at the Stevens Hotel, Room 718, 


MARY JANE. Sizes 4-8, 81/2-12. 
Our MARY JANE is styled to 
meet the eye appeal as well as bermran MSe 
o real fitter. One piece quarter- ae ee 
lining, nylon french cord bound, \ 2 ASSOCIATION 
adjustable strap. Available in > es 

black patent, red, brown and = 

white. 


PUBLICATIONS 


ADVERTISE 


CA 


CLOSED SHANK OPEN TOE 
SANDAL. Sizes 2-5, 512-8, 81/2- 
12. Full sock liner, one piece 
qvarter-lining, folded edge. 
Styled on a special open toe 


last. A perfect fitter. Available 
in white only. 


OPEN TOE OPEN SHANK SAN- 
DAL. Sizes 2-5, 512-8, 82-12. 
Styled on a correct open toe 
last and is a perfect fitter. Full 
sock liner; one piece quarter- 
lining. Available in white only 


CEMTER BUCKLE. Sizes 2-5, 5V2- 
8 8-12. Folded edge, one 
piece quarter-lining. A perfect 
shoe in every detail. Available 
in black patent and white. 


BAREFOOT SANDAL WITH 
CLOSED QUARTER. Sizes 2-5, 
52-8, 8Y2-12. Folded quarter, 
one piece quarter-lining, ful 
sock liner. Made on a real san- 


dal last. Available in red, hura- 
ache-hide and white. 


BROWN & WHITE SADDLE. 
Sizes 2-5, 512-8. Made on a 
sport last. Folded edge, one 
piece quarter-lining. A real fit- 
ter. Available in brown and 
white only. 


Factory No. 1, Infant's Shoes Factory No. 2, Cement Style Shoes 
St. Louis, Mo. Paragould, Ark. 


ED WHITE JUNIOR SHOE CO. 
3203-07 CHIPPEWA 


ST. LOUIS 18, MO. 
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“Half the fun of pa feet’ fee ay America since 1907 
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Hit of the Show... 


At shoe fairs, year after year, since 1907, Red Goose 
Shoes have been “stealing the show” among the = 
juvenile footwear displayed. The up-to-the-minute ' 
style, high quality and long wearing construction of Al ON D I Ss P LAY 
Red Goose Shoes have built an acceptance that is out- | NATIONAL 
standing in the juvenile field. SHOE FAIR 


Think of the profit possibilities of this great sales force ROOMS 617-18-19-20 


in connection with your store ...and remember .. . 
Red Goose Shoes are backed by consistent national STEVENS HOTEL 


advertising ... and a complete merchandising program, . CHICAGO 


including radio recordings. 

. ‘i OCTOBER 27, 28, 29, 30 
We'll gladly discuss the Red Goose line with you > 

at any time. See us at the show, or drop us a line. 














BEST 
KNOWN 
JUVENILE 
SHOE 
TRADE 
MARK 

IN 
AMERICA! 


RED GOOSE DIVISION ¢ INTERNATIONAL SHOE COMPANY « SAINT LOUIS 
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Veether-Etd NEWS in Children’s Shoes 


NEW! Round-toed lasts . . . square-toed 
lasts 


NEW‘! A last developed especially for 
little boys 


NEW ! Spring patterns . . . two-tone 


moccasins with eye-catching 
white rubber soles 


NE WwW! Wild-fire red that sells like wild- 
fire! New amber browns, popu- 
lar whites. 


Get all the news about this complete, 
balanced line of high quali:y shoes 
for boys and girls—all featuring the 
5 famous Weatherized features' 


\ 
Nearer Bird cam 


STVLES Tear Shit 


FOR BOYS AND GIRLS ARE 


PETERS SHOE COMPANY, DIVISION OF INTERNATIONAL SHOE COMPANY, ST. LOUIS 3, MO. 
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publica i 
a sales-making story of patented “Cuddle-Back” and other 
foot-protection features found only in Trimfoot Shoes. 





But more than that, Trimfoot extends that buying-for-baby 
habit to your children’s shoe department — with a line 
of Trimfoot Shoes that fills every need to teens. And as See the complete Trimfoot line at the National Shoe Fair, 
you would expect, they provide the same quality, price Chicago, Oct. 27 thru Oct. 30. Rooms 719-720, Hotel Stevens. 
and profit advantages that have made Trimfoot] Baby 
Deer Shoes the birth-to-first-birthday leader of the nation. 





av" —. 


* Authority: Notional) —_ aim of 





e 


BABY DEER SHOES 
PRE-SCHOOL SHOES 
SCHOOL SHOES 
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THE MOST PROGRESSIVE 
‘STEP FORWARD’ 
IN THE SHOE INDUSTRY 
IN MANY YEARS 


WNEQUALED jy 
_, .UNMAr 


BEAUTY 


PROCESS 


MLASTIC finish 


FOR WOOD HEELS 
THAT EXCELS 
ALL OTHER COVERINGS... 


Perfection is the only word for the new, 
unique PLASTIC covering for Wood Heels 
by the DON-ITE Process! It’s revolutionary — 
the first innovation in the industry in many 
years — it’s practical and dependable. Shoe 
Manufacturers are now covering as many 
as 20,000 pairs daily. Study the beautifully 
finished product, and you'll agree that it 
excels any other type of covering. 
Manufacturers = Install the specially de- 
veloped automatic machines for the DON-ITE 
Process and you'll be ‘way ahead —all ways! 


beh qa84 NOW USED 

BY THE WORLD'S 
LARGEST SHOE 
MANUFACTURERS 
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St. Louis Sets New Pace i || _aAa\\\\ 


[CONTINUED FROM PAGE 191] 


above the first four months of 1946, a BRANDED SHOE JOBS 
| . 


period in which the total of St. Louis 
production accounted for 17 per cent of | 





the nation’s shoe manufacturing. 4 Fresh, current shoes in 
A breakdown of the 1946 production | wanted materials and styles. 
shows that shoe manufacturing during . . . 
that year was well rounded as well as @ For immediate deli vane 
large. Women’s shoes totalled 39,198,- ¢ Attractively Priced 
267 pairs; men’s 18,566,790 pairs and 
children’s and infants’ shoes 26,070,897 Si, ’ 
pairs. (The totals of the breakdown eee Chi 8 
come to 83,835,954 pairs, which repre- 9 
sents the number of shoes made by the Whe 
ln 33 member producers of the St. Louis ental tt 8 
Shoe Manufacturers’ Association; the ‘hilds , 
differential between that figure and the 4 _ ACH 4 
total of 90,000,000 pairs for the area is e 


the production of manufacturers not 
belonging to the association.) 
Production during the current year is 
expected to exceed even the record of 
1946 as 43,094,543 pairs of shoes were 


ON DISPLAY NATIONAL SHOE FAIR - 
Morrison Hetel-Rooms 1003-1004 


produced by member manufacturers of Jee Schneider 
the St. Louis Shoe Manufacturers’ As- In attendance Sammy Grossman 
sociation during the first six months | Dave Tucker 


of 1947, more than half their last year’s 
production. 


In a recent survey of 1947 St. Louis Z S C {7 {N! fE { D {= R } 7 C... 


production, Oscar C. Orman, secretary 


a, e/a .., cel 
Nr ~~ 






of the St. Louis Shoe Manufacturers’ | Quality Shoe Jobs since 1932 
Association, reported that twenty man- ° : 
ufacturers had indicated increases 1408 Washington Ave. e St. Louis 3, Mo. 






while the remainder of the 33 member 


[TURN TO PAGE 316, PLEASE] ///// el nat , ee //// n 
In Rooms 739A — 740A at the Stevens 













you can see 
the biggest thing 


that’s hit the 
children’s shoe 
business in years 


Come in and find out what Step Master's 
dramatic new “see-for-yourself” fitting sys- 
tem has done for other merchants like you. 
We've got an eye-opener for you! 






}@ 








ROOM 739A; Roy McCracken — Bernie Signor 
Francis Murphy — Michael Harris 


ROOM 740A; A. J. Munch — Ed Keleher 
Bud Ludwig — L. J. Raymond 


Also at the Boston Shoe Travelers’ Show in ROOM SOS 
of the Parker House: Francis Murphy. 


STEP MASTER SHOES 


Incorporated e Greenup, Ill. 





Ky 






SHOES 


FOR CHILDREN 











* REG. U.S. PAT. OFF. 
WINDOW-FIT SYSTEM U. S. PATENT No. 1752254 
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Known for their smart appearance, easy com- 
fort and splendid wearing qualities, John C. 
Roberts Shoes have built an enthusiastic 
following among particular men all over 
America. They are backed by large-scale 
national advertising and a complete merchan- 
dising program, including radio spots. Cash in 
on the John C. Roberts Shoe’s ever-growing 
popularity. See us at the show, or write: 


NATIONALLY ADVERTISED’ 


FRIEDMAN-SHELBY DIVISION ® INTERNATIONAL SHOE COMPANY ® SAINT LOUIS 
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presenting the 


oe sme br AU MORE SELLING POINTS 


quality...all leather 


fay oo row, A ean MORE SALES 


burgundy, blue and 


black...just right for the i ’ Smart parents know that shoes must be RIGHT for 
market you've been little growing feet. Selling dollar conscious cus- 
tomers is easy when you explain the 6 Feature Plan, 
scientifically developed by John Arthur. The 6 Fea- 
ture Plan gives them additional reasons for buying 
John Arthur Shoes. Scientific design plus sound 


seeking, priced to 


high quality construction keeps them satisfied . . . and 
coming back. Sell John Arthur “Certified Shoes 
for Children” for more profit and faster turnover. 


First steps to retail 
at $2.95 


Sizes 2 to 5 at $3.95 
Sizes 5% to 8 at $4.45 


JuDY 
No. 200 — ALL WHITE ELK 
No. 220 — BLACK PATENT 
No. 230 — RED ELK 
No. 240 — BLUE ELK 
B, C, D, E. Sizes 5% to 8. Price $2.70 
MEDICALLY APPROVED SHOES 
STYLED ON THE SCIENTIFICALLY 
DEVELOPED JOHN ARTHUR 


G FEATURE PLAN 








Write or wire for catalog and additional information 


John Arthur Shoe Manufacturers, Inc. 
2655 Sidney . Saint Louis, Missouri 


HUBER SLIPPER CO., INC. 


AVISTON, ILLINOIS BREESE, ILLINGIS 


National Shee Fair Reem $48 Morrison Hotel, Chicage 
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Timed to See the Actual = 
Spring Selling Picture Ze : 


















NEW ENGLAND 


CLEA 
ee///7 


BOSTON, NOV. 17-20 5 


i al l =n 


@ Timed for Intelligent Buying 
@ Timed for Final Commitments 
@ Timed for Final Style Decisions 


Mew Euplaad Means Catiaces® 


e for display 
NEW ENGLAND SHOE AND LEATHER RESATION © 210 5 chee St., Boston 1, Mass. 
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NEW ON 
ENGLAND 


\ MEANS BUSINESS, / 
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NEW ENGLAND 


Yur WL 
V7, 


DO SB ae 


|— Ninentber [7-20 











Adds a New 
PATTERN 


Moulded on our new roomier last. Wider 
toe and ball measurements with the new 
rolled wall will add greater style appeal 
and comfort 


Slippercraft standards of styling are the 
result of 50 years in crafting slippers. 


Makers of BOOTCRAFT Fine Men’‘s Shoes 


ta . 2. aS 


STEIN & SONS GO., BOSTGN 11 
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Timed to See the 


Se [/1n g@ Picture 


Show to Serve 


*« 


Volume Buyers 








DANIEL J. DANAHY 
President, New England Shoe 
and Leather Association 


Reiteiiie: by three weeks the National Shoe Fair in Chicago, comes 
another event of very real importance to the industry—New England Shoe 
Market Week, November 17 to 20. Sponsored by the New England Shoe 
and Leather Association, as these uniformly successful national affairs have 
always been in the past, Boston plans to play host to approximately 300 
exhibitors from all major shoe centers—manufacturers, tanners and repre- 
sentatives of the allied trades—as well as to a currently estimated 1800 
buyers, many of them from as far away as the Pacific Coast and more than 
a few from other countries. 
It will be the second largest show held this year in the shoe industry and 
by far the largest shoe and leather trade gathering of any kind held in the 
city of Boston. 
While it is true that the New England Shoe Market Week is planned pri- 
marily for the benefit of volume buyers and the manufacturers who sell 
these volume buyers—wholesalers, chain ‘stores and mail order houses— 
many manufacturers selling the smaller independents already have signified 
their intention to be among the exhibitors, realizing that history repeats 
itself and that many of their customers, wishing to get the latest news of 
prices and styles, will attend as they have in the past. T. KENYON HOLLY 
In discussing recently the plans for this show, T. Kenyon Holly, chairman Chairman, New England Shoe 
of the general committee in charge of arrangements, commented that “this Market Week iinintne 
fair will be operated as a business show, with no banquets, luncheons or 
fashion revues scheduled by the committee. Exhibits of shoe manufacturers 
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e Actual Spring 
a More Clearly 


Three Hotels to 


House Exhibi 
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A. W. BERKOWITZ 
Vice-Chairman, New England 
Shoe Market Week Committee 







— a 


MAXWELL FIELD 
Secretary-Manager, New 
England Shoe Market Week 


and members of the allied trades who sell their products to those manufac- 
turers, such as shoe machinery, lasts, heels, fabrics, rubber soles and heels, 
etc., will be housed in Boston’s three leading hotels, the Hotel Statler, Copley- 
Plaza and Parker House. All displays will be in individual hotel rooms to 
assure exhibitors of complete freedom and privacy in transacting business. 
The only entertainment feature will be sponsored by the 210 Associates, 
Inc., the national charitable organization of the shoe industry, which will 
hold its annual banquet and stage entertainment on Tuesday evening, 
November 18. 

In addition to the companies which will be exhibiting their 1948 Spring 
lines at the various hotels, an additional 100 New England shoe companies 
will throw open their Boston sales offices to visiting shoe buyers that week. 

Shoe buyers will be assisted in locating every shoe line on display in 
Boston during this New England Shoe Market Week by an official directory 
which will list all association members with sales offices in Boston, as well 
as each exhibitor at the participating hotels. This directory will also list 
the companies from the allied trades which will show their latest products 
in display rooms at the Hotel Statler, headquarters for this important 
industry-wide show. 

To assure visiting buyers of adequate copies of the directory, registration 
and information offices will be maintained during the sho /week both at 
the Hotel Statler—in Room 420, opposite the floor clerk’s #i§k—as well as 
[TURN TO PMgm320, PLEASE] 
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Qeoore 


Gy PFEIFFER 











Registered Trade-mark 


We'll see you in Room 
at the Morrison 


You will be in Chicago to find something new . . . 
something you can sell at a profit. Then take a look 
at our new lines of casuals and slippers. They're 
designed right . . . built right . . . priced right . . . 
and nationally advertised. 

And remember—you can buy Pfeiffer's slippers 
from stock—in any quantities. 

Make a note now to call at Room 608. We think 
you will like to do business with Pfeiffer's. 


WORCESTER, MASS. 
A DIVISION OF FRANK H. PFEIFFER CO., INC., WORCESTER, MASS. 
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AT CHICAGO 


HOTEL MORRISON 
ROOM 714 
OCTOBER 27 — 30 


ONE NAME + ONE LINE - ONE 
MERCHANDISING POLICY 
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STACY -ADAMS 


On Display 
NATIONAL SHOE FAIR 
October 27, 28, 29, 30 
Palmer House, Chicago 
Room 865 
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SHOEMAKERS SINCE 1875 BROCKTON 62, MASS. 
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THIS 1S OUR 








the wtinguing new clothes . 
AMERICAN GIRL jungle allegator 
van Caltsions mh 
and tustrous, handsomely marked 
beautifully desagnedt' 
And American Gi brings you thea 
wealth of shoecraft at sur 
prisetiply low prees Quality footwear 
with a bong fastuon Ife ahead’ 


Other Arner can Gor Styees 36 96 to §7 


at eadeng stores erarye tere 


Today more than ever — America's Standard of Valuc 


Amemcan Gira SHOE CO, 210 Lincoln St. Boston 11, Mass. © Drinsion Consolidated National Shee Corp 





At the 
NATIONAL 


@ Another in a powerful series of full page LIFE advertisements . . . SHOE FAIR 
keyed to the changing fashion world . . . giving AMERICAN GIRL SHOE O 5 a 
1g < ct 2/7 2z3 


dealers one of the most productive sales campaigns of the industry. tenn Motel 


AMERICAN GIRL SHOES are also advertised in Ladies Home Journal - Charm - Seventeen 


AMERICAN GIRL SHOE CO., 210 Lincoln St., Boston 11, Mass. 
Division: Consolidated National Shoe Corp. 
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= To Retail at 
— $7.95 to $3.95 
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EAN SALES FOR YOU 

















INTRODUCING 
the first of 


Leatherbury's Startling New 
Line for 1948... 


Here is the Line for Extra 
Profits and Hundreds of 
New Customers for You 
in "48. 


#77 all black Suedene only 
4-9, 7-10 


These patterns are hand 
lasted, hand laced with 
suedene uppers and rub- 
ber soles. 

#637 black only 4-9, 7-10 


#640 block with red lacing 4-9 only 
#646 black with green lacing 49 


only 
#645 black with gold lacing 4-9 only 


Delivery Oct. 15th 


Due to the demand and low price of these shoes we cannot ship less than 
36-pair case lots. We cannot send samples. 


LEATHERBURY SHOE company 


63 INDIA STREET BOSTON 10, MASS. 
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TWO FINE Aewlige LINES 
™ TO ENHANCE YOUR Gpedlaiion 

















Like attracts like 
Not only are these 
fine lines sold 
in the best stores 
_in America — but 
the best dressed 
men in America 
are customers 
of these stores 
Why not join 


the “‘rragic’’ circle? 

















AT LEFT 
Clipper Blucher {nN STOCK 
W be happy cee \ st the NATION FAIR. f Style No. 8209 





ABOVE 
IMMEDIATE DeRosa Blucher 
DELIVERY Style No. 8206 


OLD COLONY SHOE CO. . . . C. H. ALDEN SHOE CO., Brockton, Mass. 
Offices: 505 Haas Bldg., Los Angeles—921 Marbridge Bidg., New York 1 
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que DEMAND FOR SONGo z 
GREATLY EXCEEDS OUR ¢ 4. 


DUCTION ON THESE Fry i 
Ip 


WE ARE HEAVS : 
PRESENT AND BESSY ; 
SUPPLY NEW ACCOUN® 


SACO-MOC SHOE CORP. 


PORTLAND, ME. 





Be sure to see 
J. M. CONNELL’S 
SPECIALTY WELT 
CREATIONS 























J. M. CONNELL SHOE COMPANY 


SPECIALTY WELT CREATIONS — COMPLETE LINE OF RIDING BOOTS, JODHPURS AND BOOT SPECIALTIES 
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LET THIS 


wal sales 





so WORK FOR YOU! 
A 


f NATIONAL ADVERTISING! 


National consumer advertising for 
Ward Hill Shoes gets MORE reader- 
ship! Sells more shoes! 


pack 


‘<— that renders the reader a service 
gets 40% more readership than 
competitive sales copy! Plus the 
“Listen to Your Dealer’’ sales 
approach that's sure-fire to help you 
sell more Ward Hill Shoes! 


Z. CONSUMER EDUCATION! 
- 


Ward Hill Shoes will give you a 
MORE satisfied customer in YOUR 
store! Because your customer, in- 
fluenced by our advertising, will not 
insist on buying the wrong style shoe 
for bis type foot! He will crust you 


, 


mere 
FACT: 

. 
Own An impartial survey shows that the 


primary reason men change shoe 
stores is incorrect fit! 


3. AN HONEST SHOE! 
- 


Ward Hill Shoes have Fit, Style and 
Comfort! 


FACT: 


own Ward Hill Shoes are smartly styled 
by William Leon Knipe, and 
honestly made by a manufacturer 
famous for over sixty years for fine 
shoemaking. 


October 15, 1947 





To men whod love 





to wear their slippers 
to work ! 
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WARD HILL SHOES are sold through a very limited number of carefully selected 
dealers. So welcome the Ward Hill salesman when he calls. Ask him the details 
of our 3-Way Sales Program. For more information, write to Knipe Bros., Inc., 
Ward Hill, Massachusetts. 


KNIPE BROS., INC. WARD HILL MASSACHUSETTS 
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for rugged going in all weather FREEDMAN details 





—_— 


these triple-soled powerhouses, tough as they are smart! 
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BROOTS 
come in 
two styles that 
are strictly 
HE-MAN fare. Made 
of durable upper leather 
in a rich Antiqued Redwood 
shade; and with solid leather 
outside taps pegged and hammered 





for the perfect masculine touch. 


44 / 
ene 


AT THE SHOW 
ROOM NO. 663 at the PALMER HOUSE 

















A. FREEDMAN & SONS, Inc. 


New Bedford, Mass. 
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How to make NE W CUSTOMERS OLD CUSTOMERS! 


‘en CUSTOMERS count on your expert knowledge 
of shoes for the special, built-in features they can’t 
see, but that make so much difference in comfort and 
wear. 


Features like the new Resproid #1000 for sock 
linings and heel pads. It’s a new, tougher material 
that will outwear and outlast anything we've ever 
made. On an unwoven, non-fray, cotton Tufsta 
base, it’s coated with a heavy film of Resproid vinyl 
plastic, unusually resistant to abrasion, scuffing and 
perspiration. It means longer wear for the shoes -— 
greater satisfaction for your customers. It means high 
quality for medium and lower priced shoes. 


It can mean customers who will think of you first 
every time they need a new pair of shoes. Remember 
that next time you buy. 
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Other Features That Bring 


Customers Back For More! 


TUFSTA, the original unwoven, non-fray cotton base reinforcing 
material, gives extra strength to shoes wherever there 
ore straps or cutout sections. 


TUFSTA DOUBLER, the original unwoven, non-fray cotton bose 
plumper and backer for lightweight leathers. 


RESPROID, the vinyl plastic coated vamp and quorter lining 
thot resists scuffing, abrasion and perspiration. 


DURAKALF, a highly efficient leather replocement for shoe 
linings. 


DURAKALF NON-SLIP, designed specifically as a non-slip 
counter pockei in shoes. 


RESKRAF, a high quality pyroxylin-coated sock lining and heel 
pad moteriol. 


ALL MADE BY 





tyle Never Takes a 


oliday ... 


Despite the unceasing 
demand for products of every description, alert manufacturers 
realize that the creation of new styles today means the 
maintenance of volume tomorrow. United Last Company, as usual, is 


keeping pace with vogues throughout the fashion world. 


| nitea | ase _— 


BOSTON, MASSACHUSETTS . 


VISIT BOOTHS 66 AND 67, PALMER HOUSE 
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The most aggressively promoted sport shoes in America 


belong in your store. Ask about them... 



























ALEVATORS: 


MARK: 
MEIGHT-incrE, SING SHOES 
“Your PERSONAL PEDESTAL” 

“TRADE MARK of STOME-TARLOW CO. me 

Advertised During 1947 in 


® Life * Field Streom 
° Soturdey Evening Post Sports Afield 
oe Collier's . Ebony 
° Esquire ® Americon Weekly 
® lock ® Sport 
© True © McCall's 
® Pic * Women's Home Componion 
© Popular Mechanics © lodies Home Journg| 
® Popvier Science 


© Populer Group (25 Publications) 
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Rosebay Willow Calf permits greater 
freedom in creative styling ... 
wider latitude in treatment... 
easier handling in the factory ... < 
which results in more saleable 4 
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This Gift Certificate 
Entitles You To Extra Sales... 


Yes, this new Bates Gift Certificate means 
sales of extra pairs of shoes for you during 
the coming Yuletide, for it gives her the 
logical answer to what to give him for Christ- 
mas . . . provides an easy, satisfying way out 
of the yearly gift dilemma. 

This attractive certificate is designed to 
help you get a bigger slice of the Christmas 
budget . . . and if you talk it up, feature it in 
your displays and really merchandise it to 
your customers, it’ll do just that—and more! 

Your customers will be ready for this 
promotion because Bates advertising in 


ESQUIRE and NEWSWEEK will be time! 
to tie in perfectly . . . arousing interest an 
directing action to your store. And back of 
all will be a tremendous backlog of good W 
and habit-buying built up through yeard 
associating ‘“‘Slipper-Free Where Your Fot 
Bends” with Bates Originals. Plan now® 
make profitable use of the Bates Gift Cert 
cate. Contact your Bates representative am 
tell him how many certificates you'll net 
...or write direct for full details. The B 
Shoe Company has made shoes in Webst#, 
Massachusetts since 1885. 


SEE US AT THE NATIONAL SHOE FAIR... 
ROOM 701, PALMER HOUSE, CHICAGO... OCTOBER 27-30 
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CHRISTMAS IS REALLY COMI 
SHOE STORE THIS YEAR, WIT 
CHILDREN’S AND MISSES 


SOW BOY BOOTS 


=< 


Here's an extra Christmas bonus for you. 
Every youngster who ever saw a 
Western movie or listened to the Lone 
Ranger will put a pair of Rancher Boots 
at the top of his or her list for Santa 
Claus .. . or just below the pony, at least. 


Rancher Boots are genuine 


Goodyear Welts— have ook bend 
soles, Frye craftsmanship, and come in 
several patterns and various color 

combinations. Children’s sizey 
8% to 12. Misses’ sizes 12% to 3. 


Get your order in now so 
that you may have Rancher Boots 
on display from the start of the 
Christmas season. For complete 
information write to 
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When the Shoe Merchant 
Looks at the Future 


[CONTINUED FROM PAGE 135] 
prices remained constant total dollar sales in 1946 
would have amounted to approximately $933 million. 
the difference between this figure and $1,464 million 
representing the estimated increase resulting from higher 
prices. This adjustment indicates a gain in physical 
volume sales for retail shoe stores from 1939 to 1946 





Harry W. Ketchum, the author of this article, is a gredu- 
ate of the University of Denver and the Harvard Graduate 
School of Business Administration. Before entering Gov- 
ernment service he was a member of the faculty of Connec- 

ticut University, Judson College, Marion, Alabame, and The 
American University in Washington, D. C., having taught 
courses in marketing, advertising, business administration 
and economics. At present he is Chief of the Distribution 
) Cost Section, Marketing Division, Office of Domestic Com- 
| 
{ 





All told, more than 50 
million readers will see Laconian 
Debs and Little Laconians during this 
Fall-to-Spring season, through national advertis- 
ing in Parents’ Magazine, Good Housekeeping, Charm, 
and Seventeen. Which means that if you want to 
be ready for question-asking, quality- : 
| minded customers, you just can’t 
afford not to inspect the 
Laconia line closely. 


merce, Department of Commerce. 














of about 50 per cent compared with the 137 per cent 
increase in dollar sales. 

During 1946, 530 million pairs of shoes were pro- 
duced compared with 424 million pairs in 1939, an 
increase in physical volume output of about 25 per cent. 
There are no data from which to determine whether 
the share of total shoe output sold through retail shoe 
stores may have increased during the period. However, 
it is probable that retail shoe stores increased substan- 
tially the proportion of sales of related lines. This may 
account for the fact that their physical volume of sales 
apparently increased more rapidly than did the total 
| output of shoes. Greater emphasis was placed on the 
_ sale of related lines of merchandise by retail shoe stores 

during the rationing period, and such sales may con- 

tinue to represent a substantial source of revenue in the 

future. The increase in dollar volume of retail shoe 
| stores and total shoe output since 1939 is shown in the 
| following chart: 


Total Shoe Output (Physical Volume) and Retail 
gShoe Store Dollar Sales 
















,o” 
fo™ “ pb sv Morrisor - Physical Output Dollar Sales 
\ 1939 100.00 100.00 
yet Rooms 664 and 666 1940 95.29 103.56 
: ts es 1941 117.50 124.15 
EPRESEN Tt 1942 114.08 159.32 
ee TEO gy. |] 1943 109.73 166.29 
9 Selig in, 1944 109.06 173.74 
Noth vid A. K 1945 114.64 194.00 
on Slowin _ 1946 124.70 137.30 
1947 (6 months) 108.53 244.40 
Vumber of Firms 
| During the early years of the war the discontinuance 





rate in all lines of retailing was high in spite of the fact 

| that dollar sales volume was rapidly rising. The total 
| number of retail firms in operation on December 31, 
[TURN TO PAGE 248, PLEASE] 
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| On display at 


| THE PALMER HOUSE 


ROOM 795 
and also at 


| 

OUR CHICAGO SHOWROOM | 
108 SO. MICHIGAN AVE. 
| 


during the 

NATIONAL SHOE FAIR 
IN CHICAGO 

OCTOBER 27-30 


It will be a real privilege to 
show you the styles which we 
will have on display . - - #t 
whichever of the above ad- 


A Fised convenient. 
in TIME, ESQUIRE and leading newspapers coast to coast 


Pacific Coast Representative 


Eastern and Southern Representative Middle Western Representative - 
“PHIL” ENGLISH E. K. (“Red”) DENNIS “JACK FARRINGTON 
108 So. Michigan Ave. Chicago, Mi. $440 Atoll Ave., Yar Nuys. ° 


443 Albany St., Boston, Mass. 
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When the Shoe Merchant 
| Looks at the Future 


[CONTINUED FROM PAGE 246] 


1943, in all retail trades represented a decline of 17 
per cent from the number in operation in December, 
1939. During the same period the decline in the num- 
ber of retail shoe firms was approximately 13 per cent, 
a somewhat lower rate than that for all retail trades 
combined. 

Since 1943 the number of retail firms has been stead- 
ily increasing. By December 31, 1946, the total num- 
ber of retail firms had grown to over 5 per cent above 





RETAIL SALES ~ PERCENTAGE INCREASES 1946 OVER 1999 


All Retail Trades 








Non-durable Goods Stores 


Apparel Stores 
(excluding Shoe Stores) 














Ass 0 il Shoe Stores 
B including Chains) 
Around the calendar, from PERS 
olfing to skiing, the call is for Bass Outdoor | || and Mail-order Houses 106-3 
ootwear. There's a good reason why sportsmen, : ps BA Bd 
amateurs or professionals, have such great respect Source! Office of Business Bessontcs, Departeent of Comerce 
for the Bass name. It's because the original Bass : 
policy has never changed! It's still — the number for December, 1939, compared with an 
“to build the best possible shoe for 8 per cent increase in population. In the retail shoe 
the purpose for which it is to be used" trade, on the other hand, the number of firms in Decem- 
That's why first call is for — ber, 1946, was still almost 5 per cent below the number 
BASS QUAIL HUNTERS . . . BASS SKI BOOTS . . . in operation at the close of 1939. Thus it appears that 


BASS RANGERS . . . BASS SPORTOCASINS .. . and 


BASS WEEJUNS! the very great increase in dollar volume, and the less 


impressive increase in physical volume of goods han- 
dled is being sold by somewhat fewer retail shoe firms, 
resulting in a higher average of both dollar sales and 
physical volume per store. 

Since the close of the war the entry rate in many 
retail fields has been very rapid, and the number of 
firms has risen much more than the over-all average 
mentioned above. During very recent periods the dis- 
continuance rate has been growing in these trades as 
a result of more intensive competition, giving evidence 
of possible over-expansion of outlets. Fortunately, how- 
ever, this does not appear to be the case for the shoe 
trade. Although the entry rate in the shoe trade was 
more than double the discontinuance rate throughout 
1945 and 1946 the total number of firms in operation 
| remained below the 1939 level, and there is no indica- 
tion of any appreciable increase in the current rate of 
discontinuance. At the present rate of increase the num- 
ber of retail shoe firms in relation to total population 















YOU ARE INVITED 
TO VISIT 
THE INTERESTING 
BASS EXHIBIT 


National Shoe 
Fair 

























se : ROOM 779 will not exceed the 1939 level for several years. 
6. 0. BANS 0:66.4. ~ Po heer em 
. Relative Position of Shoe Chains 
ept. BS3! i 
WILTON, MAINE Sales of chain retail shoe stores amount to approxi- 
NEW YORK SALES OFFICE: 658 MARBRIDGE BUILDING [TURN TO PAGE 252, PLEASE] 
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*According to Report #9 of the Continuing Study of Mogazine Audiences 
WALL-STREETER 


Foor Pats 


SHOES FOR MEN 
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AL]... and we have all kinds of Onco Insoles 





Look to Onco for a complete and comprehensive 


line of insoles to cover all qualities and price ranges 





in women’s shoes. Whatever your styling, your 
market, your price tag . . . you'll find the right 
insole among Onco grades A, B, C or V. Specify ONCO 


INSOLES . . . for uniform shoe-making characteristics, 


superior comfort, superior quality. 


reminder to buyers.... 


= 


The “Onco Insole-ated” Seal on sock linings is a 





( 


know the seal and look for it. You win this business . . . and 


customer guide to quality and comfort. Millions of wearers 


repeat sales . . . when you specify “Onco Insoles” for all qualities 
and price ranges. Brown Company, 500 Fifth Avenue, 


New York City, N. Y. 


insist on Oncor insoles 


ONCO INSOLES— 

ONCO BASE for Sock Linings and Heel Pads— 

ONCCO PLUMPER STOCK for backing and reinforcement purposes— 
ore products of Brown Company. 








*Reg. Trade Mark 


RAMMATERIAL TO FINISHED PRODUCT 
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Sie Hand You. 
a Cushion! 


Famous AIR-CUSHIONED BELLAIRE SHOES mean 
steady customers, because they offer CUSTOM-, 
GRADE QUALITY AT A POPULAR PRICE! 


Check these custom-type features... that retail about $8.00. 
Immediate delivery from in-stock department. 


BELLAIRE AIR-CUSHION CONSTRUCTION 
BELLAIRE FOOTLOOSE PROCESS FOR FLEXIBILITY 
BELLAIRE METATARSAL AID 
BELLAIRE INNER-ARCH CUSHION. 


BELLAIRES ARE NATIONALLY ADVERTISED 

(nearly 15 million individual advertisements) in the 

WORLD’S LARGEST WOMEN’S MAGAZINE— 
The LADIES’ HOME JOURNAL. 





SEE THE NEW BELLAIRE LINE 
National Shoe Fair 
Stevens Hotel, Rooms 801-802 


HOLMES, STICKNEY & WALKER, Inc., Portland, Maine 
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Merchant Looks at the Future 


[CONTINUED FROM PAGE 248] 


mately one half of the total dollar volume of all retail 
shoe stores combined. This compares with less than 
one-fourth of the retail sales volume for chains in the 
combined dollar volume of all retail trades. Thus chain 
stores hold a more dominant position in the retail shoe 
trade than in retailing generally. 

During the period 1929 to 1933 the percentage of 
sales by retail shoe chains increased steadily as was the 
case in all trades combined. However, during the fol- 
lowing seven years through 1940 the percentage of 
total sales for chain stores in all retail trades tended 
downward each year (except 1938). On the other hand 
shoe chains during this period continued to obtain a 
larger share of total shoe sales. After 1940, and prior 
to the impact of the war the relationship for all trades 
combined again began to shift in favor of the chains, 
while in the shoe trade the share obtained by chain 
stores declined. 

During the war period shortages, rationing restric- 
tions, manpower problems and other factors tended to 
favor the independent stores, and as a result the per- 
centage of sales for all retail chains again began to 
decline while the relative position of chain stores in 
the shoe trade continued downward. In the shoe trade, 
especially, rationing tended to improve the position of 
the independents, since many shoe chains feature lower 
priced lines, and with restricted purchases many con- 
sumers elected to purchase higher quality shoes. 

Since V-J Day, with the gradual removal of wartime 
restrictions and problems chain stores in general have 
again begun to improve their relative position in the 
total retail business, and the percentage of total sales 
of retail shoe chains is again advancing. The share of 
chain stores in all retail trades and in the shoe trade 
for these periods is shown in the following table: 


Percentage of Total Sales by Chain Stores 





All retail Retail shoe 





Year stores combined stores 
Ne re ee 21.5 45.7 
tt tak Oe eek 4 bei adne wear 27.0 52.0 
RR EE ae NRE SNe ee eee 22.4 56.2 
0 Eee ee Re acatiebadiead 24.4 54.2 
ER RR Pere ered 21.3 47.2 
i} Se eee ee 21.7 48.2 
a ee ee 22.6 48.9 





Expenditures for Shoes Compared with Other Goods 
The increase in dollar sales by all retail shoe stores 
from 1939 to 1946 although exceeding the increase in 
total dollar retail sales failed to keep up with the in- 
crease in dollar sales of non-durable goods, and fell 
far below the increase in dollar sales of all retail apparel 
stores, excluding shoe stores. Shortages of durable 
[TURN TO PAGE 266, PLEASE] 
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Children’s Shoes 
Reflect Apparel Styles 


[CONTINUED FROM PAGE 163] 


look. Perforations and cut-outs lighten 
up otherwise closed patterns, fringed 
and tongue effects are to be seen, as 
well as ghillie lacing, side buckles, side 
ties. The moccasin oxford in brown 
and white looms as the favorite every- 
day shoe for young customers, partic- 
ularly when it tops a white rubber sole. 
The saddle is said to be falling back 





to second place in its brown and white | 


version, while the black and white 
saddle is gaining precedence it has not 
held for many years. The buckle loafer 
is the preferred loafer style, and 
buckled monks are to be seen in several 
lines. Sandals, either in barefoot or 
more closed-up versions, are also 
among the leaders. Especially does the 
sandal and sandalized pattern lead for 


dress wear, while little pumps with 
vamp detailing are sure to attract | 


young customers. 

Leathers are either polished in 
smooth versions or mat finished in re- 
versed treatments. Calfskin (when 
available), patent, elk are important 
in the former classification; suedes and 


buckos in the latter. And color is ex- 


tremely important in both. 


Color is the keynote of the Spring, | 


1948, season in clothing for all ages. 
No less important is it in the footwear 
to be worn with Spring costumes. Red, 
blue, green, wine, as well as various 
shades of tan share the spotlight with 
pastels and muted neutrals. Color may 
be used in all-over patterns, or as de- 
tailing, in piping, stitching, lacing to 
contrast. Brown patent leather looms 
as a dark horse for children for Spring, 
and blue in smooth or suede versions 
is expected to be extremely important 
—especially when touched off with red 
trimming. Red is becoming almost a 


staple in children’s lines, especially in | 
sandal, moccasin and casual types, as 


well as in little dressy pumps. 

Boys’ shoes have a sturdy look, with 
plenty of broguing in evidence. The 
return of the crepe rubber sole may 
mean a resurgence of the popularity 
of shoes with this treatment—especial- 
ly for sport and casual wear. Woven 
and open patterns are being shown for 
warm weather wear in small boys’ shoes 
as well as those designed for their older 
brothers. 





St. Louis Styles Have 
A Ladylike Look 
[CONTINUED FROM PAGE 187] 


Along with very high heels, ranging 
from 19/8 to 25/8, are high-heeled 
wedges. Scooped wedges are now more 
frequently chosen to give a lighter, 
daintier look to the foot. Platforms of 
% to % inch are still in popular de- 
mand. They can be found on many 
types of shoes, opened up or closed, 
dressy or tailored. 
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ONE GOOD SALE 
GETS ANOTHER 


Good looks—real comfort! 9 out of 10 of your customers 
return time and again to buy Matrix Shoes. 
They know the Motrix*‘footprint in leather"’ 
means smart style, genuine comfort! 





| 
Matrix Shoes 


BY HEYWOOD 


The House of Heywood, Worcester 4, Mass., Makers of Men’s Fine Shoes since 1884 

























The delightful charm of 
these pleasing fashions begins with 
their dainty appearance. 

Consumer acceptance is 
naturally increased by the 
better fitting, the constant comfort, 
gained stylefully with Rufflette 
SHUGOR. More, on request. 


THOMAS TAYLOR & SONS, INC. 
Hudson, Mass. 





Copr. 1947 Thome: Toylor & Sons, inc. 
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again 


Time to come to the 
National Shoe Fair, 
October 27 to 30! 

Time to visit Wright 
Arch Preserver head- 


quarters — Palmer 
House. Rooms 760 
and 761! 


Time to see the great- 
est line of Wright Arch 
Preservers in seven 


years! 






The ALABAMA 


In black or 
brown calf. 


Yes, now is the 


time for all good men to 






get in on the news in 
shoes. We're waiting to 


welcome you! Come in 





HE QUEEN! She lies like a slim scimitar by her 
ipier. This ship of ships. Men of affairs move swiftly up her gang- 
| plank, striding with all the bounce and energy of a middle-weight 
Sin training. Men of importance, men of action, going somewhere. 
[They wear them: Wright Arch Preservers. 


Ti un Arch Fttewe —W, shots Thats 


= *% need no breaking in 


and see the entire Arch 
Preserver line at your 
leisure. It has all the 
famous Arch Preserver 
features plus superb 
leathers, sleek styling, 


matchless comfort! 


* This 35 poge advertise 


ment runs in Newsweek, 





"x provide the firm, natural support that 
" eliminates foot fatigue 

i) *& are superbly styled with built-in features 
to preserve that styling 

let your feet walk naturally, tirelessly, 
and with rejoicing comfort October 13th and Time, 
October 27th —reaches 
directory for the address of the Arch 
Preserver store nearest you) E. T. 
Wright & Co., Inc., Rockland, Mass. 


> * 

+ 

=* are easy to buy (consult your classified 
2 8,633,100 reoders 
2 

on 


_ For Women For Boys in Canada tor Men 
Selby Shoe Co., Portsmouth, Ohio Gerberich-Payne, Mt. Joy, Pa. Scott-McHele, London, Ont. 


Tere. 
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« |NATIONAL SHOE FAIR 
October 27, 28, 29, 30 
Palmer House, Chicago 





Rooms 800-899 





RIDING BOOTS 


+ COWBOY BOOTS 


* JODHPUR BOOTS 


new ahd exclusive 
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* MOCCASINS +» SHOULDER STRAP BAGS 





What Kind of Shoe Stores Tomorrow? 


of the store interior through every part 
of the window. This, they seemed to 
agree, meant the installation of all- 
glass doors as well as windows without 
mullions or other diverting, dividing 
lines. 

The “three-dimensional” advantages 
of store front advertising, Architect 
Ketchum pointed out, “come into their 
own at this point. Display space in 
depth is just as important as display 
frontage in width. One easy way to 
accomplish this is to pull the sidewalk 
itself into the store as a store front 
lobby. Such lobbies, sometimes called 
arcades, make the transition from 
street to sales area a painless one. At 
the same time, they merge the display 
values of the interior with those at the 
store front and help to turn window 
shoppers into store shoppers. 

“Where available store area does not 
permit a full-fledged store front lobby, 
it is usually advisable to at least allow 
some elbow room for window shopping 
along the store front. This can be done 
by recessing all or part of the front 
about two or three feet back from the 
building line. The consequent loss in 
interior sales floor area inside the store 
will be more than compensated for by 
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[CONTINUED FROM PAGE 167] 


the added pulling power of the en- 
trance front.” 

Questions from the floor during these 
meetings elicited some elaboration on 
this view of the future. It was stressed, 
among other things, that the small, 
narrow-front store, in addition to cre- 
ating “elbow room” for shoppers by 
moving the front back from the build- 
ing line, might well extend the floor of 
the window backward into the store in- 
terior by an equal amount; that, in 
some cases, a window floor might well 
be dispensed with entirely and mer- 
chandise displayed on _ suitably-high 
tables or plateaus placed on the floor of 
the store interior just inside the win- 
dows; and that less high color be used 
in signs and window walls in order to 
force the shopper’s eyes to concentrate 
on the merchandise. 

“The open front,” it was concluded 
by one speaker, “is a double purpose 
front. With this type of store front, 
no final decision on display policy is 
necessary nor is management perma- 
nently committed to open front displays. 
If the necessary equipment is provided 
in the form of removable window backs 
or curtains, it is an easy matter to have 
closed show windows whenever a closed 
store front is desired. For the sake of 


& varied display, this may happen quite 
often.” 

Lighting is one factor, doubly im- 
portant when considered in relation to 
the color scheme of the store. E. A. 
Lundberg, A. I. A., director of archi- 
tectural design of the Pittsburgh Plate 
Glass Company, made the point that 
stores can “be unmade” by the use of 
color. “An interesting finding about 
color,” he said, “is that it is not a par- 
ticular color which we find pleasing but 
rather their associations one with an- 
other. Just as plain surfaces combined 
with decoration and accents make for 
better compositions. Lighting these 
colored surfaces and materials is ex- 
tremely important because it can make 
them vivid or dull. A good rule of 
thumb to remember in this respect is 
that cold light (like some fluorescent 
and daylight) goes well with cold color 
(such as blue) and warm light (such 
as filament and pink and gold) goes 
well with warm colors.” 

General lighting principles were laid 
down by Stanley McCandless, associate 
professor of lighting at Yale Univer- 
sity, who said that “anything which 
will make the average person think that 
lighting is something more than a sub- 
stitution of fiuorescent fixtures for in- 
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COLT BOOTS 


RIDING BOOTS 
JODHPUR BOOTS 
FIELD BOOTS 
ENGINEER BOOTS 
LACE BOOTS 
UTILITY BOOTS 
WESTERN BOOTS 
MAJORETTE BOOTS 
SKi BOOTS 


..- also see eer COLT QUALITY in Sporting Footwear 


COLT MOCCASINS 








COLT-CROMWELI 
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LOAFER TYPE 
in Men's and Women's Styles 
Available in your choice of hand- 
sewn vamp or popular priced machine-stitched 
vamp. Also in your choice of “Strap and Buckle” 
style, or authentic Norwegian styling. 


CAMP MOCCASINS 

Your choice of patented true moccasin construc- 
tion or genuine handsewn vamp type. Leather 
Laced. Orthopedic Rubber Soles. In-Stock. 

















candescent will be a help. Both are 
useful if they are made inconspicuous 
in the normal line of vision. The value 
of a lighting fixture is the part it plays 
in the general lighting effect and not 
how bright it appears. Merchandise is 
still more important.” Recessed ceiling 
fixtures and cove lighting installations 
were recommended. 

Stressing durability and ease of 
cleaning as essentials, another New 
York architect, John M. Hatton, took a 
look into the future. 

“For practically any type of store,” 
he said, “the materials used for the 
interior must contribute to the comfort 
of both customers and employees. 
Quiet, good vision—which means fine 
lighting—restful design and display 
and temperature and humidity control 
all combine to welcome the customer 
and encourage him to buy. 

Discussing floor finish, Mr. Hatton 
recommended for stores, where there is 
no great traffic problem, rubber tile, 
cork, resilient plastic or asphalt tile 
and, of course, carpet which creates an 
atmosphere of elegance. Excepting car- 
pet, he said, which itself acts as an 
acoustical agent, floors of the material 
mentioned, when laid over wood, neces- 
sitate the acoustical treatment of the 
ceiling if undue noise is to be avoided. 
They are quiet if laid over concrete 
floors. Many of the recently opened 
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stores have chosen carpet, laid from 
wall to wall. 

It is in the field of wall finish that 
Mr. Hatton foresees the greatest 
change. ° 

“Walls,” he said, “are still made of 
plaster and paint. When new, the sur- 
face is attractive and altogether satis- 
factory. However, time produces cracks 
and crazes which soon give the feeling 
of obsolescence. Therefore, I am in 
hopes of finding or inventing prefabri- 
cated panels made of durable materials 
which can be easily cleaned. The nar- 
row open joints between these panels 
would create a slight pattern in the 
wall and new paint would be confined 
to one panel in the event of replace- 
ment or repair. 

“The new plastic upholstery mate- 
rials, I am sure, would make a very 
durable wall finish in stores. The ma- 
terial is stretched and held in place by 
snap-on metal strips. It can be washed. 
It can be made in any color, and it is 
fire resisting.” These same upholstery 
materials, Mr. Hatton believes, will be 
in great demand also for covering coun- 
ters and facing shoe cases and other 
fixtures as soon as the method of apply- 
ing the material can be perfected. 

It is the consensus of store mainte- 
nance men as well as architects that the 
trend in store furnishing is toward the 
light-colored woods, either natural or 


bleached or very lightly stained. Of 
equal importance is their comfort to the 
customer. 





Let’s Bring Back the 
Cool Shoe 
[CONTINUED FROM PAGE 159] 


tributed a large part of the Summer 
volume in pre-war years. Decidedly 
an “extra pair” shoe, they will require 
planned, intelligent promotion in 1948. 
In the cool shoe, if ever a shoe had 
one, there is a purpose. A street shoe 
decidedly, it’s for warm weather wear 
in town on hot pavements. Its very 
appearance suggests its name. Its pur- 
pose instantly suggests an approach to 
promotion. 1948’s theme should be— 
“Be cool and comfortable, and yet be 
in good taste in ventilated or woven 
shoes.” Copy theme might well be: 
“Shoes that often look cool may be, 
because of construction, materials, or 
both, hot and sticky on the foot. Ven- 
tilated shoes keep pavement heat out, 
let air circulate freely around the foot. 
Besides looking cool, they are cool in 
fact, comfortable and correct for wear 
to business.” 

In your search for “extra pairs” or 
for a fast promotion, don’t overlook the 
possibilities of these soundly built, yet 
correct shoes. 
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Designed by Thomas Taylor and Sons 


“Shugor’’ uses Paralastic, too. 
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MORE And MORE 
MERCHANTS 
LOOK To 


CALIFORNIA 


For LEISURE SHOES 


a ELY Noreen Nash. co-starred 
with Arturo De Cordoba in the 
Eagle-Lion film, “Adventures of 
Casanova,” displays the beauty of 
her gold sandals and bag, both in 
a new gold luster called “sun 
glint,” which is applied to supple 
glove leathers. The flattering ankle 
strap sandals with their flat wedge 
are by Cobblers. The vogue for 
gold shoes for all-occasion weal 
started in California, and its popu- 
larity is reaching new heights for 


resort wear. 








The Wedge look — is the Smart look...America’s fashion-wise women @ 


fully convinced of Ted Saval’s talent for designing the most fashio 


shoe creations. The addition of conventional type heels to the alre: 





famous line...makes it the most desired footwear 
in America. Delightful in beauty and fine line... 
accenting the elegance of the ankle...developed on 
the proven principles of Wedge structural strength, 


smartness, fit and blissful comfort...superb in quality. 
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CALIFORNIA Promises GAY 


A SHOE for every occasion is being produced in the 
California market, but the casual platform wedge still 
reigns without a rival for the designers who gave it 
hirth. There are scores of new variations of the old 
favorite, but those which promise to make the strong- 
est bid for popularity are the ones which underscore 
classic simplicity. 

Wedges are very flat or very high and airy. the flat 
aimed for resort and patio wear. the high ones for 
cocktail dress and suit wear. The number one shoe 
from the Coast is the gold kidskin flat sandal. and at 
resorts like Palm Springs. Catalina and Miami. women 
are wearing them with everything from sun-up to 


dinner-dances. 
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Goldwyn Girls Karen Gaylord and Martha Mont- 

gomery, now appearing in The Secret Life of Walter 

Mitty, choose platform wedges with ankle straps for 

their patio custumes, Karen's, left, by Frank Harlow, 

are of black suede with gold kidskin. Martha's by 

Illing, in Fiesta red suede, have double ankle straps 
and gathered vamps. 


Gold kidskin for daytime wear was a brain child of 
Southern California manufacturers. who adapted it for 
shoes that were graceful looking but built to withstand 
the rigors of shopping. school, and play. The idea 
caught on like wildfire with California women and soon 
spread across the nation, and manufacturers are still 
trying to keep up with the orders. 

The vogue knows no age or particular fashion group. 
Women from early teens to the grandma age are wear- 
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SPRING STYLES 
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ing flat gold kidskin sandals and pumps. seen mostly 
in 5/8 to 8/8 wedges. They team them up with match- 
ing belts and bags, and they are wearing them with 
everything in their wardrobes, bathing suits. lounging 
pajamas, business suits. and formals. 

In California gold kidskin is often contrasted with 
colored suede, black. spicy red. and emerald green. 
Gold kidskin piping on casual footwear as well as 
conventional high heels add a delicate touch. 

Materials run the gamut. but virtually no fabric shoes 
are being created in California. A new metallic finish 
is being applied to every leather, and it is seen in every 


color of the rainbow. This new sheen. which takes 


October 15. 1947 


Combinations of Colors and Leath- 
es Point to a Brilliant Spring Season 
in California Leisure Shoes. Sandals 
and Open Toe Sling Pumps Leading 
on Both Low and High Wedges. 


by JUANITA SAYER 


beautifully to calfskin, kidskin and pigskin, is especially 
appealing in mauve. apple green, rosy pink, and gold. 
It is also being applied to reptile skins with good results. 
Qne manufacturer has scored outstanding success with 
gold kidskin combined with gold cobra. 

Smovth calf suedes, soft glove leathers. supple light- 
weight calfskins and some kips will share honors for 
Spring. Another innovation in play shoes as well as in 
dressy high heels is gunmetal patent, which may prove 

[TURN TO PAGE 318, PLease! 


Left—For back-to-school wear Martha, left, 
sports a buckled moccasin wedge by Holly 
wood Skooters in brownish red calfskin 
Karen, right, likes a classic wedge by 
Sbicca, produced by this factory for Joyce, 
of kelly green suede with platjorm and 
wedge of deep green calkskin. 


Below-—-For re'axation, Martha chooses 
sandals, left. which can be worn in the 
water. Created by McMahon of California, 
they come in bright yellow, horizon blue 
and spicy red splashed with black. Karen's 
high forest green suede wedges by Vic 
Colton have high-riding front, cores. 























263 























— 


aq See th U the FA(R/ 


.-- World’s Greatest 


Shoe Values! 
Priced to Retail from $695 














We've really been winning friends with 
these stand-out values! They're quality made in 
every respect ...and superbly styled in the 
California manner. We're showing suede and 
smooth leather Campus Welts, Flatties and 


Casuals. . . in the best selling colors. Make 


| 
| 


our Chicago headquarters your headquarters! 


HAMA cma SHOES, LTD. 





a 2234 North Figueroa Street, Los Angeles 31 
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xX CONGRESS HOTEL 


Room 306 
NATIONAL SHOE FAIR 


Chicago, Illinois 


October 26, 27, 28, 29, 30, 1947 


Ronny Stewart will be on hand to greet you 


STEWART-ROMERO BOOT CO. 


Creators of Finer Hand-Made Cowboy Boots 


1602 TEMPLE STREET e@ LOS ANGELES 26, CALIFORNIA® 





October 15, 1947 
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Make the CUBOID Booth 
Your Headquarters at the 


NAT. SHOE FAIR 


Booth +62 ° 


Palmer House 


You will meet hundreds of your friends there . . . 
for the buyers of the leading shoe and depart- 
ment stores of the nation annually drop by the 
CUBOID booth. Most of them have Cuboid de- 
partments. It's a convenient way to meet friends, 
just say "See you at the CUBOID Booth." Learn 
why “The Swing is to Cuboids.” 


Several CUBOID Executives 
will be there to greet you 


They will explain the many helpful promotional 
aids and the merchandising plans which have 
made possible this “Swing to Cuboids." Perhaps 
a franchise may be available in your city. 


BURNS CUBOID COMPANY 


Santa Ana . California 





Merchant Looks at the Future 


| CONTINUED FROM PAGE 252] 


goods, including automobiles, building materials. and 
home furnishings tended to stimulate the sale of non- 
durables such as apparel, drugs, foods, general merchan- 
dise, and the like. 

Total sales for these classifications for 1946 and 1939 
and percentage increases are shown in the following 


table: 


Percentage 





increase 
1946 1939 1946 over 
Group (in millions) (in millions) 1939 

Total retail sales........... $96,671 $42,042 129.9 

Non-durable goods ........ 77,712 31,663 145.5 
Retail apparel stores, exclud- 

ing shoe stores ........ . 9,028 3,259 186.3 

Retail shoe stores ‘total)... 1,464 617 137.3 
Retail shoe chain~ an! mail- 

Se SE vccndesccss 345 705 104.3 


These comparisons are illustrated in the chart on 
page 248. Total sales for the same commodity groups 
for the first half of 1946 and the first half of 1939 and 


percentage increases were as follows: 


Percentage 
{mount increase first 
First six six months 
months 1947 1939 1947 over 
Group (in millions) (in millions) 1939 
Total retail sales ..........$50.914 $19.667 158.9 
Non-durable good= store-... 39,682 14.742 169.2 
Apparel stores. excluding 
shoe stores ........ ——° 1,183 197.3 
Retail shoe stores ‘ivial).. 725 297 144.1 
Retail shoe chains and mail- 
order house~ ......... ' 354 167 112.0 


Similarly, the increase in total expenditures for shoes 
from 1939 to 1946, although exceeding the increase in 
total personal consumption expenditures, failed to keep 
up with the increase in total expenditures for all non- 
durable goods, and fell far below that for clothing anil 
accessories. excluding .shoes. Total expenditures for 
these classifications for 1946 and 1939 and percentaze 


increases are shown in the following table: 








Percentage 
increase 
4mount ‘in millions) 1946 over 

Group 1946 1939 1939 
Total personal consumption 

expenditures ........... $1 13,670 $67,466 1128 

Non-durable commodities.. 87,061 35,258 146.5 
Clothing and accessories 

except footwear ........ 15,530 5,776 168.8 

Shoes and other footwear.. 2,832 1,226 133,3 

Shoe cleaning and repair. . 293 114 157.0 


Personal consumption expenditures (as classified 


TURN TO PAGE 308. PLEASE] 


Boot and Shoe Recorde: 








ure 


. and 
non- 


chan- 


1939 
wing 


yver 


pverT 


Maa 


n the fall 
KY 
a buyer's fancy 
bri ghtl y turns 
to thoughts o f 


Spring... 








948W 949W 























—— a PALMER House \ 














QATIONAL SHOE Farp / 
RAL 





October 15, 1947 


and the 
brightest thou ght 


for Spring 


are casuals by ee 








. ; 
hollywood 


STYLED... maOt Im CALIFORNIA 











Vogue Shoe, inc. 3616 So. San Pedro St. LA. 11, Cal. 








CALIFORNIA 
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The 
Handwoven 
Vagabond 





CASUALS, INC * 224 EAST lith STREET" 


THE ORIGIN OF THE SPECIES 
-++- Casuals for Men 


A 
i 


is 





* Deademart, Regrtered 


"LOS ANGELES 15, CALIF. 





What It Takes to Succeed 


[CONTINUED FROM PAGE 139] 


all opening expenses which, for the 
purpose of this discussion, at least, are 
broadened to include rental advance, 
store renovation and furnishing, stock, 
advertising, insurance and all miscel- 
laneous items. 

With the first two of these abilities 
we are not immediately concerned, 
though it should be pointed out that the 
absence of established stores in or near 
any given community does not neces- 
sarily mean that it is a desirable spot 
in which to open for business. The mere 
fact that there are no stores and hence, 
presumably, no competition, may be be- 
cause keen merchants decided long ago 
that location there involved too much 
risk. A more positive suggestion is that 
chambers of commerce, boards of trade 
and even banks are good sources from 
which to obtain the type of information 
needed in investigating locations. So, 
too, are friendly merchants with non- 
competitive stores. 

Of the two remaining factors—the 
ability to operate a store successfully 
and the acquisition of sufficient capital 
to do it as it should be done—the first 
to be considered is the former. 

Without previous experience in the 
art of shoe retailing, it is decidedly 
risky to open a shoe store on one’s own. 
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In his book, “Small Scale Retailing,” 
Newel Howland Comish, professor of 
Business Administration at the Uni- 
versity of Oregon, mentions the high 
rate of mortality among retail stores, 
draws the general conclusion, based on 
various studies, that “the lack of pre- 
vious experience in retailing is a con- 
tributing cause of failure” and cites, in 
support of that conclusion, figures com- 
piled by Professor A. E. Boer of the 
University of Pittsburgh showing that 
“the shoe trade, with a yearly mortality 
of 16.3 per cent, has 29 per cent with 
no experience.” 

The obvious way, therefore, to gain 
the experience needed, is to get into 
the business of retailing shoes at the 
expense of someone else. Chain store 
experience is valuable, since chains, 
without exception, are required to keep 
accurate records of purchases, sales 
and inventory — all highly important 
parts of successful store operation. 

An alternative plan of procedure, in 
acquiring the needed experience, and 
earning a living in the meantime, is to 
get a job in a small, successful inde- 
pendent shoe store, in which the em- 
ployees are so few that all have an 
equal opportunity to learn from the 
ground up—stock arrangement, window 










‘ 





trimming, advertising, store accounting, 
buying, fitting and selling. 

The average intelligent, studious and 
industrious individual should have lit- 
tle trouble with the first five. It is in 
selling that investigators have found 
the highest rate of failure, requiring, 
as it does, definite personality traits 
and abilities not possessed by all people 
and difficult for others to acquire. 

Salesmanship of the highly personal- 
ized type needed in shoe stores, in- 
volves, first and foremost, a genuine 
desire to be helpful; the ability to show 
an intelligent interest in the needs and 
desires of men and women of every 
type; the ability to win and hold con- 
fidence; the ability to be courteous no 
matter how strongly one may be tempt- 
ed to be otherwise. 

Boiled down, these are the qualities 
which should be inherent in or acquired 
by any man aspiring to a career in 
salesmanship. They are of vital im- 
portance in selling shoes to the ultimate 
consumer. 

The only difference between opening 
a shoe store in 1939 and in 1947 or 
1948 is that considerably more capital 
will be needed now than then. Every 
expense item has gone up—and s0, too, 
have the shoes which will be needed 
in order to make a start. 

Time was, and not so many years 
ago, that an alert, well-trained shoe 
retailer could open a new, completely 
renovated store with a capital of less 
than $10,000; could reasonably hope 
for a retail volume of $35,000; and a 
net profit of close to 10 per cent of 
retail sales. 

One authority estimated as low as 
$8500 in the early 1940’s. He assumed 
an average stock of $7500, half paid 
in cash on the day of the store open- 
ing; a three time turnover; a fixture 
account (cost of shelving, chairs, stools, 
floor coverings, signs, X-Ray machine, 
etc.) of $2100; opening expense, includ- 
ing advertising, one month’s rent, wrap- 
ping paper and twine, insurance and 
miscellaneous, of $700; and a reserve 
of $1950 for future contingencies. 

It is doubtful if even as modest an 
enterprise as the one contemplated in 
the foregoing analysis could be under- 
taken today for less than $20,000. That 
sum certainly would be safer because of 
the swift advance in the cost of every 
item involved in shoe store equipment 
and merchandise; and because, also, on 
today’s market it would be far better 
policy to own the initial stock outright 
and to have in the bank a larger than 
normal sum to take care of expenses 
while getting under way. 

It is true that many items of store 
equipment have not advanced as much 
as might be supposed but items such 
as shelving, wrapping counter, cash- 
ier’s desk, etc., involving, as they do, 
the use of lumber and carpentry, have 
practically doubled in the last few 
years; lighting fixtures, floor coverings 
and the labor necessary to lay them, all 
have gone up from 30 to 50 per cent. 
[TURN TO PAGE 270, PLEASE] 
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even more of 


your customers 


will want 


this year 


because 


We've kept our famous selling features 


I. Proven styles you've sold at a profit for 

years. 2. Walter Braun’s original, casual styling— more 
important than ever, now that every shoe must 

fit a specific occasion. B. Again, outstanding values— 
mostly $6.95 retails. #. Incomparable comfort — 

glove leathers, unlined for “‘natural air-conditioning” — 


slip-lasting— scoop heels. 


We've added new selling features 


I. Imaginative, new styles, right for today’s 

trend. 2. California colors. B. Sensational, new 
low-priced fabric shoes, coordinated with ready-to-wear 
lines. #. With the new slightly higher wedges 

in some styles, there are now three different heel 
heights. &. Coordinated accessories for extra volume. 












We'cve more selling helps 


I. Good Housekeeping campaign and Good 
Housekeeping Seal of Approval for Moccaround 

and Snooper (Your customers know that means money 
refunded if shoes are not as advertised.) 2. Colorful 
pages in other leading magazines. 8B. January 
promotion to kill “January slump.” #. An 

even more intensive program of dealer helps. 


We'll See You In: 
Chieage, Hil., Oct. 27 thru 31, Palmer House, Rms. 879, 880. 
Mr. Hans Springer and all the Cobblers. 


St. Paul, Minn., Nov. | thru 4, Hotel St. Paul. 
Mr. H. H. Smeltzer. 


Augusta, Ga., Nov. 2 thru 5, Hotel Sheraton Bon Air. 
Mr. David E. Holt. 


Fort Worth, Tex.. Nov. 2 thru 5, Hotel Texas. 
Mr. A. E. Foster. 


Dallas, Tex., Nov. 10 thru 13, Hotel Adolphus. 
Mr. A. E. Foster. 


Beston, Mass.. Nov. 16 thru 20, Hotel Statler. 
Mr. Walter E. Greenspan. 


: COBBLERS, INC., 1212 Stanford Avenue, Los Angeles 21. 


October 15, 1947 
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What It Takes to 


Sueceed 
[CONTINUED FROM PAGE 268] 

Furthermore, in this day of a buyers’ 
market, a new store must be prepared, 
after the initial rush which every new 
store has, to operate for a longer period 
of time on slightly sub-normal volume. 
This, in itself, points to the advisabil- 
ity of a healthier cash reserve. Another 
reason for this “money-in-the-bank” is 
the opportunity it gives to buy small 
lots of novelty footwear for a quick 
turn; or to stock related merchandise 
of the kind now commonly carried in 
shoe stores, thus adding to dollar vol- 
ume. 

The only difference between opening 
a store now and in prewar times, it 
is concluded by experts, is that it takes 
more money to do it—much more. Given 
the right management, right location 
and honestly-made shoes, however, there 
is no reason why the degree of success 
should not be at least as great as in 
the good old days. 


Country Style 
[CONTINUED FROM PAGE 154] 

tomer gets richer looking shoes, and 
probably more value, dollar for dollar, 
than in any other shoe you sell him. 
An “extra pair” item? Certainly. Men 
may wear them to town on occasion on 
a wet day, or after a weekend in the 
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12th Street 
LOS ANGELES 15, CALIFORNIA 


@ Oh, Them Golden Slippers — keyed to tempt the 
young fashion-wise consumer. These FRANK HARLOW 
California Creations are styled, priced and timed to 
bring positive, profit-bearing traffic to your shoe 
department. Quality leathers -—— smartly styled — 
skillfully crafted with an eye to fit, comfort and 
lasting satisfaction 


24 Karat Gold Kid popularly 
priced to retail at 9.95. Also 
in high-colored suede and 
baby calf, 6.95 to 9.95 retail 


THE 
MOCAMBO 







country; but, their rugged styling gen- 
erally precludes their wear anywhere 
but out-of-doors, especially in warm 
weather. 

In no other footwear have styling and 
appearance been so radically improved 
this year. Unusual originality has been 
shown in developing these completely 
satisfacory country shoes. In them, re- 
verse calf is back strong. In them, lug 
soles have made their greatest strides. 
Now crepe, Neoprene and plantation, is 
coming to help boost volume. Moccasins 
are strong and are right where they 
belong in this type of shoes. Classic 
brogues get a lift in reverse leathers 
used all-over and with trim. Ghillies 
and Scotch tongues are high fashion in 
country shoes. Skokies. bright colored 
reverse calf bluchers with Cuban welts. 


are back. Heavy, comfortable, Norwe- 
gian-front bluchers in genuine moc- 
casins and in welt construction are 


stronger than ever. All in all, it looks 
as though men’s shoe volume for ‘48 is 
really “headed for the country.” 





Teens’ Spring Shoes 
Have a New Soft Look 
[CONTINUED FROM PAGE 160] 

good), brown, red, green and pastels. 
They’ve recognized the craze for color 
that distinguishes this Spring season 
from others, and they’ve provided it in 
the shoes they have to offer. You'll see 
all-over effects in bright and muted 





colors; you'll see combinations; you'll 
see contrast provided by contrasting 
lacing, stitching, piping. 

Spring clothes are feminine, and 
nothing is more feminine than the san- 
dal, or sandalized versions of pumps 
and stepins. Spring lines are showing 
plenty of both of these, very open or 
more closed-up. Open vamp details on 
pumps are extremely popular, and criss- 
cross effects are to be seen in more 
than one line. 

Shoe manufacturers have gone a step 
further. They have reasoned that the 
longer skirt focuses attention on the 
ankle. While flats have been the love 
of the teen for many seasons, too low a 
heel gives a flat-footed appearance 
which does not harmonize with longer 
skirts and more feminine costumes. 
What is needed is a slightly higher hee 
—not high enough to make it undesir- 
able for these young customers, but 
high enough to lift the wearer out of 
the duck-footed category. So they've 
lifted their flats slightly; they’re still 
low enough to appeal to these girls, but 
they give them the slight !ift necessary 
for a graceful carriage. The height 
most acceptable, they find, is about 
10/8; certainly not lower. No mother 
con conscientiously object to this height 
for her daughter, since it is only slight- 
ly higher than what she has been wear- 
ing; nor will the daughter object, pro- 
vided the shoes shown on this heel are 
as smart and young as those she for- 
merly bought on 6/8 and 8/8 heels. 

There’s plenty of variety in the teen 
lines for Spring, and there should be 
plenty of opportunity for the alert re- 
tailer to cash in on this business. For 
the teen is the girl who spends most of 
her allowance on self-adornment; she 
wants plenty of variety in her ward- 
robe, and she buys on impulse. Show 
her the smart new shoes you've planned 
for her Spring wardrobe, and watch 
her push up your sales volume. 


Women’s Shoe Department 


Being Added 


MARION, IND.—A new women’s shoe 
department is being added to The 
Paris, women’s apparel shop, in the 
present remodeling program to be com- 
pleted by December 15. The addition 
will give the store a total of 8,500 
square feet of floor space and one of 
the largest ready-to-wear shops in 
Marion. 


Manages New Salon 
In Renberg’s 


TuLsAa, OKLA.—W. F. Anderson. fot 
the past 19 years engaged in the sales 
and merchandising of women’s fine 
shoes in various stores here, and for the 
past four years associated with one of 
Tulsa’s largest shoe retail departments, 
has become manager of Renberg’s new 
ladies’ shoe salon on the third floor of 
the Renberg store. 
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FACTORY: 3665 WHITTIER BLVD... 


October 15, 1947 








National Shoe Fair, October 27-30 
Room 885—Palmer House, Chicago 


In attendance: Charlotte Davenport 
Nathan Shapiro 


. SHOWROOMS: HAAS BLOG, LOS ANGELES 
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For Reservations Contact: 
DAVE KLINESMITH 
Executive Secretary-Treasurer 
320 Haas Bidg. 
los Angeles 14, Calif. 
TRinity 3688 





AFTER THE NATIONAL SHOE FAIR j 
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SHOE SHOW ~ ’ 


NOVEMBER 22-23 - 24-25 -26- 1947 
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Baby Shoes 
Sound a Style Note 
[CONTINUED FROM PAGE 164] 


our production to somewhere near cover 
the demand,” said another. “There 
probably will be a few minor style 
changes, but our efforts will be concen- 
trated on maintaining a steady flow of 
material and doing everything we can 
to increase our production.” 

Difficulties arising from a short sup- 
ply. of skilled labor, shortage of ma- 
terials and insufficient factory capacity 
are the contributory causes of this 
situation. A hope that they will soon 
catch up with demand and be able to 
consider the addition of new styles sus- 
tains many of these manufacturers. 

Others, however, have added style 
items for the Spring season. They be- 
lieve that this coming Spring in gen- 
eral will be an important season from 
a style standpoint, when new ideas will 
find popular acceptance. Some of the 
style ideas, they expect, will filter down 
even into the baby shoe field, and they 
are ready with smart new patterns for 
the smallest customer. 

Prime among the new ideas is an 
emphasis on color, and baby shoes in 
red, beige and blue, as well as the tra- 
ditional white and brown, are evident 
in many a line. Some firms are offer- 
ing smart two-tone patterns: brown 
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and white, brown and tan, red and 
white, in tiny moccasin patterns and 
even in saddle oxfords. Some are offer- 
ing the Mary Jane, long a favorite for 
tiny tots, but in a new ankle strap 
version, in bright color as well as in 
brown or black patent or white. 

Lest it seem that shoe manufactur- 
ers are over-stepping themselves in 
their preoccupation with color, let us 
hasten to explain that these shoes are 
the “sweeteners” to their lines; for the 
most part, they are building traditional 
patterns in the basic colors which have 
had top ranking in sales for many 
years. And they are still concerned with 
building the best shoes they can pos- 
sibly make over lasts which will help 
young feet to grow in a natural, nor- 
mal, healthy way. 





Boston Conference to 
Have Noted Speakers 


Boston, Mass. — A large group of 
distinguished speakers will discuss 
various phases of world conditions 
affecting distribution and means of im- 
proving productivity in distribution at 
the nineteenth Boston Conference on 
Distribution to be held at the Hotel 
Statler in this city on October 20 and 
21 under the directorship of Daniel 
Bloomfield. 

Speakers covering the two fields will 
include Norman Armour, Assistant 


Secretary of State; Dr. James B. Con- 
ant, president of Harvard University; 
Jack I. Straus, president of R. H. Macy 
& Co; Alger Hiss, president of the 
Carnegie Foundation for International 
Peace; Ken R. Dyke, vice-president of 
the National Broadcasting Company; 
Clair Wilcox, director of the Office of 
International Trade Policy of the State 
Departraent; James J. Nance, president 
of Hotpoint, Inc; Sumner H. Slichter, 
Lamont Professor of Harvard Univer- 
sity; Marvin Bower, partner, McKin- 
sey & Co.; Leo Cherne, executive sec- 
retary of the Research Institute of 
America; Rilea Doe, vice president of 
the Safeway Stores; George A. Fry of 
George Fry & Associates; Charles E. 
Jackson, general manager of the Na- 
tional Fisheries Institute; Clive Planta, 
secretary-manager of the Fisheries 
Council of Canada; Malcolm P. McNair, 
Professor of Marketing, Harvard Gra- 
duate School of Business Administra- 
tion; Paul A. Barkmeier, controller of 
Marshall Field & Co.; James D. Wise, 
president, Bigelow Sanford Carpet Co.; 
and Adolph Ullman, president, North- 
eastern Distributors, Inc. 

An unusual feature of the confer- 
ence will be a demonstration of selling 
by sight over the air, a_ television 
broadcast scheduled for the October 
2ist luncheon session, under the aus- 
pices of the DuMont Television Net- 
work. 
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NEW CASUALS 


Vhew SANDALS 
View ANKLETS 
View STEP-INS 
View OXFORDS 


OPEN TOES — CLOSED TOES 
TO RETAIL FROM 


$3-95 To $6-95 


A Great Line of Casuals 
Put this on Your “Must-to-See” List 





NATIONAL SHOE FAIR 
Chicago, October 27 to 30 


PALMER HOUSE 
ROOM 997W 


IN ATTENDANCE 
SAM NIEDERBERG 
PHILIP ARONOV 


Los Angeles Shoe Mfg. Co. 


SAM NIEDERBERG 
The Haas Bldg. 
Los Angeles, Ca‘i . 


PHILIP ARONOV 
65 N. Raymond Ave. 
Pasadena, Calif. 











CHRYSTELL PRESENTS 


SPARKLING SILENT SHOE SALESMEN! 


f.o.b. Olympia $4450 complete 


A modern display group of sparkling clear Plexiglas for greater 
visibility and ease of display. For effectiveness in grouping 
or deploying shoes in your windows or cases. G-304 will be an 
OUTSTANDING HELP in SELLING MORE SHOES and 
hand-bags for you. 


Group No. 304 includes two 9% stands, two 15" stands, one table 
(12" x 20" top and four 8-in. clip-on legs), two hand-bag easels, six 
heel rests, and six card holders—2! displays in all! 


ORDER DIRECT FROM THE MANUFACTURER'S DISTRIBUTOR 


WASHINGTON ART DISPLAY. PRODUCTS 


IMMEDIATE SHIPMENT IN MOST INSTANCES 




















ACTIVE SALESMEN 


IN YOUR WINDOW 
FOR FALL— jie 2 


CARD AT RIGHT 
in WARM AUTUMN 
COLORS 


6" x 14" 
FIVE OTHER TEXTS 
TO CHOOSE FROM 
$1.00 ea. 3 for $2.25 
ALL SIX: $4.00 


MATCHING 
PRICE TICKETS 
IN STOCK 
IN 102 PRICES 


30c¢ doz. $3.00 12 doz. 


ALSO OTHER FALL 
TICKETS IN STOCK 
—ALL ONE PRICE— 


NATURAL BLONDE 
FINISHED WOOD 


CARD HOLDERS 
As Illustrated $2.10 ea. 5 for $10.00 


WRITE TODAY for circular 'F’ and Sample Tickets 
PUT ‘SELL’ IN YOUR WINDOW 


MERCHANTS SERVICE DEPT. 


209 SO. STATE ST. CHICAGO 4, iLL. 
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THE PALMER HOUSE ROOMS 911, 912, 918, 


October 15, 1947 





TOMAHAWK ...a 
TOMAHAWK 


new aniline leather of | Color No. 2 
fine character . . . dis- SIERRA BROWN 
tinctively tanned ... rich 


in lustre and beauty. 


FRED RUEPING LEATHER CO. FOND DU LAC, WISCONSIN, U.S.A. 
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privacy in fitting. The accessory 
counter at the left has break-front di- 
visions giving the impression of indi- 
vidual display cases. 

Troughs of indirect lighting give a 
rich subdued atmosphere to the entire 
shop, as it reflects softly against a 
silver-grained ceiling. 

The balcony, reached by an open 
stairway at the back, is used entirely 
for offices. The balcony does not ex- 
tend all the way to the front or street 
entrance. Here the glass windows ex- 
tend all the way to the second floor 
(or balcony) ceiling, thus giving the 
selling floor greater light and a feel- 
ing of space. Framing the entrance 
at left and right as one enters are 
broad insets of Italian Levanto marble. 

Herman Seigel is manager of the 
shop. 





Viewed from the front of the store, the color scheme of purple 


and silver grey is especially striking. Straight chairs have open by M. K. BURLIN 
backs designed in the shape of a shoe buckle; others are richly 7= 
upholstered. Purple lizard is used to cover the sofas. 


Elegance the Theme 
In New Chicago Store 


An open stairway at the back of the shop leads to the balcony. 
Covered with silver grey carpeting, it leads to a landing bordered 


OLLOWING closely upon the with gautng pl 
heels of the opening of their Bev- 


erly Hills shop, Joseph of Chicago 
opened their new Evanston, Illinois, 
unit not long ago. 

Evelyn Mayer, who designed the 
California shop, also did the decorat- 
ing for this one, combining silver grey 
with deep rich purple. Viewed from 
the all-glass front facade. the passer- 
by sees purple lizard sofas encrusted 
with quilted and embroidered silver 
cloth motifs, set into both front and 
back. Armchairs and straight chairs 
and several small sofas are upholstered 
in bouclé mohair in grey. Lamp bases 
of antiqued mirror and display tables 
with glass tops are fashioned in mod- 
ern interpretation on classic motifs 
done in antiqued grey-black wood. 
Fitting stools repeat the purple lizard 
of the larger sofas. 

Divisions between chairs and sofas 
at the left are created by high stands 
of green growing plants which make 
for individual sections for customer 
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NSTA to Hold 37th Convention in Chicago 





Two-Day Meeting to Open October 23 at Hotel Morrison, with 
Important Business on Agenda. 


CuHicaco—When the National Shoe 
Travelers Association holds its annual 
meeting at the Hotel Morrison, Chi- 
cago, October 23-24, it will mark the 
37th convention since its founding. Al- 
though the idea of a national organi- 
zation had been discussed by shoe men 
for several decades, it was not until 
1911 that five local organizations met 
in Boston and decided to form a na- 
tional group. In the first year after 





HAROLD S. MARPLE 
President, NSTA 


its founding five more associations be- 
came affiliated with the National and 
on July 12, 1912, the organization was 
incorporated, with headquarters in 
Boston. In 1942 headquarters were 
moved to Chicago. There are today 15 
affiliated associations. 

A large attendance at the convention 
is expected. According to the by-laws 
there is one delegate for every 10 mem- 
bers in the various local associations. 
On this basis there will be between 75 
and 80 delegatés on October 23, when 
Harold S. Marple, president, strikes the 
gavel. Important. on the agenda is 
the election of new officers for the com- 
ing year. 

The new year book was recently 
completed and has been sent out to a 
list of more than 12,000 names. In ad- 
dition to listing the names and ad- 
dresses and business representation of 
each member of the national, there are 
a number of interesting facts and sta- 
tistics which will be of great interest 
to all shoe men. There is a price classi- 
fication survey which. makes the com- 
parison in buying habits of pre-war, 
rationing and post-war years. Where 
in earlier years the greatest proportion 
of footwear was always sold in the 
lowest price brackets, it is now to be 
noted that in children’s lines especially, 
buying has moved into higher categor- 
ies. At the present time the greatest 
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number of children’s shoes are bought 
in the $3.50 to $4.50 group, an increase 
of fully a dollar over former buying 
habits. 

Pre-war consumer buying habits are 
returning to the retail shoe trade, but 
to a large extent former purchasers in 
the low-priced brackets are now spread- 
ing their trade more evenly in the 
medium-price range. 

The survey was prepared from in- 
formation from a nation-wide check of 
consumer footwear buying. It covered 
the pre-war year 1941, the year 1944 
when rationing had reached its peak, 
and prices during the current year. 

The most apparent change in buying 
was in the low-priced range, although 
adjustments at high-price levels also 
took place. 

In 1941 the survey showed that 52 
per cent of the buyers of women’s shoes 
paid under $3 for their footwear, but 
none spent that amount during the 
period of rationing, and with the boost 
in prices none is now buying shoes at 
such levels. 

Comparatively little change has taken 
place in the percentage of women’s 
shoes sold in the $3 to $5 bracket. In 
1941, the figure was 39 per cent, in 1944 
it was 38.5 per cent and this year it 
has been 41.6 per cent. 





NORMAN N. SOUTHER 
Secretary, NSTA 


The greatest change took place in 
the proportion of sales in the $5 to 
$10.75 range. Only 7 per cent were re- 
ported in the period before the war. 
During the rationing years the figure 
moved up sharply to 43.5 per cent, at 
which level it has held fairly steady, 
showing 46.9 per cent this year. 

Sales in the $5 to $7.75 range this 
year were 26.4 per cent- of the total 
women’s shoe volume, while in the next 
bracket, $7.75 to $10.75, sales were 20.5 
per cent. Approximately the same pro- 
portions were maintained during 1944. 


‘ 


In the high-priced range, changes, 
though smali percentage-wise, were 
sharp in the three comparative periods, 
In the $10.75 to $12.75 bracket sales in 
1941 constituted 1.5 per cent of the 
volume, while in 1944 sales were 118 
per cent and in the current year they 
have dropped back to 7.6 per cent. 

In general, the same shift in price 
emphasis has taken place in men’s shoe 
sales, the survey showed. 

Volume of business on shoes priced 
up to $7.75 amounted to 89 per cent 
of the total in the pre-war year. When 
ration coupons were required, sales 
dropped to 36.6 per cent with no sales 
in the $5 and under bracket. Sales now 
are 42.8 per cent, but with still no busi- 
ness in the lowest range. A startling 
fact revealed by the survey was that 
78 per cent of the business done in 194] 
was in shoes selling under $5. 

Rationing and price increases have 
upset percentages in the misses’ and 
children’s to size 3 and boys’ and 
youths’ to size 6 shoe classifications 
compared with prewar levels. However, 
the distribution of sales in the price 
ranges has returned to near compara- 
tive levels. 

The dates of the Spring shoe shows 
all over the country are also listed in 
the N.S.T.A. year book which also gives 
the dates of Easter for the coming six 
years and messages from the officers of 
the various local and state organiza- 
tions. All these combine to make this 
new year book a splendid reference 
hand book for every man associated 
with the shoe industry. 

Many important items of business af- 
fecting the association and its member- 
ship are scheduled to come up for dis- 
cussion and decision at this convention 
of the national shoe travelers organiza- 
tion. 


96-Year-Old Shoe Store 


Changes Ownership 


LEWISTOWN, Pa.—Melvin K. Bortell, 
manager since 1939, has purchased the 
96-year-old Tom S. Johnson Shoe Store, 
here, at 112 East Market street. Mr. 
Bortell has been associated with the 
firm for 23 years, becoming manager 
of the store in 1939 when William 
Johnson, son of the founder, died. 

The change in ownership was marked 
in the Sentinel, one of the city’s daily 
newspapers, with a ful) page of con- 
gratulatory advertisements by neigh- 
boring merchants. 





Takes New Women’s Line 


New York—S. Wildfeuer, formerly 
with Illing of California, has recently 
become the New York representative 
of the line of women’s style shoes man- 
ufactured by the N. H. Gallagher Shoe 
Mfg. Co. to retail for from $15 to $20. 
The shoes all have three-quarter inch 
platforms and 27/8 breasted Louis 
heels. Mr. Wildfeur is located in the 
Marbridge Building at 47 West 34th 
Street. 
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Right! Smart shoe dealers can't miss 
making more profits when they let Rough Rider 
carry the ball for them! 


Rough Riders have what it takes to sell style-conscious 
youngsters . . . and quality-minded parents. 
You'll like Rough Riders because they have what you want 
to sell . . . patterns and lasts that really fit 
leather insoles and sturdy leather outsoles . . . clever 
styling . . . complete line of Goodyear welts and Compos in 
widths AtoD . . . for infants, children and misses. 


Rough Riders back you up with hard-hitting national 
advertising and merchandising helps. For 
full information, write Rough 
Rider Division, Cannon Shoe Company, 
Lafayette Ave. & Dickson St., Baltimore 17, Md. 
















Perk up sales with 
this smart plain toc 
oxford for io and 
girls. Comes in widths 
AtoD, sizes 6 to 3. 


. 
Pa. 
Sas 
8Genncnn nnn 
#e#eeeee* 






Nationally 
Advertised 










Here’s a winner for 
active kids — smart 
tassel tie moccasin 
that wears and wears. 
Available in widths 
A co D, sizes 12% 103. 















Smart and: Sturdy Shoes for Boys and Girls 


ROUGH RIDERS 


CANNON SHOE COMPANY, BALTIMORE 17, MARYLAND 
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Exhibitors at the Shoe Fair 


Rooms 
Manistee Shoe Mfg. Co.. Palmer 908 
Manistee, Mich. 
Manning-Gibbs Shoe Co. Morrison 1435-1436 
Worcester, Mass. 
Manor-Made Shoes Inc. 
Bronx, N. Y. 
Mansfield Shoes... . 
Whitman, Mass. 
Maranne Shoe Co., Inc. 
Haverhill, Mass. 
Marilyn Sandal Corp. 
Stoneham, Mass. 
Marion Shoe Division 


Congress 330 
Palmer 727 
Morrison 1527-1528 
Palmer 895-896 


Palmer 789 


(Daly Bros. Shoe Co., Inc.) 
Marion, Ind. 
Morklill Mfg. Corp... ..Chicagoan 494 
New York, N. Y. 
Marks, C. W., Shoe Co... Morrison 1142-1143 
Chicago, Ill. 
Marks, L. V., & Sons Co. (The) 
Palmer 842-843 
Cincinnati, Ohio 


Marshall, Meadows & Stewart, Inc. 
Palmer 859-887 
Auburn, N. Y. 
Martin & Tickelis Shoe Co., 
Newburyport, Mass. 
Mathes, |., & Sons Shoe Co. 
St. Louis, Mo. 
Matrix Shoes for Men 
Worcester, Mass. 
Maxine Shoes, Inc. 


Inc.. Congress 336 
Morrison 1153 
Palmer 757 


Congress Parlor “L" 


New York, N. Y. 

Medway Shoe Mfg. Corp... Chicagoan 496 
Medway, Mass. 

Medwed Footwear Co. Palmer 964-W 
Pittsfield, Maine 


Meis, Charles, Shoe Co. (The) Morrison 610 
Cincinnati, Ohio 
Meis, Charles, Shoe Mfg. Co. (The) 
Morrison 929-930-931 


Cincinnati, Ohio 

Melody Teens Stevens 528A 
St. Louis, Mo. 

Melori Shoe Corp Stevens 804-805-806 
Boston, Mass 


Melrose Slipper Co., Inc.. Morrison 1133-1134 
Little Falls, N. Y. 
Mendle Box Wrap and Label Corp. 


Palmer Booth 85 


St. Louis, Mo. (4th Floor) 
Menihan, J. G., Corp. 
Stevens 804A-805A-806A 
Rochester, N. Y. 
Mercury Footwear, Inc. Palmer 682-683 
Pittston, Pa. 


Merrimack Shoe Mfg. Co. 
Palmer 955W-959W 
Lowell, Mass. 
Metro-Craft Shoe Co.. 
Manchester, N. H. 
Metropolitan Shoe Co.. .....Palmer 860 
(Division of Craddock-Terry Shoe Corp.) 
Lynchburg, Va. 
Metropolitan Shoemakers, Inc. 
Morrison 1047-1048-1049 


..Palmer 704 


Chicago, Ill. 
Meyer, Frank C., Co., Inc.. Palmer Booth 28 
Brooklyn, N. Y. ( Floor) 


Miami Footwear Corp. 
Congress—Parlor “M" 
Miami, Fla. 
Middletown Footwear, Inc. 
Middletown, N. Y. 


Palmer 862 
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[CONTINUED FROM PAGE 145] 


Rooms 


Mid-States Shoe Co. 
Morrison 624-626-670-672 


Milwaukee, Wis. 

Milford Shoe Co...... Palmer 920 
Milford, Mass. 

Miller Shoe Co. (The)....... Palmer 714-715 


Cincinnati, Ohio 
Miller Hess & Co., Inc.... 
Akron, Pa. 

Miller, |., & Sons, Inc. 
Long Island City, N. Y. 
Miller-Weiss-Lawrence, Inc.. 
Somersworth, N. H. 
Milton Shoes, Inc...... 

Methuen, Mass. 
Milwaukee Shoe Co.... 
Milwauke, Wis. 
Minnetonka Moccasin Co. ..Chicagoan 596 
Minneapolis, Minn. 


.Morrison 935-936 
Palmer 638-639 
.Chicagoan 484 
Morrison 1045-1046 


Palmer 749 


Minor, P. W., & Son, Inc. Palmer 878 
Batavia, N. Y. 

Miracle-Tread Division of Craddock-Terry 

Shee Corp........... Palmer 901-W 

Lynchburg, Va. 

Modiste Shoes, Inc...... Morrison 1536 
New York, N. Y. 

Monarch Shoe Co........ ..Morrison 819 


Cambridge, Mass. 
Monarch Shoe Co...... 
Chicago, Ill. 
Monarch Shoe Co. 
Fitchburg, Mass. 
Monogram Footwear, Inc. 
Stevens 621-622-623-624 


Morrison 522-524 


._Morrison 846 


St. Louis, Mo. 
Monomac Shoe Co., 
Haverhill, Mass. 
Monroe Bros. & Co. 
Philadelphia, Pa. 

Monteagle Division of General Shoe Corp. 
Palmer 962 


Inc.. Morrison 1527-1528 
Chicagoan 588 


Nashville, Tenn. 

Moose River Shoe Co., Inc 
Old Town, Maine 

Mosinger Bros... .. Morrison 1125-1124 
SHER s, Mo. 

Moulton Bartley, Inc. 

Stevens 738A-751A-752A-753A-754A 

St. Louis, Mo. 


Mound City Division, Brown “Shoe Co. 
Steverts 650A 


Morrison 1007 


St. Louis, Mo. 


Municipal Shoe Co., Inc... Morrison 851-852 


Rooms 


Muskin Shoe Co. Palmer 906 
Millersburg, Pa. 
Myers, D., & Sons, Inc.. 
Baltimore, Md. 
Myrne Shoe, Inc. 
Manchester, N. H. 
Narjos Shoe Co., Inc. 
Somerville, Mass. 
National Shoe Co.. Palmer 71/1 
Division of Craddock-Terry Shoe Corp. 
Lynchburg, Va. 
National Shoe Mfg. Co., Inc. 
Worcester, Mass. 
Natural Bridge Shoemakers 
Palmer 911-912-918 
Division of Craddock-Terry Shoe Corp. 
Lynchburg, Va. 
Naturalizer Division, Brown Shoe Co. 
Stevens 635A-636A-637A-638A- 
651A-652A-653A-654A 


Morrison 1140-114! 


Morrison 907 


Morrison 820-82! 


Morrison 1019 


St. Louis, Mo. 
Nettleton, A. E., Co... 
Syracuse, N. Y. 
Nevelk Co. (The)... .. 
Hallowell, Maine 
New England Shoe Co 
Boston, Mass. 
Nocona Boot Co., Inc 
Nocona, Texas 


Palmer 786 

Morrison 970-971-972 
Chicagoan 489-490 
Stevens 728A 


Norma Footwear, Inc. Morrison 91! 
Brooklyn, N. Y. 

Norrwock Shoe Co Morrison 1150 
Chicago, Ill. 

Northern Die and Tool Co... Palmer Booth 32 
Malone, N. Y. (4th Floor) 

Norway Shoe Co. Chicagoan 587 


Norway, Maine 
Novelty Slipper Co., Inc. 

Port Jervis, N. Y. 
Nunn-Bush Shoe Co. 

Milwaukee, Wis. 


Morrison 853-854 


Palmer 736-738 


Nu-Way Shoe Co. Morrison 1563 
New York, N. Y. 

O'Donnell Shoe Corp... Palmer 764-765 
Humboldt, Tenn. 

O'Kay Shoe Mfg. Co Morrison 620 
St. Louis, Mo 

Old Colony Shoe Co Palmer 702 
Brockton, Mass. 

Old Town Shoe Co.. Morrison 1470-147! 
Old Town, Maine 


O'Neill, L. J." Shoe Co. 
Morrison 649-662-101! 





Brooklyn, N. Y. St. Louis, Mo. 
Oomphies, Inc.. Stevens 742-750-751 -752-753 
New York, N. Y. 
REGISTER EARLY “Orchids” ' Stevens 530-A 
St. Louis, Mo. 
The Shoe Fair management Is desirous 1. = Co Morrison 825-826 
of making an analysis of retail atten- a n Y + taps 


dance at the comiag Fair by states. This 
will call for the cooperation of all re- 
failers and buyers, who care asked to 
reyister as early as possible at one of 
the registration desks. These will be 
found at each of the official Shoe Fair 
hotels, as follows: Palmer Huuse, fourth 
floor; Stevens, lobby floor near main 
staircase; Morrison, mezzanine floor; 
} a exhibit floor; Chicagoan, lobby 
oor 

Help your state score a leading place 
in Shoe Fair attendance. REGISTER 
EARLY! There is no registration fee. 





Pacemaker Plastics, Inc. Palmer 935-W 
New York, N. Y. 
Pacific Shoe Co., Inc. 


San Francisco, Calif. 


Morrison 1527-1528 


Packard, M. A., Co. Palmer 709 
Brockton, Mass. 

Paco Shoe Co., Inc. Morrison 1466 
Haverhill, Mass. 

Palizzio, Inc. Palmer 60! 
New York. N. Y. 

Palter De Liso,. Inc. Stevens Suite 
New York, N. Y. 

Pana Raffia Corp. Palmer Booth 3! 
Pittsburgh, Pa. (4th Floor) 


[TURN TO PAGE 284, PLEASE] 
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White — Red Elk. 
Block Patent. Sizes 
4'/-8 $2.10 



















No. 532 


White—Red 

Elk. Black or 
Brown Patent. 
Sizes 4'/2-8 N and M Widths. $2.40 
84-12 N and M Widths .....$2.75 
1244-3 N and M Widths $3.15 
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LITTLE SHOES FOR TOMORROW'S LEADERS 


In 1948 make your Children's business a real 
quality operation, with well-styled ‘Globe- 
Sters."" 

Made with finished flexible leather innersoles, 
leather lined, with folded edges, felt box toes 

on patent leather, and celastic box toes on 
other leathers; cement-lasted, omitting tacks, 

and all machine lasted, to insure uniformity 

and serviceability; made on new multiple 
graded lasts, to insure correct fit, and are 
finished with oak leather soles, natural finish. 
They are all backed by "Globe-Sters" best 
efforts! 








White—Red Elk. Block 
or Brown Patent. Sizes 
42-8 N and M Widths 
be-ene ebhoatenna $2.50 








GLOBE SLIPPER CORP. 
1140 BROADWAY 
NEW YORK 1, N. Y. 














Rooms 


Panther-Panco Rubber Co., Inc. 
Palmer Booth 58-59-60 


Chelsea, Mass. (4th Floor) 
Paradise Shoes... . . Morrison—Roosevelt Rm. 
St. Louis, Mo. (2nd Floor) 


Paramount Footwear Co....... Morrison 824 
Garfield, N. J. 
Paramount Shoe Mfg. Co. 
Stevens 542A-544A-548A-550A-551A-553A 
St. Louis, Mo. 
Parkhill Shoes 
Fitchburg, Mass. 
Patrician Shoe Co..... 
Cambridge, Mass. 
Peacock Shoes 
Stevens 704-705-706-707-708-709-710 
St. Louis, Mo. 
Pearl Preview Shoe Co. 
Philadelphia, Pa. 
Peerless Footwear, Inc... 
Souderton, Pa. 
Pennant Shoe Co. 
Stevens 712-737-755-756-757 


..Morrison 630 


Chicagoan 589-590 


Morrison 1027-1028 


..Morrison 942 


St. Louis, Mo. 
Penobscot Shoe Co. 
Morrison 1419-1420-1421-1422-1423 
Old Town, Maine 


Peppy Footwear, Inc... Palmer 944 
Brooklyn, N. Y. 
Perry-Norvell Co. Palmer 888 


Huntington, W. Va. 

Peters Shoe Co. 

Stevens 755A-756A-757A-758A 

St. Louis, Mo. 

Pfeiffers Inc.. 
Worcester, Mass. 

Phillips Shoe Mfg. Co..... 
Haverhill, Mass. 

Phyllis Shoe Co., Inc. 
Lowell, Mass. 

Physical Culture Shoes. . 
Portsmoath, Ohio 

Picture Recording Co. 
Chicago, Ill. 

Pied Piper Shoe Co. 
Wausau, Wis. 

Pierce, C. S., Co. 


.........Morrison 608 
Stevens 625 
Morrison 963 
Palmer 832-833 
Palmer Booth 27 
(4th Floor) 
Palmer 844 


Palmer Booth 17 


Brockton, Mass. (4th Floor) 
Pilling, John, Shoe Co. .Palmer 718-719 
Lowell, Mass. 
Pincus, Lester, Shoe Corp.. Morrison 839-840 
New York, N. Y. 


Playtime Shoes, Inc. 
Wilkes-Barre, Pa. 

Plymouth Shoe Co. Palmer 971 W-972W-973W 
Middleboro, Mass. 

Poloner Shoe & Slipper Co... Morrison 1451 
New York, N. Y. 

Portage Shoe Mfq. Co. 
Milwaukee, Wis. 

Porter Shoe Co., 
Milford, Mass. 

Portland Footwear Co. 
Portland, Maine 

Posner, A., Dr., Shoes, Inc. 
Allentown, Pa. 

Potvin, R. J.. Shoe Co. 
Brockton, Mass. 

Powell & Campbell, Inc. 
New York. N. Y. 

Premier Shoe Mfg. Co., Inc... 
Brooklyn, N. Y. 

Presberg, N. S., Co... 
New York, N. Y. 

Preston Shoe Co. 

Lynn, Mass. 


Morrison 965 


Morrison 534 
Inc. Morrison 816 
Stevens 800-801A 
Palmer 897-898 

Morrison 645 
Morrison 1012 
Morrison 152! 
Palmer Booth 65 


(4th Floor) 
Morrison 1042 
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Rooms 

Prima, Inc. . Morrison 634 
Columbus, Ohio 

Primex Equipment Co... Palmer Booth 7! 

Chicago, Ill. (4th Floor) 


Prince-Footwear Corp... ..Chicagoan 488 
New York, N. Y. 

Progress Shoe Co., Inc. 
Brooklyn, N. Y. 

Prudential Shoe Mfg. Co. 
Brooklyn, N. Y. 

Putterman Footwear Corp. 
Brooklyn, N. Y. 

Queen Quality Shoe Co. 

Stevens 700-701A-702A-710A-711A-712A 

St. Louis, Mo. 


Chicagoan 579 
Morrison 944 


Morrison 668 


Radcliffe Shoes, Inc. ..Palmer 
Brockton, Mass. 

Ramsey Shoe Corp...... Morrison 96! 
Bronx, N. Y. 

Rao Bros. Footwear Corp. Morrison 1062 
Brooklyn, N. Y. 

Rao-Koury Shoes, Inc. Chicagoan 487 
New York, N. Y. 

Rasmussen Shoe Co.. ..Palmer 785 
Worcester, Mass. 

Red Goose Shoes . Stevens 618 
St. Louis, Mo. 

Red Seal Hosiery Co. Palmer Booth 72 
New York, N. Y. (4th Floor} 


Reed, E. P., & Co.. Palmer 928W-929W-930W 
Rochester, N. Y. 

Reider Shoe Co. 
Schuylkill Haven, Pa. 

Reinhart Inc....Congress Parlors "I" and “J” 
Nicholasville, Ky. 

Republic Division (General Shoe Corp.) 


.Palmer 778 


Palmer 96! 
Atlanta, Ga. 
Rest Right Slipper, Inc. _Morrison 845 
New York, N. Y. 


Reuben Gordon Shoe Co., Inc...Morrison 70! 
Philadelphia, Pa. 
Revits, Harry, & Co., Inc... . Palmer Booth 45 
New York, N. Y. (4th Floor) 
Reyburn Shoe Co... Morrison 734 
Owensville, Mo. 
Rialto Shoe Co., Inc. 
New York, N. Y. 
Rice Lake Furnishing Goods Co. 
Morrison 1445 


..Morrison 921 


Rice Lake, Wis. 
Rice-O'Neill Shoe Co... Stevens 704A-705A- 
706A-707A-708A-709A-759A-760A-761A 
St. Louis, Mo. 





REGISTER EARLY 


The Shoe Fair management is desirous 
of making an analysis of retail atten- 
dance at the coming Fair by states. This 
will call for the cooperation of all re- 
tailers and buyers, who are asked to 
register as early as possible at one of 
the registration desks. These will be 
found at each of the official Shoe Fair 
hotels, as follows: Palmer House, fourth 
floor; Stevens, lobby floor necr main 
staircase; Morrison, mezzanine floor; 
Congress, exhibit floor; Chicagoan, lobby 
floor. 

Help your state score a leading place 
in Shoe Fair attendance. REGISTER 
EARLY! There is no registration fee. 















Rooms 

Richland-Davidson Shoe Co. Palmer 68! 
Nashville, Tenn. 

Robbins =e : Palmer 845 
New York, N. Y. 

Robern Shoe Mfg. Corp... Morrison 1534 
New York, N. Y. 

Roberts, John C., Shoes Stevens 620 


St. Louis, Mo. 
Roberts, Johnson & Rand 
Stevens 71 7A-718A-719A-720A 
St. Louis, Mo. 
Robin Hood Division (Brown Shoe Co.) 
Stevens 613A 
St. Louis, Mo. 
Roblee Division (Brown Shoe Co.) 
Palmer 921W-922W 
St. Louis, Mo. 
Rochester Shoe Tree Co., Inc. 
Palmer Booth 84 
(4th Floor} 
Morrison 1165-1166 


Rochester, N. Y. 
Rogers Bros. Shoes, Inc. 
Boston, Mass. 
Rondeau, H. O., Shoe Co., Inc. 
Palmer 825-826 
Farmington, N. H. 
Rosen, Geo. H., Shoe Mfg. Co., 
Morrison 1464 
Boston, Mass. 
Rosenthal, Henry B., Co., Inc. 
Stevens 521-522-523 
Beverly, Mass. 
Ross Shoes, Inc. 
Lynn, Mass. 
Rossman Shoes... . 
Boston, Mass. 
Roth-Rauh-Heckel, Inc. 
Ripley, Ohio 
Royal Footwear Co., Inc. 
Congress—Parlor “A” 


Chicagoan 599 
Morrison 1507 


Palmer 720 


* Brooklyn, N. Y. 
Royal Metal Mfq. Co. Palmer Booth 30 
(4th Floor) 
Chicago, IIl_—Michiaan City, Ind. 
Rubin Bros. Footwear, Inc.. .Morrison- 954-955 
Waycross, Ga. 
Rubir, Irvin, Inc. 
New York, N. Y. 
Ruth Shoe Co. 
Newburypor!, Mass. 
Ryder of California 
Los Angeles, Calif. 
Saco-Moc Shoe Corp. 
Portland, Maine 
Safran-Sundel Shoe Co. 
Boston, Mass. 
Soks, M. J.. Shoe Corp. 
Morrison—Hollywood Rm. 


Morrison 1170-117! 
Palmer Suite 
Chicagoan 498 
Morrison 849-850 


Morrison 1119 


New York, N. Y. 

Salvage, Louis H., Shoe Co., Inc. ~ 

Palmer 908W 

Manchester, N. H. 

Salvage-Molloy Shoe Co. Palmer 944W 
Manchester, N. H. 

Sambros of Hollywood. . Morrison 1566 
Paterson, N. J. 

Samuels Shoe Co. 


Stevens 502-504-505-507-509-512-513-557 
St. Louis, Mo. 
San Loo, Inc. 

St. Louis, Mo. 
Sandal Craft, Inc. 
St. Louis, Mo. 
Sandler of Boston 

Palmer Private Dining Rm. 18 
(4th Floor) 
[TURN TO PAGE 286, PLEASE] 


.. Stevens 650-65! 


Stevens 721A-722A-723A 
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Neoprene crepe soles . . . in both natural and brilliant 
fast colors . . . give shoe designers a broad palette for 
highlighting men’s and women’s casual styles. What- 
ever your color preference, this new kind of sole of- 
fers an opportunity for creating top-quality informal 
footwear. Neoprene crepe soles are outstanding for 
cushioned comfort . . . unsurpassed for wear. Look 
at these advantages: 





* PERMANENT SHAPE—sole retains shape and smart 
appearance. 

* BRILLIANT COLORS—can be produced in almost any 
hue. 


* LONG SERVICE LIFE — resists oil, grease, softening, 
abrasion. 


* FREEDOM FROM TACKINESS—cuts down tracking and 
grit pick-up. 


*® EXCELLENT UNIFORMITY — your assurance of depend- 
able quality. 


8 For more information about Du Pont neoprene crepe, 
, see your sole manufacturer or send in coupon below. 
9 Tune in to Du Pont "Cevelcode of America,"’ Monday nights —- 8 p. m. EST, NBC 


For Style... Color...and Shape...use 


| MegprEne 
GU POND 


&té. us. pat OFF 
BETTER THINGS FOR BETTER LIVING 
«++ THROUGH CHEMISTRY 
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Rooms 


Saval, Ted Palmer 974W-975W 
Los Angeles, Calif. 
Saxe Glassman Shoe Corp. 
Palmer 632-642-643-684-685 


cul ieday duces Palmer 947-948 
Philadelphia, Pa. 

Schawe-Gerwin Co. (The)...Palmer 716-717 
Cincinnati, Ohio 

Schneider Shoe Co...... Morrison 1003-1004 

béhedea Morrison 1527-1528 


New York, N. Y. 
Scholl Mfg. Co., Inc. (The). .Palmer Booth 94 


Chicago, Ill. 4th Floor) 
Schroeder, John, Footwear. ....Congress 320 
Portsmouth, Ohio 
Schwartz & Benjamin, Inc........Palmer 907 


New York, N. Y. 
Scioto Mfg. Co......... 

Portsmouth, Ohio 
Selby Shoe Co........... ‘ieee Palmer 841 


Service Shoe Findings Co... . Palmer Booth 41 


.....Congress 320 


Chicago, Ill. (4th Floor) 

Servus Rubber Co. (The)......... Blackstone 
Rock Isiand, Ill. 

Shari Originals......... Congress Parlor "F" 
New York, N. Y. 

Shenanigans Shoes, Inc.......... Palmer 955 
Long Island City, N. Y. 

Sherman Footwear Co. Palmer 605 
Lynn, Mass. 

Shields Slipper Corp....... Morrison 641-643 
Bombay, N. Y. 


Shoe & Leather Reporter. ...Palmer Booth 75 
Boston, Mass. (4th Floor) 
Shoe Form Co., Inc. (The). .Palmer Booth 43 


Auburn, N. Y. (4th Floor) 
BN NS cc ccc scuccc ccs Morrison 1144 
St. Louis, Mo. 
Silver Slipper Mfg. Corp....... Morrison 841 
New York, N. Y. 
Simon Bros. Co............ Palmer Booth 16 
New York, N. Y. (4th Floor) 
Simon Import Corp... .. .Palmer Booth 16 
New York, N. Y. (4th Floor) 


Sinbac Shoe Co......... 
Chicago, Ill. 


....Morrison 738 


Skippy Footwear Corp........... Palmer 86! 
New York, N. Y. 

Skow Moccasins, Inc.......... Palmer 965-W 
Skowhegan, Maine 

Be Mien Bk Wa a once caveess Palmer 807 
South Braintree, Mass. 

3 ee Palmer 726 


Whitman, Mass. 
Smith, G. Edwin, Shoe Co. 
Palmer 790-791-792 


Columbus, Ohio 

Smith, J. P., Shoe Co........ Palmer 793-796 
Chicago, Ill. 

Solar Shoe Co........... Stevens 662A-663A 
Spencer, Mass. 

Somerset Shoe Co............. Morirson 842 


Skowhegan, Maine 
Somersworth Shoe Co., Inc. 
Stevens 864A-866A 
Somersworth, N. H. 


Sons Shoe Co......:.... Morrison 1468-1469 
Bonne Terre, Mo. 

Spalding, A. G., & Bros....... Stevens 6i1-A 
Ma h, Mass. 


Spalsbury-Steis-Deevers Shoe Co. 
Stevens 628-629-632-637-639-640 
Fredericktown, Mo. 
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Rooms 


Sport Specialty Shoemokers, Inc. 
Stevens 658-659 


Chaffee, Mo. 

South Berwick Shoe Co. Morrison 1065 
South Berwick, Maine 

Stacy-Adams Co. .... Palmer 865 
Brockton, Mass. 

Starlet Footwear Co. ..Morrison 901-902 
New York, N. Y. 

Stein-Sulkis Shoe Co. Morrison 764-766 
Haverhill, Mass. 

Step Master Shoes, Inc.. Stevens 739A-740A 
Greenup, Ill. 


Stepping Stone Shoes, Inc. ..Palmer 902 


Williamsport, Pa. 


Stetson Shoe Co., Inc. (The). . Palmer 731-732_ 


South Weymouth, Mass. 
Stewart-Romero Boot Co. 
Los Angeles, Calif. 
Stiebel 
St. Louis, Mo. 
Stillman, H. C., Shoe Co..Morrison 1401-1402 
Lawrence, Mass. 


Congress 306 
Stevens 656 


OF iy EE are Morrison 836 
Cincinnati, Ohio 
Stone Tarlow Co., Inc........... Palmer 636 


Brockton, Mass. 

Storybook Shoe Co. (Div. General 

SS. EOD Te Morrison 653 

Nashville, Tenn. | 

Studio Shoes of California. ...Morrison 1519 
Los Angeles, Calif. 

Style Arch Shoes............... Palmer 721 
Ripley, Ohio 


Styl-eez Shoes ............. Palmer 838-839 
Portsmouth, Ohio 
Summer Shoe Co............. Congress 334 


Haverhill, Mass. 
Sundial Shoe Co. 
Manchester, N. H. 
Superior Shoe Co. 
Boston, Mass. 
Superior Shoe Co., Inc. 
Chicago, Ill. 


Morrison 714 
Morrison 966 


Morrison 949-950 


Swan Shoe Co., Inc. Palmer 903-W 
Baltimore, Md. 

Taicher Co. ; Morrison 424 
New York, N. Y. 

Taylor, E. E., Corp. ..Palmer 705 
Boston, Mass. 

Thomasetti Shoes, Inc. .Morrison 801-802 
Sedalia, Mo. 


Thompson Bros. Shoe Co... Morrison 543 


Brockton, Mass. 





REGISTER EARLY 


The Shoe Fair management is desirous 
of making an analysis of retail atten- 
dance at the coming Fair by states. This 
will call for the cooperation of all re- 
tailers and buyers, who are asked to 
register as early as possible at one of 
the registration desks. These will be 
found at each of the official Shoe Fair 
hotels, as follows: Palmer House, fourth 
floor; Stevens, lobby floor near main 
staircase; Morrison, mezzanine floor; 
Congress, exhibit floor; Chicagoan, lobby 
floor. 

Help your state score a leading place 
in Shoe Fair attendance. REGISTER 
EARLY! There is no registration fee. 












Rooms 
Morrison 810 


Tiffany Footwear ... 
Norway, Me. 
Tober-Saifer Shoe Co., Inc...Stevens 517A- 
519A-520A-521 A-524A-526A-528A-530A 
St. Louis, Mo. 
Town & Country Shoe, Inc.. Stevens 560-56! 
St. Louis, Mo. 
Trimfoot Co. ....... ....Stevens 719-720 
Farmington, Mo. 
Triple Novelty Footwear Co., Inc. 
Polmer Suite 
Maspeth, L. I., N. Y. 
Tropical Craft Corp. 
New York, N. Y. 


Morrison 922-923 


Truitt Bros., Inc.. Morrison 720 
Binghamton, N. Y. 

Tru-Stitch Moccasin Co. Morrison 736 
Malone, N. Y. 

Tru-Poise Shoes Palmer 834-840 
Portsmouth, Ohio 

Tupper Shoes, Inc..... Palmer 817-818 


New York, N. Y. 
Tweedie Footwear Corporction 
Stevens 532A-533A-534A-535A-536A-537A 
Jefferson City, Mo. 


United Last_Co.........Palmer Booths 66-67 


Boston, Mass. (4th Floor) 
United Men's Division, Brown Shoe Co. 
Palmer 920W 


St. Louis, Mo. 
United Shoe Machinery Corp. 
Palmer Booths |-2-3-4-5 
Boston, Mass. 


(4th Floor) 
United States Shoe Corp., The 
Palmer 821-822 
Cincinnati, Ohio 
Unique Shoes, Inc... 
Brooklyn, N. Y. 
Unity Shoemakers Corp. 
Haverhill, Mass. 
Universal Shoe Mfg. Co., Division of 
Craddock-Terry Shoe Corp. . Palmer 800!/, 


Morrison 1424 


Palmer 819-820 


Lynchburg, Va. 

I vs tees ees aed Stevens 730A 
Brockton, Mass. 

Vaisey-Bristol Shoe Co., Inc...... Palmer 635 
Rochester, N. Y. 

Valley Shoe Corp...Morrison-Bungalow Suite 
St. Louis, Mo. 

Vamos, Alfred. Inc. ...-Palmer Booth 79 
New York, N. Y. (4th Floor) 


Venus Sandal Mfa. Co., Inc... . Morrison 1072 - 
New York, N. Y. 

Victory Footwear Sales Co....Morrison 1139 
Baltimore, Md. 


Victory Shoe Co. ... Stevens 711-758 
St. Louis, Mo. 

Virer Brothers. Inc. ....Morrison 1033 
Bangor, Maine 

Virginia Shoe Co., Inc........... Palmer 802 


Fredericksburg, Va. 
Vitality Shoe Co. 
Stevens 603A-604A-605A-607A-609A 
St. Louis, Mo. 
Voque Shoes, Inc... .. 
Los Angeles, Calif. 
Voaues By Jamesie. Palmer 978W-979W-980W 
Binghamton, N. Y. 
Vulcan Corp. ..Palmer Booths 21-22-23 


..Palmer 949W 


Major Shoe Areas (4th Floor) 
Walkin Shoe Co. Palmer 803 
Schuylkill Haven, Pa. 
WalkonAire Corp.... Palmer Booth 24 
Knox. Ind. {4th Floor) 
Walk-Over Shoes Palmer 782-783-784- 
Brockton, Mo«s. Morriean 614 
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So many smash hits! Uncanny . . . maybe . . . but . . . sensing a trend, interpreting it with 
originality, with youth and exuberance, is an art . . . almost a sixth sense. It has endeored 
mademoiselles to American women everywhere. What young woman . . . what smart buyer . . . 
what progressive store does not love to be first with the right fashion . . . especially in this 


popular price bracket! 
See next season's smash hits NOW aft the 
Palmer House, Chicago * Room Nos. 891-2-3-4 


earlisle shoe €@.. MARBRIDGE BUILDING, 47 WEST 34th STREET, NEW YORK 
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Wall-Streeter Shoe Co. Palmer 710 
North Adams, Mass. 
Walton, A. G., & Co., Inc. 
Chelsea, Mass. 
Ware Shoe Co...... 
Ware, Mass. 
Wayne's Slipper, Inc. 
New York, N. Y. 
Waverly Shoes, Inc... 
New York, N. Y. 
Wear Best Footwear, Inc... 
Brooklyn, N. Y. 
Weber Shoe Co. 
St. Louis, Mo. 
Wechsler Shoe Mfg. Co., Inc... Morrison 1564 
Columbia, Pa. 
Weigert-Dagen Shoe Co.. Morrison 912-947 
St. Louis, Mo. 
Weil, M. K., Shoe Co... 
St. Louis, Mo. 
Weinbrenner, A. H., Co. 
Milwaukee, Wis. 
Weisberger's, Inc. ......... 
Boston, Mass. 
Wellco Shoe Corp. .......... 
Waynesville, No. Car. 
Well-Worth Slipper Co., Inc... 
Honesdale, Pa. 


...Palmer 875 
..Morrison 1036-1037 
Morrison 1167 
.....Morrison 1538 
.Morrison 1524 


Stevens 658A-659A 


Stevens 750A 
.Palmer 780-781 
Congress 314 
..Palmer 903 


Palmer 975 


[CONTINUED FROM PAGE 286] 


Werman, A., & Sons, Inc.. Morrison 1039-1040 
Brooklyn, N. Y. 
Wesseling, Jordan Shoe Co., Inc. 
Stevens 760-76! 
Eldon, Mo. 
Westport Division (Brown Shoe Co.) 
Stevens 655A-656A 
St. Louis, Mo. 

Weyenberg Shoe Mfg. Co... 
Milwaukee, Wis. 
Wheaton Shoe Co... 
Cambridge, Mass. 
White, Ed., Junior, Shoe Co.. Stevens 733-736 

Paragould, Ark. 
Wiley-Bickford-Sweet Corp..Morrison 952-953 
Worcester, Mass. 

Wilner Wood Products Co.. .Palmer Booth 73 
Norway, Maine (4th Floor) 
Wing Step Shoe Corp... ..Morrison 743 
Webster, Mass. 
Winston Shoe Co... 

Salem, Mass. 
Winthrop Shoe Co. 
St. Louis, Mo. 
Wise Shoe Co. 
Exeter, N. H. 


Morrison 536 


......-.Morrison 1465 


..Morrison 1032 
..Palmer 828-829-830 


..Morrison 866 


Rooms 
.Palmer Dining Room 17, 
Club Floor 
Morrison 934 © 


Wohl Shoe Co. 
St. Louis, Mo. 
Wolf, A. N., Shoe Co...... 
Denver, Pa. 
Wolff Tober Shoe Mfg. Co. 
Stevens 512A-513A-515A-556A-557A 
St. Louis, Mo. 
Women's Wear Co. 
New York, N. Y. 
Wood and Smith Shoe Co. 
Morrison 1103-1104-1152 
Auburn, Maine 
Woodard and Wright Last Co. 
Palmer Booth 89 
(4th Floor} — 
Morrison 835 


Paimer Booth 6 
(4th Floor} 


East Bridgewater, Mass. 
Woodward, R. S....... 
Cincinnati, Ohio 
Woodsco Clogs 
Cincinnati, Ohio 
Worcester Shoe Co... 
Worcester, Mass. 
Wright Arch Preserver Shoes. Palmer 760-76! 
Rockland, Mass. 
Yankee Shoemakers, Inc. (Div. Sam 
Smith Shoe Co.})... Stevens 724A-725A- 
Newmarket, N. H. 726A-727A 
Zuckerman & Fox, Inc. Palmer 954 
New York, N. Y. 


. Palmer 42 
Chicagoan 593 





Aims to Please Child Customers 





“It’s Their Department and They Know It,” Says Manager Sikes, of 
New Shoe Department in Big Birmingham Store. 


BIRMINGHAM, ALA.—The new chil- 
dren’s shoe department at the Parisian 
Store, here, which is owned and oper- 
ated by H. S. Miller, and managed by 
Fred Sikes, is designed to please the 
child, and, says Mr. Sikes, is being 
managed to best serve and please the 
child. 

Soft pastel shades pleasing to chil- 
dren everywhere, with wall paper 
carrying an imaginative fairy-tale de- 
sign and possibly a dozen red goose 
figures for a bright contrast, help to 
make up a decorative scheme that is 
mellow and pleasant. Colors combined 
in the department are rose colored 
leatherette upholstered aluminum 
chairs; waHpaper of gray, brown and 
rose, and rose plush draperies. Light- 
ing is indirect, and shadows are kept 
out by a ledge light at moulding height 
which sheds a light above and below 
the ledge. The department was en- 
tirely designed by a nationally known 
department store designer. 

Four requirements constitute the 
program of the manager of this de- 
partment. In this era when we are 
just emerging from several years of 
slack manners and negative selling in 
many quarters, this manager points out 
friendliness as his number one require- 


ment, even above fitting, stock and 
other important aspects of any depart- 
ment. “Eight hours a day every day 
in the week is not too much time for 
kindness,” said Mr. Sikes. “I insist 
that we have good humor in the de- 
partment, and that nothing the cus- 
tomer can do is enough to grow angry 
about. It is simply a must with me 
that no one working here get into an 
argument with any customer, and that, 
above and beyond this, all exert an ef- 
fort to be friendly.” 

Any parent would be impressed by 
the care given fitting in the Parisian de- 
partment, where time or trouble do not 
seem to count if needed to give an ac- 
curate fitting. Both feet of the child 
are measured in a standing position. 
Most children, explained Mr. Sikes, 
have one longer foot. When that fact 
is ascertained, the longer foot is fitted 
first. This it was said, cuts com- 
plaints 75 per cent alone. As each 
child grows, however, said Mr. Sikes, 
the long foot often changes, with the 
short foot catching up and passing the 
long one, so these measurements are 
taken each time a child visits the de- 
partment. 

Following the sale, if it has been 
noted that the old shoe is a harmful fit, 


the feet are shown through the X-ray 
in the old shoe, and the parent is shown 
why the shoe should be cast aside. All 
new fits are made with careful X-ray- 
ing of both feet. Fitting is this man- 
ager’s second must requirement. 

“I do not consider profit in the first 
sale,” states Mr. Sikes. “The real profit 
is in getting the repeats in call cus- 
tomers. We take any amount of time 
necessary on this sale, and then, after 7 
it is made, sit there and talk shoes 
to the new customer from many 
angles.” 

The third success requirement is 
carrying good quality shoes. The 
Parisian line is a good middle-of-the- 
road quality, not the highest priced or 
the cheapest, and it is believed here 
that this is where the volume is. A 
large stock is kept in concealed steel 
shelving running behind the right hand 
wall, and easily accessible through the 
three draperied doors. 

A striking feature of boys depart- 
ment is a rather exceptional follow-up. 
All customers are handed cards and 
asked to return by the salesperson. 
After each sale, every child is offered 
a free recording in the studio which 
may be seen behind the glass window 
at the end of the department. Before 
the recording, the child signs the regis- 
try with name, address, phone num- 
ber and birthday. On each birthday a 
child is sent a card with a bright new 
five-cent piece attached inside, birthday 
wishes, etc. The list is kept for promo- 
tions, along with a charge list. This 
follow-up is the fourth requirement of 
this manager for success. 
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FOR ALERT SHOE MEN-— 


anxious to do a better job for 7 out of 10 
who need Better correct shoes 


The Health Spot organization is a group of independent shoe retailers spe- 
cializing in footwear that is anatomically designed, carefully styled, and sold 
on sound principles. For other such men who believe in themselves, and in 


their ability to fit shoes correctly, we have selected areas in 


NEW ENGLAND + EASTERN PENNSYLVANIA + NEW JERSEY 


populated by those who are stili seeking real foot comfort. This may be your 
opportunity to ally yourself with other shoe men who render a constructive 
service to the communities they cover, as well as themselves. You, as a 
Health Spot merchant, are supported by a strong, convincing sales and fitting 
plan. You, as a Health Spot merchant, are supported by the facilities of three 


coordinated manufacturing plants. 


Exclusive Franchise in cities of 16,000 and upward 


WRITE FOR COMPLETE INFORMATION ABOUT THE HEALTH SPOT FRANCHISE 


1240 LAWRENCE AVENUE @ CHICAGO 40, ILLINOIS 











How to Handle Customers During Rush Periods 


Doers an unforeseen rush period throw your business 
into a flurry of misdirected and ineffective activity? Or 
are you able to take it in your stride when the heat is 
unexpectedly put on? 

Most shoe stores become less efficient when faced with 
an unexpected rush period. However, the drop in efh- 
ciency need not be great—if proper steps are taken to 
handle such times. 

One cannot always plan for a specific rush-period, but 
any shoe retailer can plan for rushes in a general way. 
Employees should be instructed in the handling of cus- 
tomers during rush periods . . . instructed not to engage 
in lengthy conversations with customers, to take each cus- 
tomer in turn, to speak to waiting customers, letting them 
know that they are noticed and will be waited on in turn. 

Moreover, employees should be instructed in rush effi- 
ciency methods. They should be made to realize the im- 
portance of avoiding needless trips back and forth across 
the floor—to avoid making three trips to the cash register 
when one will suffice. 


Rush-time Courtesy 


Rush-time courtesy deserves attention. Employees 
should be taught to keep cool at such times. Just be- 
cause an employee is exceptionally busy is no reason why 
he should be rude or curt to a customer. The same rules 
that govern public relations during normal business 
volume should also govern the rush time. 

Cool management is essential in effective handling of 
the business rush. When a sudden over-abundance of 
business occurs, the manager must watch his step so that 
he does not become excited, fly off the handle, etc. 

Employees tend to take their cues from the manage- 
ment. Thus, if a manager loses control of himself, em- 
ployees will very often get excited too—with resultant loss 
of efficiency all around. The top-notch manager, when a 
rush is on, will get into the thick of things and keep mat- 
ters running smoothly with his cool-headed directing and 
leadership. This aspect of his personality will be immedi- 
ately reflected on employees, who, in turn, will work with 
renewed efficiency and speed. 

One excellent way of handling rush hours is to train 
employees to handle a wide variety of jobs. Then, when 
ene department or section is overtaxed, workers from 
other departments can be quickly thrown in to give relief. 

Make it a point during slack times to give employees 
mstruction ‘in jobs other than their regular one. Make 
this instruction so thorough and specific that workers will 
be able to step quickly and efficiently into other pvsitions 
as needed. A half-trained employee under pressure can 
be worse than useless. Make your training thorough. 

Transfer employees occasionally from job to job within 
the store, thus giving individual workers a chance to learn 
many different phases of the business. 

The principle of the “flying squadron” is applicable to 
large and small stores alike. A flying squadron is a group 
of employees (from two up) specially trained to jump in 
and give aid to any section of a business which is over- 
taxed. It is generally made up of intelligent and very 
adaptable people who have had considerable business 
experience. 

An excellent plan is to build up a list of part-time em- 
ployees who can be called on in case of emergency. Keep 
a card file on these people containing name, address. 
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telephore number, and specific types of work which each 
individual is qualified to handle on a moment's notice. 
Information should be kept strictly up-to-date, so that in 
the event of quick need, no time will be wasted in calling 
old telephone numbers, etc. 

For best results, the part-time employees should live 
near your place of business so they can get there in a 
hurry. They should be of high caliber and have steady 
nerves which will not be upset by pressure-work. 

Let unimportant detail work go during periods of rush. 
Think out in advance what store details can conveniently 
and efficiently be “held over” in the event an unexpected 
rush period arrives. Give employees instruction in what 
they may leave and what they must continue to do during 
rush-emergencies. 

In the event of a rush, don’t be afraid to pitch in and 
work yourself in order to ease the load a bit. On the 
other hand, don’t be so wrapped up in your work that you 
let important supervision lag. Employees working under 
pressure are likely to make mistakes which a good super- 
visor will catch. Moreover, if you have new employees 
on the job just for the rush period, they undoubtedly will 
need closer supervision than will your old and seasoned 
workers. 





When Style Is of No Consequence 





Eve Trigarico of Forestville, Conn., is scarcely interested 
in the fashion features of these Navy issue shoes as she 
tries them on for size at the dispensary at Floyd Bennett 
Field in Brooklyn, N. Y. She was among the passengers of 
@ Pan-American World Airways plane which, inbound from 
Bermuda, crash landed at the field recently. Passengers 
were instructed to remove their shoes before landing, and 
others were supplied by the Navy at the field. 
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XHIBITING NATIONAL SHOE FAIR 





MOST STYLES $12.95 To $14.95 


ROOMS 947-948 
PALMER HOUSE, CHICAGO 


(ia: INC, 1730 No. 5th Street, Philadelphia, Pa. 
New York Showroom - Empire State Bldg. 
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Regional Displays Build Business for Store 


SHOE men who find themselves searching for new and 
original display and advertising ideas, might profitably 
learn a lesson from Goldwater’s, Phoenix, Arizona, special- 
ty shop. 

Through an ingenious emphasis on local themes in 
merchandising, Goldwater’s has gained for itself an en- 
viable reputation among Arizona shoppers. Although mer- 
chants in other parts of the country cannot adopt the 
Phoenix store’s native material—such as Southwest In- 
dians, cowboys, Spanish influences, etc.—each part of the 
United States offers its promotional themes. 





This pioneer family, complete with covered wagon, was one 

of the six regional display units which Goldwater's in 

Phoenix, Ariz., installed last Christmas and held over for 
several months. 


New Englanders, for example, can rely on Yankee 
traditions, clipper ships, Pilgrim ancestors. In the South- 
east, the delightful native backgrounds of relaxed living, 
old “Kunnels,” Magnolia blossoms and cotton plantations, 
afford valuable display suggestions. Midwesterners might 
turn to their farfamed soil—the tall corn, prize-winning 
sows, sunflowers and the mighty Mississippi. Along the 
Pacific Coast, are the mighty blue Pacific itself, zestful out- 
door living, the giant redwood trees, the majesty of Holly- 
wood and Southern California. In addition, every sec- 
tion has its own indigenous Indians and its own pioneers. 

In emulating Goldwater’s promotional tactics, other mer- 
chants might aim to match three noteworthy accomplish- 
ments of that store’s emphasis on Southwestern themes: 
A large, steady clientele for its footwear departments; an 
outstanding public relations job for the store as a whole; 
so successful a group of in-store displays that Christmas 
was “held-over” until the Spring. 

This last achievement requires an explanation. It should 
be recognized that the traditional snowflake and Yule log 
decor is as much out of place in Arizona’s mellow sun- 
shine at Christmas as at any other time of the year. With 
this in mind last year, Messrs. Barry and Bob Goldwater, 
present heads of the concern, huddled with advertising di- 
rector Bob King and came up with the motion of utilizing 
the colorful native pageantry of the Southwest in illus- 
trating the Christmas story. 

In due time, this resolve was translated into a series of 
window and store displays; newspaper and billboard ad- 
vertisements; the whole agglomeration of which proved 
to be so successful that the entire scheme of decorations 
was held over until the Spring for the benefit of the numer- 
ous Winter visitors to Phoenix and the surrounding dude- 
ranch country. Keystones of this regional presentation 
were a series of six, life-size, paper-maché displays planted 
above the main floor selling counters. 

In addition to serving as in-store displays, these six scenes, 
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or variations of them, were also used in window displays 
at the main store in downtown Phoenix, as well as at the 
two branches—in Prescott, Ariz., and at the Arizona-Bilt- 
more Hotel. 

Similar regional designs highlighted Goldwater's adver- 
tising during the holiday period; with Indian designs play- 
ing a most prominent role. One-half page insertion in the 
local newspapers was given up almost entirely to a repro- 
duction of a Navajo sand-painting. Additionally ten out- 
door billboards were utilized for hand-painted posters de- 
picted the six store display scenes for a wider audience. 

This emphasis on Southwestern motifs extended to every 
detail of the holiday merchandising. Even the gift certif- 
icates—which had famous cattle-brands as a background 
—and gift wrappings were affected. 

Another example of the use of regional materials in dis- 
play, was a highly popular second floor exhibit of Indian 
dolls. Here, shoppers and visitors could see the largest 
and most comprehensive collection of Indian “Katchina” 
dolls in existence. The Katchina dolls are bright colored 
models of the masked Katchina dancers, members of a 
ritual-dance ceremony in many of the Arizona Indian vil- 
lages. More than 300 of these gay figurines—part of the 
collection owned by the store—were displayed on a spe- 
cially constructed backdrop consisting of trellis-work 
panels. 

Exhibits of one kind or another are a favorite device 
for double-action display-public relations activity at this 
store. One of the oldest organizations in the state—now in 
its 86th year of business—Goldwater’s takes every oppor- 
tunity of emphasizing its Southwestern heritage by such* 
means. For instance, the store maintains a permanent 
historical display in the landings and along the walls 
of the stairs between the main floor and mezzanine. This 
display is in the form of a museum of Arizoniana—old 
prints, maps, newspapers and other relics dating back to 
stage-coach days. 

Another key approach in the store’s concentration on 
the Southwest is its enthusiastic promotion of articles with 
Indian, cowboy or desert motifs. In some cases, in fact. 
such articles are especially designed for the store. Hand- 
tooled leather boots and matching leather accessories are 
a popular Goldwater specialty. 

As a further step in this program of Southwestern pro- 
motion, the store maintains a trading post on the huge 
Navajo Indian reservation in Northern Arizona to assure 
itself a supply of genuine Indian leather, woven and 


beaded articles. 





Campaign Brought in New 
Charge Accounts 


Ir you're looking for new charge accounts, dig out the 
reasons why the customers who have accounts opened 
them. Discover the benefits existing customers have had 
from using accounts in your store. Then merchandise 
these reasons to the cash customer. That was the system 
used in a highly successful drive for new accounts put on 
by Sanger Brothers, Dallas, Texas. 

The most profitable part of the shoe volume dollar is 
the “charge it” sale from a regular customer. Stores 
everywhere have used mary gimmicks and schemes to in- 
duce more customers to open charge accounts. The ap- 
proach worked out by Sanger Bros. to induce the shoe 

[TURN TO PAGE 375, PLEASE] 
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BREZNERS HIGH COLORS 


and his strong selling popular staple shades... 
are out of this world for Spring 1948 styling ideas / 
Send for swatches ... Elk Kips or Sides... smooth or 
embossed. Brezner has the colors 
and the finishes for 1948 
style leadership ! 


N. BREZNER 
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KEEN-TEENS 


© IN GOODYEAR WELTS 
e IN HAND SEWED LITTLEWAY LOCKSTITCH LOAFERS 


SHOES THAT GIVE EXCELLENT SERVICE 
MADE OVER GOOD FITTING LASTS 
A TRIAL ORDER WILL BRING YOU SATISFIED CUSTOMERS 


TERMS: NET 30 DAYS 


OTHER STYLES 
TO CHOOSE FROM— 


WRITE FOR SAMPLES 





B2755. Brown Kip Blucher 
Oxford. Blind Eyelets 
Leather Sole, Leather Insole and Quarter 


Lining 
Goodyear Welt 
AA, B, C Sizes 4 to 9 $4.00 





B2761. Tan Antique 
Domac Leuther Uppers 
Hand Sewed Mcccasin Vamp 
Good Leather Sole 
Buckle Loafer 
B2762. Same in Black 
B2763. Same in Red 
AA & B Sizes 4 to 9 $4.00 


KEEN-TEENS 1s svotucr 











= Toe Blucher Oxford 
Honest Line by MARK Leather Sole. Leather Insole and Quarter 
WATCH THIS PAGE FOR — Sens 
SHOES YOU CAN SELL WITH A PROFIT B2751. Same in Moccasin Vamp 


AA & B Sizes 4 to 3 $4.00 


4 \ ) ) / ( 
Js VV WML onhs WE re prifictavy * 41 8. WELLS ST., CHICAGO 6, ILLINOIS 


A HOUSE EVERY LIVE RETAILER SHOULD KNOW . ¢€ sfer€ltohicd/ / 871 
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LITTLE RESISTANCE 
IN BUFFALO STORES 


BUFFALO stores report little pric: 
resistance even to the present high 
prices of better shoes. Buying is 
steady, and while there are fewer 
multiple sales, there are repeat sales. 

As a buyer in one of the city’s bet- 
ter department stores expressed it, 
“When women pay $32.50 to $35.00 
for a pair of shoes they are not apt 
to buy more than one pair at a time. 
However, when the need for shoes 
for any occasion arises, they return 
for another pair.” 

In the lower price field there is 
probably more grumbling over prices, 
but here, too, women buy about as 
many pairs as ever, while men’s and 
children’s shoes are also in active 
demand despite higher prices. 

All merchants report that suedes 
are far ahead of all other leathers in 
popularity in many styles, with calf- 
skin the second choice. Black is the 
leading color in women’s shoes for 
Fall and Winter; browns are still 
much in demand among men’s shoes. 

The exceptionally hot weather for 
this area in August caused a slight 
falling off in business, but stores say 
that with the return of cooler weather 
sales picked up at once. 

Most stores are not putting on pro- 
motions yet of rubber footwear, but 
several report a very good business 
in velvet overshoes. While there may 
be a slight shortage in rubber goods, 
no trouble is expected from this. It 
ist hoped that it will be possible to 
fill all retail orders. 

Unless something beyond the con- 
trol of buyers and merchants generally 
happens a good business is anticipated 
for the Fall and Winter seasons in 
the Buffalo area for all types of 
footwear. 

= = = 


WASHINGTON SALES 
OFF 15 PER CENT 


THE Fall season in Washington, 
D. C., which started off with a strong 
surge right in the middle of a very 
hot and muggy month -of August, has 
been given added impetus by the ad- 
vent of cooler weather. Women, es- 
pecially, are crowding retail stores 
for shoe styles to match the cooler 
weather clothes they have had to don. 

Despite this, retailers report that 
business is off an average of 15 per 
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cent of what it was during a com- 
parable period last year. 

Leroy P. Appleman, manager of 
Nisley’s downtown store, offers two 
reasons for this drop in business: 
growing food prices and big cuts in 
Federal employment. 

“The difference in food prices be- 
tween this year and last year is suf- 
ficiently big to make many women put 
off buying the shoes they need,” Mr. 
Appleman said. “When they do come 
into the store it is not easy to sell 
them. They are looking for bargains 
or for the best value for their money. 
They are shopping more cautiously, 
and the only thing that does spur them 
on to buying two pairs of shoes in- 
stead of one pair is the fear that 
prices will be higher next year. 

“Then there is the employment 
factor. Washington is a Government 
city. Some 60 per cent of the work- 
ing population of this city is employed 
by the Federal Government. There 
have been big cuts in the budgets of 
almost every agency here. Thousands 
of girls and women who worked in 
Washington during and after the war 
have lost their jobs. Most of them 
have gone back to the cities and towns 
they came from. That’s why things 
have slowed up for us, although I 
might add that the fear of more Fed- 
eral cuts is making many women and 
girls cautious about spending their 
money, and that too is a contributing 
factor.” 
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LeHtOH of te Mele Trade 


All stores, however, are selling 
shoes, but they are keeping a cautious 
eye on their inventories. 

Calfskin and kidskin in women’s 
shoes have been leading the sales lists, 
with black calf in all heel heights 
in great demand. A sample survey of 
retailers in the downtown shopping 
area indicates, however, that the best 
selling type has been the sling plat- 
form in black suede, with wine and 
green in close competition. 

The Hahn chain of six Washington 
stores reported that brown suede, 
which in previous years has not beea 
a sales leader, has turned out to be 
a dark horse. Demand for shoes in 
this color is strong in types ranging 
from flats to 14/8 heels. 

Most stores report that women’s 
shoes of reversed leather are not sell- 
ing very well, while all state that 
tailored shoes with wall toes, in black 
and brown calf, have been good sell 
ers. : 

Sales of women’s casual shoes are 
steady, with the greatest call for those 
with outside heels. Wedges in these 
types are moving slowly, although 
wedge sandals in both suede and calf, 
black, brown, red and dark green, 
are good sellers. 

On the other hand, while teen-agers 
are calling for all kinds of casual 
shoes the greatest demand from this 
group is for the wedge. Buckle moc- 
casins are also in big demand. 

Most stores selling women’s shoes 
have been featuring window displays 
of handbags and nylon hose to match 
Fall shoe colors. Dark nylons are 
selling best, although wine and green 
are following the pattern of shoe sales 
in these colors. Retailers selling cobra 
shoes with handbags to match are 
very much pleased with the sales o! 
these items. 

In men’s shoes, novelty types in 
heavier patterns have been in biggest 
demand. Shoes with double or triple 
soles have been selling best. 


* o o 


SCHOOL, EVENING MODELS 
SELL ON WEST COAST 


THe opening of schools, colleges 
and universities in this area has given 
a boost to shoe sales during the past 
weeks. Most of the stores carrying 
footwear for students have reported a 
good sales response to their offerings 
in a fairly wide range of shoes for 
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both teen-agers and college students. 
There has been a strong demand for 
white and brown saddles for girls and 
loafer models for boys. 

Another factor that has been help- 
ful in keeping sales up to a satisfac- 
tory level has been the opening of 
the opera season with its tradition of 
evening clothes. Evening slippers to 
match growns as well as novelty num- 
bers with brocaded and jeweled trim- 
mings have been in demand, along 
with quality footwear in the higher 
price brackets, including gold and 
silver. 

Men’s shoes seem to be receiving 
more attention, with a number of the 
leading shoe stores dividing their 





window space evenly between men’s 
and women’s shoes. 

A display .that has been attracting 
women shoppers in the Union Square 
district is one of hand made black 
suedes in the Frank More window. 
These blacks have platform soles and 
high heels with red piping. These 
were shown in groups with black 
suede gloves and bags to match which 
were also trimmed in soft red. 

Employment is continuing at a high 
level and the outlook for Fall and 
Winter business is good. 

* + + 


ST. LOUIS CUSTOMERS 
WANT STYLE 


In appraising the current status of 
the retail shoe business in St. Louis, 
one of the city’s most prominent re- 
tail shoe executives said he looked 
upon the future as a “pessimistic op- 
timist.” By that expression, he ex- 
plained, he meant that he expected 
the worst and hoped for the best. 
Such a philosophy is not without its 
adherents in most of the downtown 
stores and major shoe departments. 
September revealed a sales volume 
variously estimated as ranging from 
four to five per cent beiow September, 
1946, up to about a par with the first 
Autumn month of a year ago, with 
units off, as anticipated, to a much 
higher degree. 

The demand for Fall shoes, how- 
ever, made a terrific comeback after 
its exceptionally slow start in August. 
The creditable showing in September 
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Biack satin, favorite for more formal 
eccesions, was dramatically offered 
thus by |. Miller in New York. 





indicated that most of the buyer 
hesitancy in August could be traced 
to hot weather, although not all of it. 
Some of it, shoe men _ believe, 
stemmed from the continually surg- 
ing commodity price index which is 
sidetracking footwear dollars for 
more vital necessities such as food. 
And at least a part of the buyer hesi 
tancy, buyers point out, is due to a 
growing trend of style consciousness 
on the part of St. Louis women. 
Middle-of-the-road shoes are not 
moving. The feminine dollar is be- 
coming more and more demanding in 
its quest for something new. Style is 
more important than price, shoe buy- 
ers declare, and an unwanted crea- 
tion won't move at any price. 

An examp'e of this trend, which 
made itself known even during the 
Summer months, was the sales vol 
ume decline of the recent Summer 
over the Summer of 1946 in specta- 
tors. Due to this growing trend buy- 
ers are becoming more cautious, as 
are their customers. They plan to go 
easy on the purchase of staple shoes 
for Spring stocks. Instead, they will 
seek variety and unique design, in an 
effort to make their inventories well! 
balanced as well as different. 


* * * 


GOOD SALES VOLUME 
REPORTED IN TWIN CITIES 


St. Paul 
SHOE merchants in St. Paul report 


good volume and much interest in 
Fall models. Noticeable in advertis- 
ing has been the tie-in of shoes with 
the new fashion in dresses. Both 
window and newspaper advertising 
have played up shoes as important in 
the new style picture. Hats and shoes. 
in a “top to toe” theme, were fea- 
tured in a full-page advertisement by 


Schuneman’s, Inc. The Emporium 
department store ran a full page ad- 
vertisement stressing hats and shoes, 
featuring famous names in both. 

Although there is an increasing de- 
mand for the “covered look,” open 
toes and heels are by far the largest 
in sales. Merchants expect this con- 
dition to continue for a considerable 
period. All stocks show a larger pro- 
portion of open shoes. 

Field-Schlick presented a group of 
closed shoes in black calf on moder- 
ate heels. The walled toe oxford and 
bow or button-strap pump were fea- 
tured. 

Merchants are again stressing the 
shoe wardrobe, offering color as a 
pleasing change from black which 
holds first place in sales. Wine and 
dark green are selling moderately. 
Brown holds second place in color. 
Suede sells two to one in most stores. 
This material is favored in both san- 
dals and pumps. The suede ankle 
strap is a favorite in several stores. 
Moderate platforms are preferred to 
high. 

There is general agreement among 
managers that the advanced prices 
require the best salesmanship to com- 
bat definite customer resistance. While 
women are strongly style conscious 





this season, they are receptive to 
points of good workmanship, quality 
leathers and enduring qualities which 
offset higher prices, when these are 
made a part of the sales program. 


= = = 
Minneapolis 
S$ ALES for college wear, while slow 
in starting in Minneapolis stores, 
swung into good volume the latter 
part of the month, with both campus 
and dress shoes in demand. 

Flats have had excellent sale. The 
moccasin with buckle and strap has 
been a favorite for customers feel that 
this style has smartness as well as 
comfort. Strap sandals and pumps 
have also sold well. Suedes hold first 
place in dress shoes. Colors have 
been slow in most stores. Brown is 
strong, but black holds first place for 
the college crowd as well as for 
older groups. 
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the shoe: “Follow Me” 
Cocoa Ruffglove leather ~ New Yorker. Sept. 27 


Harpers Bazaor, October + Life, October 6 issue 
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ALBERT TROSTEL & SONS COMPANY FINE CALF AND SIDE LEATHERS * MILWAUKEE. WISCONSIN 
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There has been a scattered interest 
in reptiles, for wear with fur coats 
later. Brown is a favorite color in 
this leather. 

Some stores report good interest in 
strongly feminine styles. Napier 
featured black, brown, wine or cocoa 
shades, piped in gold, and gray suedes 
piped in silver. Black suedes were 
also featured with black patent pip- 
ing on the bows. 

Young-Quinlan showed a group of 
black suedes with spike, medium and 
flat heels in dressy models, designed 
for the new look in fashion. Perfora- 
tions accented the trim. Side ties, 
swirl bows and strap pumps added 
individuality. This store also pre- 

sented a color group, with bow trim 








in suedes and calf. Suedes were in 
blackberry punch, spruce green, also 
brown and black. Calf models were 
shown in fudge brown, fiesta wine, 
green and black. 

Neighborhood stores report that 
customers are strongly interested in 
brand names, feeling that in buying 
these they are getting correct styles 
as well as quality materials. Most 
neighborhood stores are giving promi- 
nence in display to national brands. 

= * + 


BUSINESS GAINS IN 
NEW YORK 


In women’s shoe departments in New 
York business has been gaining as 
cooler days have set in and as women 
get down to the serious business of 
stocking up their wardrobes with Fall 
shoes. While business as reported to 
this department has not been anything 
to be widely enthusiastic about, gains 
over last year have been noted and 
very decided improvement over last 
month. Black suede has been number 
one favorite once again. Brown suede 
has been showing gains, however, part- 
ly, perhaps, because there is consider- 
ed to be a shortage of that leather and 
color. Among other colors. green and 
wine seem to be sharing honors. These 
have been selling in suede, some 
smooth leathers and some reptiles. One 
merchant reports very good business in 
cobra in novelty colors. He has also 
purple in suede. In all these colors he 
kas been able to give the customer 
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matching accessories. In most stores 
opened-up shoes continue to be the 
number one best sellers with sling 
pumps and ankle straps way out 
ahead. One high style store report: 
that its best patterns are a pump wit!) 
closed back and toe in an opera, a 
d’Orsay and a new pump silhouette 
with very low cut vamp. : 

In heels both very high and flat 
types are selling. The flats go as low 
as 6/8 and the high heels up to 24/8 
and probably higher. These higher 
heels, however, are usually on plat- 
form soles, in most instances either 34 
or \% inch in height. Wedge heels con- 
tinue to be very much in demand, 
especially in lower heels. The evening 
business has started early. Gold and 
silver kid, black satin and some white 
for dyeing are all reported as selling. 
Beaded satin and suede sandals and 
pumps and bronze kid are active in 
a number of stores. 

In children’s and girl's departments 
oxfords, with ghillie and side lace ties 
proving popular in some stores, are 
selling in dressed up versions. Patent 
leather ankle straps are also selling 
tor party shoes for these younger girls. 
Among older girls crepe rubber soles 
are selling for school and sport and 
black suede slings and closed wedge 
“ballet” pumps for dress. 

= = = 


CHICAGO CUSTOMERS 
PICK "NEW LOOK" 


Ww ITH the beginning of really season- 
able weather. shoe stores in Chicago 
found their Fall business very much 
improved. Customers came in con- 
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Hess of Baltimore, Maryland, featured 
the return of thick leather soles for 
men in this interesting fashion. 





siderable numbers to buy the new 
footwear which they were told was 
necessary for the “new look” in fash- 
ions. High style shops report a definite 
interest in the all-closed shoe, but most 
buyers comment that some version of 
the open type, whether open toe or 
sling or both, still outsells the closed 
models. Platform soles, too, enjoy 
great popularity, but it is the modified 
platform which is favored, not the ex- 
treme clog type. The latter has a 
definite following in high style houses 
such as Joseph, O'Connor & Goldberg 
er Wolock & Bauer, but the sales of 
these are numerically less important 
than the more conservative platforms. 
A number of stores recently stressed 
the walking shoe, tailored oxfords, 
high riding pumps, or closed stepins 
with colonial buckle, emphasized as 
as necessary for the tailored costume. 
These are shown mainly in calf 
although suede is also included in 
some models. The extension sole with 
heavy white stitching is frequently a 
feature of these types. Recently intro- 
duced by Field’s is a new line of hand- 
made shoes shown in both low-heeled 
walking types and dressy suedes. 
Reptiles are definitely in the fashion 
news, but buyers report they are not 
easily come by. Most shops say they 
can sell all they can get in spite oi 
rather high prices. Handsome alliga- 


tors with matching handbags were re- 
cently promoted in O’Connor & Gold- 
berg’s Salon. I. Miller is showing the 
classic opera pump in alligator-lizard 
in green, black and rust. Field’s have 
had remarkable success with open toc 
slings of alligator in brown and cara- 
mel. Also offeredgat Walk-Over were 
Calcutta iizards in open styles. It iz 
significant that with few exceptions the 
reptiles are of dressy interpretation 
with cut-outs, crossed straps, open toes 
and heels. It is rare indeed to find the 
strictly simple version of pump or 
oxford. 

Suedes continue as the best seller of 
the present season. Every merchart 
comments that the great majority of 
customers want this soft finished leath- 
er, customers of all ages from teen- 
agers to grafidmother. High strap 

[TURN TO PAGE 322, PLEASE] 
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INFANTS « CHILDS « MISSES « SENIOR MISSES + GOODYEAR WELTS 


Finest Materials, Tested Craftsmanship and Expert Fitting Features 
CONSTITUTE THE VALUE THAT IS FLEET — AIR 


EXHIBITING IN-STOCK 


NATIONAL SHOE FAIR 


PALMER HOUSE EBY SHOE CORPORATION 


CHICAGO 
EPHRATA, PENNA. 


October 15, 1947 





ALL OVER AMERICA CUSTOMERS COME IN WHEN THE JOURNAL COMES OUT 


In Seattle, Wash., 46% of the women shoppers interviewed at 


Nordstrom's read Ladies’ Home Journal 


In your town .. . in your store... . 


MOST OF YOUR GOOD CUSTOMERS READ ==G, Z 


* 61,809 interviews—159 cities—14 categories of stores confirm this fact. Results upon request—ladies’ Home Journal, Independence Square, Phila. 5, Pa. 
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RECORD SURVEY OF CURRENT CONDITIONS IN SHOEMAKING CENTERS 


Manispactetriing mi Markets 


St. Louis 


ALTHOUGH wholesale prices have remained less mobile 
than the constantly surging costs of materials and the 
periodic increases granted shoe workers in the St. Louis 
area, manufacturers believe that further upward move- 
ment of either commodity probably will necessitate addi- 
tional price adjustments. Both labor and materials costs 
have been absorbed in the wholesale prices of many of the 
second Fall lines, they point out, and holding the line 
indefinitely in the face of these increased costs is not 
feasible. Early this month, samples from the Spring *48 
lines, which will be shown at the Shoe Fair, were coming 
through, and producers were figuring costs, although in 
many instances they were holding up pricing policy until 
the last minute, to take advantage of any favorable breaks. 

As this is written manufacturers are following the 
negotiations for a new contract between union representa- 
tives and the International Shoe Co., the results of which 
probably will have a potent influence on the wage pattern 
throughout the other parts of the industry. In times past 
new contracts between the International Shoe Co. and its 
workers’ union executives and the Brown Shoe Co. and 
its workers’ bargaining agents have set the pattern for 
other manufacturers. Some producers stress the materials 
costs over the price of labor as being more influential in 
pricing policy and point out that higher wages for labor 
which conceivably could follow negotiations at International 
probably would not become a reality soon enough to in- 
fluence prices of early Spring lines shown at this month’s 
Shoe Fair. 

Since further additional rises in the costs of both com- 
modities are anticipated, however, a realistic observation of 
the future of wholesale prices leaves little room for doubt. 
In all likelihood there will be further advances. Actual 
control of prices, of course, is vested in the willingness or 
unwillingness of the consumer to buy, producers point out, 
and unless a sharp and permanent resistance to future in- 
creases is voiced by the consumer, prices will have te go 
up to permit a reasonable profit for both producer and 
retailer. 


Boston 


Wirn what promises to be a highly successful New 
England Shoe Market Week coming up in mid-November 
and with a marked increase in orders booked within the 
last two weeks, New England shoe manufacturers are 
more optimistic than they have been for some time. Prac- 
tically all divisions of the industry have shared in the 
increase and are proceeding with confidence to make up 
new samples to be shown at the Chicago National Shoe 
Fair as well as at the Boston show beginning November 
17. The only mae the ointment at the moment is how 
to price the sample lines since raw materials prices do 
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not yet seem to have leveled off sufficiently to make firm 
pricing a possibility. 

Some manufacturers, as a matter of fact, are complain- 
ing that shoes shipped on back order have brought them 
a return too close to cost for comfort; others, happily in 
the minority, have been forced to bill at prices less than 
cost. 

Trade observers explain the recent increase in orders 
booked by many New England factories as a reflection of 
the changing buying habits of the men, women and chil- 
dren of the country. Whereas the demand noted soon after 
decontrol was for the higher grade shoes, these now are 
in decreased demand and the swing toward the moderately 
priced shoe is gaining momentum. August production 
figures, when released by the Bureau of the Census, are 
expected to show that the decrease from August of last 
year has been far less than that noted in other months 


of this year. 
* 
Chicago 

BECAUSE the Fall market was late in starting, some 
manufacturers believe that production schedules of Fall 
and Spring may overlap. Buyers were late in placing their 
orders for the current season and when they did make 
their commitments, they marked them “rush.” And so 
many manufacturers are still working on these late orders. 
It was felt at the recent Shoe Travelers’ show in Chicago 
in late September that this condition had been one of the 
factors in inducing the lack of business they experienced 
at this time. Many a buyer told them that, because of 
earlier uncertainties about deliveries, they over-ordered on 
the theory that their orders would be only partially filled. 
Now, as the manufacturer is getting caught up with those 
orders, the buyer is finding himself with a heavier in- 
ventory than he had planned. ‘ 

In this area, the current retail picture has been very 
encouraging for the month of September. Increases vary 
from 25 per cent to 35 per cent over a year ago. However, 
shoemen comment that unit sales are lagging somewhat 
in the higher brackets, though the overall picture of dollar 
volume is good. 

As buyers rushed in with their orders after stalling for 
several months in the vain hope of prices declining, there 
was an inevitable rush on the part of manufacturers for 
materials, principally leathers. This, plus a shortage, was 
one of the reasons why hides went higher. Tanners are 
inclined to be very wary about hide prices. The Argentine 
situation has not yet resolved itself. Should a vast lot of 
cheaper South American hides come into this market, 
they could easily play havoc with American prices. In 
this eventuality, the tanner, who might have bought heav- 
ily in the American market, would be in no position to 
offer his wares at advantageous prices. Thus tanners are 
endeavoring to keep their inventories on an even keel in 
relation to current demands. [TURN TO PAGE 375, PLEASE] 
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We will be in Rooms 728-729 Palmer House during 
the National Shoe Fair, and we will be mighty glad 


to have you drop in. 
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Showings also at Augusta, November 2-5, and Boston, November 17-21. 
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Bigger Profits from City-Wide Sale 


Rules to Be Followed in Organizing and Holding Promotions in 
Which Every Store Can Participate Successfully 


Merchants of Torrington, Connecti- 
cut, recently held another very success- 
ful community sale, which they call 
“Red Ticket Days.” Like many other 
cities, towns and shopping centers 
throughout the United States, this city 
of about thirty thousand people holds 
regular community promotional cam- 
paigns sponsored by the Merchant’s Di- 
vision of the Chamber of Commerce— 
and finds them most profitable. To as- 
sist individual merchants, the Chamber 
of Commerce prepares literature which 
includes hints on how to get the most 
out of these sales. The following rules 
were obtained from this literature and 
from interviews with the various indi- 
vidual merchants, such as executives of 
McCann’s, who have successfully par- 
ticipated in these group sales for years> 

1. CO-OPERATE—In group plan- 
ning (or, if your community does not 
hold regular joint sales, why not try 
sponsoring one?) the more each indi- 
vidual business man puts into the pure- 
ly group promotion, the more each 
individual business gets out of it. Joint 
plans will include: the exact time and 
extent of the sale; general rules gov- 
erning it, including the type of mer- 
chandise to be offered; group advertis- 
ing; group decorations for streets and 
such public places as the town square; 
and the simultaneous announcement of 
the sale. 

2. HOURS—Plan the sale to include 
hours that permit every type of cus- 
tomer to get into the store. In Tor- 
rington, Thursday, Friday and Satur- 
day is the most popuuar period for 
these promotions with the stores open 
Friday night. This permits the largest 
group of customers, the housewives, to 
get in early in the sale period before 
those employed can make it. Employed 
persons still have one evening and a 
whole day Saturday to shop. This also 
distributes the rush over a longer pe- 
riod, thus making the sale easier on 
personnel and facilities of the store, 
than a one-day sale. 

3. PREDICTIONS—A few weeks he- 
forehand train sales people to tell cus- 
tomers to watch for the coming sale. 
This is particularly effective where 
sales have not been completed because 
the prospective customer was not sat- 
isfied with the price of a desired item. 
Tell employees nothing more, so they 
can tell others nothing more—no date, 
no hint of what specific merchandise 
will be included in the sale. This has 
several good results. It retains the in- 
terest in the store of those prospective 
customers momentarily dissatisfied. It 
arouses interest and curiosity about the 
sale. It assures word-of-mouth adver- 
tising (the best kind) because most of 
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those who hear about it are glad to 
pass on a bit of news to their acquain- 
tances. 

4. ADVERTISING—Use teaser copy 
at first. In addition to the teaser copy, 
put out by the Chamber of Commerce 
in its own paper distributed to the 
town’s people and surrounding rural 
areas, individual merchants bring out, 
at the same time, such additions to 
their regular ads as: “Watch for the 
big sale coming soon.” This teaser ad- 
vertising usually starts about three 
days before the opening day of the 
sale—enough time to gain the advan- 
tage of repeated impressions on the 
public mind, and to arouse curiosity; 
but not enough to allow interest to 
wane. 

Announce the sale simultaneously. 
Torrington merchants uually break the 
news in the nawspapers the night be- 
fore the opening day. Along with the 
headlined announcement they list the 
items reduced, with former and present 
prices. Always mention a reason for 
the reduction, to instill confidence in 
the audience. Some tried and proven 
explanations include “To co-operate 
with the President in reducing prices ;” 
“To introduce .. .;” “Clearance,” 
etc. 

5. TIME—Restrict reduced prices to 
the time of the sale. This is particu- 
larly difficult for merchants in small 
communities or with small shops where 
customers are often well known to the 
owner. But even then it can be done 
without creating antagonism if an ex- 
planation and an apology are added. 
One explanation Torrington merchants 
like is offered by an agreement they 
make in advance with each other 
through the Chamber of Commerce. 
Then it is merely necessary to explain 
to the customer that such sales of mer- 
chandise at reduced prices before or 
after the sale period is contrary to this 
agreement, or “in breach of verbal con- 
tract.” Other explanations include the 
ever-popular reminder that labor and 
material costs are still high, prohibit- 
ing reduced prices except for special 
occasions. 

7. DISPLAYS—Good displays can 
add dollars in volume to the business 
resulting from this promotion. Good 
displays, the merchants of Torrington 
have found, are those which give mer- 
chandise eye-catching appeal and, at 
the same time, complement the person- 
ality of the store. This way both the 
store and the goods are “sold” to the 
public. For instance, stores offering 
low priced merchandise to bargain- 
minded people display plenty of the 
two-foot red, cardboard signs marked 


“Red Ticket Days” distributed by the 
Torrington Chamber of Commerce. 
Those stores which cater to a customer 
looking for exclusive wear and paying 
a higher price for it, use only the small 
tags attached to the merchandise or dis- 
plays to announce their participation in 
the sale. 

8. EMPLOYEES — Prepare sales- 
people and any other employees who 
have contact with the public, so that 
their attitude is agreeable. Many sales- 
people still retain war attitudes. And 
even before the war many clerks were 
disdainful of the “bargain hunters” 
who bought at sales. Winning their co- 
operation and enthusiasm means more 
sales. It helps to start by asking them 
about efficient arrangement of stock 
and equipment for their convenience 
and to compliment them on any help or 
suggestions they offer. 

9. INQUIRIES—Arrange a profit- 
able method of handling inquiries for 
merchandise exhausted before he sale 
is over or temporarily out of stock. Ad- 
vance order blanks, or lists of ,custom- 
er’s names, addresses and items they 
want will help to move merchandise 
coming in too late for the sale, and to 
boost sales in dull periods to follow. 

10. MAILING LIST — Develop a 
mailing list for use in future advertis- 
ing and to promote future sales. It 
often helps to have each sale made out 
on a sales check with carbon duplicate 
supplying the name and address of all 
customers, which become the nucleus of 
a mailing list, for permanent list. 


Margo’s, In Dallas, Plans 
$50,000 Remodeling 


DALLAS, TEx. — Construction work 
will begin soon on a remodeling project 
at Margo’s, women’s shoes and ready-to- 
wear store at 1800 Elm St., according 
to Joe Glickman, president. 

Plans call for a complete renovation 
job on the three-story building which 
will cost approximately $50,000. The 
store front will be rebuilt and decorated 
with an aluminum structural grid, in- 
terspaced with asbestos cement board. 
The entryway will have a redwood ceil- 
ing. The second and third floors, previ- 
cusly used for storage space, will be 
remodeled into sales rooms, offices and 
storage rooms. Work is expected to be 
completed by February, 1948. 

Margo’s, Inc., operates six other 
stores, two being in Dallas and the 
others in Big Spring, Abilene,: Lubbock 
and Fort Worth. 


Department Opened by 
Wise Shoe Stores 


Utica, N. Y.—A new shoe depart- 
ment will be opened by Wise Shoe 
Stores, Inc., in Utica on Friday, October 
3, 1947, it has been announced. The de- 
partment will be located in the depart- 
ment store known as D. Price at 207 
Gennessee Street. 
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Now...in regular supply. .. superb, hand - crafted 
ENGLISH FOOTWEAR 


LOTUS 


Those who have worn, and 
those who have sold, Lotus 
shoes know that the name 
Lotus stands for the finest in 
hand-crafted English Foot- 
wear. A wonderful new line 
of Lotus shoes are now being 
sold by leading stores 
throughout America. 

Franchises in some cities are 
still available. Inquiries are 
invited. 















LOTUS TOWN 
AND COUNTRY BROGUES 


_- 
° A smartly styled shoe in sev- 













eral leathers, a sturdy brogue 
in the British manner. 


LOTUS 
VELDTSCHOEN SHOES 
World famous for their guar- 


enteed waterproof qualities, 
and exceptional durability. 










LOTUS MOCCASINS 


* 
. 
> 
* A best seller... very popular 


for informal wear. Leather ‘i 
soles and heels. 


Be Sure to See the LOTUS 
LOTUS SHOES, INC. Exhibit at the Chicago Show 
621 Sixth Ave., New York 11, N.Y. Consult Palmer House “Information” 


for room number. 
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The new Desco shoe line is 
outstanding in styling...in quality 
workmanship and perfect fit... 
each shoe is priced to make it 
an exceptional value. 
Nationally advertised and promoted by America’s 
leading stores, Desco Shoes 


are the nation’s top $4, $5 and $6 retailers 


See the new line 
“SPOTLIGHT ON VALUE” 


in Chicago — October 26 to 30, Hote! Morrison, Rooms 739, 740, 741, 743, 74. 


DESCO SHOE CORP. ~- 47 West 34th Street + New York 1, New York 


Factories: Long Island City, N Y + Auburn, Me Showrooms: New York: Marbridge Building 
5 


Febste Wass + Brooklyn, N.Y Chicago - Los Angeles - Dallas, Texas 
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in the thickness of men’s, women’s and 
children’s feet. Three separate buttons 
on the PRIMEX< instrument panel 
automatically provide three distinct 
stages of x-ray penetration — light, 
medium and heavy. That means surer fit; 
speedier sales; satisfied, repeat customers. 









EQUIPMENT CO. 
135 So. LaSalle St. Dept. B-10 
Chicago 3, Illinois 


PRIME 





~ Merchant Looks at the Future 


[CONTINUED FROM PAGE 266] 


in table) consist of the market value of purchases of 
goods and services by individuals and nonprofit insti- 
tutions and the value of food, clothing, housing and 
financial services received by them as income in kind. 
Estimates are by the National Income Division of the 
Department of Commerce, and were reported in the 
July, 1947, National Income Supplement to the Survey 
of Current Business. The percentage increases in the 
table above are illustrated in the following chart. 





PERSONAL CONSUMPTION EXPENDITURES - PERCENTAGE CHANGES 1946 OVER 1939 


Total Goods and Services 


Won-durable Goods 


Clothing and Accessories 
(except Footwear) 


Shoes and Other Footwear 


Shoe Cleaning and Repair 





° 50 100 150 
Source! Office of Business Economics, Department of Commerce 











Consumer Resistance to High Prices 


One possible explanation for this lag in retail sales 
of shoes compared with other non-durable goods, may 
lie in the development of consumer resistence to high 
prices. Shoes, unlike many kinds of consumer non- 
durable goods may be repaired and the necessity of pur- 
chasing new ones postponed. There is some evidence 
to support the conclusion that this was the case as early 
as 1946. While total expenditures for shoes had in- 
creased only 133 per cent from 1939 to 1946, total 
expenditures for shoe cleaning and repair had increased 
157 per cent. It is possible that the physical volume 
of shoe repairing compared with the physical volume 
of shoe sales increased even more than these figures 
indicate, since the price of shoes advanced more rapidly 
than did the cost of repair services during the period. 
Whereas the price of shoes sold to moderate-income 
families had increased about 74 per cent by the end 
ot 1946, compared with June, 1939, the cost of services 
including shoe repairs had increased by only 47 per 
cent. Postponement of new purchases in favor of shoe 
repairs had been made easier by the shift from lower 
quality to higher quality shoes which has taken place 
in recent years. 

The above analysis is all the more striking in view 
of the fact that 1946 was a very good year for the 
retail shoe trade, and a year in which there were a 
number of favorable factors which have been much less 
apparent in 1947. During 1946 many shoe sales were 

[TURN TO PAGE 310, PLEASE] 
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No. 884—Tan Elk 
Oxford, Scuff-Proof Tip. 
816 to 12,.,A,8,C,D,E 
124 to 3, AA,A,8,C,D,E 
334 to 8, A,B,C,D 


Gino LIFE SHOES offer every advantage you need 

in making your work easier, quicker and more 
profitable in selling children's shoes. CHILD LIFE SHOES 
are truly orthopedic shoes, orthopedically designed and 
made over fruly orthopedic lasts, combining outstand- 
ing features, a good name, tailored styling, fine shoe- 
making and honest values — bringing you maximum 
merchandising power in a highly competitive field. 
See the new Fall line at the National Shoe Fair or 


write to have our salesman call. 


October 15, 1947 


+e - a> Pye 7) 


chil Life/7 


Nationally Advertised 
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* Thoroughly Tested 
Orthopedic Lasts. 


* Orthopedically Designed 
Coordinated Patterns. 


*% Matched Left and Right 
Quarter Patterns. 


* Solid Leather Long 
Inside Counters. 


* Left and Right Spring 
Steel Shanks. 


* Wedged Thomas Heels. 





SHOE MANUFACTURING CO. | _— 
a = MILWAUKEE 10, WISCONSIN oe 
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MEN'S ALL LEATHER 





DELIVERY 


No. 312 Brown Opera 
No. 313 Blue Opera 

No. 314 Wine Opera 
Leather Quarters, Hard 
Flexible Leather Soles 
Sizes: 6-12 $2.85 
Also available No. 304— 
Boys’ Brown Kid 

Sizes: 2-6 $2.35 
























OTHER TYPES 
AND STYLES 
AVAILABLE 


SAMPLES AND 
MATS SHIPPED 
ON REQUEST 


No. 308 Blue and Wine 
Combination 

No. 309 Brown and Brown 
Combination 

Calfsted Lined, Hard 
Flexible Leather Soles 
Sizes: 6-12 —_ 


No. 315 Brown Kid 
Everett 


re 
Leather Quarters, Hard 
Flexible Leather Soles 

BENE EEE cccecedd $3.00 


Your customers will be con- 
firmed comfort lovers when 
they slip into a pair of these 
: smartly styled all-leather 
slippers. Gerda offers these up-to-the-minute values and 
many others, moderately priced to fit his budget and in- 
crease your sales. Packed in attractive GERDA boxes. 


EXHIBITING: NATIONAL SHOE FAIR, Room 1452, HOTEL 
MORRISON, Chicago, October 27-28-29-30— HOTEL STATLER, 
Detroit, Mich., November 2-5— WM. PENN HOTEL, Pittsburgh, 
Pa., Room 430, Novemter 9-!!. 


GERDA 


FOOTWEAR 
COMPANY, INC. 


GERDAGRAM FOR EXPORT 
158 DUANE STREET, NEW YORK 13, N. Y. 
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made to returning veterans who had disposed of their 
civilian apparel, and who were in a position to replace 
it by the use of their mustering-out pay. In addition, 
many civilians, whose stock of shoes had run low during 
a sustained period of rationing were again able to re- 
pienish their shoe wardrobes, and from wider selec- 
tions than had been available during the rationing 
period. Moreover, throughout 1946 there was a high 
level of purchasing power, and shortages of many types 
of consumer durable goods resulted in stimulating the 
sale of all types of non-durable goods including shoes, 

By 1947 the number of veterans being discharged 
had declined greatly, civilians had had an opportunity 
to restore their shoe wardrobes, and although purchas- 
ing power continued to increase in amount, many goods 
formerly in short supply were again becoming avail- 
able. 

The potential Market for Shoes 

Total dollar sales of all retail shoe stores during the 
first six months of 1947 exceeded the first half of 1946 
by only 6 per cent, although shoe prices advanced 30 
per cent during the same period based on the Bureau 
of Labor Statistics index of prices of shoes sold to 
moderate-income families. Almost all of the price in- 
crease was offset by a decline in physical volume. 

Actually, the total output of shoes and slippers during 
the first six months of 1947 amounted to 230 million 
pairs, a decline of over 20 per cent from the first six 
months of 1946, and a decline of over 10 per cent from 
the same 6 months of 1945. Manufacturer’s shipments 
and dollar values for shipments both showed a similar 
decline during the same period. 

Based on the rate of production during the first six 
months of 1947 total output for the year will amount 
to approximately 440 million pair, allowing for normal 
seasonal variation. This represents a per capita output 
of only 3.08 pairs per year compared with 3.75 in 1946 
and 3.24 in 1939. Even with the shift from low to 
higher value shoes by many persons it is apparent that 
total shoe output and sales are currently far below their 
real potential. 

From 1939 to 1946, while total shoe output was in- 
creasing by about 25 per cent, 10 million persons were 
added to the population of the United States, an increase 
of 8 per cent. The per capita increase in shoe output 
was less than 16 per cent. During this period per capita 
disposable personal income (total income remaining 
to persons after deduction of taxes) more than doubled. 
Adjusted for price changes at the retail level per capita 
disposable income in 1947 exceeded 1939 by more than 
twice the increase in per capita output of. shoes. 

Shoes are an essential item of apparel, involving 
health, comfort, posture, and appearance. Variations in 

[TURN TO PAGE 314, PLEASE] 
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Take equal parts of style, quality, 
/ 
craftsmanship and values. Add aggressive, 


j 
consistent national magazime and 


,., ——-i newspaper advertising. 
Wrap it ail up in arresting, dramatic 
point-of-sale promotional 
material. Now you've 
Style No. 639 got it! ... AIR-O-MAGICS 
.-.acure for every 
shoe-business ill... 


a healthy structure 


for a sound 





Palmer House - Room 789 profitable volume! 






MODERATELY PRICED 


MARION SHOE DIVISION, Doly Bros. 5 


October 15, 1947 

















(The Original X-RAY Shoe Fitter) 


FIRST in Performance and Safety 





SHOE FITTER Yenc. : 





3533 NORTH PALMER STREET 


New "'B-2”’ Screen . . . Another FIRST for 
Simplex . . . 40% brighter than any previous 
type of screen. Shows greater detail. Makes 
correct fitting easier, faster. 


Interlocking Tube-Box and Screen-Holder 
. .. Eliminates any possibility of stray radiation. 
Heavy welded steel construction. 


Aluminum Filter Plate . . . Filters out un- 
necessary rays. Improves image. l1-% mini- 
mum thickness. 


Wide-Range Transformer... Has 12 posi- 
tion tap switch designed to meet any differential 
in voltages. Range 105 V. to 135 V. Highest 
grade insulating material prolongs life. 


Other Simplex Features 


Push Button Control — Relay Timer — 
Overload Circuit Breaker —Safety Switch 
— low Current Consumption — Heavy 
Dery, eter Tube — Classically Styled 
tiful Finishes — Deliv- 
eries as Peaieal Write for Literature. 


MILWAUKEE 1, WISCONSIN 
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| The Shoe Fair— 


An Industry Exhibition 
[CONTINUED FROM PAGE 141] 


turers and wholesalers. 

There will be one outstanding social 
event. There will be also a revival of 
the educational clinics so popular in 
years past—and so useful. 

The social event will be the opening 
noon luncheon meeting to be held on 


| Monday, October 27, in the Grand Ball- 


room of the Palmer House. The fea- 
ture of this will be the presentation by 
life magazine of its picturama en- 
titled “The New America.” This, the 
result of a long and intensive search 
for a better way in which to envision 
this country’s greatness, its resources, 
its industrial capacity, is an inspira- 
tional epic in picture form shown 
against a background of running nar- 
rative. 


Expense Control Clinic 


The clinic thus far arranged for will 
be in charge of James R. Hawkinson, 
professor of marketing and assistant 
dean of Northwestern University’s 
School of Commerce. He will be as- 
sisted by a large staff of experts on 
expense and inventory control and 
store operations. Retail shoe men who 
want to avail themselves of this oppor- 


| tunity to check their figures against 


regional and national averages, and to 
see how to improve their handling of 
the financial end of their respective 
businesses, should make it a must to 
bring with them their operating figures. 
The conferences between experts and 
merchants will be conducted one at a 
time and will be confidential. These 
conferences will be held in the Palmer 
House; time and place will be posted 
on the hotel bulletin board in the lobby. 

Merchants are urged to register as 


| soon as they arrive and have been as- 


| signed to their rooms. 


For this pur- 


| pose, registration headquarters will be 


set up in each one of the participating 
hotels. At all of these registration 
desks, furthermore, tickets for the 
noonday luncheon will be on sale and 
further information concerning the 
clinics can be had. 

As in years past, this big National 
Shoe Fair is under the general direction 
of a joint committee consisting of five 
representatives each of the National 
Shoe Manufacturers’ Association and 
the National Shoe Retailers’ Associa- 
tion, headquarters of both of which are 
in New York. Representing the manu- 
facturers are L. B. Sheppard, Guy E. 


| Manley, L. V. Hershey, Roger A. Selby 


and W. W. Stephenson. Representing 
the retailers are: Edward C. Orr, Har- 
old F. Volk, Harry E. Fontius, M. A. 
Mittelman and L. E. Langston. 





Buy Savings Bonds 
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THE “INVISIBLE” SHOE FORM! 


CLEAR PLASTIC! FITS EITHER SHOE. 
MAIL THIS CONVENIENT ORDER BLANK TODAY! 


PRICE LIST SIZES 
Per Rabe . owccvcccccscas $ 1.25 ea. Small - .4¥2-5 Shoes 
1 dozen pr.... .. 15.00 doz. Large .....5¥%2-6 Shoes 
see or. "1200 dos Trade Mark Registered* 


[] 1 doz. small @ 15.00 [7] 3 doz. small @ 13.50 
[] | doz. large G 15.00 [7] 3 doz. large 
f) SEND PAIR @ $1.25 PER PAIR [] LARGE [] SMALL 
) Please send, without obligation, your catalog “Modern Design on Display’ 
~~ containing 60 illustrations of modern fixtures 

Firm Name — 
Street — . 
City. Zone. 


ROGER KENT COMPANY... Plcstics 


State 








1 “a 
LOU! L, 





[} 4 doz. small @ 12.00 | 
2 13.50 [) 4 doz. large @ 12.00 | 



















JUST RECEIVE OSS! 
BRANO NEW, FABT SELLING 


@ #0969 — Your biggest 
Winter seller! Brand new, Ist 
quality, genuine Air Force A-9 j 
flight boots, made to rigid // 
gov't specifications. They're 2 
Black rubber, approx.10” high. 4 
Talon 9” zipper closure, leather § 
thong. Wool felt fleece lined, 
with 2” Shearling trim cuff. 
Full gusset tongue. 
Med.; Ige. sizes. 


1 Doz. 
Size Scale: 
8/M—4/1L 


Terms — Net Cash, 10 Days, F.O.B., N.Y. 


HENRY MODELL & CO., INC. 


698 BROADWAY NEW YORK 7, N. Y. 





When the Shoe Merchant Looks at the Future 


[CONTINUED FROM PAGE 310] 


type can be provided for a number of purposes includ- 
ing work, sportswear, leisure wear, and special uses. 
The element of style, especially in women’s shoes, pro- 
vides a wide market for multiplicity of lines. It seems 
quite reasonable that under prevailing conditions of 
purchasing power the annual output and sale of shoes 


is capable of being increased to over 4 pairs per capita, . 


or approximately 600 million pairs. 


Price Level Obstacle to Volume 


Perhaps the greatest obstacle to increased physical 
volume output is the current level of prices. Retailers 
can do much to remedy this problem. More efficient 
operations, lower margins made possible through lower 
operating costs, lower unit costs per sale made possible 
by greater physical volume sales, and streamlined mer- 
chandising methods will all contribute to this end. Per- 
centage margins may be reduced as volume increases 
and unit costs are reduced and still provide adequate 
profits. 

There is some evidence that profits as a per cent of 
net sales have been increased substantially during recent 
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years in some retail trades. While this may not be the 
experience of the typical shoe retailer, it poses a prob- 
lem which every shoe retailer should carefully consider. 
Profits are a very necessary element in the American 
business economy, and one without which high level 
production, distribution and employment cannot be 
maintained. However, the American experience has 
demonstrated that long-time over-all dollar profits are 
more easily obtained from narrow margins, low prices 
and large volume than from wide margins, high prices, 
low volume, and greater profit per item of sale. 

It seems quite obvious that additional increases in 
sales volume by shoe retailers in future months and 
years should be sought through the sale of more shoes 
rather than additional price increases. Only by this 
method can the long-time position of shoe retailers be 
strengthened, and the standard of the American people 
as measured in terms of physical goods and services 
continue to be improved. 


REGISTER EARLY 
At the National Shoe Fair 
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“THE LACROSSE MERCHANDISING PLAN MEANS 


VOLUME ws PROFIT” 





Yes, cash registers ring more than ever 


with the La Crosse merchandising plan! 


am 


It has enabled me to increase 
my rubber footwear volume — maintain my profit 


—and give my customers sound value. 





LACROSSE RUBBER MILLS COMPANY 
LA CROSSE © WISCONSIN 
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old friend 


or write— 


CAVALIER COMPANY 
Baltimore 30, Md. 





Welcome-—this 


CAVALIER LEATHER 
& SADDLE SOAP 


To the men and women who know and value good leather, 
there is nothing that will take the place of Cavalier Leather 
and Saddle Soap to clean, lubricate and preserve boots, 
shoes, saddles, and all things made of leather. You will find 
Cavalier Leather and Saddle Soap a profitable seller through 
all the winter months ahead. Along with Cavalier Leather 
and Saddle Soap, your customers will want Boot Creme in all 
colors. Order them both today from your favorite wholesaler 


in 8 oz. tin 








More Pleasure in 
Strictly Business 
[CONTINUED FROM PAGE 157] 


Full brogues are, of course, still 
strong in almost every line. But they 
too have been handled with considerable 
restraint. Smoother leathers are new 
and are detailed with less and smaller 
perforations and lighter stitching. The 
gap between street and country shoes 
grows still wider. Naturally, one does 
not expect a strong representation in 
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grains in Spring lines, though since the 
war there has been more of a smatter- 
ing than usual. A few of the lighter 
variety are seen in the ’48 Spring lines, 
but boarded effects in plump veals are 
very much in evidence. Watch how 
these simple customs and full brogues 
will stimulate interest in these classic 
types! 

Interest continues to be evidenced in 
Split-front Moccasin Bluchers. Here 
too a tailored simplicity is in order 
which results in the finest shoes of this 
type that have yet been developed. With 








each new season, Moccasin Bluchers 
have taken on new importance. Ap- 
parently, designers feel that they have 
now become “classic” and should be 
treated with the respect due them. At 
any rate, they have abstained from the 
dressing-up and the addition of heavy 
details which are found in their more 
rugged country cousins. 


St. Louis Sets New Pace 


[CONTINUED FROM PAGE 219] 


| producers were running close to last 
| year’s output. He added that styling 
| changes, labor problems and engineer- 


ing difficulties had accounted for the 
decreased production totals reorted by 


| the 13 firms, but that since the solution 


to their production ills had been dis- 
covered, production for the year prob- 
ably would break all previous records. 

One of the best indices of the rapid 
growth of the St. Louis shoe industry is 


| found in Department of Commerce cen- 


sus figures. In 1918, for instance, Mis- 


| souri had about eight per cent of the 


total wage earners engaged in shoe 
manufacturing while a steady growth 
both from the standpoint of numbers 
and percentage-wise, brought this fig- 


| ure to 12 per cent by 1939. 


“In terms of value added by manu- 
facture,” a recent survey of the re- 


| gional office of the Department of Com- 


merce stated, “Missouri’s percentage 
grew from seven per cent in 1919 to 
almost 15 per cent in 1939. Over the 


| same period, Illinois more than doubled 
| its percentage share of the nation’s 


shoe workers, from 3.6 per cent in 1919 
to eight per cent in 1939. This per- 


| centage growth was due both to the 


increase in the St. Louis area and to 
a sharp decline in the number of wage 
earners in Massachusetts, the leading 


| shoe producing state, and a less pro- 


nounced decline in New York, the sec- 
ond largest producer.” 

For the first four months of 1947, the 
Department of Commerce report points 
out, Missouri and Illinois combined, had 
21 per cent of the production of the 
nation and 23 per cent of the value of 
shipments. 

While St. Louis’s strategic location 
as a Midwestern rail terminus, where 
many of the Eastern and Western rail- 
roads as well as the North and South 
roads meet has been conducive to its 
growth both from the standpoint of 
easy accessibility to buyers and as a 
logical shipping point for manufac- 
tured goods, the fact that its shoe man- 
ufacturers have combined aggressive- 
ness with progressiveness should not be 
overlooked. 

Producers have advertised their lines 
consistently for many years and the 
roster of manufacturers includes many 
of the nation’s leading brands in all 
classifications of shoes for any age 
group. 
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> ane brilliant show stoppers 


destined to star in the Fall fashion 
parade .. . classic Maxine 


originations inimitably styled to flatter 
See us 
at the Show : the longer hemline . 


CONGRESS HOTEL 
Chicago 
PARLOR M 












star-studded beauties with exquisite 





detailing, bewitching lines, in 


the season's smartest shades. 


GRETA 
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a Exclusivels M st. 
: Proclusée ly styled ty WAL 
3 IRVING BERKOWITZ 262 CF 13, 8: 
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200 AUC Shot 


THAT'S the theme of our national advertising campaign this fall, and 
it’s been the theme of women who have worn Krippendorf-Dittmann 


shoes for 75 years. 


Repeated word-of-mouth praise such as this brings old customers 
back and new customers in to Krippendorf Foot Rest dealers season 


KK 
, = 
ij At ipp LINMAC TF 





Neg REST 
. OES 4 


CRrecexist 
$9.95 
(Slightly higher Denver, west) 





Instructor. 


after season, year after year. 


The Krippendorf-Dittmann Company 


Cincinnati, Chio 


New York Showroom: Marbridge Building 
"Makers of women's fine footwear since 1872” 
*Nationally advertised in Vogue, Ladies’ Home 


Journal, Mademoiselle, Woman’s Home Companion, 
Good Housekeeping, The Grade Teacher, and The 








| thick clog is seen in heights ranging 
, from three to four inches and in very 
| dressy, glamorous looking sandals. 

Ankle straps have always been good 
on wedges, and with hemlines creeping 

| downward to midcalf and ankle length, 
they are assuming new importance. 
| They range from shoe string width to 
about an inch wide; they’re done in con- 
trasting colors and leathers; they’re 
fastened with tiny buckles, bold orna- 
| ments, and big self bows; they’re very 
| new looking with two straps encircling 
the ankle. 

California and color have always 
been synonymous. This season prom- 
ises to be the brightest ever. There is 
a new group of pastels, which will be 

| even newer looking because as many 

| as four and five pastels will be com- 

| bined in one shoe. These include pale 
blue, dainty yellow, clear pink, and pale 

| lavendar. Chamois, which is a slightly 
warmer version of the color of chamois 
skin, will be seen in both men’s and 
women’s casual footwear, as a neutral 
to be worn with any color. 

The exciting color palette also in- 
cludes clear bright green, kelly, forest 
green, burgundy, cherry, balenciaga, 
cocoa, navy, bright medium blue, pur- 
ple, and silver gray. “We’re making 
them in every color of the rainbow, and 
from the way our customers are order- 
ing them, this is going to be the most 
colorful casual season in history,” Los 
Angeles manufacturers will tell you. 

| They'll also tell you that, judging 
from the big volume of early orders 
placed, people are going to enjoy more 
leisure time than they have ever be- 
fore, and they’re insisting upon the 
right shoe for the occasion. Because 
women are wearing higher heels and 
wearing them more often, they are go- 
ing to demand more comfortable foot- 
wear for casual hours. And that in- 
cludes everything from just relaxing at 
home to spectator sports and more 
active leisure pastimes. For such occa- 
sions the wedge casual is a natural. 





New Children’s Department 
Opened in Chicago 
CuicaGo, ILL.—Mandel Brothers re- 


cently opened a new shoe department 
for children and young people, special- 





izing in Little Yankee shoes. Located 





California Promises 
Gay Spring Colors 
[CONTINUED FROM PAGE 263] 


to be a runner-up to gold kidskin for 
wear with everything. This new color 
should rate high honors because it pro- 
vides a complement to any color, and 
because it is soft and cool looking. 

The combination of suede with calf- 
skin is another important trend in the 
use of material. It is seen mostly in 
casuals that are on the tailored side, 
where calfskin is used as contrast on 
platform and wedge. 
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Casual shoes are more feminine and 
dainty looking than they have ever 
been, with sandals and open-toe sling 
pumps the two leading styles. A num- 
ber are being shown with closed toes; 
some have modifications of the high- 
riding front. With a few notable ex- 
ceptions, no closed-up shoes are being 
featured by Poppy State craftsmen, 
who point out that a woman wants her 
feet to be as carefree as her mood dur- 
ing leisure moments. 

Platforms serve as the basis for 
practically every California-made shoe, 
where they range from % to a half- 
inch. For high-style-minded women the 


on the sixth floor adjacent to the 
women’s shoe department, this depart- 
ment’s decorations have borrowed heav- 
ily from the circus. There are also 
caroussel horses on which children are 
encouraged to sit and stylized chairs 
of leather, the backs of which are 
decorated with likenesses of clowns and 
gingerbread boys. 

Despite the appearance of levity 
which makes this department almost 
unique, extra special care is taken in 
fitting the shoes sold there and trained 
supervisors check all fits both with and 
without the aid of an X-ray machine. 
Sizes range from 4 to 8; 8% to 3; and 
4 to 9, in the teen-age group. 
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est ite , 
COMFORT SLIPPERS 
the, | $ 


They're new! Sturdy, well-ficting, 








smart-lined with fine shearling 
and made for sports-loving men 
and women. These are no “sissy” 
slippers, — with Oak Leather Soles 
and Army Russet Elk uppers 
they are a “must” in hunting, 


fishing and ski camps. 


Sportsmen and sportswomen need 
and want these Rest-Rite Indoor- 
Outdoor slippers. They are a 
natural for any dealer catering to 
the sports loving public. See 


them at the Chicago Shoe Fair, 
PALMER HOUSE 
OCTOBER 27 TO 30 
CHICAGO SHOE FAIR 


or write today. 


REST RITE DIVISION 
ATHLETIC SHOE SALES COMPANY 
924 N. Marshfield . Chicage, titineis 
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¢ tingle to wear ‘em. 
t 
The 

ADLER-JONES Co. 


THE 
sédlenr- Dones BUILDING 


521-525 S. Wabash Avenue 
Chicago 5 


Illinois 


All phones: Harrison 9624 






1A ad, brother (or ma’m), if you pass up the Morrison, 
| 1House, the Stevens OR The ADLER-JONES BUILDING, you haven't seen the Fair. 


] Because you have to SHOW a pair of shoes before you can sell ‘em... 
| Jcourse. And to SELL ‘em, you have to show ‘em so that your customers’ toes 


That's our business! That's been our business for 31 years. And that goes for} 
ALL kinds of merchandise . . . shoes, slippers, bags, hose, etc. Jo Phe 


ADLER-JONES showrooms are chock- | _ 
full of captivating, practical DIS- 
PLAYERS, BACKGROUNDS, SET- | 
TINGS and DECORATIVES .. . for > ~ 
the Holiday season . . . for Spring and | 
Warm-Weather ps 
Special Events. Yes sir (or ma’m), | 
we'll wager you'll find just what you | 
need at ADLER-JONES and you're 
certain to pick up a bag full of bright 
new ideas to boot. So come on over! 
ADLER-JONES is practically around 
the corner from the Morrison, the 
Palmer House or 





of 





Promotions . . . for} 












the Stevens. 











Timed to See the 
Spring Selling Picture 
[CONTINUED FROM PAGE 227] 


at 210 Lincoln Street, Boston, where 
the association headquarters are lo- 
cated, 

This year’s Boston show, as it is 
more commonly known, will see the in- 
troduction of a decided innovation. 
While none of the general public will 
be admitted, they will be kept advised 
of developing style trends through a 
series of style releases to the fashion 
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editors of newspapers and magazines. 

This job, it has been announced by 
Maxwell Field, executive vice-president 
of NESLA and secretary-manager of 
the show, has been placed in the hands 
of Virginia Harris, well-known pub- 
licity and fashion promotion counsel. 
“New England manufacturers,’ Mr. 
Field said recently in discussing the 
association’s promotion plans, “are 
style leaders in men’s high grade 
shoes. Many new England women’s 
and children’s shoe manufacturers have 
a national reputation for style leader- 
ship. This story has never fully been 


told the public before and this will be 
the theme of the fashion publicity 
which Miss Harris will issue for our 
association.” 

In addition to Mr. Holly and Mr. 
Field, members of the show’s committee 
on arrangements are: Vice-chairman 
A. W. Berkowitz, Robert H. Adams, 
Stuart H. Armstrong, Murray Bern- 
stein, A. S. Burg, William Doyle, 
George A. Dempsey, Robert Goldstein, 
Harold Gould, John S. Kent, Jr., N. P. 
Lyons, E. J. McCarthy, James J. Molloy, 
Arthur Rubin, Jack Sandler, Myer 
Saxe, Frank S. Shapiro, Samuel L. 
Slosberg, H. C. Stillman, Benjamin 
Stone, Ben A. Winer, Paul Kleven, 
Kolman Fleisher, C. Henry Jacobs, and 
Joseph Koss. 

A well-established trend toward the 
medium grades of shoes which New 
England makes by the millions of pairs 
gives point to the show’s official slo- 
gan: “Timed right for actual selling 
and buying of Spring shoes at firm 
commitments.” 

During the first six months of this 
year, New England’s decrease in pro- 
duction has been admittedly larger 


| than that of any other shoe manufac- 
| turing centers, due to a shift in con- 


sumer buying from medium to high 
grades as the result of increased buy- 
ing power in the hands of the public. 

Commenting on these facts, Mr. Field 
points out that New England’s greater- 
than-average decrease in production is 
shown graphically in a recent survey 
made by J. G. Schnitzer, chief of the 
U. S. Commerce Department’s Textile 
and Leather Division, which showed, 
among other things, that shoes with a 
wholesale value of up to $2.99 a pair 
($5 retailers) accounted in 1939 for 92 
per cent of all shoe shipments, whereas 
in 1947, this percentage had shrunk 
to 25. 

“Trade leaders,” he said, “have re- 
ported within the last few days that 
this is a temporary condition and that 
the trend already has reversed itself 
with a much stronger demand in all 


| sections of the country for moderately 
| priced 


shoes of all kinds and with 
strong resistance to higher priced lines 
building up daily. This reversal, fur- 
thermore, is reflected in expanding 
production in New England factories 
since June, paralleling the expansion in 
sales of shoes by chains and mail order 
houses. This indicates that in the near 
future a much larger share of the 
country’s shoes will be produced in 
Massachusetts, New Hampshire and 
Maine.” 


Complete Plans 
For Remodeling 

Tutsa, OKLA. — The Hittdy Shoe 
Store, 605 South Main St., here, has 
completed plans for the remodeling of 
their store. Estimated cost is set at 
$5,000. 
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OF SURPLUS 










GOVERNMENT 
SURPLUS 
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@ BLUCHER 
PAIR 
@ WATERPROOF 
LEATHER PACKED {2 PR. 
TO BOX 
@ 12-IN. HIGH 
DOUBLE MINIMUM =| TERMS! f* soted concern. ther 
plea send check with order. Deli 
ORDER ne ir ay a. hom 
® LEATHER SOLES 48 PAIR F. 0. B. CINCINNATI, OHIO 
SIZED IN WIDTHS AS This 12-in. General Utility Boot is a rugged, Blécher- 
FOLLOWS: (Approx.) style, built to serve the Hunter, Fisherman, Farmer or 
4 pr. (8 width) — Sizes Outdoor man. The upper is best quality fullgrain (5% 
8% toll\% ounce) Waterproof leather. This boot is as completely 
12 pr. (C width) — Sizes waterproof as a boot of this kind can be made—all 
6 to 12 seams and stitching checked. Plain tee of welt stitch- 
12 pr. (D width) — Sizes down construction with standard screw bottom rein- 
5% te iB forcement. Full length double leather (% in.) sele. Full 
12 pr. (E width) — Sizes leather heel. Rawhide laces. Oiled for flexibility. Warm! 
6% to Wy ; Comfortable with removable felt insole fer cold 
8 pr. (EE width) — Sizes weather. Mfg. by Florsheim Shee Co., and others. 
5% to 11 It’s a “Bargain and a Boot” to match at our Low Price. 


B.M. DAVIS & ASSOCIATES 


WHOLESALE DISTRIBUTO 
2801 UNION CENTRAL BLOG. Al 2, OnI0 








Review of the 
Retail Trade 
[CONTINUED FROM PAGE 298] 


sandals are among the best sellers just 
row in the dressy category. Great 
variety is shown in these, and appar- 
ently the consumer feels that this type 
very definitely bespeaks the “new 
look,” since it is a distinctly different 
style from the majority of shoes shown 
during the past few seasons. 


* * * 


PHILADELPHIA WOMEN 
BUY WALKING SHOES 


A LTHOUGH dressy shoes in new 
glamorous styles with draped fronts, 
cutouts, ankle straps and very high 
heels to accent the lowered hemline 
have been in the sales limelight pretty 
steadily for the last few months, the 
increased demand for smart sturdy 
walking shoes in Philadelphia is easily 
within notice. This is true possibly be- 
cause there’s need for shoes for school, 
work, shopping, and spectator sports, 
as well as to the fact that the styles 
shown in calf or suede with cuban or 
military heel are attractive enough to 
make women want to do more walking. 

Display windows which, a little 
earlier in the season were given over 
completely to stressing the attractive 
new highly styled dress shoes, are now 
giving way to prominent displays of 
tailored footwear whicla, notwithstand- 
ing the lowered hemlines, are found to 
accent the smartness of any suit, sport 
dress, or coat. In line with this idea, 
Dalsimer’s have been featuring 
medium and low heels in black or 
brown calf and suede in a wide selec- 
tion of oxfords and pumps, as well as 
an open toe and back model whica 
comes in black, brown, or wine suede. 
This same style can be had in a very 
high heel as well as the low walking 
heel. When the season first opened, 
many women feared there would be 
nothing but high heels for really smart 
wear but this idea has been neatly re- 
placed by the ever-growing selection of 
lew heels coming to the fore. 

Many shoe stores are bringing their 
rubber footwear to the front and get- 
ting their customers interested in pro- 
viding now for a cold and snowy 
Winter. Some of these stores have been 
devoting a corner of their windows for 
the permanent showing of rubber over- 
shoes, galoshes, and boots to serve as 
constant reminders. Others are using 
a display stand stationed close to the 
glass door and readily seen from both 
inside and outside. 
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Sell More Shoes with the latest 


in SHOE FORMS aad SHOE TREES 4y Pierce 





ON DISPLAY—BOOTH 17, EXHIBITION HALL, PALMER HOUSE, NATIONAL SHOE FAIR—CHICAGO 








YOUR BEST BET 
PERDAIS: GREATER 
SLIPPER pRoFits 


- 
a Leet 





Exhibiting —NATIONAL SHOB 
: FAIR, Room 1452, Hore. Morrison, 
Flexible Leather Chicago, October 27-28-23-30. Hore: 







f ERD FOOTWEAR 
PORTERS COMPANY INC. 


Pa., Room 430, November 9-11. 
158 DUANE STREET, NEW YORK 13, N. Y. 














MR. SHOE MAN... 


Have You The Will To Succeed— 
In A BIGGER WAY? 


e Are you a bred-in-the-bone merchant? 
e A proved salesman? 
© Would you put the same push into mer- 
chandising other lines? 
Would you welcome a chance to join an 
organization famous for the way it ad- 
vances and rewards good men? 
Where you'd have a chance to get 

A GENEROUS SHARE IN THE PROFITS 

YOU HELP TO PRODUCE? 


The J. C. PENNEY COMPANY 
can point to hundreds of profit-sharing store 


executives who have come up through the 


ranks! [nterested? 


Personnel Department 


WRITE FOR J. C. Penney Co., Inc. 
AN INTERVIEW 330 West 34th Street 
TO New York |, New York 


Even if you're not ready to make a change 
right now, WRITE ANYWAY! 








October 15, 1947 














NEW 


SNUG FIT 
RUBBER 


CLOGS and SANDALS for MEN 
AVAILABLE in TAN and BLACK 


Unique Construction Feature 
Builds Profitable Business 


For Jobbers And Dealers 


PATENTED 
SANDAL-STRAP 
PRINCIPLE 


Sandal strap principle molded in the rubber— 
extending from the base of the arch to the top of 
back of rubber—prevents the rubber from com- 
ing off or flopping at the heel under any service 
conditions. A dressy rubber for dress shoe tailored 
to fit with no gaps. 


A Profitable 
Line Te Retail 
CLOGS tan... $1.75 
black $1.50 per pair 
SANDALS (az .. $2.00 
black $1.75 per pair 


NO FABRIC OR FILLERS * 
FOLDABLE 


Stock three sizes of each item and cover the popular 


FEATHERWEICHT 
+ CLEANS INSIDE AND OUT 


range of men’s shoes 


TINGLEY-RELIANCE RUBBER CORPORATION 


Established 1896 





RAHWAY, NEW JERSEY 


| bitter need? 








Is Freedom Worth Saving? 
[CONTINUED FROM PAGE 126] 


dows and stores. Merchants and manu- 
facturers can devote a little space in 
their advertising or a spot in their 
radio programs to the Waste Less Food 
campaign. Salespeople can mention 
food conservation in their conversations 
with customers. All these methods of 
co-operation should be helpful. 

But why, some people will ask, should 
Americans be asked to do this? Why 
can’t the Europeans, after two years 
of peace, provide enough food for them- 
selves, and why should Americans come 
to their aid? 
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Well, first of all, because America has 
never yet refused to respond to a cry 
of need for suffering humanity. 

But in this case other considerations, 
in addition to that of humanitarianism, 
are involved. Hungry people can easily 
become desperate people, and when 
people are hungry and desperate they 
will often sell their priceless freedoms 
to anyone who holds out the promise 
of help. Under such conditions there 
can be little doubt that Italy and France 
might turn to Communism. 

Well, why not? Of what concern is 
it to us what political or economic phil- 
osophy the French or the Italians may 
embrace to help them in their hour of 





That will be the first 
thought of many Americans who may be 
called upon to inconvenience them- 
selves a bit, and perhaps make some 
sacrifices, in the cause of humanity and 
freedom. But the present emergency 
involves much more than what the 
French or the Italians think or do, or 


| whether some Europeans eat and others 
starve. 


Neither the French people nor the 
Italians are likely to embrace Commun- 
ism en masse, but their governments 
may easily go Communistic if other 
means of feeding their hungry people 
fail. When France and Italy go Com- 
munistic, the iron curtain moves to the 
Atlantic. Not only continental Europe, 
but Africa, the near East and much of 
Asia will fall under the sway of the 
Soviets. The United States will lose 
most of its opportunities for export 
trade with those areas, which supply, 
not only many commodities we need for 
peacetime living, but some vital and 
critical materials we must have if we 
are ever called upon to wage defensive 
war. 


If France and Italy fall to the Com- 
munists, the United States will look 
across the Atlantic to a Europe domi- 
nated by a power which, by words and 
acts, is proving itself unfriendly to our 
free American way of life. Whether 
we wish to do so or not, we will then 
be compelled to provide for our national 
security and prepare for the possibility 
of war. We shall then have to provide 
our Army, Navy and Air Forces with 
the weapons to defend our continent 
and the western hemisphere from a po- 
tential enemy that might threaten us 
both on the Atlantic and Pacific Coasts, 
or strike at the very center of our 
country via the polar route. 


The cost in taxation of maintaining 
such military defenses would be tre- 
mendous, and in the preparedness cam- 
paign that we would be compelled to 
undertake if those things came to pass, 
American enterprise and the American 
people would be called upon to sur- 
render most of their freedoms and 
adopt rigorous forms of military dis- 
eipline. All of these things we wish 
to avoid, and we wish to avoid them, 
not by threatening or intimidating any- 
one, but by peaceful cooperation and 
friendly aid to freedom-loving peoples, 
who need our help. 

We don’t think American business 
men or the American people want any 
part of the kind of regimentation we 
might have to consider if Western 
Europe went Communistic. Can we 
afford to gamble with that possibility? 
Can we afford to withhold the 
small price of our participation in the 
Waste Less Food campaign, which at 
least may give us time to consider 
carefully and intelligently what more 
has to be done, through the Marshall 
plan or otherwise, to protect our coun- 
try and our way of life? We think that, 
so far as the shoe and leather industries 
are concerned, the answer will be “No.” 
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DUNN and McCARTHY, 


October 15, 1947 


INC., Auburn, 











Brown -calf with cording and 
“fair” stitched extension sole 














N.E.S.F.S.A. Membership at 
All-Time High 


Boston, Mass.—At a meeting of the 
board of directors of the New England 
Shoe Foremen and Superintendents’ 
Association, Inc., held September 13, 
more than one hundred new applicants 
were admitted to membership — the 
largest single group to be admitted at 
any one time in the history of the 
association. This brings total mem- 
bership to more than seven hundred, 
an all-time high for any superinten- 
dent-foremen organization in the entire 
country. Most of the new members are 
from New Hampshire and Maine. 
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Attendance at the last meeting was 
the largest that the association has had 
to date. 


Flats Are Terrific 


[CONTINUED FROM PAGE 204] 





others carry construction cut-outs and 
various opened-up treatments. Since 
back treatments have become more im- 
portant, it is interesting to note that 
the Jester or “shoe-horn back” can be 
found on several types of shoes, illus- 
trated here. 

The color picture in flat heels is 
much the same as in the higher heeled 
shoes. 


John Slater Celebrates 


87th Birthday 


New York—The 87th birthday of 
John Slater, well-known as Dean of 
shoe retailers in the United States, was 
celebrated on Friday, October 3rd, with 
a luncheon and birthday party in the 
Prexview Room of the Monte Carlo. 

Attending were leaders in the shoe 
industry, the fashion world and asso- 
ciated fields, in addition to executives 
and departmental heads of J & J Slater, 
of which Mr. Slater is chairman of the 
board. 

Among those present were: Lee 
Langston, executive vice-president ef 
the National Shoe Retailers Associa- 
tion; George Miller, president of I. Mil- 
ler; Benjamin Schwartz, of Schwartz 
& Benjamin; John De Liso, of Palter 
De Liso; Morgan Grossman, of Gross- 
man Shoes, John Laycock, of Sterling 
Last; Wallace Mackey, of J. Mackey 
& Sons; and John Marino, of John 
Marino, Inc. 

Guests representing fashion and shoe 
publications and allied shoe fields were: 
Mrs. Carmel Snow, editor-in-chief of 
Harper’s Bazaar; Mrs. Edna Wolman 
Chase, editor-in-chief of Vogue; Vir- 
ginia Pope, fashion editor of the N. Y. 
Times; Mary Wells Ridley, fashion edi- 
tor of the N. Y. World Telegram; 
Patricia Brown, associate fashion edi- 
tor of the N. Y. Sun; Rhea Nichols, 
of the Allied Kid Company; Margaret 
Hayden Rourke, of the Textitle Color 
Card Association; Jucine Forman, 
Charm; Maggi de Mille, Mademoiselle; 
Everit B. Terhune, president of Boot 
AND SHOE RECORDER. 

Besides Mr. Slater, officers and mem- 
bers of the staff of J & J Slater present 
were L. J. Horan, president, William 
McDonald, advertising, Corinne Leder- 
man, Neil Sullivan, and Helene O’Hara, 
publicity. 


W. H. Vallar New Treasurer 
Of Chilton Company 


PHILADELPHIA.—Joseph S. Hildreth, 
president of the Chilton Co., announced 
the election of William H. Vallar as 
treasurer and George Maiswinkle as 
assistant treasurer, at a meeting of 
the directors of the company on Sep- 
tember 26th. 

Mr. Vallar, who succeeds the late 
William A. Barber, has been associated 
with the company 41 years, starting as 
an office boy with the Department Store 
Economist on September 4th, 1906. 
Virtually his entire service with the 
company has been in the accounting de- 
partment, the last several years as as- 
sistant treasurer. 

Mr. Maiswinkle was first associated 
with the Maiswinkle Printing Co. He 
worked with other printing firms be- 
fore entering the public accounting 
business where he specialized in print- 
ing and publishing accounts. He joined 
Chilton in 1943. 
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for 1948! 


MICKEY MOUSE 
and DONALD DUCK 


FASHION SANDALS 


Ideal for Prestige Promotions and Sales Volume 


© W.D.-P. 


Complete assortment of colors and size range, 


INFANTS to MISSES Inclusive 





The | On Display 
EIUST SEE” | NATIONAL SHOE FAIR 
iia Room 652 


-_ Hotel 








Convention 





SPORTING SHOE CO. 


39 Chambers Street « New York 7. N. Y. 





© W.D-P. © W.D-P. 
P.S. SEE OUR AD IN THE BOOT AND SHOE RECORDER CONVENTION DAILY 
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OUR BIGGEST AD CAMPAIGN 


for SPRING 1948 


CASUALS 








——_—— 


BE SURE TO SEE OUR LINE 


at the National Shoe Show 








Rooms 612 and 647-Morrison Hotel, Chicago 


Also at Indianapolis, 
Dallas and 
West Coast Shows 





BLOOM-EASE 
INCORPORATED 


630 Second Ave. North 


Minneapolis, Minn. 











The True Meaning of Sports Shoes 


[CONTINUED FROM PAGE 153] 


leather on schedule and that conse- 
quently cutting was delayed, does not 
alter the fact that whites and combi- 
nations generally were delivered tby 
manufacturers as late as June 20 to 
July 1, some still later, and in other 
cases not at all. Assuming that the 
July 15 sport shoes clearance date, 
which we always recognized in more 
normal years, is still correct, stores 
certainly were not allowed much of a 
sports shoe selling season. 

A few retailers have evolved another 
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theory, however, which may have some 
merit. It describes a situation, which, 
if existing in fact, needs correction, 
plenty of correction, and fast. These 
retailers advance their theory that the 
younger generation, ’teen age boys 
through ex-G.I.’s, never have been sold 
on white and combination shoes. Re- 
turning veterans have undoubtedly 
taken to more casual. dress, slacks, tie- 
less sport shirts, loose fitting, rough tex- 
tured jackets with which the so-called 
“leisure” type of shoe goes so well. And 


they reason further that more con- 
servative types of sports shoes just 
were not available during the immedi- 
ate post-war period and that returning 
veterans were forced into the more 
easy-going types of Sports shoes. They 
maintain too, that youngsters, coming 
into men’s size runs during the rationed 
wartime years saw very few classic 
Sports shoes worn by their older friends 
and fewer still on retailers’ shelves for 
them to buy. It’s a sort of “lost gener- 
ation” for sports shoes, they claim. 
These youngsters just never knew what 
the true place of the white and 
trimmed shoe is in men’s attire. 

Now, there’s a mighty gloomy pic- 
ture, if it’s true, and figures would 
seem to prove that true it is. But fig- 
ures can and do lie. If a man cannot 
buy a staple white or brown sports shoe 
easily and sufficiently early in the sea- 
son to make it worth his while to buy 
an “extra pair,” you still cannot blame 
him for turning to one of the more 
casual utilitarian type shoes. And if 
he cannot find a bootblack who will 
take the time and trouble to polish his 
sports shoes, and consequently must do 
so himself, it is only natural that sales 
resistance to these types should develop. 

However, there is among American 
men a large group, and I would venture 
to say they constitute the majority, who 
do believe that the sport shoe is essen- 
tially a dress-up shoe and who do not 
subscribe to the over casual in their 
Summer dress. I am thinking, for ex- 
ample, of the conservative type of 
Southerner with whom the men’s white 
linen or seersucker suit is‘as traditional 
as “Coca-Cola.” With them the white 
and combination shoe has always been 
a warm weather “must.” 

Retailers will recall the lucrative 
cruise before the post-war years, when 
the customer, in a holiday mood, would 
buy several pairs of Sports shoes. This 
Winter, ships will be sailing again to 
the Carribean and this important source 
of profit will return to the shoe retail- 
er’s cash register. 

Let’s not forget, too, that the truly 
well-dressed college man’s tweed and 
flannel combination was never complete 
without the traditional black and white 
saddle oxford, or all white buck blucher 
with red rubber, black or aniline dyed 
crepe sole. All of these hard-to-get 
materials will be back in °48. That 
trade, gentlemen, was formidable busi- 
ness! Manufacturers made great repu- 
tations with exactly this type of foot- 
wear; yes, and retailers had customers 
coming for miles because they could 
offer precisely the right kind of soles 
on all white shoes—or, because they 
had the best proportioned and the most 
correctly distributed trims on their full 
brogue combinations. 

For the good of the shoe business, 
we'd all better get off to a real fast 
start next year. Let’s, by all means, 
sell Casual types—the Leisure, the Tie- 
laced moccasin, the Sabot strapped Nor- 
wegian Moccasins and the many inter- 

[TURN TO PAGE 330, PLEASE] 
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Customer Confidence 


Is Easily Shattered 


THEY KNOW AND WANT 
THE ORIGINAL, GENUINE 
COLD-WET WEATHER BOOTS 


STADE voors 
SUN VALLEY BOOTS 








Lake Placid poors 





OUR reputation for selling quality is only as 

good as the merchandise you sell. Soundly- 
made, reliable, nationally advertised brands 
build acceptance for themselves and for the 
retailers who sell them. But, when customers ask 
for them by name, they are entitled to resent 
substitutions. Only CONSOLIDATED makes 
these three nationally advertised lines of cold- 
wet weather boots. Only these three brands give 
your customers 40° below protection. 


EXHIBITING: HOTEL MORRISON 
Rooms 720-724-726 


(Jossousuren FooTweAR Corp. 


MALONE 


October 15, 1947 


HANDLE WITH CARE! 














NEW YORK 
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IN STOCK 
IMMEDIATE DELIVERY 


..+ while you are at the Shoe Fair in 


CHICAGO 





get the shoes you need Right Now! Don’t miss this op- 
portunity to acquaint yourself with a great source for 
great shoe values—CHICAGO. Visit CSM members 


for your immediate and near future footwear needs. 





FOR EVERY TYPE OF SHOE 


46° 


Close to All Shoe Fair Hotels ... 


Phone for Appointment; or Visit CSM Member Salesrooms 
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IRVING BROWN SHOE CO., 29 S. Wells St., ANDover 2855 
CHETMOR SHOE COMPANY, 45 S. Wells St., DEArborn 8140 


WILLIAM COHAN COMPANY, 19-21-23 S. Wells St. 
STAte 5655 


GOLD SHOE COMPANY, 30! W. Monroe St., DEArborn 1030 


HARPER-KIRSCHTEN SHOE CO., 323 W. Monroe St. 
FRAnklin 2623 


KEEHN BROS., 219 W. Monroe St., RANdolph 2765 
IRVING LAMET SHOE CO., 333 W. Monroe St., ANDover 5537 
C. W. MARKS SHOE CO.., 41 S. Wells S#., CENtral 4551 
McBREEN SHOE COMPANY, 305 W. Monroe St., STAte 3896 
ROYAL SHOE COMPANY, 220 W. Madison St#., DEArborn 6288 
SAMSON SHOE COMPANY, 45 S. Wells St., ANDover 8497 


SECURITY SHOE COMPANY, 325 W. Monroe St. 
DEArborn 0108 


SINBAC SHOE COMPANY, 325 W. Monroe St., FRAnklin 7366 
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The True Meaning 
Of Sports Shoes 


[CONTINUED FROM PAGE 328] 


esting new woven effects which are ap- 
pearing in this type of footwear. But 
let us remember too, that to be an 
“extra pair,” the Leisure shoe must 
be sold in addition to thet wo or more 
pairs your average male customer must 
buy to make your business profitable. 
Let us remember as well as sports shoes 
made “extra sales,” when business was 
really tough and that they can and 
will sel lin volume again with sensible 
timing and active promotion. 


In previous years, when warm 
weether rolled around, practically every 
man was a prospect for at least one pair 
of white or combination Sports shoes 
and this type of shoe could not be 
worn, except in a few restricted locali- 
ties in the south, for any other than 
but true leisure wear. Bootblacks shined 
them and liked it for the usual fee and 
tip. Retailers sold more polish to keep 
them looking well, and another pair 
when customers felt they had gone be- 
yond the shineable stage. 

We do not mean to suggest that 
sound, well made, carefully fitted Lei- 
sure shoes fall into this classification of 
unfair competition. While we would 





like to see more Leisure shoes sold and 
worn strictly for leisure, better qual- 
ity merchandise in this field, for some 
reason or other, does not compete with 
the dress shoe and the sport shoe to the 
same extent that cheaper, less well made 
footwear does. Perhaps the men who can 
afford $10 or $12 for a shoe of this type 
buys other types of sports shoes as well. 

In the natural course of the style 
cycle, the dozen or more types which 
made such active competition for whites 
last summer should and probably will, 
be shaken down to half that number be- 
fore the next summer shoe selling sea- 
son arrives. In this field there were 
good and bad entries. Sound, and well 
made Casuals and Leisure types will 
live and prosper; but, the days of the 
bizarre wild-colored, loose fitting hy- 
brids, which were poorly made of 
shoddy materials, are definitely num- 
bered. These anomalies are not and 
never were economic, because they were 
“neither fish nor flesh,” and “went 
with” everything badly. The high 
mark-up they carried was seldom en- 
joyed by the retailers, because it was 
consumed by excessive returns and ad- 
justments. Fine reputations for qual- 
ity were destroyed through loss of con- 
fidence by customers irate at the poor 
fitting and wearing qualities of these 
shoddy shoes. Don’t be deluded by the 
fact that sales of these outlaws seemed 
easy to make. Every pair that was 
sold killed the sale of at least one, 
often more, better quality Leisure and 
Sports or Dress shoes. 

It takes no particular genius to 
sense that this phase of men’s shoe 
merchandising is fast coming of age, 
and must be disciplined if it is to ma- 
ture properly and profitably. Thus far, 
like Topsy “It’s just growed up.” 
Among retailers and manufacturers, 
these shoes have their friends and 
champions, and they are enthusiastic. 
Among retailers, manufacturers, shoe 
fitters and consumers, they have made 
many enemies and they are just as 
vociferous in their criticism. The net 
result thus far has been a peculiar state 
of confusion, which is not good for shoe 
selling, nor for the industry in general. 
All, however, agree that “across the 
board” much needed improvements must 
be made in styling and construction of 
this type of footwear, and that some- 
thing must be done to sell the retailer 
and the shoe fitter on them so that they 
can sell the ultimate consumer. 





Shoe Manufacturer 


Moves to New York 

MANassas, VA.—The Manassas Foot- 
wear Corporation, a “pilot” plant for 
shoe manufacturing which has been in 
operation here for the past 14 months, 
will be moved to New York within the 
next two weeks, W. A. Lewis, local 
manager, has announced. 

The plant was brought to Manassas 
in anticipation of construction of a 
large factory building here, but it was 
decided later to discontinue the work. 
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Yes, this is our 10th anniversary in the shoe 


business. 


We invite you to see our new spring lines of 
popular-priced, fast-selling footwear: 





Ri ~SpoTimers Ter Bedtimere. Pr. Of Famer 


—casuals and playshoes— 
for women and children. 


cd 





485 Friern AvENvuE, New York 17, New York 
“It pays to show the name they know” 


*® 
October 15, 1947 
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—indoor slippers—for 
women and children. 





Zz 


—casual playshoes—for 
men. 





Chicago, Morrison Hotel, Room 632 
October 27-30 
Augusta, Sheraton Bon Air Hotel 
November 2-5 
Ft. Worth, Texas Hotel 
November 2-5 
Pittsburgh, Hotel William Penn 
ovember 8-11 








33! 











NATURE’S OWN 
PROP-R-FORM 
SADDLE ARCH 


JULIUS ALTSCHUL, Ime. |!7 GRATTANST. BROOKLYN6 N.Y. 











Ideas to Build 
Christmas Business 


Once again glorious Christmas with its 
promise of “peace on earth; good will 
to men” will soon be here. Though the 
world still has problems to solve, 
people everywhere will be happy this 
Christmas. 

Christmas is a time of gift-giving, of 
merry-making, of sharing, of spiritual 
rededication to the best there is in 
people, in society, in business. Retail 
stores throughout the country expect 
a large volume of gift buying this 
Christmas. 
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To the merchant who celebrates 
Christmas in a business as well as a 
social way, there are a number of good 
ideas that he can use. In the first place, 
the alert and thankful merchant will 
want to enter into the holiday spirit 
and heighten that Yuletide atmosphere. 
This can be done through appropriate 
Christmas decorations, silvered trees, 
holly, mistletoes, evergreens, cutouts of 
Santa and fairyland characters, etc. 

These decorations can be placed in- 
side or outside the store and in the dis- 
play windows. Following are a number 
of other Christmas ideas which mer- 
chants everywhere can use. 





Santagram 


The merchant who wishes to send a 
Christmas greeting to all his pros- 
pects and customers can have a large 
ad printed in the form of a telegram 
but with the heading “SANTAGRAM.” 

One such “SANTAGRAM” used by 
one merchant read as follows: 

“To Everybody 

“Everywhere: 

“Holiday greetings to all. Stop. Your 
happiness at this glad season makes 
ours complete. Stop. Best wishes for 


| a joyous Christmas and a Happy, Pros- 


perous New Year.” 
This greeting can also be sent as di- 


| rect mail or part of a Christmas season 


circular letter, with special sale offer- 
ings below. 

Some merchants get miniature sleighs 
and reindeer and a small Santa and 
make up a Christmas parade of their 
own in one of their display windows. 


The Bank of Good Cheer 


One merchant sent all his custom- 
ers and prospects a special “check” 
greeting card one Christmas. The 
check, printed on light green paper 
stock, with red trim, and with a Christ- 
mas picture, used Old English holiday 
type and was in voucher form. Copy 
said: “THE BANK OF GOOD WILL. 
Pay to the order of ........ $ 365 
days of Happiness throughout the 
New Year and others to come. On the 
other side of the voucher copy read, 
“This Christmas Voucher is a token of 
our appreciation of your good will 
which has so materially contributed to 
our progress . . . we are happy with 
this Christmas wish to open our books 
to you as follows: 

“Crediting you . . . pleasant relation- 


| ship, confidence and loyalty, friendliness 


and generosity. Debiting you—365 days 
in which to be happy and proserous. 
Balance. Our appreciation and good 
wishes for a Merry Christmas and a 
Happy New Year.” 


Youngsters Write Letters 


Merchants of Rice Lake, Wis., in pre- 
paring for Christmas each year, get 
local youngsters to write letters through 
the local newspaper to Santa Claus 
telling what they want for Christmas. 
These letters are then published ver- 
batim in a special pre-Christmas edi- 
tion of a local newspaper, also giving 
the names of the letter-writers. This 
gives tremendous local reading interest 
to the edition and to the ads. The 
edition also contains stories and pic- 
tures of the annual Christmas parade 
put on by merchants. 


Christmas Customs 


Everyone likes to read about Christ- 
mas customs which give expression to 
the season’s timeless joy. A merchant 
can publish some data in one or two 

[TURN TO PAGE 334, PLEASE] 
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With its factory and general offices conveniently located at the crossroads 
of north-south, east-west shipping rovfes and with additional offices and « 
warehouse on the east coast. The Servus Rubber Company is ideally situated 
to supply rubber footwear products to all parts of the nation. That's one 
reason why Servus has been a dependable source of supply to shoe men from 
coast to coast for over 25 years. 





WOMEN’S SNOW SLIDE 





Meet us at The Blackstone Hotel, Chicago, Illinois 
National Shoe Fair 
October 27 - 30, 1947 
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C. A. GROSVENOR SHOE CO. 


WORCESTER, MASS. 


NEW YORK OFFICE, 
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Ideas to Build 
Christmas Business 


[CONTINUED FROM PAGE 332] 


ads which tell of such customs, and this 
will arouse much reader interest. 

The habit of giving gifts really goes 
back before the Christian period in his- 
tory, though giving them for love and 
affection came with the Christ child. 
Christmas comes from “Christ’s Masse” 
which was celebrated in England 
through the Middle Ages with much 
pomp and merriment, so that England 
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became known as the land of “Merrie 
England.” 

Carols have proved popular for many 
centuries, flourishing in England and 
America. It was the Dutch who cre- 
ated Santa Claus, while the practice of 
decorating with holly comes from 
England. 

In early times many people believed 
evergreen sacred and mistletoe was 
considered sacred, too. The white ber- 
ries were said to have caught the 
radiance of the star that led to the wise 
men. 


The poinsettia, much used in store 





— 





decorations today, comes from Mexico 
where a little girl plucked it from the 
roadside and laid it on the altar as her 
gift. 

We can credit the Germans with the 
idea of the Christmas tree, a very im- 
portant part of the average Christmas 
celebration in many lands. In Wales, 
many people sing during the holidays, 
with whole communities gathering to 
join in the Christmas tunes. 


Christmas Want Ad Section 


A group of Wisconsin merchants 
used a very splendid ad promotion at 
Christmas several years ago. They con- 
tracted for a half page advertisement 
in a leading daily newspaper for one 
week prior to Christmas. The headline 
read, ‘“‘CHRISTMAS SHOPPERS 
GIFTLAND,” and the top of the page 
was generously illustrated with pictures 
of Santa and his reindeer. 

At the center of the page, around 
which were classified ads, was a large 
box which asked readers to compete for 
daily cash prizes by listing an adver- 
tised item in the boxed area space after 
the names of five advertisers, and writ- 
ing a letter of 50 words on what gift 
of the five appealed most. 

Each day the names of the five ad- 
vertisers in the box were changed, so 
that every classified advertiser got his 
proper publicity during the period. 
Daily first prize was $2 and second 
prize was $1. The contest went over 
very well, giving life to otherwise 
buried classified ads. 


Thought for the Day 


One retailer who lives in an area 
which has a daily newspaper publishes 
a special ad on Christmas Day. This 
ad is entitled a “THOUGHT FOR THE 
DAY” and consists entirely of the 
Christmas message of some local min- 
isters (the church being varied each 
year). 

This is really a sermon in print, but 
very effective advertising. No commer- 
cial mention is made in the ad, except 
listing the name of the retailer and the 
store address and telephone number. 


First Christmas Baby 


Merchants in many communities 
often put on a FIRST CHRISTMAS 
BABY Contest each year, and this 
usually attracts much attention. Under 
the plan a specified number of mer- 
chants agree to set aside a gift which 
is to be given to the first baby who is 
born in a certain town or city on 
Christmas Day, Dec. 25. The baby re- 
ceives much publicity and many prizes. 
The cooperation of all physicians in 
reporting the time of birth of the babies 
is usually obtained. 





Open Unit 

SAN ANTONIO, TExAS—The Poll 
Parrot Shoe Company has opened at 
121 East Travis Street here. It will 
deal exclusively in shoes for children. 
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The thrilling freshness of Spring, captured by Golo 
- stylists and translated into smart footwear! An entirely 
| mew line of Golo welt casuals, expertly made in the fa- | 
_ tous Dunmore tradition. Designed with unerring appeal 

» for “young” people who know what they want... dealers 

everywhere are discovering that showing Golo means ) 
selling Golo, and selling Golo means steady profits! . 


¥ GOLO OF DUNMORE CREATIONS 2 


© Genuine Goodyear Welts—Every Inch of the Way 
YOK twice their cost . . . WEAR as well as they look! ~ 
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ISION OF GOLO FOOTWEAR CORP. 
ORY: Golo Park, Dunmore, Pa. 
ES OFFICE: 129 Duane St., New York 13, N.Y. 
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The New Golo Spring Line will first 
be shown during the 


NATIONAL SHOE FAIR 
Hotel Morrison Rooms 636-637 
Chicago, Illinois 







\ CHICAGO J 














J 
Golo’s 
New 
Spring Line 
will be 
Exhibited 


at the 
Following Shows: 


* 


IN CHICAGO: 
Hote! Morrison 
October 27th . . to . . 30th 


IN ST. PAUL: 
St. Pau! Hotel 
November Ist. . to. . 4th 


IN KANSAS CITY: 
Muehlbach & Philips Hotel 
November 2nd . . to . . 4th 


IN AUGUSTA: 
Sheraton Bon Air Hotel 
November 2nd . . to. . 4th 


IN OKLAHOMA CITY: 
Biltmore Hotel 
November 2nd . . to. . 4th 


IN DETROIT: 
Hotel Statler 
November 2nd . . to. . 5th 


IN ATLANTA: 
Hotel Ansley 
November 2nd . . to . . 5th 


IN FORT WORTH: 
Hotel Texas 
November 2nd . . to . . 5th 


IN TAMPA: 
Hillsboro Hotel 
November 9th .. to. . 12th 


IN PITTSBURGH: 
William Penn Hotel 
November 8th .. to... 1 1th 


IN DES MOINES: 
Hotel Fort Des Moines 
November 9th .. to... 11th 


IN DALLAS: 
Hotel Adolphus 
November 10th..to..13th 


IN. BUFFALO: 
“Statler Hotel 
November 16th..to..17th 
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Conclusive tests have shown again and again that Leatherok* 


will stand up against any kind of weather condition. If you are 


not already a steady user of Leatherok*, we invite you to try its 


adaptability for your specific requirements. 


Sold Throughoul the World 


*® REG. U.S. PAT. OFF. 


GEORGE 0. JENKINS CO. 


BRIDGEWATER 


MASSACHUSETTS 











Johansen Brothers, Milius, Rice-O’Neill, 
Samuels, Valley and Wolf-Tober. 

The new contract of the 13,000 CIO 
workers of International, which brings 
the total of workers affected or ex- 
pected to be affected to 30,000, calls for 
an immediate increase of three cents 
an hour and additional hourly increases 
of three cents for each five-point rise 
in the Department of Labor commodity 
price index up to a total of 12 cents an 
hour. International workers are em- 
ployed at 24 Missouri plants, three 
Illinois plants and three New Hamp- 
shire plants. 

The contract between International 
and the CIO United Shoe Workers 


| Union also provides for wage reduc- 
| tions according to the same index and 














New Wage Rise in St. Louis 
Based on Cost of Living Index 


St. Louis—Pressure of labor costs 
on present wholesale prices moved up 
several notches here recently with the 
signing of a new wage agreement be- 
tween nine shoe manufacturers and the 
AFL Boot and Shoe Workers Union 
and the negotiation of a new contract 
between the International Shoe Co. and 
the CIO United Shoe Workers Union. 
As a result approximately 30,000 shoe 
workers of 59 shoe factories in four 
states and the St. Louis area probably 
will obtain higher pay. 

The approximate total of 17,000 
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AFL workers in Illinois, Missouri, 
Arkansas and St. Louis, representing 
26 firms, probably will receive the 
6-cent-an-hour pay hike retroactive to 
Sept. 22, of which a portion of their 
number already have been assured, 
through the new wage agreement be- 
tween the AFL union and the nine 
manufacturers already signed, because 
the wage pattern set by the larger 
manufacturers usually is followed 
throughout the industry. 

The nine manufacturers immedi- 
ately affected by the new AFL Boot 
and Shoe Workers Union wage agree- 
ment are Boyd-Welsh, Brauer Broth- 
ers, Hamilton, Scheu and Walsh, 


rates in the event the commodity price 
index recedes, though not below the 
rates in effect prior to the new agree- 
ment, as long as the commodity price 
index does not drop below 158. The 
average wage of International workers 
has been 91 cents an hour. A two and 
a half cent an hour starting rate in- 
crease also is provided. 

Starting rates of the AFL workers 
are not affected. As this is written 
there have been no announced increases 
in wholesale prices. 





_ Mrs. George Johnson 


Enpicott, N. Y.—Mrs. Mary A. 
Johnson, wife of George F. Johnson, 
co-founder of the Endicott-Johnson 
Shoe Corporation, died Oct. 1 at the 
age of 79. 

Mrs. Johnson was born in Milford, 
Mass. For the half-century she lived 
here, she sponsored little-publicized 
philanthropies throughout southern 
New York. 

In 1916 she founded the Ideal Park 
Training School for Girls for the pur- 
pose of teaching young women how to 
cook and sew. She was active in the 
school until 1938. Mrs. Johnson served 
on the Binghamton State Hospital 
Board of Visitors from 1923 until 1938. 

Her husband is chairman of the board 
of the shoe corporation. His son by an 
earlier marriage, George W. Johnson, 
is its president. 

Also surviving is a daughter, Mrs. 
Lloyd Sweet of Binghamton. 





Receive Charter 


LOUISVILLE, Ky.—Jeff’s Men’s Shoes, 
Inc., of this city, has received a charter 
from the Secretary of State. Author- 
ized capita] stock is 300 shares, no par 


value. Incorporators: Samuel J. 
Schwartz, Ann Schwartz and Fred 
Weiland. 





Move Into Temporary Quarters 


Enpicott, N. Y.—Hills, McLean & 
Haskins’ shoe department has been 
moved from 108 Washington Avenue to 
temporary quarters at 108 Washington 
Avenue, pending the completion of the 
firm’s new store a few doors away. 
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So who needs a wholesaler 


... especially today? 











YOU DO, brother. Especially today! 


Yesterday, the factory salesmen were knocking at gin. 
Today they'se knocking too . . . but with the knuckles 
on your door. And you'll still have to wait 5 or 9 
weeks for delivery. If you’re*lucky. 


But not if you’re buying through M. J. Saks! 


In every price line, you've got to cull your own colors 
and spot your own styles. Maybe 2 out of every 5 pat- 
terns you buy will walk out. And you take a bath in 
what's left. 


But not if you’re buying through M. J. Saks! 


“Okay”, you say. “Suppose I were buying through 
M. J. Saks?” 


You'd make your initial buy from ONE line, not 
half a dozen. That means you're properly balanced 
in types at every price level. And that's not all! 


With prices going up faster than you can sign an order, 
you'd be giving better values than today. Because no 
matter how big you are, you can’t top the buying power 
of an M. J. Saks who supplies 1500 other retailers with 
way over a million pairs a year. 


Still no dice? Then get this: you'd never be out of 
business on your “runners”! You wouldn't have to 
beat your gums pushing single soles when your cus- 





tomer wants platforms. You'd beat last year's figures 
instead. Because you'd have platforms. And you'd 
have ‘em in sizes. For we'd be filling you in FROM 
STOCK on whatever you're selling, as fast as you 
sell it. 


Sound like we might have something? Then come 
see us at Chicago: 


HOTEL MORRISON 
Hollywood Room * Mezzanine Floor 


entrance directly opposite buyers’ registration desk 


’ NEW DELUXE GRADE 
| GAKS mr )6.95 and 7.95 retailers 


\ byV _-- 


- 


M. J. SAKS SHOE CORP., |52 DUANE ST., NEW YORK 13, N. Y. 


Wholesale Distributors of Women’s Fashion Shoes 


CHICAGO — 189 WEST MADISON STREET 


PITTSBURGH — 335 FIFTH AVENUE 


Use these regional oMces tor SEI goblins groper 
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THEY'RE Fibre-Sorting for 
YOUR Customer-Satisfaction 
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You can depend on England-Walton FIBRE- 
SORTING experts to give you soles correctly 
matched for flexibility ... mated for longer, more 
even wear. Because their trained eyes instantly 
detect what you see in these photomicrographs. 

Above you see three typical cross-sections of sole 
leather, greatly magnified. A and B are similar in 
fibre structure; C is very different. At England- 
Walton, A and B will be paired, while matching 
fibre structure will be found for C. 

Today’s price-conscious customers are demanding 
better value. In shoes, that means maximum evenness 
of wear. It’s good business to make sure they get it — 
with England-Walton FIBRE-SORTED soles. 








&. nglan AWatlton 


FIBRE-SORTED 
SOLES 


Cut soles and sole leather 
Pure oak bark tanned 


Ensland-Walton Division 


A. C. LAWRENCE 
LEATHER COMPANY 
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RECORDER REVIEW OF CURRENT HAPPENINGS IN THE SHOE TRADE 


Resume Business Clinies at Shoe Fair 





Private Conferences With Experts On Expense Control and Store 
Management Available to Retailer Without Charge, 


October 27, 


CHIcAGO.—The 1947 National Shoe 
Fair to be held here October 27, 28, 29 
and 30, will resume the Expense Con- 
trol and Store Management Clinics 
which were abandoned during the war 
years. The clinics will be conducted 
in cooperation with members of the 
faculty of the School of Commerce, 
Northwestern University, Evanston, 
Illinois. 

The staff will be headed by Professor 
James R. Hawkinson, chairman, De- 
partment of Marketing of the School 
of Commerce, who was one of the orig- 
inal members of the business clinics 
when they were inaugurated in 1937 at 
the second National Shoe Fair. He will 
be assisted by Ira D. Anderson, Asso- 
ciate Professor of Marketing at North- 
western University, in charge of the 
Retailing Service Scholarship program 
of the school. Professor Anderson 
served with the Nacional Shoe Fair 
Clinics for a number of years. He is 
qualified from experience to assist shoe 
men eager to acquire the newest meth- 
ods and techniques in Store Manage- 
ment and Expense Control, which once 
again are receiving preferred attention 
in retail shoe stores throughout the na- 
tion. His services are in demand as a 
consultant by a number of large retail 
stores in Chicago and from this prac- 
tical experience he has gained a broad 
knowledge of retailing which qualifies 
him as an authority on retail problems. 
The third member of the business clinic 
staff is Professor William Brown, Asso- 
ciate Professor of Marketing, School of 
Commerce of the University. As an 
authority on problems of retailing, 
merchants operating shoe stores will 
be enlightened on the new methods of 
store operations in their conferences 


28 and 29 


with Professor Brown. 

Realizing that succesful merchandis- 
ing is of vital importance in shoe re- 
tailing, and that profits result from in- 
telligent merchandising as well as from 
keen buying, the National Shoe Fair 
provides this unusual business consul- 
tation service without cost or obligation 
to visiting shoe men. 

Retailers will have an opportunity 
to discuss their current problems priv- 
ately and in strict confidence with 
recognized authorities in “across the 
table” conferences. 

Mr. Hawkinson, chief of the business 
staff, has asked that merchants ex- 
pecting to confer with members of the 
clinic staff bring with them figures 
covering the following items of ex- 
pense: Total net sales, cost of mer- 
chandise sold, gross margin, operating 
expenses, including salary of officers, 
partners and other executive wages, 
all other salary and wages, total salary 
and wages, rental or occupancy ex- 
pense, advertising, bad debt losses, sup- 
plies, all other expenses, total oper- 
ating expenses, net operating profit be- 
fore income tax, mark-downs, turnover 
(stock turn) and discounts. 

A form has been prepared and will 
be sent to anyone desiring to use it by 
writing to the National Shoe Fair, Pal- 
mer House, Chicago 90, Illinois. 

The Expense Control and Store Man- 
agement Clinic will be conducted on 
Monday, Tuesday and Wednesday, Oc- 
tober 27, 28 and 29, each day from 
9:30 A. M. until 12:00 noon and from 
2:00 P. M. until 4:30 P. M., in the 
lobby of the Grand Ballroom on the 
Fourth Floor of the Palmer House. A 
receptionist will be in attendance to 
schedule appointments for shoe men. 





Mid-Continent Travelers 
Plan Show Nov. 2-3 


OKLAHOMA CiTy.—The 10th annual 
Spring shoe show of the Mid-Continent 
Shoe Travelers will be held at the Bilt- 
more Hotel, here, Sunday and Monday, 
November 2 and 3. 

The membership of the association has 
increased to such an extent that only 
the Biltmore Hotel offers sufficient, 
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large display rooms to accommodate all 
old and new members. E. J. Eichhorn 
is serving his 10th year as secretary 
and manager, Norton Thompson is 
president and Bob Mooney vice-presi- 
dent. 

Owing to the importance of both 
prices and styles for the Spring season, 
a large number of merchants are ex- 
pected to attend this show in Oklahoma 
City. 


N. Y. Shoe Manufacturers Start 
Idea Contest for Shoe Salesmen 


New YorkK.-—An advance sampling of 
reactions among shoe retailers in the 
high fashion Fifth Avenue stores, here, 
to the contest for the best letters on 
“How to Sell Quality Shoes,” sponsored 
by the Shoe Manufacturers Board of 





DAVID COHEN 


Trade of New York has revealed not 
only a unanimous approval of the aims 
of the contest but an interesting variety 
of reasons for its need. 

The contest, first made public in this 
issue of the RECORDER, is open to retail 
shoe salesmen, shoe and department 
store managers or owners and is de- 
signed to bring forward and award 
techniques and ideas on quality shoe 
salesmanship that have grown out of 
practical, successful experience. One 
thousand dollars in prizes is being of- 
fered. 

Stating the purposes of the contest, 
David Cohen, president of the New 
York Shoe Manufacturers Board of 
Trade, an association of 55 high grade 
shoe manufacturers, said “Through this 
contest, we aim to find out the best 
ways to sell quality shoes, with the con- 
firmation of both retailer and manu- 
facturer. It is also our endeavor to in- 
form the trade of all such ideas which 
will be beneficial to it.” 

When apprised of the nature of the 
contest, the dominant response of shoe 
men interviewed was that shoe sales- 
manship in this difficult post-war period 
was in specific need of such a stimu- 
lant—that the contest would reappraise 
and reawaken tried and true methods 
as well as stimulate new ideas to em- 

[TURN TO PAGE 346, PLEASE] 





















Manufacturers 


YS 
R. J. POTVIN SHOE COMPANY 


BROCKTON, MASSACHUSETTS 


COMMENDED 
PARENTS 


MAGATINE 


NEA 


designed by nature 


Buntees . . . the First Shoe for 
Baby. Hand-lasted to nature's 
design by New England arti- 
sans in shoemaking. Smooth 
inside and out .. . yet sturdily 
built. Buntees are making new 
friends at leading stores 
everywhere. 
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Omaha Shoe Stores Battle 
Over Policy of Late Hours 


OMAHA, NEB. — A controversy over 
closing hours has arisen here between 
various shoe stores with one faction 
contending that a return to night sell- 
ing would be a step backwards in mer- 
chandising, while the pro-night-opening 
group declares the public wants such 
service and hours will be arranged so 
the personnel will not suffer. In gen- 
eral, the night opening will be Mondays 
with store hours that day from 12 noon 
until 9 p. m. 
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Ed Kramer of the Aquila, spokesman 
for the anti-evening opening group, 
said that the stores in his “camp” 
firmly believe they can better serve not 
only their Omaha customers but the 
customers from outside the city by 
maintaining the present store hours of 
9:30 a.m. to 5 p.m. Twenty-two mer- 
chants announced they would maintain 
the daylight hours including the follow- 
ing shoe stores and stores having shoe 
departments: Kilpatrick’s, Arch Pre- 
server Shoe Store, Berg Clothing Co., 
The Aquila, Drexel Shoe Store, Alper- 
sons, Fred and Clark Haas, Union Out- 
fitting Co., Napiers, Birkholtz, Flor- 











sheim Shoe Store, Buck’s Booterie and 
Nunn-Bush. 

Nebraska Clothing Co., one of the 
original backers of the plan to reinstate 
Monday evenings open, stated through 
Controller Mortimer Edmunds that 
“this plan to keep the stores open each 
Monday night is not an untried experi- 
ment . . it was tested during the 
war years and proved of real service 
to Omaha shoppers.” Stores that will 
stay open include Baker Shoes, J. L. 
Brandeis & Sons, Carmans, Crown, Inc., 
Goldstein Chapman’s, W. T. Grant Co., 
Herzbergs, Maypers, Natelson’s, Ne- 
braska Clothing, Charles J. Assmann 
Co., J. C. Penney Co., Montgomery 
Ward, Sears, and G. R. Kinney Shoe 
store. 

Sears-Roebuck, which has been open 
from 9:30 a.m. to 9 p.m. on Mondays, 
announced it would also remain open 
until 9 p.m. on Thursdays. Montgomery 
Ward maintains 9:30 a.m. to 9 p.m. 
hours on Mondays. 

Meanwhile the Omaha city council may 
be asked soon to pass an ordinance re- 
quiring retail stores to close not later 
than 6 p.m. A man who has been a shoe 
salesman 35 years for the same firm is 
leading a move to circulate petitions 
for the ordinance. He declared that 
he expects to get signatures of about 
6000 clerks, and that some stores have 
permitted circulation of the papers 
among their clerks. “Clerks are tired 
of night work,” he concluded. 

The shoe stores that will not opem 
Monday evenings pointed out that a 
survey of 54 cities throughout the 
entire country was conducted by them 
and associated merchants, and that two- 
thirds of these cities “do not feel the 
necessity of returning to evening open- 
ings.” They also feel that it would 
discriminate against personnel by stag~ 
gering the hours one day to include: 
evening work, and that they can make 
the customers’ shopping hours more- 
pleasant and courteous by allowing 
employes to continue to enjoy every 
evening freely. When the holiday gift 
buying season is at its peak, the stores 
will have longer shopping hours as in. 
past years. 

The stores which will have 12 noon 
to 9 p.m. hours Mondays have coun- 
tered with the statement: “In our 
search for ways to serve our customers 
better, we found that many families 
desire the convenience of evening shop- 
ping. A survey made for us indicates 
that a large percentage of Omahans 


favor evening shopping one night a. 


week the year around. Many men and 
women say their hours of employment 
are such that they cannot shop during 
the day. Others have small children 
whom they cannot leave during the day 
when no other adult is at home . 
The survey also shows that Monday 
night is overwhelmingly preferred.” 
Baker Shoe Store and others which 
will open Monday evenings also point 
out that their employes will work the 
same number of hours as on present 
schedules and in addition they will en- 
joy a longer weekend. 
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REPEATING A SELLOUT !! 


FASHION STEP “TRIPLE EEE” PLATFORM SHOES 


Your overwhelming response has proved, without 
a doubt, that these platform shoes are the 
BIGGEST SELLERS 
FROM COAST-TO-COAST 











NU-FEEETures: 


840 Black Patent Leather 


*Reinforced Steel Shank Widths: D, E, EEE 
*%” Leather Covered Platform ” Widithe: C, D, E, EEE 
845 Black Patent Leather *Fashioned of Fine Materials = mee DB E, EEE 
Bn aia *Platiorm Construction 9 WWidthe: ©, D, ©, EEE 
Widths: D, E, EEE *Slenderizes the Stout Foot 
847 Black Suede *Like Walking on Air 
Widths: D, E, EEE *Comfort and Style for Wide Feet 
861 Brown Alligator *Designed to Fit 


Widths: D, E, EEE ; 
*Made over exclusive New Lasts 











of gk errr, $4.75 Order NOW for 
fe | er $4.99 PROMPT DELIVERY 
: 850 Black Patent Leather 
SIZES: 4-10... (25¢e Extra for Sizes 91/2-10) Widths: D, E, EEE 
851 Black Calf 
TERMS: Net F.O.B. N.Y. MINIMUM ORDER— Widths: D, E, EEE 
4 ‘. 852 Black Suede 

Prices Subject To Change Without Notice 12 pairs of ONE WIDTH Widths: D, E, EEE 
| ana nnehaanan nea na anaenannenhhnhhhehhhhRDhRehGRAGReGAneeeee * 
¥ NU-WAY leads again with sensationally low priced : 
* 
§ HOLLYWOOD STAR GENUINE GOLD AND SILVER KIDCASUALS }f 
= te retail at $5.45-87.95 Wide range of Styles and Heel Heights 7 
* * 
: See Them Displayed at the NATIONAL SHOE FAIR z 
x October 27-30 Hotel Morrison, Room 1563 
FiiditnidiSnSISnSSSnSiSnSSSSSinnSSnDISS SSS Soo Ondo Coo od CO et tet ttt etn 


AMERICA'S LARGEST DISTRIBUTOR OF ARCH FOOTWEAR SINCE 1919 





Exporters 


142 DUANE STREET sates orrice ann sHow room NEW YORK 13, N. Y. 


Chicago: Julius Weiss — Tel. Capito! 9101 
Philadelphia: Showroom 32 No. Fourth $t.—Al Lonker Detroit: 166-24 Woodingham Dr.—Leo Choden 
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Dedicated to One 


The Shoe Of The BABY Determines Z 
The FOOT Of The ADULT 


=> 


IDEAL 


Healthier, Happier American Babies oe 


Made With Exacting Care 





From The Choicest Materials The Market Affords For The 


FINEST BABIES 


On The Face Of The Earth! 


MRS. DAY’S 


ITALIC ior sides. 


DANVERS, MASSACHUSETTS 


71 WEST 35th STREET 
NEW YORK 1. N.Y 


Beg 


1070 MERCHANDISE MART 
CHICAGO 54, ILLINOIS 





A Tired Department Should Be Rejuvenated 


Do you have a “tired” department 
in your store? Nearly every shoe re- 
tailer does have at least one. Yet one 
weak department can often kill the 
profits made from three or four good 
ones. Consequently, the shoe retailer 
finding a “tired” department should 
immediately take steps to remedy the 
condition. 

To determine whether or not a cer- 
tain department is “tired,” he should 
do the following things: 
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1. Check the stock. It is logically of 
the type to appeal to today’s buyer? 
Does it fit the need of the times? 

2. Check methods of display. Is the 
stock displayed in such a way that it 
will appeal to the buyer? Nobody likes 
to purchase something displayed un- 
attractively. 

3. Check the competition. Perhaps a 
competitor is offering his customer’s a 
better deal. 


4. Check the personnel. Investigate 








to determine if something in the per- 
sonnel setup is responsible for the aii- 
ment of the department. A clerk who 
is a poor public relations man may 
actually be driving away the trade. 

5. Check the calendar. Perhaps the 
merchandise on display in the depart- 
ment is off-season, should be brought 
out only at certain periods of the year. 

6. Check the advertising. Perhaps the 
department is being kept too thorough- 
ly under wraps. Maybe all it needs to 
rejuvenate it is a little conscientious 
plugging. 

7. Check the selling. Although the 
sales personnel may be pleasing from 
the standpoint of public relations, per- 
haps they just don’t know beans about 
salesmanship. See to it that they are 
familiar with the stock. Make certain 
they know its values, its advantages, 
its benefits. They should know per- 
tinent facts about it. 


8. Check the pricing. Perhaps the 
merchandise has been priced too low 
to sell at a profit. Perhaps it has been 
priced too high to sell at all. See if 
items are priced right. 

9. Check the purchasing set-up. Per- 
haps the merchandise was purchased 
at a figure which makes it impossible 
to sell it at a profit. 

10. Check all of these items. If the 
trouble still doesn’t show, consider 
seriously killing the ailing depart- 
ment. No store can afford to nurse 
along a sick department when a healthy 
one could just as well take its place. 





Grain Leather Shoes 
Glut British Market 


LonpoN—A feature of the British 
trade which has for a long time past, 
been causing much dissatisfaction is 
the disproportionate quantity of 
grained leather which is available as 
compared with the better quality 
smooth leather. 

The public definitely demands smooth 
leather types and their resistance to 
the grained leather makes it difficult or 
impossible for dealers to dispose of 
stocks in this medium. A suggestion has 
been put forward to reduce considerably 
the coupon value of this type of shoe 
in an endeavor to make them more 
attractive to the public. 

The glut of grained leather is the 
result of low-grade East India kips 
that have been reaching the British 
market. The blemishes make them 
quite unsuitable for smooth leather and 
the only way that anything can be done 
with this inferior leather is to grain it, 
much to the dissatisfaction of the buy- 
ing public. 

It has been announced that a notable 
change in kip buying arrangements 
went into effect on July 1 which in- 
cludes price reductions and the inten- 
tion of the control to supervise the 
selection standards much more drasti- 
cally than it has in the past. 
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Dealers Support Manufacturer- 
Sponsored Radio Program 


St. Louis—Breaking all known ex- 
isting records of dealer sponsored news- 
paper advertising in support of a na- 
tional promotion by a shoe manufac- 
turer Buster Brown dealers used 972,- 
816 lines of tie-in advertising during 
the month of August in support of the 
Buster Brown “School Days Jamboree” 
broadcast over NBC Saturday morn- 
ings. The program features “Smilin” 
Ed McConnell. Actually well over a 
million lines of newspaper advertising 
were purchased by Buster Brown deal- 
ers within a thirty day period as the 
program was not launched until 
August 9. 

As a result of the nationwide pack- 
aged promotion in which both manu- 
facturer and dealer cooperated through 
display windows as well as newspaper 
advertising a powerful demand was 
built up and an exceptional merchan- 
dising job was accomplished, according 
to Buster Brown Division executives 
on such numbers as “Smilin Ed’s 
Sweetheart,” ‘‘Froggie’s Favorite,” 
“Squeaky’s Standout,” and others. 


The more than 2500 newspaper ads 
within a four weeks period also helped 
the program to stimulate juvenile de- 
mand to the point where thousands of 
calls were received for Buster Brown 
comic books, free apples, etc. 


In analyzing the success of the pro- 
motion Buster Brown executives feel 
that it was due to complete understand- 
ing between manufacturer and shoe 
merchant and the joint effort of com- 
bining a national network radio show 
with local newspaper advertising to 
promote a well known brand name. 


Argentine Hide Surplus May Be Price Factor 





Possibility That Portion of Raw Stock Accumulation Maye Be Dumped 
Here Seen as Obstacle to Further Price Rise 


Cuicaco — If there is any hope of 
checking advancing shoe prices, Mid- 
western tanners are of the opinion that 
perhaps it lies in the threat of Argen- 
tine hides being dumped on the U. S. 
market at prices which eventually may 
fall below present “excessive” domestic 
quotations. A considerable quantity 
was offered this month, but at figures 
which tanners in this country felt were 
not attractive enough to induce buying. 
However, close observers are of the 
opinion that Argentina may eventually 
reduce the asking prices for fear of los- 
ing a certain percentage of hides now 
on hand because of a lack of refrigera- 
tion to preserve them for any great 
length of time. 

Word reaching the United States is 
to the effect that Argentina needs ma- 
chinery, and the money obtained from 
the sale of hides might be needed for 
that purpose. 

In the meantime, the price of most 
leather, except calf, has been edging 
its way upward, keeping in step with 
the forward pricing of domestic hides. 
Unless the foreign influence has a 
downward pull on the domestic hide 
market, with leather quotations corre- 
spondingly lower, the price of footwear 
is very likely to be more in the spring, 
a thing retailers definitely don’t want 
to happen. They are having a hard 
enough time now trying to dispose of 
stocks, especially the expensive lines. 
The principal demand is for popular- 
priced shoes. Retailers say they will 





West Coast Travelers Welfare Fund Board 





Trustees of the Welfare Fund of the West Coast Shoe Travelers Associates from 
left to right are: Tom F. Malley (Daniel Green); Dave Klinesmith {secretary 
WCSTA); Carl Winneguth (Savage Shoe Co. and president WCSTA); Ben Solnit 
{Solnit Shoe Co.) and Harvey Conn (Winthrop Shoes.) This committee heads a 
drive to raise $25,000 more which is to be added to the WCSTA's Welfare Fund. 
This fund is available to all deserving members of the shoe fraternity on the 


West Coast. 
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rebel if they are asked to push prices 
still higher. They point out that cus- 
tomers are already offering strong re- 
sistance to today’s price tags on foot- 
wear. 

Among the types of leather that have 
risen recently are sole, kip side, gar- 
ment sheep, sheep linings for shoes, 
suede splits, sole leather offal, with the 
exception of steer heads, harness leather 
and belting leather. 

One large sole leather tanner has 
withdrawn his prices on both cut soles 
and wholestock in anticipation of fur- 
ther increases. He informed the Boor 
AND SHOE RecoRDER that heavy sole 
bends will then be quoted up to 77 cents 
a foot and light sole bends as high as 
85 cents. Light sole bends have already 
brought up to 83 cents and heavies up 
to 75 cents for the better grades. Steer 
bellies and cow bellies, used in the 
manufacture of certain types of shoes, 
are currently selling within a range of 
41 to 43 cents for steer bellies and 39 
to 40 cents for cow bellies. 

A large side leather tanner plans to 
announce an advance of from 1 to 2 
cents per foot on several selections of 
side leathers, including full grain ex- 
tremes, corrected sides, sport snuffed 
elk and large sides. 

About the only leather market that 
seems quite definitely established, at 
least for the present, is calf leather, 
but the prices on this type of leather 
had previously skyrocketed to levels 
that tanners referred to as being “out- 
of-bounds.” Most tanners have not ad- 
vanced their calf prices since August, 
with the exception of calf suede which 
is taking so well with consumers that 
demand pushed prices on this kind of 
leather upward. However, it appears 
to be leveling off now. 

Tanners are keeping production levels 
close to demand. They are trying to 
avoid being trapped with heavy stocks 
in the event the domestic market is 
adversely affected by rawstock compe- 
tition from the Argentine and they are 
mindful that shoe output has not been 
up to par and is expected to be at 
lower levels than was previously pre- 
dicted. 

But increased hide costs, higher 
prices for leather and labor aren’t the 
only factors affecting the price of foot- 
wear. The whole cost-of-living struc- 
ture is having a direct bearing. Next 
to food and shelter, shoes and clothing 
are perhaps the most essential items 
people need. Shoe men complain that 
food prices today are taking such a 
sizable part of the family income that 
there sometimes isn’t enough left to 
buy shoes, even though members of the 
family may need them. Often they 
make shoes last as long as they can. 

Tanners declare that increased labor 
and hide costs are substantial items. 
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Buying Local and Light 
At Chicago Travelers Show 


Cuicaco—The regular monthly show 
of the Chicago Shoe Travelers Asso- 
ciation was held at the Morrison Hotel, 
Sept. 29, 30 and Oct. 1. There were 
about 75 exhibitors, most of them with 
in-stock ready for delivery. In the 
main the buyer attendance was dis- 
appointing, due, in the opinion of 
many, to the fact that many out-of- 
town shoe men are planning to come to 
the National Fair at the end of this 
month, at which time they will be in a 
better open-to-buy position than now. 
One of the salesmen commented that at 
least 90 per cent of the business he did 
was with buyers of the immediate 
Chicago vicinity. 

Those houses which had novelty mer- 
chandise to sell did the bulk of the 
business. Buyers were seemingly look- 
ing for the unusual and the “snappy” 


to “sweeten” their stocks. The baby 
doll wedgie came in for attention, as 
did the very high platform sole with 
extreme heel. Where the closed toe 
was sought, buyers usually preferred 
the walled toe. Anklet straps with 
perforations and cut-outs through the 
vamp were likewise sought. Although 
it is normal to sell a lot of calf at this 
time of year, the greatest proportion 
of sales was on suedes. 

Salesmen who wrote orders com- 
mented that the greatest number of 
buyers are still asking for open types. 
They report that the consumer finds 
the greatest satisfaction in the open 
toe both from the point of view of flat- 
tery and comfortable fit. Whether cold 
weather will make any inroads upon 
this preference remains to be seen, but 
most buyers are of the opinion that 
open types will continue popular. 

The next show sponsored by the Chi- 
cago group will be Nov. 24, 25, 26. 





WCSTA Announces Plans for Spring Show 





Spring Showing of West Coast Shoe Travelers, To Be Held November 
22-26, Will Have 300 Lines; WCSTA Meeting Sees 17 New 
Members; Endorse Evans as Presidential Nominee. 


Los ANGELES — At their regular 
monthly meeting members of the West 
Coast Shoe Travelers Associates dis- 
cussed plans for their Spring Shoe 
Show, which will be held here from 
November 22 to 26, inclusive. They 
also unanimously endorsed Harry J. 
Evans as nominee for president of the 
NSTA. Evans, formerly president of 
the WCSTA, is West Coast repre- 
sentative of Field and Flint Co., Brock- 
ton, Mass., and Lockwedge Shoe Corp., 
Columbus, O. 

Members voted to send Dave Kline- 
smith, executive secretary of the group, 
to the NSTA convention, where he 
will serve as their delegate. C. J. 
Hutchison, West Coast representative, 
Roblee Division, Brown Shoe Co., was 
voted to serve as alternate. 

President Carl Winneguth named the 
following to serve on the committee 
which will draw up a list of nominees 
for the WCSTA presidency: George 
Riley, chairman, Marshall Bee, Elmer 
Sikorski, Emil Goldman, and Ken 
Brayton. 

It was announced by Frank G. Fos- 
ter, vice-president of the organization, 
that some 300 lines will be on display 
at the WCSTA’s semi-annual Shoe 
Show. They will be shown at head- 
quarters in the Haas Building and in 
the Biltmore and Lankershim Hotels. 
Only social affair of the event will be 
a dinner-dance, to be held at the Bilt- 
more Hotel on the night of November 
25. Russ Morgan and his band will 
provide entertainment. 

Foster introduced 17 new members 
and stated that the organization now 
has 513 members. New members are: 
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Walter L. Kroneberger, manager, 
Haas Building, Los Angeles; Moe Gor- 
don, Palizzio, Inc.; V. G. Nelson, Ath- 
letic Shoe Co., and Spot Bilt, Inc.; Jack 
Sandler, A Sandler Co.; Dave Berman, 
Fashion-Bilt Shoe Co.; Saul Litvack, 
Tupper Shoes, Inc.; N. S. Sontag, Uni- 
versal Form Corp.; Phyllis Gird, Trina 
Shoe Co., Stylemaster Shoes of Holly- 
wood; M. Rachman, Sbicca, Inc., M. B. 
Adrian & Sons X-Ray Co.; Nat J. 
Glassberg, Royal Footwear Co.; Jack 
Weinstein, Kay Karzmar, Inc.; Al 
Bornstein, Patrician Shoe Co.; Craig 
L. Brown, Westport Division, Brown 
Shoe Co.; Gerald Crumrine, United 
Men’s Division, Brown Shoe Co.; Gor- 
don Whittington, Moulton-Bartley, Inc.; 
W. E. McMahon, Amron Products, Inc.; 
Edmund L. Given, W. L. Douglas Shoe 
Co. 


—_——_—_—. 


Cincinnati Shoe Show 
Planned as Gala Affair 


CINCINNATI, OHI0—One of the fea- 
ture attractions at the forthcoming 
Cincinnati Shoe Show Nov. 16-19 will 
be a bowling tournament which will be 
open to both shoe retailers and travel- 
ing men alike. 

Ira Iongini, chairman of the Cincin- 
nati Shoe Show, states that arrange- 
ments are going forward for a number 
of other attractions, including an 
elaborate banquet and floor show. Res- 
ervations for exhibit space already 
made indicate that the show will be 
the largest yet staged by the Ohio Shoe 
Travelers, it is reported. 





Dates to Remember 


Annual Convention, National Shoe Trav- 
elers Association, Morrison Hotel, 
Chicago. October 23, 24, 

National Shoe Fair, Palmer House and 
Morrison and Stevens Hotels, Chi- 
cago. October 27, 28, 29, 30, 

Apparel Show, Ak-Sar-Ben Men's Ap- 
perel Club, Inc., Paxton Hotel, 
Omaha, Nebraska. 

November |, 2, 3, 4, 

Shoe Show, Northwestern National Shoe 
Travelers Association, St. Paul Hotel, 
St. Paul, Minnesote. 

November |, 2, 3, 4, 

Spring Shoe Show, Central States Shoe 
Travelers, Muehlbach end Phillips 
Hotels, Kansas City, Mo. 

November 2, 3, 4, 

Spring Shoe Show, Mid-Continent Shoe 
Travelers Association, Biltmore Hotel, 
Oklahoma City, Okla. 

November 2, 3, 4, 

Advance Spring Shoe and Accessory 
Show, Southeastern Shoe Travelers, 
Inc., Sheraton Bon Air Hotel, Au- 
gusta, Ga. November 2, 3, 4, &, 

Annual Convention and Shew, Texes- 
Southwest Shoe Retailers Association, 
Fort Worth, Texas. 

November 2, 3, 4, 5, 

Michigan Annual Shoe Fair, Michigan 
Shoe Travelers’ Club, Hotel S 4 
Detroit, Mich. November 2, 3, 4, 5, 1947 

Main Spring Opening, Guild of Better 
Shoe Manufacturers, In Members’ 
Showrooms, New York City. 

Week of November 3, 

Spring Shoe Show, Pennsylvania Shoe 
Travelers’ Association, William Penn 
Hotel, Pittsburgh, Pa. 

November 8, 9, 10, II, 

Spring Shoe Show, Indiana Shoe Trav- 
elers' Association, Severin Hotel, In- 
dianapolis, Ind. November 9, 10, 11, 1947 

Spring Shoe Show, lowa Shoe Travelers’ 
Association, Hotel Fort Des Moines, 
Des Moines, la. November 9, 10, I!, 

Spring Style Shoe Show, Southwestern 
Shoe Travelers Association, Adolphus 
and Baker Hotels, Dallas, Texas. 

November 10, 11, '2, 13, 194? 
Spring Style Showing, Midwestern Shoe 
Travelers, Paxton Hotel, Omaha, Neb. 
November 15, 16, 17, 18, 1947 
Shoe Show, Tri-State Travelers, 
Statler, Buffalo, N. Y. 


1947 


1947 


1947 


1947 


1947 


1947 


1947 


November 16, 17, 1947 
Spring Showing, Associated Shoe Trav- 
elers, Hotel Wisconsin, Milwaukee, 
Wisc. November 16, 17, 18, 1947 


Ohio Shoe Travelers Annual Spring 
Showing, Hotel Gibson, Cincinnati, 
Ohio. November 16, 17, 18, 19, 1947 

New England Shoe Market Week, New 
England Shoe and Leather Associa- 
tion, Hotels Statler and Copley- 
Plaza, Boston. 

November 17, 18, 19, 20, 

Parker House Shoe Show, Boston Shoe 
Travelers Association, Boston. 

November 17, 18, 19 20, 21, 

Shoe Show, West Coast Shoe Travelers 
Associates, Haas Building, Hotels 
Biltmore and Lankershim, Los An- 
geles, Cal. November 23, 24, 25, 26 

Monthly Shoe Show, Shoe Travelers 
Association of Chicago, Morrison 
Hotel, Chicago, Ill. 


November 24, 25, 26, 1947 
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Discusses Importance of 
National Shoe Fair 


St. Louis—Reminiscing upon his ap- 
proximately twenty years’ experience in 
attending shoe shows and later Na- 
tional Shoe Fairs, after they became 
joint undertakings of the National Shoe 
Manufacturers Association and the Na- 
tional Shoe Retailers Association, Clem 
Hein of the International Shoe Co. 
likens their impact to a line of shoes— 
they grow more potent with repetition. 

Two decades ago, Mr. Hein explains, 
regional and national shoe shows pos- 
sessed neither the objective nor the 
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leadership found in present National 
Shoe Fairs. 

“Today,” Mr. Hein points out, “the 
exchange of information is on a much 
wider sphere.” In the period fifteen to 
eighteen years ago, he reflected, no ef- 
fort was made to discuss store manage- 
ment or the most practical methods of 
merchandising. Also in that period, he 
states, a shoe show did not provide the 
cross section of style, color, materials 
and future trends of the shoe field as 
the National Shoe Fairs do today. 

“The style picture today,” Mr. Hein 
says, “has become increasingly comp‘i- 
cated and both retailer and manufaz- 
turer need to know style trends.” 


Stacy Adams Company 
| Denies Merger Rumor 


BROCKTON, Mass.—The Stacy Adams 
Company, manufacturers of men’s fine 
quality footwear, issued a statement 
October 1 declaring that the company 
is not involved in any consolidation or 
merger with any other shoe manufac- 
turing firm. The statement is believed 
to have been prompted by rumors that 
had been current in some trade sec- 
tions. 





N.Y. Shoe Manufacturers Start 
Idea Contest for Shoe Salesmen 
[CONTINUED FROM PAGE 339] 


ploy at the vital point of the fitting 
stool. 
Enthusiastic approval was expressed 
| by Sam Fagan, store manager of An- 

drew Geller, 57th street, who said: 
“This is the best idea to be brought 
forward in the last five years. No 
matter how long a shoe salesman has 
| been in the business, he can always 
benefit by the experience and advice of 
others.” 

E. E. Ralston, manager of Frank 
Bros., Fifth Avenue, said: “Anything 
which helps the salesman produce more 
sales and perfect techniques of selling 
is valuable and healthy for the shoe 
business. A contest of this kind will 
aid the salesman in passing the most 
exacting test of shoe selling, that of 
multiple sales to the same customer.” 

V. H. Mitchell, manager of the shoe 
department at Jaekels, pointed out that 
“conditions have changed since the war. 
Salesmen can’t push people around as 
they were liable to during the war 
years. This contest can be of special 
importance in bringing the salesman 
back to the old sales attitude. A qual- 
ity shoe should be handled and sold 
as if it were a diamond.” 

A shoe merchandise manager of a 
large department store said: “The con- 
test will kindle the imagination and 
stimulate thinking on good salesman- 
ship of quality shoes, and in this way 
| will produce a healthier and livelier at- 

mosphere in the shoe business.” 

Dorothea Bernius, assistant buyer to 
the shoe merchandise manager in the 
Debutante department of Saks Fifth 
Avenue, expressed the belief that “with 
the higher prices of shoes and conse- 
quent drop in shoes sold to each cus- 
tomer, the best salesmanship is vital. 
If enough salesmen participate in the 
contést, a generally higher standard of 
salesmanship of quality shoes may be 
attained. I think the contest will make 
a salesman take inventory of himself 
and freshen his approach.” 

Official entry blanks may be obtained 
by writing to any of the member firms 
or directly to the Shoe Manufacturers 
Board of Trade of New York (ad- 
dresses listed in the contest advertise- 
ment in this issue.) The entry blanks 
may also be obtained in member firm’s 
showrooms at the National Shoe Fair 
in Chicago. 
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heel. 


Here's one from a complete line 
of In Stock Novelties... 

**Clarice’’ No. 9083 
in Black Suede with Black 
Calf trim; 17/8 Cuban 















ae Ss eas SS aes OS A Sate pate ‘i 
“Turbanette” is this one .. . 3 . 









3% 


Here's another—the 
“Lattice Pump" No. 9207 
a Black Calf Step-in; 

17/8 Cuban heel the same 

in Black Patent is No. 9205; 
Same in Brown Calf 

9201, and the same in 
Black Suede—No. 9203. 


Sizes: S and M, 4 to 9 Widths 


oad we a! 
% 






ec Me 63 







ti 


5598 in Black Patent 20/8 
heel, or 5899 with 17/8 Cuban 
heel—both $3.90 a pair; Same in 
Brown Calf 20/8 heel, No. 5602 
—$4.10; Same in Brown Calf with 
Cuban heel—$4.10, No. 5605. 











Tri-State Travelers Will Elect 


Officers November 15th 


BuFFALo, N. Y.—The Tri-State Shoe 
Travelers, here, will hold a directors’ 
meeting at the Hotel Markeen on the 
evening of November 15th to elect the 
efficers for 1948. This has previously 
been done at a January meeting, but as 
officers are chosen from members from 
all three states it is considered best to 
hold the election this year when all will 
be together in November. 

The last quarterly show of 1947 will 
be held November 16-17 and will feature 
Spring showings of shoes. Some fifty 


3 


348 


exhibitors have signed for the show, to 
be held on the third floor of the Hotel 
Statler, Buffalo. 





Second Salon Opens 
In Houston 


Houston, TEx.—A new shoe salon, 
the second for Chandler’s in Houston, 
opened Sept. 29 at 1010 Main Street 
here. Reese Jones, a Houstonian for- 
merly with the Chandler’s Fort Wayne, 
Ind., store, is manager of the local salon. 

The firm opened its first Houston 
store in the “600” block on Main 20 
years ago. The new store has an all- 





glass “telescope” front, with deck-type 
windows projecting outward above 
marble bases. It presents a gleaming, 
modern facade for the recessed entrance 
to the two-story modernized salon. 

A carved and polished white marble 
column centers the entrance to the 
foyer. Blending pastes are used to set 
off the interior walls and ceiling. Deep 
French mauve colors the ceiling, which 
glows with indirect fluorescent lighting. 
Side walls are of rosy-gray, while the 
S-curved wall in the rear is pale lemon. 
Shadow-boxes for displays, strategically 
placed, are lined with the lemon hue. 
The store is furnished with bleached 
oak show cases and polished blond wood 
chairs and sectional settees upholstered 
in rose brocade, and blue and white 
fabrics. 

Three mirrored columns, solidly paved 
with mirrors which reflect the store’s 
interior, are set in the center of the 
salon. On the north wall is a $1,000 
photo-mural of the San Jacinto monu- 
ment, towering memorial to the heroes 
of Texas which is located a few miles 
from Houston. 

More than 400 different shoe styles 
for every feminine taste will be offered 
in the new store. Most of the shoes are 
showing with matching handbags. 
Chandler’s Town and Country col- 
lection includes sports and play shoes 
for the casual costume. 

Hosiery, buckles and shoe preserva- 
tives also are shown and sold at the 
store. 





Make Miniature Men’s Oxford 
For Sales Promotion 


A miniature (four inches long) plas- 
tic men’s oxford has been introduced 
by the Campro Company, Cambridge, 
Ohio, for use in sales promotion of 
men’s shoes. The miniature is accom- 
panied with a gift certificate and pack- 
aged in a gift box. The firm also manu- 
factures a miniature women’s oxford. 





| Dan Cohen Retail Chain 
_ Earnings Cut in Half 


CINCINNATI, O.—The Dan Cohen 
Company, retail shoe chain, has notified 
the Cincinnati Stock Exchange that a 
regular quarterly dividend of 25 cents 
per share had been declared on common 
stock payable Oct. 1 to holders of rec- 
ord Sept. 24. 

The report disclosed net income of 
$44,887 during six months ended July 
31, 1947, against earnings of $90,451 
for comparable period a year ago. 





E-J Declares Dividends 


Enpicott, N. Y.—Board of directors 
of the Endicott Johnson Corp. have 
declared regular quarterly dividends. 
A dividend of $1 per share was de- 
clared on the preferred stock and a 
dividend of 40 cents a share was de- 
clared on the common stock. Both divi- 
dends were payable Oct. 1. 
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The world’s most 
beautiful shoes are 
the most comfortable 


Thanks 
to Lastex 








Adorning fashion magazines 
are illustrations of such shoes 
as these—slim, high-cut, really 
new looking. 

‘And because the stretch 
which Lastex yarn gives to 
leather and fabrics prevents 
pinching and binding, it makes 
shoes more comfortable, more 
saleable. 


For models, samples and prices of those types of materials made with Lastex yarn which 
are now available, apply to ALFRED V AMOS, 406 Marbridge Building, New York 
City. Alfred Vamos is the inventor and patentee* of Vamos stretchable shoes and is 
the selected consultant for shoe manufacturers using materials made with Lastex yarn. 
*Patents assigned to United States Rubber Co. 


---THE MIRACLE YARN THAT MAKES THINGS FiT 


An elastic yarn manufactured exclusively by 


UNITED STATES RUBBER COMPANY 


1230 Avenue of the Americas « Rockefeller Center * New York 20, N.Y. SERVING THROUGH SCIENCE 
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1210 N. Clark St. 
Chicago, Illinois 





DELICATE ARTISTRY 


Fantasia 





See More - 


wild 
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National Shoe Fair 

















Lytton’s Sales For August 
Down 34 Per Cent 


CHICAGO, ILL.—Sales of Lytton’s, 
Henry C. Lytton & Company and sub- 
sidiaries, including its licensed depart- 
ments, for the month of August, 1947, 
amounted to $1,472,246 as compared 
with $2,243,852 for the month of Au- 
gust, 1946, a decrease of $771,606 or 
34.4 per cent, according to an an- 
nouncement by Willard W. Cole, ex- 
ecutive vice-president and general man- 
ager. 

Sales of Lytton’s, its subsidiaries and 
licensed departments, reported for the 
first seven months of the fiscal year, 
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February through August, totaled $13,- 
929,991, which compares with $13,746,- 
289 for the corresponding seven months 
of 1946. 

Operations of Lytton’s, Henry C. 
Lytton & Company and subsidiaries 
for the six months ended July 31, 1947, 
show a consolidated loss of $201,417. 





Report Texas Shoe Sales 
Up 27 Per Cent In August 


AUSTIN, TEXAS—The University of 
Texas Bureau of Business Research re- 
ported September 20 that shoe store’s 
sales were up 27 per cent in August, 
over the same period last year. 


What’s New 


Will Make Escalators 
For Small Stores 


A new standardized electric stairway, 
reported the first designed especially 
for the needs of small and medium sized 
retail stores, and costing about 30 per 
cent less than models of similar ca- 
pacity now available, has been an- 
nounced by Ellis L. Spray, vice-presi- 
dent in charge of the Elevator Division 
of the Westinghouse Electric Corpora- 
tion. 

Resembling present models in many 
respects, the new simplified electric 
stairway will be 25 per cent lighter, 
take up 10 per cent less space and will 
be easier and less expensive to install. 

Manufacture of the new unit, known 
as the 27L, is scheduled to start Jan. 
1, 1948, with initial deliveries in April. 

The new 27-inch wide stairway will 
be limited to a rise of 22.5 feet. Limit- 
ing the rise of the new stairway will 
permit standardization of parts. The 
new unit will travel 90 feet per minute 
at a 30 degree rise. It will be capable 
of carrying 4000 persons an hour. 








Market Ultra-Violet Machine 
To Kill Germs in Shoes 


A small, compact ultra-violet ma- 
chine for killing germs and fungus 
growths in shoes has been marketed by 
O & S Products, Inc., 4945 Elston Ave- 
nue, Chicago. The machine, callled the 
“Germaster,” consists of a cold cathode 
germicidal tube so shaped that a shoe 
can fit over it, mounted on a compact 
stand with a heavy cover of clear plas- 
tic to confine the effects of the radia- 
tion. 

The firm reports that it is being sold 
to shoe stores, repair shops, chiropo- 
dists, bowling alleys, skating rinks, 
gymnasiums, as a service feature and 
visual demonstration of sanitation. 





Offer New Unusual Shoe Trees 


WATERBURY, CONN.—New shoe trees 
made of Tenite, a plastic which is said 
to be of unusual strength, are being 
introduced by Plastiforms, Inc., 282 
West Main Street, Waterbury. The shoe 
trees are full-formed, made in the shape 
of a shoemaker’s last. They are ad- 
justable and fit all popular sizes. Be- 
cause they are full-formed, it is claimed 
that these trees will retain the original 
shape and size of the shoe. 

A unique feature of the Plastiform 
shoe trees is that they are available 
in a wide variety of colors, in anticipa- 
tion that they will be used for display 
purposes in shoe and department stores. 

The shoe trees for women are offered 
in two styles: high arch for all high 
heeled shoes and low arch for Cuban 
and lower heels. 
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I sink 
in deep mire... 
Mine eyes fail me 


while I wait... 





SHOE and LEATHER 
DIVISION 


QUOTA $1,250,000 
Carl J. Barnet, Chairman 
75 South Street, 
Boston 





Contributions from any mem- 

ber of the Shoe & Leather These are your sisters and your brothers who speak. 

Industry, of whatever faith, In their hearts they have the barrenness of the desert, yes, and in 

will be deeply appreciated. their eyes the hopelessness of the doomed. They are praying, 
your brethren. 

Praying that their “liberation” from Nazi tyranny shall not be turned 
into a mockery by the world’s indifference. Praying that now, after 
years of torture and death and a miserable existence in DP camps, they 
be helped to rebuild their lives. 


They must have hope for the future. They must have food and 











HUMAN MISERY BECOMES 


THE RESPONSIBILITY clothes and shelter and medicines to keep them alive . . . to keep alive 
their hope that tomorrow — soon —there will be homes and a welcome 
OF HUMAN BROTHERHOOD waiting for them and their children . . . in Palestine, or some other 


hospitable land. 


Give when you are called on. Give generously and quickly. . . as 
much as you can, plus a little more. 


GIVE THEM LIFE — and make it worth living 
| GREATER BOSTON 


COMBINED JEWISH APPEAL 
for $9,100,000 


to support the nation-wide $/70,000,000 
UNITED JEWISH APPEAL 


CAMPAIGN HEADQUARTERS ~- 72 Franklin Street, Boston 10, Mass. 


October 15, 1947 

















TWO-STRAPPER 
soit Ne ~ 
SUITE 302 
CONGRESS HOTEL . . . CHICAGO 
For the National Shoe Fair 
OCTOBER 27, 28, 29 AND 30 
SUITE 219 
Northwest Shoe Show 
HOTEL ST. PAUL @ ST. PAUL, MINN. 


NOVEMBER 1ST TO 4TH 
HARRY WATKINS © LARRY HALPERIN 





FOR. HIGH FASHION 
...TRUE FIT : 


a 
a 







“*Fast’’ shoes in 
colors and leathers 
<<that will “wrap up”’. 
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Zeke States COMPANY 


Manufacturers of TOWNERS by BANFF and BANFF Boots 
2169-71 SOUTH FIRST STREET. MILWAUKEE 7, WISCONSIN 











Casual and High Style Salons Modern Complements in New Store 








Photograph at left shows the firs? floor salon of Haney's 
Town Bootery in Milwaukee. Note how the very long room 
Is widened in effect by the light colored wails against a 
dark ceiling. Table lamps give an extra opportunity to 
emphatically display certain models. The stairway in the 
rear which leads to the Santa Fe room on the second floor 


is unusually attractive, leading past a wide shadow box. 

Photo on the right shows part of the Santa Fe room on 
the second floor. Here the casual shoe merchandise sets 
the tone of design and decoration: ease, comfort and en- 
joyment are provided for by a Wurlitzer, a free-coke bar 
{not shown), murals, and relaxing chairs and couches. 


MILWAUKEE, WIs.—Climaxing 20 221 East Wisconsin Avenue. The salon, incorporates many of his ideas. 


years’ experience in the footwear field, Haney’s Town Bootery, which embodies 


Earl H. Haney, well-known Milwaukee 
shoe retailer, has opened a modern and 
lavish shoe store in a new location at 


the newest concepts in design and color, 
is the carefully planned achievement of 
Mr. Haney, owner and manager, and 


The application of color in large areas 
is of particular interest. In the women’s 
dressier shoe salon on the first floor a 
restful blue deep-pile rug of Nether- 
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109 READE STREET 











ESTABLISHED 1880 


IN STOCK 
For Immediate Delivery 


No. 400 White Elk 
White Neolite Sole 
AAA 51/>-10; AA 5-10; A 5-10; B 410; C 
31/p-10; D 4-10 
No. 401 Brown Elk 
Neolite Sole 
A 5-10; B 41/p-10; C 4-10; D 4-10 
No. 402 Black Elk 


Neolite Sole 
A 5-10; B 4-10; C 4-10 


FRIEDMAN SHOE CO., 


NEW YORK 13, 








INC. 


N. Y. 














Casual and High 
Style Salons 


[CONTINUED FROM PAGE 352] 


wood has been used because of its 
springy surface which gives the cus- 
tomer an added impression of shoe com- 
fort. The large expanse of blue with- 
out other distracting colors adds to the 
appearance of area, and, by carrying 
this same blue rug up the stairway to 
the second floor a further impression 
of expansiveness is created. 

The entire center area is kept free 
of chairs, counters and obstructions, 
adding still more to the air of spacious- 
ness throughout the store. The widely 
spaced seating arrangements against 
the wall strike a note of comfort. This 
salon-type of layout permits Haney’s 
Town Bootery to handle a large number 
of customers at one time without ap- 
pearing crowded. 

Davenports and chairs are of blond 
maple; the davenports upholstered in 
raspberry and the chairs in a gray. 
rough textured fabric. Tables and 
lamps are located where necessary and 
at the far end, adding interest to thai 
part of the salon and becoming a foca! 
point, a tiered table holds an immense 
floral arrangement. 

Four 4 x 8 foot mirrors are hung on 
wall areas about the store providing an 
opportunity for the customer to get the 
full effect before making her final shoe 
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and bag selection. Incidentally, no bag 
is stocked unless it has an affinity to the 
styles of shoes carried. Matching bags 
and shoes is a specialty of the salon. 

Shadow boxes set into the wall high- 
light attractive displays of footwear and 
bags. One, in particular, is located 
strategically—halfway up the stairway 
te the second floor, relieving what would 
otherwise have been a blank expanse of 
wall. 

Immediately to the right of the en- 
trance an attractive display counter de- 
votes space to hosiery, handbags and 
accessories. To bring light comfortabiy 
close to the proper level for inspecting 
the merchandise, Mr. Haney designed a 
lowered ceiling section over the display 
counter. 

Customer resistance to ascending a 
flight of stairs has been reduced to a 
minimum by a gracefully curved stair- 
way, with soft carpeting, and a railing 
of bleached maple inset with fluted 
glass. 

In the Sante Fe room, as the second 
fioor selling area is known, a flax rug of 
a greenish beige hue provides the back- 
ground for knotty pine setees, chairs 
tables and a juke box. The bar at one 
end, which dispenses cokes “on the 
house,” is also a knotty pine, and the 
high bar stools upholstered in red 
leatherette beckon invitingly to the 
younger set. Small accessories, such as 
lamp bases, ash trays, etc, are of 
copper. ‘ 

Along one wall a full length hand- 





painted mural showing cowboys in ac- 
tion, bucking brones and rail fences 
against a background of mountains in 
the distance forms a very effective set- 
ting for the arrangement of live cacti 
and green plants banked against the 
wall. A magnificent photographic blow- 
up of a desert scene showing Joshua 
trees and a variety of cacti highlights 
the third wall, and all other wall areas 
are painted a soft green. 

Together the two expertly designed 
floors provide a perfect setting for a 
full range of styles and prices. On the 
main floor the dressier styles retail up 
to $18.95, and sports and casuals fea- 
tured in the Santa Fe room range from 
$3.95 to $10.95. 

Mr. Haney is a proponent of the 
school which favors concealed stock- 
rooms and has provided space for 5000 
pairs of shoes at the rear of the first 
floor area. Two stockrooms on the sec- 
ond floor take care of a like number of 
shoes and additional space in the base- 
ment is being readied to handle a mail- 
order business which is another plan of 
the young, aggressive Mr. Haney. 

He-established his own business in 
September, 1943, opening a store on 
East Wisconsin Avenue across from the 
present location. Previous to that he 
had been with Packard & Rellin and 
Florsheim in Milwaukee, and has also 
been connected with the Melville Shoe 
corporation of New York and the New- 
stadt shoe company in New Orleans. 
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We cordially invite you 
to meet our new sales organization: 
Mr. Irwin Cheim, West Coast Representative 


Mr. Albert Hoffman, Middle West Representative 


Mr. Harold Steele, South and Southwest Representative 








Mr. John Downey, Middle Atlantic 
and New England Representative 


Customcraft Originals and Customecraft Pacesetters 


will be on display at the National Shoe Fair 


Palmer House, Chicago, Ill. 


Oct. 26th to 30th, Rooms 907, 956 and 957 


Ben Schwartz Sam Schwartz 
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Monarch Leathers are made to 

a Quality Standard. They are 
a definite aid in building 
Goodwill and Prestige 

for footwear 









Monarch Leather Company 


CHICAGO BOSTON «© NEW YORK 









e grins welcome as he holds a hoop for 
Youth Shop Adds Circus Shoe Department capering dogs and a dancing lady poses 
gracefully atop a nice, fat pony. 

All these characters are painted on 
the yellow walls of the 21 by 21-ft. 
room. Sectional furniture, upholstered 
in cherry red, is placed around the 
walls to offer complete comfort and 
fitting stools are upholstered in the 
same material. The floor is of blue 
asphalt tile. 

The ceiling is low, approximately 7% 
ft., and is supported by posts which 
are painted to look like huge red- 
striped candy sticks. Around one pole 
is a ledge on which are arranged seats 
with sides made of animal cut-outs; 
yes, it’s a merry-go-round. These col- 
umns support a deck which is used for 
storage and were disguised in this 
clever way because they could not be 
removed. 

Stock is kept in an adjoining room; 
the only shoes in sight are displayed in 
shadow-boxes in one wall. These boxes 
are made to resemble circus wagons. 

The Smart Set Shop is designed to 
supply the needs of children of all ages 

The solemn lad in the photograph seems almost overwhelmed by the attentions and is owned by Mrs. Alvin Lane. Mrs. 
of Mrs. C. V. Daniels, salesiady in the Circus Shoe Shop. The merry-ge-round fitting [ane has two youngsters of her own 
arrangement is one of the many novel furnishings designed to intrigue youthful dk the hearts of child d 
customers in the new addition to the Smart Set Shop in Dallas. oe ee ee ee eee 

how to appeal to their imagination. All 


DALLAS, TEX.—A dancing bear, a customers of the Circus Shoe Shop, Toms in the shop have names; such as, 
ball-juggling seal, and a monkey over which is one division of the Smart Set Rock-A-Bye-Baby, Alice in Wonderland, 
the light switch delight the youthful Shop, Dallas specialty store. A clown [TURN TO PAGE 358, PLEASE] 
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for casual shoes! 


ALLIED KID COMPANY presents a new line of kidskin in 
a suede finish for unlined shoes. Casual shoes of unlined 
leathers have attained popularity and success in California, 
and are being seen in smart resorts throughout the country 


for the play-hours. 


BUKKID's strength and durability makes it the best of 


leathers for unlined women's shoes, and it is available in: 


ae ee ee 
Mint Green . . . . . No. 565 
Bullersco’.. . . . .°. Ne. 513 
Middy Blue . . . . . No. 576 
Pewter Grey . . . . . No. 580 
White 


STANDARD DIVISION 
ALLIED KID COMPANY 





209 South Street, Boston 
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LET 19 DISTINCTIVE FURNITURE BE A 


Salad Milbamen “IN EVERY SALE YOU MAKE 


America’s Finest Furniture | 













@ 4j.G. installation 
CARDEN SHOE CO. 
Oklahoma City, Okle. 
GEUTING’S 


Phi! 
@ Six Floors of Shoes 


Six Floors of 
J. G. Furniture 


J. G. installation 
THE HANAN STORE 
New York City 


/ 









New York, N. Y. 


OFFICE and FACTORY: 
102 Kane St., Brooklyn, N. ¥. 


MANUFACTURERS 
°a FURNITURE 
COMPANY, INC. 
® SHOWROOM: 
318 Eost 32nd Street, 





Draws 50 Per Cent of 
Trade From Out-of-Town 


HosBoken, N. J.—The shoe store of 


S. Apfelbaum & Son, 211 First Street, 
Hoboken, has the distinction of draw- 
ing 50 per cent of its trade from out- 


of-town. “Courtesy and quality first” 
have paid off well for this 60-year-old 
firm. Consistent advertising in county 
papers also has attracted customers 
from near and far. 

Interesting seasonal displays such as 
a neon-illuminated stand of rubber 
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For 


oz 
American Store 





(UV) 
No matter how fine the shoes you sell 
may be, nor how effective your adver- 
tising and promotion, your customer 
gives the final approval that means a 
sale has been made — seated — relaxed 
and comfortable in a distinctive J.G. 
Chair. For the simple layout, or elab- 
erate salon, J.G. MAKES THE FURNI- | 
TURE THAT MAKES THE SALE. Write 
today for attractive folder of J. G. styles. | 

| 










See The j§. PARADE OF # 

MODERN INSTALLATIONS 
NATIONAL SHOE FAIR 
PALMER HOUSE 
CONVENTION FLOOR. ..... BOOTH 25 
October 27-30 


goods in the window speak for the 
store’s progressive methods of mer- 
chandising. If Joseph Apfelbaum who 
started business in 1887 were to re- 
turn today, he doubtless would be sur- 
prised to see the large neon sign over 
the doorway, whereon approaching 
pedestrians behold in luminous letter- 
ing: S. Apfelbaum & Son. But he 
would be pleased to note that his widow, 
the venerable Sarah Apfelbaum, has 
been carrying on with the help of a 
partner, Leo Apfelbaum, who does the 
buying. The store which opened at 


512 First Street and moved later to 
510, 509, and 211, has continued to 
present at the latter location an at- 
tractive front marked by the better 
changes of the past 16 years. 

A firm such as S. Apfelbaum & Son, 
however, has weathered through many 
fluctuations of national business, be- 
cause it has retained its customers 
down through the years. It is not un- 
common for a third generation mother, 
who comes with a child for shoes, to 
remark that her grandmother wore 
shoes bought in this shop. In view of 
such facts it is easy to see how the 
store which has country-wide trade, 
also has some state-wide trade. Fami- 
lies moving away have remained loyal 
and come back for shoes. 

Another practice which stimulates 
trade is the careful record of fittings 
for each customer. A pair of shoes 
may be ordered by telephone from an 
upstate town in New York, as has 
occurred frequently. 

Printed matter is mailed out 12 
times a year, according to the im- 
portance of the event or seasonal need. 
Advertising appears in the Jersey Ob- 
server and the Hudson Dispatch. Ac- 
cording to Mr. Leo Apfelbaum, especial- 
ly good returns come from advertising 
in the classified telephone directory. 

Credit for current window displays 
is given by Mr. Apfelbaum to Cosmo 
Gucciardo, manager of the store, who 
rose to that position through a long 
apprenticeship. He began working for 
the firm as a boy. This enthusiastic 
young manager has given nice color 
background for displays by using green 
leatherette material as covering for a 
large step platform and small stands 
for individual shoes. His use of a 
small neon sign over a case, carrying 
a variety of rubber boots for women, 
however, is proving a real business 
getter for rubber footwear. 

S. Apfelbaum & Son take pride in 
being authorized dealers for 17 out- 
standing nationally advertised shoes. 





Youth Shop Adds Circus 
Shoe Department 
[CONTINUED FROM PAGE 356] 


Gingham Dog and Calico Cat, Little Bo 
Peep and The Land of Nod. 

The Smart Set Shop is located in a 
suburban area, eliminating any parking 
problems. The salesladies dress in 
casual clothes, encouraging mothers to 
feel free to come dressed in the same 
manner. Children are welcomed with 
toys and friendly greetings. 

“The policy of the Smart Set Shop,” 
says Mrs. Line, “is to give our custom- 
ers the new and unusual but always the 
practical.” 

The Circus Shoe Shop is the latest 
addition to the Smart Set Shop, which 
was opened May 3, 1944. The shop was 
opened Aug. 1. 

Mrs. C. V. Daniels is the saleslady in 
charge. 
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CHILDREN’S FEATURE SHOES...... 


. EASY. TO SELL 





_ Goodyear Welts 








$O8 SOUTH PEORIA STREET 





Baver’s FOOT TRAINER 





Scientifically Designed Shoes for Children 





See Our Display 
Rooms 949-950 Morrison 
NATIONAL SHOE FAIR 
October 27-30, Chicago 











MANUFACTURERS 


* CHICAGO 6 


Bringing a Continental flavor with the connotations of its name, the new Parisian 
Shoes in Youngstown, Ohio, distinctively employs many of the latest advances in 


store design and decor. 


YOouNGSTOWN, O.—Parisian Shoes, the 
third unit opened in this city by A. L. 
Levine and sons, Leon Levine and Roy 
Levine, addresses its merchandising 
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policy unmistakably to Middlewestern 
devotees of women’s high style foot- 
wear. Four nationally advertised high 
grade lines are among the custom- 


The C. A. Haines Shoe 





Our special process — Goodyear stitched 





Sizes and widths 


ILLIN OTS 


type shoes carried in the new store. 

The salon, although not large (see 
cut) is designed in both exterior and 
interior with modern simplicity and 
utility. Notable are the horizontal lines 
of the wallpaper which extends the 
feeling of depth, and the relatively 
prominent emphasis of handbag and 
hosiery coordination. 

Beige structural glass was used for 
the open front, trimmed with fluted 
aluminum. The store name is of dark 
wine, cut-out wooden letters. Fluores- 
cent lighting is a new “slimline” type, 
the first to be used in the city, accord- 
ing to the owners. Through the use 
of a rose-and-grey color scheme 
throughout the interior, the luxurious 
feminine atmosphere is accented. 





Fall Window Displays 
Bring Color 


St. PauL, MInNN.—Fall styles were 
highlighted in end sections of the full- 
view windows in the Emporium, here, 
by placing single pairs of shoes on 
hanging crystal plastic displayers sus- 
pended by ribbons. One end held black 
shoes. The other showed new Fall color 
styles. 

The hanging display units were cir- 
cular in form, with open centers. On 
each, at one side, was a bouquet of ar- 
tificial autum flowers—asters, yellow 
daisies and corn flowers—to give color 
notes and fall atmosphere. 
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Slippers 


Casuals Sport Shoes 


19-21-23 SOUTH WELLS STREET 


Luxury Club Atmosphere in 
Men’s Shoe Department 


INDIANAPOLIS, IND.—The decoration 
of the shoe department of the L. 
Strauss & Co. Inc., at Indianapolis, is 
now -practically completed. Strauss’s 
had long visioned a shoe shop as hav- 
ing first floor easy accessibility and at 
the same time, privacy. When they 
moved into their new eight story build- 
ing, this ideal became an actuality. 

According to the ad describing the 
shop, “A man doesn’t like to try on 
shoes—out in full view—in traffic aisles 
(as though he were sitting, in stock- 
ing feet on a curb).” 

The first floor mezzanine Lounge, 
just a few steps straight back and up 
a half flight on a handsome sweeping 
marble stairway, gives a man accessi- 
bility and privacy. 

To quote further from the ad, the 
Lounge gives him “deep and luxurious 
comfort and club-room surroundings.” 

The color scheme is in rich mascu- 
line shades and dark oak. The walls 
are soft green and deep beams tend 
to give the room the low-ceilinged, inti- 
mate look of a lounge. The floor is 
luxuriously carpeted in brown, and 
built-in upholstered seats which line 
the walls, are striking in red. Windsor 
chairs and green and tan leather up- 
holstered occasional chairs are not ar- 
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WIN the confidence of Women who suffer from high 
or fleshy insteps by suggesting VAMP-EEZ Instep 


VAMP-EEZ has saved thousands of sales for retail 
merchants and has made wearing Opera Pumps 


SIMPLY applied and can be worn temporarily or 
permanently as desired. 

VAMP-EEZ is a patented article with the name and 
Patent No. stamped on every one. 


BLACK-PATENT-BROWN-NEUTRAL 
AT YOUR FINDINGS JOBBER 


WOOLMAN AND ROBLES 


61 EAST 11th STREET 


EEZ 
INSTEP PROTECTION 


THE POPULAR SHOE COLORS 





NEW YORK 3, N. Y. 





ranged in formalized rows, but in an 
easy casual manner. Seats  uphol- 
stered in green leather surround mir- 
rored posts, and the entire rear wall 
is covered with squares of glass mir- 
rors. On one side of the spacious 
lounge, shoes are shown on an oak 
livingroom table, and opposite, a unique 
island display covered with green 
leather and trimmed in nail heads, is 
built in the shape of a man’s pipe. 

Illuminated display niches in the 
walls, framed with dark oak, show 
quality shoes. In the rear an oak door 
leads to a private lounge for men which 
is comfortably furnished in deep leather 
upholstered seats, and like the shoe 
shop, has popular masculine appeal. 
Paul Leim is the buyer of the depart- 
ment. 


Balance Stock Between 
Open and Closed Toe 


PHILADELPHIA—Despite a prevailing 
idea among certain groups that the 
trend toward closed-toe shoes is going 
to replace open toes completely, the 
Walkover Shoe Store on Chestnut 
Street, Philadelphia, keeps a placard 
posted in the center of its main window 
which says, “We carry both open and 
closed toes.” 

In reference to this, A. J. McDevitt, 
manager of this store, states, “Open 


toes will continue and as we see it there 
wilyl be no definite decline in the near 
future. We have just as many calls 
for the one type as for the other and it 
is necessary to keep a balanced stock 
of open and closed toes in order to sat- 
isfy all of our customers. Some cus- 
tomers never wanted to try open toes 
while others made a first attempt and 
now do not want to go back to the 
closed toes. People, the majority of 
them, wil! insist on wearing the type 
of shoes that are found the most com- 
fortable, and shoes that combine com- 
fort with fashion details do not detract 
from the wearability, are always in 
demand.” 

When open toes first were on the 
market, many women were averse to 
wearing them but attractive styles 
induced some to try them. After get- 
ting used to the new toe freedom, they 
find it difficult to go back to the cov- 
ered toe, it is found. Buyers are more 
contented now that the tastes of both 
shoe wearers can be better satisfied 
with the ample styles now available to 
please the most detailed preference. 





Three Times Former Size 

Cut BANK, Mont.—The Cut Bank 
Mercantile has extended its shoe de- 
partment to three times its former size 
and has installed new furnishings and 
equipment. 
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Races and slipper selling can be the most satisfactory part of 
your retail operation. The formula for its success is a simple one. 
Selling sound, well made, fashion-right shoes, priced at a fair mark-up 
and at a figure most of your customers can afford to pay. Frederick 
Speier is the ideal source for all your women’s slipper, casual and 
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IN GAILY COLORED 


Plastiforms, the only full-formed shoe trees, are made in a 
veritable symphony of colors in durable, light weight, 
washable Tenite. Full-formed shoe trees, built like a last, 
are new. In a wide range of eye-catching, glowing colors, 
they increase store traffic, sales and profits. The gay colors 
of Plastiforms add an appealing style note to shoe displays. 
Available in three styles, adjustable to fit all popular sizes. 
Write for samples. Immediate delivery. 


INQUIRIES INVITED: TERRITORIES OPEN 





SHOE TREES OF DISTINCTION 


OFFICE: 282 WEST MAIN ST., WATERBURY, CONN. 
Plants: Waterbury, Conn., Fitchburg and Clinton, Mass. 
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Shoes in the News 


Drawinc their inspiration from an Irene Castle shoe, 
the Julianellis, famous Mr. and Mrs. Team have created 
« new dancing slipper combining black with a color 
matched to dress and stockings. These shoes were pre- 


Dancing slipper with black 
satin vamp and pale pink 
quarter dramatic style by 
Mabel and Charles Julianelli. 





sented to the press at a fashion show given recently by 
the Gotham Hosiery Company. Other color combinations, 
besides the black and pink satin slipper with Pink Pearl 
stockings shown here, were black with red, with blue, 
with gray, with green and with bronze. In each case the 
quarter of the satin shoe matched the dress and the 
stockings which were of sixty denier nylon. 


a * am 


HanpworK, such as this, never fails to add individuality 
to a style, be it dress, hat or shoe. In the shoe shown 
here, it turns a style easily duplicated in many lines, into 


Black suede sliplasted san- 
dal with bright red hand- 
lacing; Sterling Shoe Corp. 





a design exclusive with one manufacturer. The use of a 
contrasting color as trimming is one of the season’s popu- 
lar fashion trends. The heel is 13/8 in height; the 
platform a quarter inch. Other shoes in this line are made 
on a 15/8 heel and a half-inch platform. 





Casuals Lead St. Louis 
Men’s Shoe Picture 


[CONTINUED FROM PAGE 202] 


Red tan is getting a good play for early Spring, one 
line featuring this color made up in three types for 
young men, including plain toe with boot seam; moccasin 
seam with straight tip and the Klomp type with moccasin 
stitch and grooved sole. Most of these types for young 
men feature broad toe lasts with a lot of toe spring. 

In summing up Spring fashion trends in men’s shoes it 
should be pointed out that comfort is the keynote as 
stylists have pointed out that a shoe which does not in- 
clude this quality probably will create only a minor de- 
mand, regardless of its appeal from the style angle. 
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national advertising! picked up by fashion 
editorials! endorsed by the smart young women 
of America! sold in 219 leading stores in major cities! 


franchises in many key cities still open. 
See the new Spring line at the paumm House, Chicago, Rooms 978W, 979W & 980W 
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FOR LADIES' SHOES 


Made of Durable Plastic 
with Nickel Plated Steel Spring 


Packed Two Dozen per 
Assorted Colors. 


NO ADJUSTMENT REQUIRED 
AT YOUR FINDINGS JOBBER 


‘WOOLMAN and ROBLES 


NEW YORK 3, N. Y. 


° Unbreakable 

© "Wili last forever" 

© Sanitary 

© Exceptionally 
lightweight 


201—Brown Elk 
203—Red Elk 

205—Black Elk 
209—Black Suede 


GALE’S, INC. 








THEY ALL WANT 


those H, SF «aa 
GALETTES 






A sure seller. Here's why: 
1. Solid comfort — real hand sewing. 
2. Casual style—a collegiate favorite. 


* 112 S. Main St, Rockford, tl. 


$3.75 


Glove-like 
flexibility. 
Perfect 
fitters. 


Sizes AA 
5 to 10 and 
B 3 to 10 


Panolene Soles 


Prompt Delivery 








Open Store in Parkchester Development | 





Allowing ample space for large and complete displays such as are shown in the 

photo, the full-view windows of the new Edwall Shoe Store run the entire 40 feet 

width of the store. The window at left is devoted to shoes for growing boys 
and girls, the one at right for infants, children and misses. 


New YorkK—The Edwall Buster 
Brown Shoe Store was recently opened 
in Parkchester, Bronx, here, by Ed- 
ward Epstein and Franklin Wallace, 
both experienced shoe men. Parkchester 
is a housing development of the Metro- 
politan Life Insurance Company, con- 
sisting of 12,000 apartments. 

Mr. Epstein, who has been in the 
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shoe business for the past 22 years, took 
the initial step toward his present po- 
sition as co-owner of the Edwall store 
when he became manager of a juvenile 
shoe department in a Parkchester youth 
apparel shop. After three years, he and 
his wife made arrangements to open 
their own juvenile shoe shop, which be- 
came known as the Junior Shoe-Mode. 


The Edwall store, in part justified by 
an increase of 8000 children in the 
Parkchester development, is located 
some five-city blocks from the Junior 
Shoe-Mode. Mr. Wallace, an ex-service- 
man formerly employed by R. H. Macy, 
manages the new store. 

Mr. and Mrs. Epstein have attributed 
the goodwill and customer following 
which they have brought with them to 
the new venture, which also features 
shoes for infants, boys and girls, to 
their special efforts in correct fitting 
and such personal methods as a card 
filing system in which birthdays, last 
shoe purchase, etc., are notated. 

All stock is concealed in the new 
store and a circular wall is done partly 
in paper of a circus design in colors of 
green, yellow and chinese red for the 
children’s section, the teen-age section 
in horizontally striped paper of green, 
chartreuse and white. 





New Manager of 
Shoe Department 


PaRis, TeEx.—New manager of the 
shoe department at Perkins Bros. Co. 
store here is Lyman Bartee, formerly 
with the shoe department at Minter’s 
store in Abilene. 

Bartee succeeds Ed Tolbert, who has 
been promoted to manager of the shoe 
department of the Perkins Bros. store 
in Greenville. 
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Raucaure LEATHERS, justly famous for their 
quality and the fashion correctness of their colors 
and textures, are the proud products of 75 years of 
diversified tanning experience. To its modern tan- 
nery, from resources global in scope, are brought the 
world’s choicest skins to be tanned into fine, fashion- 


right leathers. 
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Not an | 
ordinary | 


WITH THE USE OF 
CINCH, 
scuffs, scratches 
hard-wear signs 
disappear 
immediately 


Safe to use 
Non-Inflammable 


Light Brown, Medium Brown, 


Dark Brown, Army Tan, Black 
and White. 


SWANK SHOE DRESSINGS, INC. 
NEW YORK, N. Y. 
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+ Genuine Patent Leather 
Also Available in White 
Kid 
No. 5203, 8/2-12 

M Widths : 
No. 5204, 12/2-3..... 
Taps included with order. 
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See Gold as Dominant Color 
In Winter Resort Style Picture 


MiaMI, FLA.—Stylists in the Miami 
Fashion Council are saying that acces- 
sories, including shoes, are definitely 
“on the gold standard” this year. Gold 
kid is the “dark horse” in resort fash- 
ions, they declare. 

The Miami Footwear Corporation of 
Miami, makers of smart casual and 
resort sandals and flats, have just cele- 
brated their first anniversary, and the 
report from this concern is. that they 
cannot keep up with the demand for 
gold kid shoes. At present the output 
is running better than 1000 pairs per 
week which is scarcely satisfying the 
local demand. 

At present seven distinct styles of 
gold kid De Hafre sandals are being 
produced. While a number of local 
style conscious shops are featuring 
this line, an exclusive style has been 
assigned to each. Many of the designs 
are featuring a wrap around ankle 
strap which buckles low on the outside. 
Other styles feature strap arrange- 
ments across the foot, in varying 
widths. There is one with a broad low 
heel, the answer to a tall girl’s prayer 
for a good looking, comfortable evening 
shoe. 

While it is felt here that these gold 
sandals will be extremely popular for 
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wear with casual cottons or play 
ciothes, yet they are going to appear 
with dinner gowns and more formal 
attire. 

Working closely with the Miami 
Footwear Corporation is the Stylecraft 
Bag Company. Bags of the identical 
gold kid are being made to accompany 
the sandals. These matched sets are 
proving to be exceedingly popular with 
early resorters. One of the gold bags 
is a small envelope affair, with a 
looped top strap that may be worn at 
the waist line. For active or inactive 
sports this makes a stunning ensemble 
when used with gold kid sandals. 


A third firm cooperating in this: 


glittering gold picture is the Burger 
Specialty Company, Miami manufac- 
turer of fashion jewelry and accesso- 
ries. They are producing all sorts of 
little gadgets, such as compacts, ciga- 
rette cases, vitamin pill boxec, and 
other things, in a gold plate, that ex- 
actly complement a shoe and bag 
ensemble. 

Altogether, it is a glittering gold 
that will highlight the winter resort 
picture as foreseen by the Miami 
Fashion Council. 


J. W. Ocken 


York, Nes.—J. W. Ocken, 83, retired 
shoe store operator from Staplehurst, 


Neb., died here recently following a 
brief illness. He came to the United 
States 65 years ago from Germany 
where he was born January 18, 1859, 
and two years after his arrival in this 
country he settled at Staplehurst where 
he opened a family shoe store. He had 
operated the store 56 years when fail- 
ing eyesight made necessary his retire- 
ment from business in 1940. 

His wife, Wilhelmina, died the next 
year. Survivors include a daughter, 
three sons, nine grandchildren and 
three great-grandchildren. 





Guild Main Spring Opening 
To Be Held Week of Nov. 3rd 


New YorkK—The Main Spring Open- 
ing of The Guild of Better Shoe Manu- 
facturers will take place the week of 
November 3rd, it has been announced 
by Irving E. Grossmann, president of 
the Guild. This opening marks the 
second anniversary of the five-show- 
ings-yearly: program instituted by the 
Guild in November 1945. 

“Last-minute shoe style developments 
to go with the newest in Spring ap- 
parel silhouettes will be featured dur- 
ing the Guild week when shoes will be 
purchased for delivery in January and 
February. Resort shoe buying will also. 
be completed at these showings,” stated 
Mr. Grossmann. 
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MODERN ORTHOPEDIC 


APPLIANCE CO. 


109 W. 26 Street, New York 1, N.Y 


Elaborate Salon Part of 
$500,000 Expansion 


OKLAHOMA CiTry, OKLA.—One of the 
most elaborate and completely stocked 
shoe salons in the southwest opened 
here recently in the Kerr Department 
Store’s new Shoe Salon. Around $150,- 
000 has been spent in converting the 
old Equity Building, adjoining the 
store’s street floor, into an ornate salon, 
with all decorating and construction 
done by local firms. The salon is sit- 
uated in the extension west of the 
stores’s street floor, and is the first step 
in the company’s half-million-dollar ex- 
pansion program. 

Furnishings throughout the salon are 
custom-made down to the ash trays. 
Chairs in one of the three sections were 
made at a cost of $300 each. In an- 
other, circular sofas are set around the 
central posts. The three rooms are the 
Oval Room, which handles high grade 
shoes to be sold in elegant privacy, 
against a background of quilted chintz 
walls, giant chandeliers (one chandelier 
cost $1,500 in crystal), and antique 
marble. The Main Salon, a beautiful 
room lined with mirrors, metallic covered 
seats, modern figures on the walls, dis- 
playing the popular priced line; and 
The Casual Room, dedicated to the 
Oklahoma way of life, a charming room 
lined with three-bordered lanes, with 
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linen slipcovers and gay casual] fur- 
niture. 

Willianr F. Moss is salon manager. 
He said shoes of all prices, in complete 
lines will be carried, ranging in price 
from popular to exclusive handcrafted 
brands at $50 a pair. 

Mr. Moss noted that leading shoe 
companies from all over the country 
sent representatives to the opening. 
Eight pages of newspaper advertising 
in the society section of the Sunday 
edition of the Daily Oklahoma.. told 
the story of the new shoe salon, 
and frequent radio spot ads an- 
nounced it as the most elegant shop in 
the world, over the Sunday radio hook- 
ups. Record crowds attending the open- 
ing where members of the Oklahoma 
City junior league modeled informally. 





Manager Named For 
Austin Store 


Waco, Tex.—Noah Appleton has 
been named manager of the Austin 
Shoe Store here at 709 Austin Avenue. 
He will be assisted in the operation of 
the new store by Thelbert Hardt. 

One of several of a Texas-owned and 
operated chain of shoe stores, the Waco 
shop recently held formal opening in 
its new and modern home. The interior 
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Feature the entire line of ESQ@U/RE. POLISHES 


is decorated with walls of French gray, 
with ceiling, in two heights accented 
with indirect neon lighting, featuring 
soft tones of yellow and deep green. 

Indirect fluorescent lighting and air 
conditioning for year-around comfort 
have been installed. 





Made Manager of 
Texas Shoe Store 


WIcHITA FALLS, TEx.—Ernest Jones 
has been named manager of the Jones 
Shoe Store, which formally opened re- 
cently at 715 Eighth Street. 

Jones, no relation to the owners of 
the new shoe store, has been in the shoe 
business for 15 years. He served as 
manager of The Hub shoe department 
for eight years. 

Owners of the store are J. Tom 
Devanney of Sayre, Okla.; W. C. Jones, 
Jr., of Altus, Okla., and W. C. Jones 
and Noel Jones of Elk City, Okla. They 
operate retail shoe and dry goods busi- 
nesses in the Oklahoma cities. 





Family Shoe Store Started 


MARIANNA, Fuia.—The Quality Shoe 
Store has been opened on the corner 
of Caledonia and Lafayette streets. A 
family shoe store, W. B. Reddoch is 
owner, and Wallace W. Campbell, man- 


ager. 
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SIZE-UP 


WEEKLY OR DAILY 


FILL INS AT YOUR CONVENIENCE 









Verdakins 


by GERDA & 
NEW YORK 


ALL SMOOTH LEATHER 
CHILDREN'S SLIPPERS 


Ne. 402 
All Smooth Leather 


Bootee 
Hard Flexible 
Leather Soles 











Regular half sizes. 
$1.90 


Sizes: 5-8, 8!/.-12, 
12'/-3. 
Regular half sizes. 


$1.50 







Somples ond Mats 
on Request 
Delivery at cnce F.O.B. N. Y. 
Variety and colors plus all leather construc- 
tion... _ the combination to make your 
slipper Nae ag go over in a big way. 
A wonderful sales asset and a grand value. 
Order only your present needs NOW. 
Packed in our New Gerdakins Boxes 
+ meal beg — SHOE FAIR, Room 1452, HOTEL MORRISON, 


a. te - 7-28-29-30. HOTEL ST. ATLER, Mich., 
wi. —s Y mae Pa., Room 430, 


G ER DA samen, be. 
COMPANY, INC. 

GERDAGRAM FOR EXPORT 
158 DUANE STREET, NEW YORK 13, N.Y. 
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Cp 


ready for immediate delivery! 


PRINCESS .. .K1344 Block suede 
\ open back pump. Pin tuck vamp. 


\ 10/8 wedge . . . $3.00. 


Po 


DUTCHY . Open back, step- 
in, 6/8 wedge heel. K1278 in 
black suede $2.90. KX1278 
in black elk $3.00. LX1278 

$3.00. 


in dark brown elk 
RX1278 in red elk. . . $3.00. 


SUSAN . Open Back, closed 
toe pump, 10/8 wedge heel 
K1279 in black suede . . . $2.90. 
KX1279 in black elk $3.00. 
RX1279 in red elk $3.00. 
i in dark brown elk . 
$3.00. 


COZIE K1346 Block sede 
cutout vomp pump. 6/8 wedge 
hee! . . . $3.00, 





“ 









ELLEN Closed pump, 6/8 
wedge heel. K1280 in black 
suede . . . $2.90. KX1280 in black 
elk $3.00. LX1280 in dark 
brown elk . , - $3.00. RX1280 in 
red elk . . . $3.00. 








MITZI K1340 Black suede 
two roy X onklette 10/8 wedge 
$3.00. K1341—Blaock Elk 
$3.00. K1341—Red Elk—$3.00. 
Also 14/8 Cuban heel $3.10 


All of the above shoes are stocked in two widths —$5to 9, M4te? 


THE NEVELK COMPANY 


a division of the Hallowell Shoe Company, Hallowell, Maine 
Sn: « a-e S @ alo 646 210 Lincoln Street 
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BEST IV BALLET 


Deluxe pleated soft toe ballet in black or white 


kidskin. Style 10, $2.10 

Fall Sole student ballet, 
Style No. 11, $2.00 

Style No. |, Acrobatic sandal, 
fawn or black . . . 75 cents 


Delivery 3 to 4 weeks or sooner. 
Terms: Net 30 days. 


Write for lilustrated Catalog 


166 North 3rd Street, Columbus 15, Ohio | 


Radio Advertising and Correct 
Fit Provide Success Formula 


Union Crry, N. J.—The Claridge, 
4019 Bergenline Avenue, Union City, 
a shoe store which began as a juvenile 
shop in 1923 and gradually branched 
out in the orthopedic field, looks upon 
Hudson County as its special territory 
but in actuality reaches out over coun- 
ty and state lines to serve an area of 
a quarter million population. 

According to W. H. Eichen, owner of 
The Claridge, the public today is more 
interested in proper fit than price. An- 
other reason for the optimism of Mr. 
Eichen is the substantial gains result- 
ing from 13 weeks of radio advertising 
over Station WCBS (Columbia Broad- 
casting Company). 

Although 80 to 90 per cent of the 
customers who buy certain nationally 
advertised orthopedic shoes at The 
Claridge return every three months, 
the shop advertises consistently in the 
Jersey Observer and the Hudson Dis- 
patch. From time to time, it also has 
had announcements made on a program 
of Station WOR. 

The second part of its policy, namely, 
insistence on correct fittings, is carried 
out as thoroughly as advertising. “No 
one ever walks out of this store,” says 
Mr. Eichen, “with a short fit. We do 
not sell unless the fit is right.” 
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Don’t destroy those new slim lines of women’s 
shoes with heavy fixtures. Modernize with plas- 
tic and let soft subtle lines complement the 
smartness in shoes rather than detract. Create 

















the feeling of being suspended in space. 


Write for Clear Plastic Shoe Display Catalogue No. 190 for com- 


plete information on plastic displayers for shoe departments. Or 


* | call your Darling Displays Distributor. L_ A. DARLING CO., 


only .. 


° 
fat) 

| aS WEE 

DISTRIBUTOR 


Mr. Eichen admits that the prices on 
certain lines are up as much as 32 or 
35 per cent. In the case of this store, 
however, which depends largely on na- 
tionally advertised orthopedic lines, 
there is little complaint from the. large 
majority of customers, who are glad to 
get a shoe which fits. Resistance to 
prices comes mostly from customers 
who are buying for snappy styling. 

Owner W. H. Eichen knows shoes, 
the town and his widely-extended ter- 
ritory. And he knows The Claridge 
and its customers, for he served a num- 
ber of years as manager before pur- 
chasing the store in 1939 from Mrs. 
Pick, its founder. 





Tolbert F. Parthemore 


WruoIncrTon, DeL.—Tolbert F. Par- 
themore, 75, husband of Mrs Viola 
Parthemore, died September 18 at his 
home, 224 North Connell Street, here. 

For many years Mr. Parthemore had 
been a salesman at Levy’s Shoe Store, 
223 Market Street, where he was em- 
ployed until his recent illness. He was 
a native of Highspire, Pa. 

In addition to his widow, he is sur- 
vived by two daughters, Mrs. S. P. 
Vickars and Mrs. Norman Maguire, 
both of this city; a son, Jay Parthe- 
more, Saltsburg, Pa.; two brothers, 
Nissley and Clayton Parthemore, both 


€— LOOK TO YOUR ONE 


| BRONSON, MICHIGAN. Displayrooms— New York, 47 W. 34th 
| — Chicago, 222 W. Adams—Los Angeles Office, 3114 W. 75th. 
Set No. SLG-4 illustrated above is complete includ- 


ing 2 smartly designed elevation units, 7 grac 
shoe stands, and 4 heel rests. Moderately priced at 






+100 


Complete 






DEPENDABLE SOURCE 
FOR EVERYTHING IN 
DISPLAY EQUIPMENT. 


Mrs. 


sister, 
Beulah Beshore, and four grandchil- 
dren. 

Funeral services were held at 2:30 
o’clock Sunday afternoon, Sept. 21, at 
the Smith Funeral Home, Twenty-fifth 
and Market Streets, with the Rev. High 


of Harrisburg, Pa.; a 


Adams officiating. Further services 
and interment took place at Highspire 
on Monday. 


Receive Building Permit for 
$200,000 Warehouse 


ATLANTA, GA—A building permit 
has been issued for erection of a $200,- 
000 office building and warehouse for 
Butler Shoes, Inc., at the Northeast cor- 
ner of Spring and Fifth Streets, N. W., 
in Atlanta, Georgia. 





Jay-Bee Shoe Store Opens 

LITTLE RIVER, FLA.—Jay-Bee, Little 
River’s newest shoe store, has just 
opened for business at 8010 N. E. Sec- 
ond Avenue. 





Women’s Shoe Store Opens 


BrockTon, Mass. — Miller’s Shoe 
Store opened Sept. 20 at 93 Main St., 
Brockton, featuring branded women’s 
shoes. 
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Resort Wear Featured 
In Minneapolis Display 


¥ 





- dee 


Minneapolis, Minn.—A suggestion of 
play shoes for winter wear in southern 
climates made a colorful window at 
Napier's, Nicollet Ave., here. 

The bright colorings of the shdes were 
set off with the raffia hut and reffia ram 
@s background. 

Matching handbags for warm weather 
use added interest and suggested a 
double purchase. 


British Shoe Men Combine 
Exhibits at Chicago Fair 

Lonpon—British footwear, specially 
selected as suitable for the North 
American market, will be represented 
at the Chicago National Shoe Fair in 
October by 32 British manufacturers 
who have submitted samples for the 
combined exhibit to be staged by the 
Leather, Footwear and Allied Indus- 
tries Export Corporation of London, 
England. 

The scope of the display ranges from 
Northampton-made riding boots of 
highest quality to the daintiness of the 
ballet shoe; from the country brogue to 
fine city shoes in English calf. There 
will be children’s shoes built on the 
latest scientific lines, spectator sports 
shoes and slippers. 

In charge of the exhibit will be Cyril 
A. G. Slater, vice-chairman of the Ex- 
port Corporation, and he will be as- 
sisted by George Denton. Both Mr. 








Slater and Mr. Denton are directors of | 


shoe manufacturing firms in Britain, 
and are well-known in North America. 

American representatives of many of 
the firms exhibiting will be present at 
Chicago to discuss their own firms’ 
exhibits and to book orders. The guid- 
ing policy behind the assembly of the 
corporation’s exhibit has been to con- 
centrate on models which Britain can 
make today and offer to America for 
early delivery. 

It is well-known that Britain is tak- 
ing active steps to increase her exports, 
particularly to North America, and 
footwear buyers will find that every 
effort will be made to meet their de- 
mands for bulk delivery. 
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Los 


Colorado 
Denver, Kemp Shoe Co, 
Florida 
Jacksonville, J. H. Churchwell Co. 


Georgia 

Atlanta, Gramling & Collinsworth 
Illinois 

c , Keehn B 

Feerl jene nen Sen 
Indiana 

Indianapolis, E. P. Bayless Shoe Co. 

lowa 

Cedar Rapi i 

Sebago, Mevchenes Banly Co 
Maine 

Bangor, W. S. Emerson Co., Inc. 


Massachusetts 
Soringield. M. T. Shaw Shoe Co. of 
N, Inc. 


Bory ates Sa cu 

a stra 

Saginaw, Michigan Shoe Co, 
Minnesota 

Minneapolis, Dodson-Fisher Co. 
Nebraska 

Lincoln, Branch Bros., Inc. 

Omaha, Driscoll Leather Co. 


New York 
New York City, Powell & Campbell 


Ohio 
Cincinnati, Robert Graefe 
Cleveland, Bibow & Srail Shoe Co. 
Cleveland, Whitney-Roth Shoe Co. 
Toledo, Ainsworth 
Zanesville, Black & Grant Co, 
Pennsylvania 
Philadelphia, Bell, Walt & Co. Inc. 
Senshenths Newell & Schneider Co. 
York, D. S. Peterman & Co, 
Tennessee 
Bristol, King Bros. Shoe Co. 
Knoxville, McCallie Shoe Co. 
Senotia, Wm. R. Moore Dry Goods 
‘2. 
Utah 
Salt Lake City, Zion's Co-Operative 
st. 


Merc, In 


Washington 
Seattle, Washington Shoe Co. 
Spokane, Adams Leather Co. 


West Virginia 
Huntington, Jeff Newberry Co. 
Wisconsin 
Milwaukee, Gaenslen Bros, Leather 


C 
Oshkosh, H. C. Roenits Co, 











Trade Builder styles Tom and Joe 
best illustrate those two outstand- 
ing Trade Builder features. Com- 
fort and service. 


When a man is properly fitted 
with a pair of these Kidskin Styles 
he is truly sold for life. He'll 
come back for another pair and to 
you — too. 


TOM: Genuine Kidskin, 
Rock Oak and Berch 
Brand soles, steel shank, 
half rubber heel with the 
Trade Builder combina- 
tion counter pocket and 


JOE: Genuine Black Kid- 

skin with all the features 

as described in style Tom 

on a medium broad toe. 
Widths Sizes 
B ...7 to 12 
..-6to 12 
.-.-5to12 
..--5to 15 
---6to 15 
..$to 12 


WHERE TO BUY YOUR 


























Announcing 


A NEW LAST 
A NEW SHOE 


The very popular 12/8 heel 
is featured on this new shoe 


— IN-STOCK for IMMEDI- 



































ATE DELIVERY. 
ssiiihdieats TOP QUALITY 
ng IN JUVENILE SHOES 
CATALOG ON 





EPHRATA'S Line of INFANTS’, CHILDREN'S 
& MISSES’ shoes for Spring has only one Qual- 
A, B,C, D & EEE ity — the FINEST in Style, Craftsmanship & 
WIDTHS Materials. Our standards will be maintained 
regardless of price . . . assuring the long term 
economy that goes with Top Quality. 


REQUEST. 


Room 588 Hotel Chicagoan during the 
National Shoe Fair is the place to see the entire 
ADELIA Line. Be sure to visit us. ROOMS 870-871 


$5.00 TO $6.00 RETAILERS HOTEL MORRISON, CHICAGO 
MONROE BROTHERS & COMPANY | National Shoe Fair, Oct. 26-30 


—— |} EPHRATA 2825.58. 


We invite you to visit us 























Photograph at left shows new shoe store recently opened by Belk Brothers’ department store, Charlotte, N. C., one of the 
largest in the state. (For details see BOOT AND SHOE RECORDER, October Ist, page 80.) Shown in photograph on right are 
representatives of national shoe concerns and Belk's officials who attended the formal opening of the modern new shoe store 
on E, Trade St. Front row, left to right: A. P. Craddock, shoe buyer for the Belk chain; J. L. Locke, sales representative of 
Greenville, S$. C.; John W. James, vice-president of Craddock-Terry Shoe Co., Lynchburg, Va.; Mel Cranshaw, juvenile style 
manager, International Shoe Co., St. Louis, Mo.; Amos S. Harrell, manager of Belk's shoe store; George Ridenhour, manager 
of Patton, Tillman & Bruce, Greenville, $. C.; Gene Langkop, sales representative, Tweedie Shoe Co., Jefferson City, Mo.; S. 
M. Thompson, sales representative, Swannee Shoe Co., Nashville, Tenn. Second row, left to right: John Gifford, sales repre- 
sentative, General Shoe Corp., Nashville, Tenn.; L. D. Robinson, manager of Belk’s second floor shoe salon; J. P. Owens, sales 
representative, Natural Bridge Shoe Co., Lynchburg, Va.; C. W. Butler, general sales manager, General Shoe Corp., Nashville; 
Harold Qyaas, general manager, Friedman-Shelby Shoe Co., St. Louis; Clem Heim, general manager, Vitality Shoe Co., St. 
Louis; John G. Craddock, sales manager, Craddock-Terry Shoe Co., Lynchburg; Louis Almond, vice-president, Craddock-Terry; 
J. A. Alexander, sales representative of Atlanta, Ga. Back row, left to right: R. M. Argo, sales representative, Craddock- 
Terry; Russ Fraund, sales manager, Winthrop Shoe Co., Norfolk, Va.; H. W. Kaight, buyer for the Belk's chain; Jack Hardaway, 
sales representative, Friedman-Shelby Co., St. Louis; Heyward Dillingham, sales representative, Vitality Shoe Co.; and Troy 
Hopkins, ewies manager, Craddock-Terry. 


374 Boot and Shoe Recorder 











PA 


ele TE Tee Pe 











Campaign Brought in New 
Charge Accounts 
[CONTINUED FROM PAGE 292] 


customer to open an account has brought in droves of new 
accounts. Advertisements read: 

“Enables you to supply the needs of your family and 
home under one roof, and pay with one check. 

“A Sanger charge account relieves you of the necessity 
of carrying large sums of money with you. 

“A Sanger charge account saves you time in shopping. 
Your Sanger ‘Name-au-Graph’ is your pass to quick, con- 
venient shopping. 

“Enables you to order by phone or mail, and eliminates 
the bother of C.0.D.’s. 

“A Sanger charge account establishes your credit in the 
community! 

“A Sanger charge account places you on our preferred 
list, which entitles you to advance selection, and specials 
offered during private sales. 

“Simplifies your budgeting by providing you with an 
itemized list of your purchases. 

“Enables you to take advantage of special offers fre- 
quenly when it may not be convenient to pay eash.” 

After working over the reasons why shoe customers 
benefit from having a charge account, the store blue- 
printed an advertising campaign to tell them about it. 
The ads were all large—nearly a half-page each. 

So that opening the account would be as simple as possi- 
ble, each of the series of advertisements carried a large 
mail order-style coupon. 


Manufacturing and Markets 


[CONTINUED FROM PAGE 302] 


As the time of the National Shoe Fair draws near, 
there is considerable speculation about prices. Many be- 
lieve that another increase is inevitable. They point out 
that higher wages are the chief single factor in causing 
higher prices—not merely the wages of the shoe factory 
worker, but the wages of all who have any connection with 
the industry, the worker in the tannery, the laborer in the 
stockyards, etc. Each man who has had his wages increased 
has added his bit to the final price of a pair of shoes. And 
as the footwear for his family advances in price, he in 
turn asks for a higher wage to meet the increased cost 
of living. 


New York 


CIRCUMSTANCES remain little changed among the 
high grade women’s shoe manufacturers here, with Fall 
orders continuing at a pace and volume which indicates 
very definite resistance at the retail level. However, in 
the Duane street wholesale sector, business is reported 
to have picked up strikingly, particularly in children’s 
shoes which have been in rather spectacular demand. 
Several wholesalers have revealed that they are sold up 
to the middle of November. 

Recent negotiations between the Shoe Wholesalers Asso- 
ciation of New York and Local 65, United Shoe Workers 
of America, CIO, resulted in an arbitrated award of a 
$3-a-week wage increase retroactive to May Ist, according 
to Sidney Thalheim, president of the Association. Mr. 
Thalheim expressed the opinion that, with hides and labor 
costs still advancing, shoe prices in the Spring of 1948 
would necessarily have to assume a higher level. 
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and Whittemore is 
ready with the 


wanted dressings 


our fashion-leading footwear in milady’s ward- 
robe is running heavily to black and brown. . . in suedes 
and smooth leathers. And the summer swing to colors 
is carrying over lightly, with some small preference 
for reds and greens. So be ready with quality shoe 
dressings to fit the demand... famous Whittemore 
dressings ... suede, cream and, of course, ever-popu- 
lar Bon Ton, all in timely colors. Order from your 
jobber today. 













BOSTONIAN 
CREAM 


Bostonion (355 oz.) ond 
Cadet (1% oz) in all 
popular colors. 


BOSTONIAN SUEDE 
Bostonion ond Codet sizes in 
block, brown and colors. 


WHITTEMORE. 


wa TTCAAAND 
WhillicMOR 


Shae Dd redding 


al a 
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Badin to Bayers 


Wesin the MARBRIDGE BUILDING, at the 
world’s most famous cross roads of traffic and trade 
—34th Street and Broadway—shoes, play shoes, 
slippers and footwear of every description, as well 
as shoe materials and kindred supplies from all 
parts of the country, are concentrated for your buy- 


ing convenience. 


We extend an invitation to buyers in behalf of all 
of the tenants in the MARBRIDGE BUILDING—a 


continuous Shoe Fair every business day of the 


year. 


Whenever you are in New York, you can reach the 
MARBRIDGE BUILDING with speed and conve- 
nience. The following systems of trahsportation pass 
our door: The Independent Subway (Sixth Avenue 
Line), the BMT Subway, the Hudson and Manhattan 
Tubes, Broadway, Sixth Avenue and 34th Street 
Busses; and, just one block away, you have the Penn- 
sylvania Railroad Station and 7th Avenue Subway. 


D. S. MacponaLp, Mer. 
MARBRIDGE BUILDING 
47 West 34th Street. 

1328 Broadway, 

New York 1, N. Y. 
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Three Shoe Departments 
In New Spokane Store 


SPOKANE, WASH.—Shoe departments 
are colorful features in the new Bon 
Marche Department store which opened 
for business in Spokane, September 5. 

There are three divisions devoted to 
footwear. 

On the third floor, termed the Fashion 
Centre and covering 28,000 square feet, 
one of the thirty shops is the golden 
shoe salon. With cases and partitions 
curved and designed everywhere on the 
floor so as to keep traffic moving from 
one shop to another, the shoe salon 
occupying a large semi-oval against one 
side of the building is easily approached 
and quickly seen. The salon is except- 
tionally colorful, with golden upholster- 
ing, and walls and drapes in beautifully 
blending pastels. 

F. M. Christian is buyer and man- 
ager of this salon, where the higher 
priced women’s shoes are carried, while 
Harold Gease is .overall merchandise 
manager for the whole fashion floor. 

The basic shoe department is on the 
second floor which has an open well in 
the center that tends to bring all sec- 
tions of this floor into immediate view 
upon entrance. The shoe section occu- 
pies one end, and is between the wall 
and the railing of the well—in easy 
reach of stairway and elevators. 

This department carriers women’s 
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shoes in more moderate price ranges, 
also shoes for teen-agers, boys and 
girls. George Dunn is the buyer for the 
section. 

Mr. Dunn is also the buyer for the 
men’s shoe department which is located 
in the men’s store building of the Bon 
Marche. This is reached by an alley 
corridor from the main store. 

The Bon Marche is a unit of Allied 
Stores Corporation of New York, and 
Charles E. McCarthy, president of that 
group, was present for the opening 
which was marked by colorful cere- 
monies and almost overwhleming 
crowds, estimated at 75,000 people. 

The store occupies five floors of the 
Welch Building at Howard and Main 
streets and started business with 499 
employees, 399 of whom are on the 
regular payroll, 100 being extras for 
Christmas and special events. 

Frank T. Hill, for ten years prior to 
assuming his present position as man- 
ager, was associated with the C. C. 
Anderson stores, serving last as man- 
aging director of the Anderson Store 
in Idaho Falls, Idaho. 





Shoe Firm Marks 53rd Year 
Under Same Management 


Stoux Crry, Ia.—The H & H Shoe 
Company, 512 Fourth Street, here, cele- 
brated its 53rd anniversary under the 
same management and policy, and in 


the same location on September 15. 
Charles Harstad and H. A. Halseth, 
founders of the firm in 1894 declared 
in an advertisement that the firm’s rec- 
ord was “unequalled and unchallenged 
by any other business firm in Sioux 
City and the State of Iowa.” 
Raymond W. Harstad, son and 
nephew of the founders, is the third 
partner of the H & H Shoe Company. 
It was noted that the average length 
of service of the six employees of the 
company was slightly over 17 years. 





Actress Weds 
Shoe Merchant 


Los ANGELES—Marie (The Body) 
McDonald, 23-year-old film actress, was 
married to Harry Karl, 33, of Karl’s 
Shoe Stores, in a quiet civil ceremony 
at the home of Karl’s parents, Mr. and 
Mrs. Peter Karl, 829 N. Orlando St., 
here. . 

The couple will fly to New York for 
a three-week honeymoon, Kar] said, and 
then return to live in Los Angeles. 

Miss McDonald and Karl met at a 
Hollywood party 15 months ago. It was 
the second marriage for both. 





Formal Opening Held 

TERRE HAuTe, IND. — Levinson’s, 
women’s apparel, in opening their 
newly remodeled three-story store at 
640 Wabash Ave., held a formal open- 
ing of their main floor shoe salon. 
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HOME OF THE 
CHICAGO SHOE CLUB 


VISIT OUR TENANTS: 
Advanced Wool Skin Shoe Co. 


Americar Footwear 
Beeson, Sam A. 

Boot & Shoe Recorder 
Bowen, Barney 

Bristo!l Mfg. Co. 

California Slipper Co. 
Carolyn Shoe Co. 

Casuals Inc. 

Chapman, Julian H. 
Charlsam Footwear Corp. 
Chicagoland Footwear 
Consolidated Slipper Corp. 
Cossack Bootees, Inc. 
Desco Shoe Corp. 

Dodd, Dorothy Shoe Co. 
Dunn & McCarthy, Inc. 
Eastern Footwear Corp. 
Empire Specialty Footwear Co. 
Engquist, Howard J. 

Enna Jettick Shoes, Inc. 
Evans, L. B., Son Co. 
~~ & Curme Shoe Stores 


Fitzgerald, Sue M. 
Hi-Grade Footwear 
Hoeffel, J. F. & Son 
Hollywood Shoe Co. 
International Shoe Co. 
Jones, Maurice H. 
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ONE HALF BLOCK FROM 
THE PALMER HOUSE 
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Kay Karzmar Casuals 
Kline, H. J. 

Kling’s Theatrical Shoe Co. 
Knights-Allen Co., Inc. 
Kramer, Martin Shoe Co. 
Manistee Shoe Mfg. Co. 
Meyerson, Arthur 
Miller Shoe Co. 

Moncey Products Corp. 
Mond] Mfg. Co., Inc. 
Mooercraft, Inc. 

Moore, Joseph 

Northern Footwear Co. 
Nurse Shoe Co. 
O’Connor & Goldberg 
Patterson, Warren D. 
Peterson, Robert J. 
Pfaff, Fred 

Queen Quality Shoe Co. 
Raymond, John B. 

Dr. Reed Cushion Shoes 
Saco-Moc Shoe Corp. 
Sawyer Moccasin Co. 
Smith, Carl T. 

Smith, M. C. Co. 
Starlet Footwear Corp. 
Sun Valley Boot Co. 
Swan Shoe Co., Inc. 
Vogue Shoe, Inc. 
Walker, E. J. 

Walker, G. F. 

Wax, Simon B. 

Wendt, Fred H. 


s 
For Information on Building and 
Offices, Please Write or Phone 


CHAS. G. LINDEMANN 
GORDON STRONG & CO. 


209 S. STATE ST. 
HARRISON 819! 
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NOW “DOGGIES” ARE MADE FOR MEN, WOMEN and CHILDREN 


NEW — LIGHTWEIGHT — STREAMLINED 








ON DISPLAY DURING 
NATIONAL SHOE FAIR 
OCT. 27-30 
at the office of Howard Engquist 
Room 1712, Republic Bldg. 
209 S. State St. 

— CHICAGO — 


New Design with one 
piece molded sole. 
Skid proof and slush 
proof; very light and 
flexible. 


PERMANENT OFFICES: 





mY wae Yo ee 

ty nn | ns The WONDL MANUFACTURING CO., INC. 
209 S. State St. New York City _ e 

Chicago, It. Manufacturers of Distinctive Footwear 


Mr. S. P. McClanahan 
Room #1205, Haas Bidg. 
219 W. Seventh St., Los. Angeles, Calif. 


38-42 Otter Street 


Oshkosh, Wisconsin 








A. S. Burg, of Boston, sailed for 
Europe September 18th aboard the 
Queen Elizabeth for an extended busi- 
ness and pleasure trip. Mr. Burg, who 
is president of the A. S. Burg Com- 
pany, manufacturers of shoe material, 
will spend two months touring England, 
Holland, Belgium, Switzerland and 
France. M. Burg has been connected 
with the shoe business for forty years. 
He started with the A. G. Walton Com- 
pany of Chelsea, Mass., in 1908, and 
founded the present firm bearing his 
name, in 1930. 

* - > 

O. E. Marquardt, of Columbia, Mo., 
manager of the Novus Shop, Columbia, 
has departed for Albuquerque, N. M. to 
manage and supervise shoe stores in 
Albuquerque, Roswell and Santa Fe, N. 
M., for Dalebrook, Inc. His ‘wife and two 
children, Martha and Johnny, will not 
_— Columbia until after January 1, 
1 > 


* > ” 


Loren Mills, merchandising manager 
of Wells & Frost, Inc., largest family 
shoe store in Lincoln, Neb., has been 
named to the program committee for a 
luncheon of the Nebraska Association 
of Retail Clothiers and Furnishers to be 
held at Hotel Paxton in Omaha, in con- 
nection with the spring showing of the 
Ak-Sar-Ben Men’s Apparel Club. 
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Julian Chapman, personable repre- 
sentative in Illinois, Wisconsin, and 
Iowa for the Queen Quality division of 


= 
f 





Julian Chapman shown enjoying the 
idyllic surroundings on Gairney !siand, 
Ontario, where he spends the Summer 
months. 


International Shoe Company, has re- 
turned from a three-month Summer va- 
cation on Gairney Island (of which he 
is owner), in Muskoka Lake, Ontario. 
Mr. Chapman is president of the Chi- 
eago Shoe Club. 


About Shoe People 


Joseph S. Protzel, appointed salesman 
for the entire U. S. Fastern territory 
by Belmont Footwear, Inc., several 
months ago, has announced that he has 
acquired offices at 1006 Marbridge 
Building, New York City. It was also 
revealed that the firm will be located in 
Room 622, Morrison Hotel, Chicago, 
during the National Shoe Fair. 

Mr. Protzel, who replaced Erie J. 
Metzger, was formerly with the Cam- 
bridge Rubber Company for a number 
of years. 


> » * 


Al Munro recently opened a fine new 
Munro Shoe Store at 125 Railroad 
avenue, Shelton, Wash. This new Shel- 
ton bootery will deal in complete lines 
of men’s, women’s and children’s foot- 
wear of nationally advertised brands. 
The new shoe store proprietor formerly 
owned and operated for many years 
Munro’s Men’s Wear Store in Shelton. 
He closed this last year for lack of a 
location, and for the past 7 months 
has been with the Lumbermen’s Mer- 
cantile Store. Visualizing a fine future 
in the footwear field in Shelton, he has 
set up this new store, planning to put 
in slipper stocks next month for the late 
Fall and early Christmas shopping sea- 
son. 
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Walter C. Roose, of Marion, Ind., has 
a been cited by United Air Lines in Chi- 
cago, as one of the “flyingest” salesmen | 





white satin, 
sil¥er or 
gold mesh 





WALTER C. ROOSE 


We'll be at the 


in the country. Mr. Roose, sales man-| Wig 
ager of the Marion Shoe Division, Daly se > oe he — — = 
: ooms ° = 


Brothers Shoe Company, Inc., of Marion, 
is nearing his 800,000th-mile of air to show you our complete line aS 
DURING THE SHOE FAIR “\N 


travel. He was one of the first ai) 

travelers to receive United Air Lines’ : 
plaque indicating membership in 
United’s 100,000 Milers Club and is pre 
paring to add his eighth star on the 
plaque as one of the most traveled of 
shoe company sales people. Mr. Roose 
is a staunch advocate of the benefits to 
be derived by business from the speed 
of modern day air travel. 











a ™ al a | Eiler Stevenson, who was manager of 
| the men’s shoe department of Warn & 
Warn shoe store in Spokane, Washing- 


ton, and was for eighteen years asso- 

e ciated with that firm, has resigned to 

1an join the selling force of an automobile 
ory or ta e ome | company here. No successor to Mr. 

















ral AWAITS OUR MANY CUSTOMERS AND FRIENDS IN | Stevenson has - 7" — appointed. 
ige } 4 Theodore Seidelman i Ww @ repre- 
o Suite 910 - W, 93 9 - w sentative in New York City and Staten 

n sland of the d 1 Rubber m- 
go, PALMER HOUSE, CHICAGO a of Boston, Mass., distributors of 


P during the NATIONAL SHOE FAIR “Gold Seal Brand” rubbers and tennis 
" hoes. 

m- October 26-30th — ii’ 

ber 





Sol Stone, popular shoe salesman liv- 
ing in the Bronx, New York City, has 

Our New Spring Line Will Be On Display run. ‘the sales representative in 
Brooklyn and Long Island for “Cathy 
ew © aot ” co. 
FOR MORE THAN Originals,” manufactured by the Ne 


, velk Company, Haverhill, Me. 
1el- 


nes | S | X T Y Y E A R S Dewitt R. Pay auditor for the 


ot- 
ds. Manufacturers of | Thompson, Boland & Lee Shoe Com- 


rly pany in Atlanta, Georgia, has an inter- 


me HIGH QUALITY JUVENILE FOOTWEAR | Sich ail the news by subseribing to 10 





on. 


fa also foreign newspapers and 15 American 
ths papers and magazines, all English lan- 
om. CORRECTIVE & WEAK ANKLE (CORSET) SHOES guage editions. Mr. Williams began 
ure his hobby 40 years ago. 


- The W.L. KREIDER SON'S Mfg. Co., Inc. ft: 


put Sam Eicoff and Murray Katzen have 
ate PALMYRA, PENNA. opened a new shoe store in Lewistown, 


sii — B22. Montana. 
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Pattern #330—a combination binding —soft, beautiful 
grosgrain-type ribbon combined with pliant, easy to handle cotton. 
Pattern #330 comes in standard colors and can be dyed to your 


specifications. When filling your binding needs—remember Pattern #330. 











watch your 
mount. 


Ww 
ASK FOR NEW 


WRITE TO 














Eye Catching 2, = Displays 





THIS ELEGANT FIXTURED 
Displays two bags or one 
bag and one pair of shoes. 
Use it to feature your 
smartest combinations and 


bag 
$6.75 ea. 


ALL ORDERS FILLED PROMPTLY 


ILLUSTRATED 
CATALOG TODAY. 


=SLIBBY PLASTICS e INC. 


3425 MICHIGAN AVENUE e EAST CHICAGO e INDIANA 


with 


"LIBBY" 


GENUINE PLEXIGLAS 
FIXTURES 


q Ladies’ double stand with 
adjustable top and heel grip. 
Streamlined, sparkling, ap- 
pearance. Three heights, 9- 


12-15". $4.75 ea. 


q Us this smartly styled ‘sin- 
‘gle’ displayer for an unlim- 
ited number of setups. 

$1.25 ea. 


Men's Stands Slightly More 


sales 




















Trade Literature 


Store Modernization Talks 
Published In Book Form 


New YorK—Publication of one of 
the most complete discussions on store 
modernization problems of recent years 
was announced recently by John W. H. 
Evans, managing director of the Store 
Modernization Show. Six volumes com- 
prise the text of all papers read as 
well as questions and answers at a 
series of twelve modernization clinics 
held last July concurrently with the 
show. 

Titles of the books are “Modernized 
Store Lighting,” “Modernized Custo- 
mer Comfort,” “Modernized Store Lay- 
out,” “Modernized Display and Fixtur- 
ing,” “Modern Use of Materials” and 
“Modernized Store Fronts. 

The books are available at Store 
Modernization Show, 40 East 49th St., 
New York 17, N. Y., for two dollars a 
volume or ten dollars for the series of 
six. 





Compile Experiences 

Of Successful Salesmanship 
New YorK—The compiled experience 

and counsel of hundreds of the na- 


380 





tion’s top executives, salesmen and 
business leaders will be contained in a 
unique new book on salesmanship, soon 
to appear under the tithe MAN ALIVE. 

Written by Robert E. Moore, an ex- 
ecutive in one of the large national 
advertising agencies, the book has been 
scheduled by Harper & Brothers for 
publication on October 1st. 

In its formulation of the observa- 
tions of outstandingly successful men 
in the major fields of business and in- 
dustrial activity, the book illustrates 
the basic factors which, in the opinion 
of these men, are the essentials of 
effective salesmanship. Pointing to 
Service and Showmanship as the key- 
notes for selling success, the book 
stresses the importance of salesmanship 
in the American free enterprise sys- 
tem. 


Booklet Designed to Help 
Sell to Government 


New YorK—To help more business- 
men get their share of sales in the 
$5,000,000,000 annual government mar- 
ket, the N. Y. Journal of Commerce has 
just issued a new 32-page booklet de- 
signed to take the mystery out of bid- 


ding and contract procedures. The 
booklet is titled “How to Sell to the 
Government.” Copies may be obtained 
from the Journal of Commerce, 63 Park 
Row, New York 15, N. Y., at 50 cents 
each. 

“How to Sell to the Government” is 
a consolidation of a series of detailed 
studies made by the business newspa- 
per on the federal, state and muni- 
cipal markets of the nation. It is pre- 
pared as a guide to manufacturers, 
jobbers and dealers alike, and notes 
that more than 100,000 different items 
are bought each year by the country’s 
many governmental agencies. Their 
purchases for strictly peace-time prod- 
ucts and services total more than $5,- 
000,000,000 per year. 





Study On Business 
Organization Issued 


New YorK—Since the war there has 
been an accelerated trend towards de- 
centralization of business organizations 
with greater executive authority for 
operating units, a study made by the 
Policyholders Service Bureau, Metro- 
politan Life Insurance Company, of the 
organization plans of 27 representative 
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P 
Put Pep in the Step 


End Most Foot Pains with 
Scott's Metatarsal Insoles 


Most of your customers over 20 have foot pains. 
You can make added profits by relieving many of 
these with this improved, unusually popular line 
of Metatarsal Insoles. 7 distinct styles, all sizes, 
and a price for every purse” Gentle sponge rubber 
support for both metatarsal and longitudinal arch 
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EDWARDS WAY SHOES 


for Children 





The ANKLETTE in 











you've made a sale. 
Priced from $5.40 to 
$12 per dozen pairs. ‘/sow & 


Write for 
detoils. 





companies has revealed. The study has 
been published in a _ report called 
“Business Organization.” 

Designed to assist executives of com- 
panies in analyzing their organization, 
the report provides information on the 
general principles and patterns of busi- 
ness organization. Although it recog- 
nizes the fact that organization is an 
individual problem which must fit the 
specific needs of an individual company, 
the report shows how these principles 
and patterns are made to fit the needs of 
such companies as manufacturers, mer- 
chandising concerns, railroads and 
public utilities. It also shows that the 
ofganization principles are fundamen- 
tally the same for both large and small 
companies, and that the same principles 
and patterns apply to both. 

Covered by the report are such points 
as: Line, Line and Staff, and Func- 
tional types of organization; Plans of 
Subdivision; Centralization vs. Decen- 
tralization of Control; and the place of 
Committees in business organization. 
Organization charts of seven companies 
are included. 

There is a limited supply of the re- 
port available to executives who request 
them on their business stationery. Ad- 
dress: Policyholders Service Bureau, 
Metropolitan Life Insurance Company, 
1 Madison Avenue, New York 10, N. Y. 
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in one appliance. Just slip into the shoe and 







THROUGH SHOE STORES 
SHOE DEPARTMENTS 
AND FOOT SPECIALISTS 


FOOT APPLIANCE 4 


OMAHAE.WNEBRASKA 


Y 





Booklet on J. C. Penney 
Growth and Policy Issued 


“The Story of J. C. Penney Com- 
pany,” a booklet describing the growth 
and basic merchandising policies of the 
firm, is being sent to producers of mer- 
chandise sold in Penney stores. 

Beginning with the “Golden Rule” 
store established in 1902 by James Cash 
Penney in the small frontier mining 
town of Kemmerer, Wyoming, the com- 
pany’s expansion is traced to the 1601 
Penney outlets throughout the United 
States in 1946. 

The essence of the company’s policy, 
as described in the booklet, is simply 
contained in the sentence: “Penney 
stores are dedicated to people who live 
simply, but well.” 


Issue Catalogue On 
Industrial Rubber Footwear 


AKRON, O.—A new catalogue section 
on its kine of industrial rubber foot- 
wear has just been published by The 
B. F. Goodrich Company, Akron, and 
is now available upon request. The 
section describes construction of boots, 
rubbers, gaiters, work shoes and pacs 
and outlines their particular functions 
in industry. 





Black Patent — Red, 
Brown & White 


Style +4051 Inrant’s 42-8, S & M widths 
Style + 451 Cuizp’s 82-12,S & M widths 


IMMEDIATE DELIVERY 
to retail $4.00 and $5.00 





|. @ 2a s 8 OP > COMPANY 


Portfolio Portrays Value 
Of Brand Names Promotion 


New YorK—How retailers can get 
“Plus Profit Power” out of their brand 
names policy is the subject of an ad- 
vertising and merchandising portfolio 
which has just been published under 
that title by the Brand Names Founda- 
tion, and is being distributed to 2000 
department stores and retail specialty 
stores throughout the United States. 

Reasons and methods for making all- 
out brand names promotion the profit- 
able keynote of a store’s merchandising 
policy are described in this new BNF 
publication. Samuel J. Cohen, sales 
manager of Lit Brothers Department 
Store in Philadelphia and chairman of 
the Foundation’s Retail Advisory Com- 
mittee, supervised the preparation of 
the booklet which he introduced at a 
luncheon for the trade press held by 
the Foundation recently at the Hotel 
New Weston in New York. 

After reviewing the impetus given to 
consumer demand for recognized brands 
during war-produced shortages, Mr. 
Cohen states in the introduction to the 
manual: 

“National brands served as a buying 
magnet which attracted millions of new 
customers into stores featuring those 

[TURN TO PAGE 386, PLEASE] 
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YOU SAFEGUARD against 


“ATHLETE'S 
FOOT” 

in the Home 

at the Beach 

Traveling 
with 

DRY-EES, the 

Protective 

Latex 
Rubber 












THE SENSAT AL MEW 


PROTECTIVE: 


DRY-EES keep feet dry on rainy days and are a boon 
to those women who prefer the open toe and heel 
platform types of shoes for they can be slipped on 
over the stockings. Write for further details. 





Our Complete Spring Line 


of desirable shoes 


by 
—" 


Will be on display 
Morrison Hotel—Room 1443 
Oct. 27 to 30 
NATIONAL SHOE FAIR 
Chicago 


Also at the Regional Shows in 
Augusta, Kansas City, Des Moines, 
Oklahoma City, Omaha, St. Paul, 
Indianapolis, Detroit, Pittsburgh, 
Ft. Worth and Cincinnati 








Remember: “The Feminine Toast from Coast to Coast” 





147 Van Houten Street 





DRY-EES PRODUCTS 
Paterson, N. J. | 











HARVEY SHOE CO. 


by HARVEY 


1304 W. 6th St. 
Cleveland 13, Ohio 











British Shoe 
Exports Double 


LONDON—-British shoe manufacturers 
are much gratified by the rise in exports 
since last year. In spite of many handi- 
caps exports of all kinds of footwear in 
the first half of 1947 were valued at 
£3,419,194 (a pound is equal to ap- 
proximately $4) compared with £1,476,- 
624 in the corresponding period of 1946. 
A fair proportion of these exports went 
to the U.S. and there is now a good deal 
of discussion guing on as to how these 
exports to America can be further in- 
creased. 

The central problem in this respect is 
by many regarded to be how to attract 
oversea buyers to those classes of foot- 
wear which are not usually regarded as 
export types. Until more supplies of 
leather or raw materials are obtained it 
maybe that the effort of the export 
trade will have to be concentrated on 
outstanding values in heavy types rang- 
ing from sporting and agricultural pat- 
terns to boots designed to resist rot 
and corrosion in jungle country. This 
is where British makers have an oppor- 
tunity to use the story of the service of- 
fered by these heavies under the vary- 
ing climatic conditions in war-time . 

On the other hand most exporting 
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firms are unable to increase their output 
lighter- and medium-weight shoes be- 
cause of the scarcity of suitable leather. 
It could of course be argued (and is 
indeed argued by many leading manu- 
facturers) that it would from an eco- 
nomic point of view be wise to import 
either raw materials for leather or even 
finished “leather which represents only 
about one-third of the shoe in which it 
would be used so that a net dollar profit 
could be realized from such _ shoes, 
especially if they were in the category 
of fashion goods. But under present 
circumstances the time lag between im- 
ports and receipt of dollar payments is 
deemed too long to make such a con- 
sideration practicable. It is clear there- 
fore that less attention will have to be 
paid to what may be called established 
footwear types (including fashion and 
luxury types) which call for little varia- 
tion in styling or for which demand is 
constant, and more to those types of 
leather which manufacturers are nowa- 
days forced to exploit. What everyone 
aims at is — regardless of the future 
production lines—to preserve the loca! 
tradition of reliability. No business on 
cheap lines will be attempted although 
most firms could in this way immedi- 
ately double and treble their commit- 
ments to oversea customers. 

These difficulties in meeting require- 
ments of established goods have also 


caused some hesitation in deciding 
whether there should be large and per- 
manent stocks of British-made shoes in 
oversea markets. The British Leather 
& Footwear Corporation’s recent deci- 
sion to open warehouses at New York, 
Chicago, Los Angeles and Toronto is 
welcomed as an experiment but it is still 
feared that too great a financial risk 
would be incurred in any scheme for 
stocking fashion goods. It is hoped, 
however, that within the next few 
months developments in air transport 
might eliminate the risk between pro- 
duction and distribution. In this way 
it is expected that the need for ware- 
house stocks will altogether be elimf- 
nated. 

No one doubts that as production for 
exports increases so oversea sales will 
increase regardless of the fact that the 
majority of goods will differ from those 
formerly demanded by buyers—even in 
the US and Canada. The Leather Fed- 
eration’s “in-stock” warehouse organ- 
izations are meanwhile expected to as- 
sure to small retailers the possibility to 
obtain supplies readily and also to assist 
larger oversea buyers to “size-up” with 
little delay. Generally speaking, it 
may be said that British manufacturers 
are confident of improving on this years’ 
trading results as far as export to the 
U.S. is concerned. 
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RETAIL PRICE 
DEALER'S COST 





$1.50 PER PAIR 
$7.80 PER DOZ. PAIR 


WE PAY 15c per pair P.M. TO YOUR SALESMEN 


VOSBURG FOOT APPLIANCE CO. 


VOSBURG'S 
METATARSAL INSOLES 


STYLE 501 


SOFT SPONGE RUBBER WITH ADDITIONAL RAISES in 
METATARSAL AND LONGITUDINAL ARCHES. WOMEN'S 
SIZES 5 THROUGH 10, WIDE AND NARROW. MEN'S 
SIZES 7, 8, 9, 10, 11 and 12—one width only. 








1616 LAVACA ST. 


AUSTIN TEXAS 


















Dealer & Jobber Inquiries Invited — Write t 


THE PARCLEAT CO. 


3048 Rodman St, N. W., Washington 8. D.C 
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: ‘sufficient anode angle to cover the whole 
screen. We have the correct type for your ; 
machine—in stock—for immediate delivery. 


X-RAY HEADQUARTERS 


FOR GENUINE ADRIAN REPLACEMENT PARTS 


m. 8. BORIAN * sons. 
x RA ' 


Ragpemndo te 


IMPORTANT! 


Tubes for X-Ray Shoe fitting ma- 
chines are especially designed. 
Ordinary X-Ray tubes do not have 





a re om oe Se oe 


of 1. Rag Shoe Gilling 
MILWAUEEE 7. w 





Notes 21st Year of Selling 


JACKSON, Miss.—N. H. Jones, man- 
ager of the Freeman Shoe Department 
at McDonaid’s Men’s Store, here, re- 
cently celebrated his 21st year of selling 
and fitting shoes. The latter 13 years 
of this time he specialized in fitting wo- 
men’s and children’s shoes, and Mr. 
Jones asserts that he has never had a 
complaint about shoe fit. 





Canadian Tanners Bid 
For U. S. Rawstocks 


CHIcaGoO—American tanners are won- 
dering what effect the lifting of hide 
controls in Canada will have on our 
rawstock markets, and eventually on 
U. S. leather prices, if any. Since 
Canada lifted its hide ceiling in mid- 
September, some Canadian tanners 
have entered our rawstock markets, 
especially for calfskins, already in short 
supply in this country. Nevertheless 
the last sale of 150,000 calfskins was 
at steady prices. Northern packer calf- 
skins 9% to 15 pounds now bring 80 
cents, and those under 9% pounds sell 
for 90 cents. Packer riverpoint calf- 
skins are quoted at 65 cents for 9% to 
15 pounds and 85 cents for those under 
9% pounds. 

Since the lifting of hide restrictions 
in the Dominion, both hide and leather 
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prices are rapidly approaching those 
in our country. Canadian hides now 
sell for 25 cents, as compared with 
American prices of 28% to 30%, de- 
pending on the selection. Under the 
Canadian ceiling, hides sold for 18 
cents, and the Dominion government 
subsidized the difference between that 
figure and the cost of our domestic 
hides. Like the ceiling, Canada has 
removed the subsidy. 

Leather prices have risen correspon- 
dingly, north of the border, and word 
received here is that leather prices gen- 
erally are at least 35 or 40 per cent 
higher. At any rate, calf leather, which 
previously sold in Canada for 50 or 
55¢ is now reported to be bringing up 
to $1.10 and $1.20 per foot. This com- 
pares rather favorably with the cur- 
rent U. S. quotations on calf leather. 

Canadian tanners are said to have 
more inventory than U, S. tanners, and 
it may be some weeks yet before they 
come into our rawstock markets in 
earnest. However, with Canadian 
slaughter below last year, Dominion 
tanners may have good reason to buy 
hides on this side of the boundary line. 
What the full extent of Canadian buy- 
ing will be on our hide, and eventually 
our leather prices is hard to say, but 
this added competition in bidding for 
our own rawstock won’t help to keep 
prices down. 


Jacob J. Smith 


CINCINNATI, O.—Jacob J. Smith, 84, 
nationally known member of the shoe 
manufacturing industry and honorary 
board chairman of the U. S. Shoe Cor- 
poration here, died Sept. 15 in Christ 
Hospital following an illness of several 
months. 

He was one of the founders of the 
U. S. Shoe Corporation, rising from 
ranks of the company to become board 
chairman for 12 years. 

He leaves a son, J. J. Smith, Jr., Wy- 
oming, Ohio, a daughter, Miss Florence 
M. Smith, Madeira, and a brother Stan- 
ley Smith, Cincinnati. 

Mr. Smith was born in Saugerties, 
N. Y., and came to Cincinnati, 57 years 
ago. 

He entered the shoe business with his 
father-in-law, one of the founders of 
the former Stern-Sauer Shoe Company, 
and succeeded his father-in-law as 
president and in 1930 combined that 
firm with the U. S. Shoe Company un- 
der name of the United States Shoe 
Corporation. 


Open In Larger Quarters 

Los ANGELES — Reznick & Kellner, 
shoe wholesalers, held a grand opening 
September 30th of their new and larger 
quarters at 301 East Eighth street, 
here. 
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or white leather. 


less than 12 pairs. Terms: Net 30 days. 


ROOM 634 
MORRISON HOTEL 


PRIMA, Inc. 
166 N. 3rd St., Columbus 15, Ohio 


Store Returns to Retail Shoe 
Business After Seven Years 


RocHESTER, N. Y.—David’s in Roches- 
ter is back in the retail shoe market— 
with a new salon in the modern store 
building just opened at 10 Clinton Ave- 
nue South. 

David’s hadn’t carried women’s shoes 
since 1940, but when the move was 
made to the four-story-and-basement 
building constructed for the firm, 1,200 
square feet of floor space was set aside 
for the salon and for stock, on the sec- 
ond floor of the structure. 

The department was leased by the 
Ruth Shoe Company, Inc., of New York 
City, headed by Arnold Elkind. James 
Bless is manager of the department. 

The new building is modern through- 
out. The lower facade makes extensive 
use of glass, permitting the entire first 
floor to be visible from the street. A 
permanent display of shoes occupies 
one-eighth of the total front window 
space. Show windows are arranged so 
that they appear separate from the rest 
of the building and free-standing in the 
street. A background of a deep ele- 
phant gray is designed to accentuate 
the three-dimensional effect of displays. 

The shoe salon is just to the left as 
the customer steps off the elevator at 
the second floor. By distinctive “break” 
in the decorating, the salon is set off 
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A CHOICE OF WIDTHS IN TAP SHOES! 


Boost your tap shoe sales by offering your customers a choice 
of widths! Prima quality features all over patent leather con- 
struction, aluminum toe taps included. Choice of black patent 


Child’s Sizes, 844/12, one width, $2.35 
Misses’ Sizes, 1244/3, A & C widths, $2.60 
Girls’ Sizes, 3144/9, AA & B widths, $2.85 


There is a service charge of 10¢ per pair on orders of 














ON DISPLAY NATIONAL SHOE FAIR 605 PALMER HOUSE CHICAGO 





IN STOCK 


Brown, Blue 
Wine Kid 











departments. Turquoise 


from other 
leafs on silver background are the pat- 
tern for wallpaper which ends at the 
edge of the shoe department yet blends 
well with the natural finish of the rest 


of the second floor. Turquoise-uphol- 
stered chairs for customers and stools 
for clerks blend with the paper. The 
rug is rose-colored. 

Long, recessed shadow boxes line two 
of the department’s three walls, and 
are attractively set up with shoe and 
handbag displays. These walls conceal 
completely the stockroom, which is 
large enough for 7,000 pairs of shoes. 
These walls are of natural finish prima 
verra wood, wax-rubbed. 

Recessed lighting in the ceiling gives 
the salon a clear but pleasant illumina- 
tion. 

This is the Ruth Company’s fourth 
operation with David’s. The first was 
in Albany; a department was opened in 
Buffalo on Jan. 1st this year and in 
Binghamton in August. 

Mr. Elkind reported that the salon 
had a terrific opening and has attracted 
an unusual amount of young style trade 
in the city. He finds that platform 
shoes, pumps and suedes, are leading 
sellers, and ankle straps are “coming 
into their own.” 

He said that simplified “classic 
opera” pumps are coming into popular- 
ity—shorn of ornaments, and with 


closed toes and heels. The woman cus- 
tomer is becoming not more conserva- 
tive but smarter in her shoe selection 
—neat but not gaudy, he says. 

A center display is planned for the 
salon, covered so that seasonal displays 
can be set up on it. Right now the 
staff is sighting the late fall and win- 
ter trade and in that connection, dis- 
plays of leaves, logs, snow, etc., will be 
prepared. Slippers will probably be 
sold right off the display. 

Shoes are appearing two and three 
times a week in David’s advertising in 
the daily newspapers, calling attention 
to the department’s selections of na- 
tionally advertised brands. Price range 
of the department’s shoes is from $10.95 
to $15.95. 

The department sells handbags for 
the store to coordinate with the sale of 
shoes. 

Mr. Bless, the new manager of the 
department, formerly was with Mc- 
Curdy & Company department stere 
here. 

David’s opened its first fashion store 
here 25 years ago. Sol Birnfield has 
been store manager continuously since 
that time. The store was located at 
211 Main Street East for many years 
and while the new store was going up, 
had a temporary location at 1 Clinton 
Ave. S. 
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Chandler Store Opened 
In Milwaukee 


MILWAUKEE, WiS.—The grand open- 
ing of the permanent location of Chand- 
ler’s Boot Shop (a subsidiary of Edison 
Brothers’ stores), in its newly decorated 
modernistic building at 319 W. Wis- 
consin Avenue, in Milwaukee, was held 
recently. 

Under the direction of Floyd Tucker, 
manager, and Peter Kroog, assistant 
manager, this store opened with a com- 
plete stock of new fall merchandise. 


Outstanding features of the store are 


the fluorescent and incandescent light- | 


ing system which, together, come closest 
to natural daylight; the carved, ele 


gant-looking, cherry red and gray car- | 


peting; and the glass-backed display 
windows which give passing shop- 
pers a clear view into the shoe salon 
interior. These display windows run 
the length of the entrance and have 
lights set into a low ceiling. Consider- 
able wall space is left between the top 
of the closed display window and the 
neon sign on the front of the building, 
giving this facade a “different” look. 
The entire building takes up a floor 
area of 25x200 feet and the selling 
space occupies 25x110 feet of this total. 
Mr. Tucker has a sales staff of twelve 
men and five girls. Store hours are 
from 9:30 A.M. to 6 P.M. daily with 
Monday and Thursday openings till 
9 P.M. in co-operation with all the other 
downtown stores in Milwaukee. 


Sommer & Kaufmann Plan 
Opening of New Store 


SAN FRANCISCO, CAL.—A new shoe 


store called “Young America Shop” will 
be opened late this year by Sommer & 
Kaufmann in Lakeside Village at 2600 
according to an an- 
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Talon zipper to the toe for easy 


slip on. 


New waterproof . . . slip proof 


inch high “walled” rubber soles. 
Genuine supple, fine upper leathers. 
Fully Lamb Skin lined. 


Full cut 


cuffs. 


matching luxurious shearling 


Extra light for walking comfort 


Fits any type of shoe .. . 
kind of heel. 


any 


IN BLACK, DARK BROWN, DARK 





Tike States 


TOWNERS by 
STREET 


Monufacturers of 


2169-71 SOUTH FIRST 


nouncement by Herbert L. Sommer, 
president of the firm. 

The new store plan is colonial in de- 
sign, with interior furnishings being | 
patterned in Early American ma | 
effect. 

This store represents the second step 
in Sommer & Kaufmann’s expansion 
program, the first one being the re- 
cently announced new store in San 
Mateo which is scheduled to open early 
in 1948. 


Shoes Featured in 
New Men’s Store 


PAWTUCKET, R. I.—Slater Clothes 
Shop is a new men’s store at 69 Roose- 
velt Ave., Pawtucket, R. I., featuring a 
shoe department of all-occasion foot- 
wear for men and boys. 





Combine Women’s and 
Children’s Booteries 


Key WEstT, FLA.—The Rose Bootery 
and the Rose Juvenile Bootery have 
been combined and hereafter the com- 
bined stores will be known as The 
Rose Bootery, located at 427 Duval 
Street. The business is owned and op- 
erated by Dave Rose and his two sons. 

Nationally advertised footwear for 
women will be carried, and as well as 
branded lines for boys and girls. 
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Makes any Shoe 
a Cowboy Boot 


ieee 7 


It's novel but net 





@ novelty! Your 

customers will 

get a boot out of 
For Boys and Girls atin 'c, 


and you'll get a 
big boost in sales 
with this sense- 
tional new item. 
Available in Red, 
White or Tan 
- four sizes 
. . for ages 2 
te 10, Gift boxed 
ready for mail- 
ing. Immediate 
delivery. 


$1.50 
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Sheepskin Upper Slippers. 
value! Hard lea. sole. Lea. 
6-12 


Top quality 


SWool Knit Caiters SSS 
a 8 sole, felt heel. 10”-11” 
7-15” 


eine government innersoles. Per doz. 3. 75 
per gross $18 

Felt Slippers. impregnated fabric water- 
proof sole. 6-12 75¢ per pair 

#230 Indian Head Embossed all tea. 
x Soft lea. sole. 1-6 $1.1 


Felt Slippers. Soft lea. 
sole. Red, blue 3-8 $ 


#356 Child’s Felt Mocs. sd oz. felt Sot 
sole. Blue, red, wine. 9-2.. wil 


= Canadian Indian Slippers == 


Hand Beaded. 1 Sr Richly 
Trimmed with Black Fi 


#14 Woman's —- a. wow. Wine 
blue, brown, red. 3-9 


#26 Woman's fine suede splits. Red. 4-9. $1. ‘00 


=== CAMP MOCCASINS === 


#56 Handsewn black eppneeey elk. 
642-12 .-$3 
#764 Woman's. White or b.own, 4 9. .$2.40 


CLOSE-OUT SPECIALS —— 
#340 infants’ Lea. Upper Slippers, 4 
fea. sole. Sheepskin Lined. Brown, 


5. .-9 
6 6 10 


35¢ 
10 oper pair 





CHARLES SPIEGEL COMPANY 
411 ESSEX ST., SALEM, MASS. 








Portfolio Portrays Value 


of Brand Names Promotion 
[CONTINUED FROM PAGE 381] 

brands. Stores, which had been indefi- 
nite in their pre-war policies, learned 
through experience the many sound 
reasons for advertising a forthright 
brand policy. . . . Now is the time to 
build an even greater identification 
with those American products that are 
recognized for their unvarying service 
and quality. Long-range wisdom dic- 
tates that retailers should cash in on 
this ever-growing confidence by empha- 
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THE Lederer INDUSTRIES, Inc. 


Special on BALLOONS 


2No “blood and thunder" 


school groups revolt against it . . . 


- +» Parents, churches and 
our comics are the 


kind you would not mind your own children reading. 


Minimum of 10 assorted subjects to each order. 


Chicago Show, Oct. 27-30 PALMER HOUSE 


in our usual location in Exhibition Hall, 


at Booth Numbers 87 and 88. 








HEADQUARTERS Since 190! for Good-will Creating Toys 
Novelties, Souvenirs, Birthday Gift Specialties, 
Premiums and Give-Aways. 





Call or 
Write for 





sizing the advantages of reputation 
brand shopping. 

Illustrated with examples of brand 
name promotion and advertising cam- 
paigns by retail stores in all sections 
of the country, the portfolio explains 
how retailers can meet the new situa- 
tion created by the increasing demand 
for branded products. Making the point 
that a store’s reputation or manufac- 
turer’s brand availability is always a 
“Profit Plus,” it lists the following ad- 
vantages enjoyed by stores that become 
known as “headquarters for the repu- 
tation brands”: 

1. Lower sales cost because of the 
reduced selling time at retail counters 
made possible by the pre-selling job 
done by manufacturers advertising and 
promotion. 

2. Faster turn-over—makers’ name 
products outsell] “unknowns” nine times 
out of ten. 

3. Fewer markdowns are necessary 
because repeat demand can be relied 
on to level off inventories. 

4. Fewer adjustments result because 
manufacturers assume _ responsibility 
for satisfaction to customers. 

5. Value resulting from production 
economies made possible by the larger 
production to meet the demand created 
by brand name distribution. 

6. Confidence by customers in estab- 
lished brands is extended to the stores 
that carry them. 

While recognizing the merits of in- 
dividual brand promotion, the Brand 
Names Foundation points out that 
product advertising alone misses half 
the selling opportunities being gener- 
ated among newspaper, magazine and 
radio audiences. The tremendous de- 
mands for widely advertnsed products 
which cannot be individually featured 
in a store’s daily ads can be channeled 
into a store only by constant repetition 
of the theme that “if it’s one of the 
manufacturer guaranteed, known-name 
products—we have it.” 

Full realization by retailers of the 
benefits of brand advertising, according 
to the Foundation, can best be accom- 
plished by building into store promo- 


39 West 19th St., N.Y. 11 


Catalogue 


and prices 





tions “strengthening facts” which are 
being featured by more and more manu- 
facturers, and which create wider con- 
sumer acceptance for all brand name 
goods. Facts which should be built into 
store advertising in order to get the 
most out of its brand-inventory are: 
“Brand Names mean meanufacturer re- 
sponsibility . . . freedom of choice... 
continuous competition to make better 
products . . . utmost value . .. time- 
saving shopping . . . better living, in- 
creased purchasing power.” 

Summarizing a six point merchandis- 
ing program followed by many stores 
in developing and maintaining their 
brand-reputation program, the booklet 
reproduces sample brand name ads by 
Goldsmith’s of Memphis; Meier & 
Frank’s of Portland, Ore.; Mabley & 
Carew of Cincinnati; Lit Brothers of 
Philadelphia; Trask, Prescott & Rich- 
ardson Co. of Erie, Pa.; A. W. Lucas 
Co. of Bismarck, N. D.; Barden’s in 
Kenosha, Wis.; McLean’s in Bingham- 
ton, N. Y.; Breuner’s in Oakland, Cal.; 
John David in New York City; Gair’s 
of Redlands, Cal.; Madsen & Howell, 
Inc., of Perth Amboy, N. J.; Ham- 
burger’s of Baltimore, and Sanger Bros. 
in Dallas, Tex. 

Individual copies of “Plus Profit 
Power in Your Brand Names Policy” 
may be secured by writing to Samuel 
J. Cohen, chairman, Retail Advisory 
Committee, Brand Names Foundation, 
119 W. 57th Street, New York 19, N. Y. 





Resigns To Take Over Shoe 
Department Concession 


STATEN ISLAND, N. Y.—Edwin Pol- 
lack has announced his resignation as 
buyer and merchandise manager of the 
shoe departments of the two Garber 
Brothers Staten Island stores. 

Mr. Pollack has resigned to take over 
the men’s shoe department concession 
in the new Bartley Clothes shop, which 
has opened at 244 Richmond Avenue, 
Port Richmond, Staten Island. The de- 
partment will carry, in addition to 
men’s shoes, men’s slippers, rubber foot- 
wear and accessories. 
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@ our most recent electrically operated animated show-window 
eye arrester. The largest most complex we have ever developed, 
this Santa Claus workshop is 7x3 feet—operates with Santa 


Claus and 7 elves, all in motion. 





and don’t forget LEDERER’S 


ANIMATED DISPLAYS 


Famous for over 46 years 
Chicago Show, Oct. 27-30, PALMER HOUSE 


in our usual location in Exhibition Hall, 


' 
' 
; THE Lederer INDUSTRIES, inc. 
t 
' 
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at Booth Numbers 87 and 88. 


39 WEST 19th ST., N. Y. 11 








Shoe Salon Part of 
“Shopping Rhythm” 


CorRAL GABLES, FLa.—Mr. and Mrs. 
Alfred Friedman have opened a shop 
to be known as Roai’s, on Mir&acle Mile, 
in Coral Gable. This is a woman’s 
shop, with one section devoted to shoes. 

The store’s layout is being described 
as “shopping rhythm.” Visual displays 
are a feature. Displays are dramatized 
by spotlights concealed in the egg crat- 
ing ceiling. Pagoda-type rose colored 
ropes suspend display shelves. Floor 
pieces are of plastic, upholstered in blue. 

Murray Salzman, in charge of the 
shoe salon, was formerly connected 
with similar shops in New York. 

A special parking lot in the rear of 
the building has been provided for con- 
venience of customers. 


3rd Vo-Craft Shoe Store Opens 


BROWNSVILLE, TEXAS—Jo0-Craft Shoe 
Store opened here recently at 1216 
Elizabeth Street, a building formerly 
occupied by Berwald’s Shoe Store. The 
Brownsville store, third of a chain in 
Texas bearing the Vo-Craft name, is 
under the management of Ben Berman, 
former manager of the Terry-Ferris 
Department Store of Brownsville. 

Before occupying the building, Vo- 
Craft remodeled and modernized the in- 
terior. 

The Vo-Craft chain, Texas owned 
and operated, has stores. in Corpus 
Christi and Beaumont and operates 
stores in Galveston and Houston under 
a different name. 





Walter Peaslee 


Exeter, N. H.—Walter Peaslee, 68, 
for many years an executive of the old 
Gale shoe factory here, died recently in 
a Concord hospital after a long illness. 

He was a native of Maine and for the 
past few years had been in the antique 
and real estate business in New Dur- 
ham. 

The funeral and burial took place in 
South Paris, Me. 
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MADE IN NOCONA, TEXAS 
BY NOCONA BOOT COMPANY. 
* ENID JUSTIN, PRESIDENT | 
of 


o » - ?- 
SOLD NATIONALLY BY PROMINENT DEALERS 


Wherever cowboy boots are 
worn NOCONA BOOTS 
are known for their hand- 
some styles, easy comfort, 
and excellent quality. Illus- 
trated is another Nocona 
“first.” NOCONA—always 
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Becomes a Shoe Department 
Manager at Macy’s 


New YorK.—Samuel Robbins will 
become department manager of mod- 
erate priced shoes and the Little Shop 
of Shoes at Macy’s, here, effective Oc- 
tober Ist, it was announced by Murray 
Graham, vice-president. Mr. Robbins 
succeeds James Lobred, who resigned, 
effective September Ist, to join Oppen- 
heim-Collins & Co. 

Effective the same date, Samuel 


Levin, currently department manager 
of women’s budget shoes and slippers 
and playshoes at Macy's in New York, 
will take over management of correc- 
tive shoes, in addition to his present re- 
sponsibilities. Management of the cor- 
rective shoe department was formerly 
under Mr. Lobred. 

Mr. Robbins comes to Macy’s after 
three years as buyer of young fashion 
shoes at Jay Thorpe. Prior to that, he 
had spent tweive years with Blooming- 
dale’s. 
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We make 


JUSTIN BOOTS 


so good 
they walk right out 
of your srore! 





JUSTINS are the boots most 
folks want, because they are real 
western boots... favorites of 
cowhands and cattle kings for 
sixty-eight years. You can make 
more profits with genuine JUS- 
TIN BOOTS because they attract 
the kind of customers who appre- 
ciate fine quality and will pay to 
get what they want. We will ap- 
preciate your inquiry. 


The Justin Boys 


A fast-moving profit-maker 
The Justin 


$13.50 


less 5% 
30 days 








Made in U.S.A. 
Design Patent 
No. 12926! 


Favorite of avia- 
tors for 10 years. 
Popular for all kinds of sportswear. 
Brown or black calf. Full calf lined, 
crimped vamps, fine fit and feel of fa- 
mous Justin Boots. 


H.J. JUSTIN E SONS 


Box 548, Fort Worth 1, Texas 
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Opens Fourth Shoe Store 
On Proven Selling Theory 


PHILADELPHIA—A fourth neighbor- 
hood shoe store after 11 years in busi- 
ness is the proud record made by Her- 
bert Pliner, president of the H. E. 
Pliner Shoe Co., Inc., Philadelphia, 
when he recently opened a modern 
women’s and children’s shoe store at 64 
W. Chelten Avenue, in Germantown 
section of Philadelphia. Though each 
new store tries to improve on the pre- 
ceding one in a modern and attractive 
appearance, the policy that was fol- 
lowed in building a regular customer 
trade for the very first store and which 
is credited for the basic factor of suc- 
cessful shoe merchandising by this 
concern, is repeated in this fourth shoe 
store. 

“Although we carry a fine line of 
women’s walking shoes,” stated Mr. 
Pliner, “we lean more to the children’s 
shoe needs. From the very first we 
have believed that if a woman can be 
convinced by personal experience that 
we can properly fit her feet with shoes, 
she will be completely satisfied that the 
same shoe store can safely satisfy the 
foot requirements of her children. In 
most cases it was the mother who first 
bought her shoes from us and in thus 
gaining her confidence, we earned the 
business of fitting the children with 
shoes. The success of each of our 
stores was built on this theory together 
with giving our public a line of na- 
tionally advertised shoes whose quality 
lives up to a broad reputation. We also 
specialize in a large teen-age depart- 
ment. The youngsters rapidly outgrow 
the children’s section and are always 
anxious to start wearing teen-age 
shoes.” 

As in each of the other Pliner shoe 
stores planned advertising is handled 
by a local agency, but, even so, Mr. 
Pliner likes to know that a great deal 
of patronage is gained by customer 
recommendation. Advertising is carried 
on through church papers, school maga- 
zines, programs and local newspapers. 
At certain intervals a direct mail cam- 
paign is mapped out and at times spot 
radio announcements are made. Nov- 
elties which amuse and interest the 
children, while advertising the store, is 
a frequent feature. 

One of the attractive new features 
of this store is the extremely high 
ceiling, done in light rust. To offset 
this height, the ceiling curves outward 
on the sides and in the back of the store 
a pane-glass window reaches to the 
ceiling. The informal arrangement of 
the rust-colored salon chairs promotes 
more ease for the customer. The gaily 
colored, upholstered wall seats adds a 
pleasant and comfortable look. There 
are shelves in the front part of the 
store as well as the rear. There are 
two lighted wall niches for the display 
of shoes. A soft grey and green rug 
covers the floor. 











STATEMENT CF THE OWNERSHIP, MAN- 
AGEMENT, CIRCULATION, ETC., REQUIRED 
BY THE ACT OF CONGRESS OF AUGUST 
24, 1912, AS AMENDED BY THE ACTS OF 
MARCH 3, 1933, AND JULY 2, 1946 
Of BOOT AND SHOE RECORDER, published 
semi-monthly at Philadelphia, Pa., for October 1, 
1947. 
} os. 


State of New York 
County of New York 
Before me, a Notary Public, in and for the 
State and county aforesaid, personally appeared 
Everit B. Terhune, Sr., who, having been duly 
sworn according to law, deposes and says that 
he is the Business Manager of the BOOT AND 





| SHOE RECORDER and that the following is. 


| statement of the ownership, 


to the best of his knewledge and belief, a true 
management (and 
if a daily, weekly, semi-weekly or tri-weekly 
newspaper, the circulation), etc., of the afore- 
said publication for the date shown in the above 
caption, required by the act of August 24, 1912, 
as amended by the acts of March 3, 1933, and 
July 2. 1946 (section 537, Postal Laws and 
Regulations), printed on the reverse of this form, 
to wit: 

1. That the names and addresses of the pub- 


lisher, editor, managing editor, and business 
managers are: Publisher, Chilton Co., Inc., 100 
E. 42nd St., New York 17, N. ¥.; Editor, Ray- 


mond L. Fitzgerald, 9912 Guilford St., Forest 
Hills, L. IL., N. ¥.; Managing Editor, Anne R. 
David, 42-20 Kissena Blvd., Flushing, L. 1.. 
N. Y.; Business Manager, Everit B. Terhune, 
Sr., 160 E. 48th St., New York 17, N. Y. 

2. That the owner is: (If owned by a corpora 
tion, its name and address must be stated and 


| also immediately thereunder the names and ad 


dresses of stockholders owning or holding one 
per cent or more of total amount of stock. If 
aot owned by a corporation, the names and ad 
dresses of the individual owners must be given. 
if owned by a firm, company, or other unincor 
porated concern, its name and address, as well 
as those of each individual member, must be 


| given.) 


ig 


Holders of more than 1% of the capital stock 
outstanding of Chilton Company: Estate of C. A 
Musselman, 260 Sycamore Avenue, Merion Sta 
tion, Pa.—Beneficiaries: Mabel M. Musselman. 
Mary M. Acton, David Acton; Charlotte M. Ter- 


hune, 160 E. 48th Street, New York, N. Y. 
S. Baur, Thomas Jefferson Apts. No. B-51, 
69-11 Yellowstone Bilvd., Forest Hills, New 


York; Mrs. Beulah Fahrendorf, 59 Drake Road, 
Scarsdale, N. ¥.;: Mary M. Acton, 260 Sycamore 
Ave., Merion Station, Pa.; Mabel M. Musselman, 
260 Sycamore Ave.. Merion Station, Pa. ; Dorothy 
S. Johnson, 1115 Fifth Ave., New York, N. Y.; 
Ann E. Tomlinson, ¢/o Bankers Trust Company, 
P. O. Box 704 Church Street Annex, New York, 
N. Y.; Ethel G. Breen, Trustee u-w of Charles 
W. Anderson, Old Greenwich, Conn.—Benefici- 
aries: Robert C. Anderson, Percival E. Anderson 
Charles W. Anderson, Jr., Annie L. Clark; John 
Blair Moffett, 1608 Walnut Street, Philadelphia. 
Pa.—Agent for J. Howard Pew, J. N. Pew, Jr., 
Mabel P. Myrin. Mary Ethel Pew: Elizabeth J. 
Bailey and Ellwood B. Chapman, Trustees Estate 
of James Artman, Deceased, 930 Real Estate 
Trust Building. Phila., Pa.—Beneficiaries: Frank- 
lin Artman, Vera Watters, Alvin C. Artman, 
Elizabeth J. A an, Marion A. Pratt, George 
H. Pratt, by assignment, Edwin Moll, by assign- 
ment; Frederick S. Sly, 149-40 35th Ave., Flush- 
es, aa &.. me we 

3. That the known bondholders, mortgagees 
and other security holders owning or tolding 1 
per cent or more of total amount of bonds, 
mortgages, or other securities are: (If there 
are none, so state.) None. 

4. That the two paragraphs next above, giv- 
ing the names of the owners, stockholders, and 
security holders, if any, contain not only the 
list of stockholders and security holders as they 


| appear upon the books of the company but also. 


in cases where the stockholder or security 
holder appears upon the books of the company 
as trustee or in any other fiduciary relation 
the name of the person or corporation for whom 
such trustee is acting, is given: also that the 
said two paragraphs contain statements embrac- 
ing affiant’s full knowledge and belief as to the 


| circumstances and conditions under which stock- 


holders and security holders who do not appear 
upon the books of the company as trustees, hold 
stock and securities in a capacity other than 
that of a bona fide owner: and this affant has 
no reason to believe that any other person. 
association, or corporation has any interest direct 
or indirect in the said stock, bonds, or other 
securities than as so stated by him. 

5. That the average number of copies of each 
issue of this publication sold or distributed, 
through the mails or otherwise, te paid subscrib- 
ers during the twelve months preceding the date 
shown above is ; (This information 
is required from daily. weekly, semi-weekly, and 
tri-weekly newspapers only.) 

E. B. TERHUNE, Business Manager. 

Sworn to and subscribed before me this ist 
day of October, 1947. 

MAE A. GATZENMEIER. 

(My commission expires March 30, 1948). 

[ spa.) 
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BOWLING SHOES 
Genuine VOLCO 
BOWLING 
OXFORDS & SHOES 








ileal nati 








A-160 Women's Black 

Oxford, Rt. Hand, $3.70 pr. 
A-170 Women's Black 

Oxford, Left Hand, $3.70 pr. | 
A-180 Men's Black 

Oxford, Rt. Hand, $4.20 pr. | 
A-190 Men's Black 
Oxford, Left Hand, $4.20 pr. 


Prices subject to change without notice. 
P. H. VOLK & Co. 


2-4 W. Lombard St. Baltimore, Md. 
Wholesale Distributors 
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ROMEOS 
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BROWN KID ROMEOS 


Leather quarter back, leather insole, heavy leather 
brown rubber heel. 


| 
SIZE INS—Dally or Weekly | 
#510: Men's, | 
| 











Sizes: 6 to 12 
24 Pr. to case 





Milwaukee 2, Wis. 
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Attendance, Buying Heavy At 
Manufacturers’ Volume Show 


New YorkK—More than 5000 buyers 
representing chain stores, jobbers and 
retailers from all parts of the country 
attended the Shoe Manufacturers 
Spring Opening, held at the Hotel New 
Yorker, here, on October 5, 6, 7, 8 and 
9. Over 500 lines were displayed at 
the show, which was characterized by 
Eugene A. Richardson, show director, 
as the largest volume show in the past 
ten years, in both attendance and num- 
ber of exhibitors. 

Buying was strong and a number of 
the larger manufacturers were reported 
to be sold up to January by the end 
of the third day, although a number of 


| firms were not selling style lines past 
| January or February. There were no 
| price cuts revealed during the show, 
but several manufacturers announced 


increases from five to 20 cents. 


The unusual activity was believed by | 
| many to be the result of the cautious 
| commitments made by buyers since the 


last volume showing in April, and the 
final acceptance of the fact of higher 
prices. In contrast to the former atti- 
tude of waiting for prices to go down, 
it is now generally felt that shoe prices 


| will go up before they go down. 
Variety and vividness of color and 


increased attention to styling and work- 


| manship were noted in many of the 


lines displayed, causing favorable com- 


| ment from buyers. 





Memorial to Joshua Schwartz 


New YorK—A memorial to the late 
Joshua Schwartz was unveiled recently 


at Mount Lebanon Cemetery, Glendale, | 


Long Island. Mr. Schwartz, who 
passed away on November 1, 1946, had 
been in charge of sales at Frosh Shoe 
Company, Lynn, Massachusetts. He was 
a brother of Samuel and Benjamin 
Schwartz, of Schwartz and Benjamin, 
makers of fine quality women’s foot- 
wear, New York. 





Announces Appointment 
of Two Salesmen 
Los ANGELES—Vic Colton, president 


| of Colton Shoe Mfg. Co., has announced 


the appointment of Nathan Shapiro 
and J. H. Looney as salesmen. 
Shapiro will handle all territory east 
of the Rockies and will make his head- 
quarters in the Haas Building here. 
Looney will handle the Southern states 


and will make his headquarters in | 


Dallas. 


Has Opening Gift Offer 


BEAUMONT, TEXAS — The Hanover 


Shoe Store opened for business at 486 


Pearl street, recently. In connection 
with opening day, the store presented to 
each customer who purchased a pair of 
shoes one steerhide belt. 


May 





ROMEOS 


.. another PILOT 


SUPER -VALUE 
kk * 


MEN’S 
ROMEO;Ss 


NEW LOW PRICE 


$9.50 


Immediate 

Delivery 

smooth kid leather, fully 

lested. Flexible street 

weor, clear leather soles. Non-mark- 
i rubber heels, Live elastic gore, 
—- workmanship, top grade stitch 
lown .construction. Block or brown. 
ANY SIZE FROM 6 to 12. Including 

Heolf Sizes. 


#9532 Tan Kid Romeos 
#9532 B. Black Kid 


(The 
PILOT SHOE CO. 


Baltimore 1, Md 
Honest-made since 1899 














LYONS & COMPANY 
120 Duane St., New York 7, M. ¥. 
QUALITY SHOE STORE SUPPLIES SINCE 1908 
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MEN'S SHOES 
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WL. OOUGLAS FENCE CO.. BROCKTON IS. mass 


New York Offices, 508-410 Marbridge Bldg. New York 1.N.Y 
‘West Coast Ofices, 401-402 Hass Bldg. Los Angeles 14, Calif. 
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OFFICE COATS 








OFFICE COATS 
Office and Shop 
Coats in All 
Fabrics and _Colors. 





Also 





Legion and 
Auxiliary Uniforms 


a 


HARRY L. De BRIN UNIFORM CO. | | 
148 E. 33 ST., LE 2-7052, N.Y. 16, N.Y. | | 
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“GLAMORIZERS” 


by ACE BOWS — 





Neo. 201 


PINKED ROLLED BOW 


Sliver or Gold Center. Made in Black, Brown, 
Navy, Green, Wine Suede; also Black, Brown, 
Navy, Wine Calf. immediate Delivery. 


$6.00 per dozen Terms: 2% 10 days 
All bows with clips. Samples of other styles 
on request. 
ACE BOWS, INC. 
212 20th Street Breoklys 32, N. Y. 
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Feature Style Platforms 


In Widths Up to EEE | ~ 40 
New YorkK—Popular-priced platform 

shoes in high style patterns, in widths 

up to EEE through a size run from 4 to | 


10, are now being featured by the Nu- 
Way Shoe Company, 142 Duane Street, 
here. 

The almost unique venture in giving 
the woman with a stout foot style and WORK SHOES 
comfort in an arch-type shoe, is the 
product of an idea conceived in 1940 


by Dave Ruby, head of the Nu-Way Men's Steel Toe Safety Shoes 


Shoe Company. While war restrictions eo! 
delayed actual manufacture, the concep- P ° 
tion of a flattering and comfortable shoe Men $s Popular Priced Work Shoes 
in unusual widths remained and recent- Union Made 
ly came to fruition. Mr. Ruby reports GOODWILL SHOE COMPANY 
a tremendous response to the shoes, Hollistes, Messechesetts 
indicative of an undeveloped but fertile 
market. | omeomarmas 
Mr. Ruby has brought out the extra- | MEN'S OPERAS 
wide half-inch platforms in three basic = 
patterns: a sling-back pump, and open- 
back oxford and a closed-back oxford. MEN'S OPERA SLIPPERS 
The three patterns are all with open 
toes, and a 17/8 cuban heel is used. A IMMEDIATE DELIVERY 
vital feature of the shoes is the steel Brown Leather Uppers 
shank, which is tested to withstand pres- Leather Soles 
sure of over 600 pounds. Rubber Heels 
Although the heel is higher than in 
most arch shoes, walking comfort is 
maintained, it was noted, by the plat- 
form height which preserves the same 
relative angle of heel to toe found in 


- 
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shoes with a lower heel. 614 S Drill Linea $1.80 pr. 
, genre! plans, a gol said, call 6225 Drill Lined $2.35 pr. 
or manu acture te) t e platforms in a ALSO COMPLETE LINE or 
variety of bright Spring colors. It was | Children's, Women's and Men's 


emphasized that an in-stock department, : SHEARLING SLIPPERS 

enabling the buyer to keep abreast of Midwest Shoe & Slipper Mfg. Co. 
daily needs, is an integral part of the | | 1199 w. Washington Blvd., Chicago 7, Ill. 
firm’s promotion of the platforms. 














Mark Half-Millionth Pair of Moccasins 





Honesdale, Pa.—Wiliiam Manowitz, secretary-treasurer (right) and Hyman Freed- 
man, president of the Hussco Shoe Company, are shown carefully examining the 
holf-millionth pair of Huskies as they came off the production line. In commem- 
oration of the occasion, gold-plated moccasins were presented to each of the firm's 
distributors and to the main sources of supply for the high quality raw materials. 
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Adjustable Draw String 
and Tassel 


Lined throughout with 
High Grade Electrified 
White Mouton Lamb 
COLORS: AMERICAN RED 
ROYAL BLUE 
SNOWWHITE 
Triple Coated Finish 


vu. S. 
Canadi 


Originetors and Sole Manufacturers 


F 
ef 
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NU-LAM PRODUCTS CO. 


FOR QUALITY MERCHANDISE 


The Slipper That 
Has Outsold 1 All Others 





761 Metropolitan Avenue Brooklyn 11, N. Y. 


INFANT'S AND 
MISSES’ MOCCASINS 


infants’ Sizes 5 to 8 
Misses’ Sizes 9 to 3 
Factory Packed: 36 prs. 
of a color to a case. 


Minimum Order Case 
Lots 














FEATURING 


147 Duane Street 





DISPLAYING 
NATIONAL SHOE FAIR 
HOTEL CHICAGOAN 
Rooms 476-477 


A Large Selection of Branded and High SIZES 
Grade Shoes for Promotional Purposes. 3 te 8 
DON’T FAIL TO VISIT 

OUR SHOW ROOM 


BROITMAN-GAFFIN SHOES, INC. 


Jobbers of Fine Footwear 


New York 13, N. Y. 











18 and 36 Pair Cases 
Also available in Suede 








FAST SELLING FAVORITE 
(Hand Laced) SIOUX MOC-BUSTER 


SIOUX MOCCASIN CO.69 Mulberry St. 


A post card will bring « sample pair LYNN, MASS. 


(Nationally Advertised) 
In All the NEW Colors: 
Cherry, Red, Green 
Brown, Block, Elk 
To Retail at $3.95 


Long Profits and Fast 1 
at $2.25 Wet F.o.b. 
Boston 








Fall Shoes Highlighted in 
City’s Window Display Night 

LINCOLN, NEB.—High heels and baby 
Louis heels and closed-in shoes, designed 
to keep pace with the~changing silhou- 
ette whose longer hemline draws added 
attention to the feet, were featured 
in high style stores at Lincoln’s 26th 
annual fall opening window display 
night which attracted about 100,000 win- 
dow shoppers. Sponsored by the re- 
tail committee of the chamber of com- 
merce headed by Charles Simon of Ben 
Simon & Sons, a special window dis- 
play night committee was headed by 
Tom Healey, sales promotion manager 
of Gold & Co. department store. 

Other members of the committee in- 
cluded Fred Wells, president of Wells 
& Frost, Lincoln’s largest family shoe 
store; Woodward Magee, Magee’s; Sam 
Graham, manager of the J. C. Penney 
store; and Robert Gary of the chamber 
staff. Mr. Wells, incidentally, was a 
member of the fall opening window 
committee. 

Windows were unveiled promptly at 
7:30 p.m. on signal from sirens of the 
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police cars which cruised through the 
business district and directed traffic. 
No parking was allowed in a large sec- 
tion of the downtown area after 5:30 
p.m. to facilitate traffic. 

Chairman Healey declared that “I 
believe fall window display night, Lin- 
coln’s official opening of the fall sea- 
son, has earned for itself a place of 
prominence in the business and civic 
life of this community. 

Featured footwear for men were 
genuine shell cordovans, heavy brogues 
in mahogany color, and Norwegian 
front or moc-style brogues for the col- 
lege men, with a very heavy rubber or 
leather sole. The French or square toe 
was more in evidence for business wear, 
but practically all men’s dress shoes 
in the windows had the wing tip in all 
its variations of style and leather. 

Ben Simon & Sons tied-in its annual 
Shoe Week with the fall opening and 
presented an unusually large selection 
of women’s shoes priced at 5.95 to 
$18.95, in addition to men’s and 
children’s shoes displayed as part of 
the ensembles against the usual au- 
tumnal decorations. Suedes, calfskins, 


_ 


patents and genuine reptiles in the 
windows were designed to flatter the 
lowered hemlines, the placards stated. 
Platforms, anklet sandals, close-toe- 
and-hee] pumps were represented. 

Wells & Frost used the promotional 
theme, “Fall’s Smartest Styles . 
plus Finest Values,” and featured shoes 
for the entire family. Of special inter- 
est were fancily stitched men’s shoes 
and men’s shoes in western style with 
two-eyelet lacing, resembling cut-down 
fancy cowboy boots. 

The Big Shoe Store and Kinney’s 
Shoes featured family shoes, with em- 
phasis on economy and wearability. 
Thom McAn tied-in its windows with 
the store’s 25th anniversary, and 
Mason Foot Clinic emphasized foot- 
health shoes for the family. 

Haney’s Shoe Store had an eye- 
catching display with one window given 
over to a vertical series of frames 
which served to center attention upon 
late styles in closed-in pumps for 
women. Modernistic, plastic display 
fixtures were used in another window 
to play up the new fall colors in 
women’s shoes. 
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CASUALS 
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“McBreen has Shoes 
we can get and sell 


Right Now!” 





y, 





Here's one of many... 
Still, the Season's Hottest Casual 





AN 35084 Biack Elk—35065 Brown 
\e Etk--36035 Black Guede .. . 
7. Size up now; then visit our 

ouenee Salesrooms during the 
air. 


IN STOCK - IMMEDIATE DELIVERY 


Terms + Net 30 
FOB Ch cago 


SHOE COMPANY 


305 W. Monroe St., Chicago 6, Illinois 
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SKI BOOTS 


7: 


seems 
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Designed by Experts 


Choice Waxed Retan Leathers 
Curved Swagger Tops 
Wide Strap and Buckles 
Guaranteed Box Toes 
. Reinfcrced Inside 
Tape 
Sturdy Wearon 
Ski Soles 
Regulation 
ved Ski 
Heels 






$4.85 
$5.65 
$5.65 
$5.85 


Style No. 6001 Child's Sizes 12-2. . 
Style No. 6003 Boys’ Sizes 2!/2-6... 
Style No. 6004 Ladies’ Sizes 4-9... . 
Style No. 6002 Men's Sizes 6-12... 


SHOE CO 


New York 7 


“AARATHON SPORTING 


116 Duane St 
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Success in Baby Shoe Making 
Emerges From War Years 


MATTOON, ILL.—The Crawford-Scott 
Shoe Company, manufacturers of in- 
fant’s soft-sole shoes, of Mattoon, IIli- 
nois, began in the kitchens of two 
sisters, Mrs. Gertrude Crawford and 
Mrs. Helen Scott. The business has 





MRS. GERTRUDE CRAWFORD 


grown from its small beginning in 1942 


| to a full-time operation in a modern 





plant. 

Mrs. Crawford, as a fitter in a num- 
ber of St. Louis shoe factories, made 
felt baby shoes in her spare time for 
a number of years prior to 1942, and 
developed a patented method by which 
she and her sister, who worked in a 
shoe factory in Humboldt, Tenn., pro- 
duced perhaps eight pairs a week for 
friends and relatives. 

It was in 1942 that Frank R. Mor- 
ris, then sales manager for the O’Don- 


nell Shoe Company, in Humboldt, was | 


approached by Mr. Scott, a shoe fore- 
man and husband of Mrs. Helen Scott. 


Mr. Scott wondered if Mr. Morris be- | 


lieved there was a future in the pat- 
ented construction of the baby shoes 
which were being received so well by 
his wife’s friends. Mr. Morris took 
a few samples with him on his next 
trip to Memphis, Tenn., and in a very 


short time the two women were work- 


ing day and night to make 200-300 
pair of shoes a day in their kitchen fac- 
tories. 

Subsequently the Crawford - Scott 
Shoe Company was formed and moved 


to Mattoon, Illinois, where space short- | 


age forced occupation of a three-car 
garage. There 1250 pairs a day were 
made. In 1944, the present modern 
factory was purchased. 

National sales coverage is under the 


direction of Mr. Morris, who covers the | 


principal cities East of Chicago him- 
self. 

Mrs. Crawford is president of the 
company and co-owner with Mrs. Scott. 
Mr. Floyd Scott is production mana- 
ger. 

Three styles were used by the two 
women in ,the days when baby shoe 
making was spare time work. Today 
30 styles, which include variations of 
color, are used. 
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DISPLAY FIXTURES 
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displays by JANIS 


HALF-ROUND RISERS 


Attractively Finished 
V4"" Crystal Plastic 
10-inch Diameter 





#1006, 6" High 4.25 
#1012, 12" High 5.50 
#1018, 18" High 6.75 


Shoe Stands 
#ST8, 8" High 
#ST12, 12" High 
#STI6, 16" High 


WRITE 
FOR 
OUR 

PRICE LIST 





$4.95 
Send Check or Money Order or 
we will C. O. D. at your request 


JANIS PLASTIC PRODUCTS 


1671 Milwaukee Ave. Chicago 47, Ill. 
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SHOE CLEANERS 
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SPEED-AX 
SUEDE BRUSH 
Retail 25¢ 
Combination 
Rubber Bristle 
and Sponge 
Rubber with 
Beautiful Colored 
Plastic Handles 









Packed | Doz. 

Assorted Colors Va 

In Display Carton \ 4 

| C# 
Price—$1.75 doz.—$19.20 gross 

ORDER THRU JOBBER OR DIRECT FROM 


S&M CHEMICAL CO. 


| 2900 S$. MICHIGAN CHICAGO 16, ILL. 

















Boot and Shoe Recorder 














News of the JSalesment aiid Syyoliers 


tions and in actual dollar transactions. 

The Newmann Leather Company and 
the New Castle Division of Allied Kid 
are the first to be featured in the ini- 


Three Salesmen Appointed To 
Division of General Shoe 


NASHVILLE, TENN.—Three men have 
been appointed to represent the Acrobat 
Shoe Company, a division of the Gen- 
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JO P. WILLIAMS 


eral Shoe Corporation, in Western sales 
territories, it was announced recently. 

Jo P. Williams will now represent 
the firm in the St. Louis territory, 
which includes parts of Missouri and 
Illinois. He succeeds H. S. Hernan, 





PERLEY E. LARSON 


who is being transferred to the Story- 
book Division of General Shoe. Mr. 
Willams was most recently with the 
Tot Specialty Shoe Company of St. 
Louis, and prior to Army service was 
with the Vardaman Shoe Company for 
seven years. 

Perley E. Larson represents Acrobat 
in Washington, Oregon, Montana and 
Idaho, undertaking his new duties last 
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month. Mr. Larson was previously em- 
ployed as a salesman at Nordstroms, in 
Seattle. Before Army service, he was 
a buyer at Frederick & Nelson and at 
Eastern, both in Seattle. 

Also effective last month, Charles 
Umstead, Jr., was appointed salesman 
in Texas, covering all of the state ex- 
cept West Texas. Mr. Umstead has 
represented the Acrobat Shoe Company 
in Arkansas and Louisiana for the past 
five years. Prior to his association with 
Acrobat, Mr. Umstead represented the 
Brown Shoe Company and Goodyear 
Rubber Company in Texas. He re- 
places Glenn Heerensperger who has 
resigned, 


J. P. Smith To Make Shoes 
In Cole, Rood & Haan Brands 


Cuicaco — In revealing that Cole, 
Rood & Haan Company, here, is liqui- 
dating its business, the J. P. Smith 
Shoe Company has announced that it 
will manufacture high-grade men’s 
shoes under the brand names used by 
Cole, Rood & Haan Company and will 
service the firm’s former accounts. 

To insure continuation of manufac- 
turing standards, Trafton Cole and 
other key personnel of the Cole, Rood 
& Haan Company have been appointed 
by the J. P. Smith Shoe Company to 
supervise the manufacture of shoes 
branded under the name of the liqui- 
dated firm. 

Edward Haan and Arthur Larson 
have been appointed sales representa- 
tives, it was announced, to carry the 
branded lines of the former company. 


Town & Country Will Label 
Shoes With Leather Brand 


New YorK—The labeling of foot- 
wear leathers, corresponding to the 
labeling of fabrics by clothing manu- 
facturers, will be inaugurated by 
Town and Country Shoes on October 
20th, it has been announced. This dra- 
matic step forward in shoe merchan- 
dising is being taken because of the 
growing demand for branded merchan- 
dise and will enable the consumer to 
know at a glance the brands of leather 
used. 

Vergil Lipscomb, president of Town 
& Country, says, that national and 
local advertising will feature this new 
policy and predicts that the shoe re- 
tailer will find this direct labeling pro- 
cedure beneficial both in customer rela- 


tial campaign. Other leading leather 
manufacturers are expected to follow. 





Transfers to West Coast 
Territory for L. B. Evans Sons 


Boston, Mass.—McLain Russell, mid- 
West representative of the L. B. Evans’ 
Son Company since 1939, has been 
transferred to the West Coast to fill 
the vacancy caused by the recent 
death of Avrill A. Chapman. 





McLAIN RUSSELL 


Mr. Russell has substantial experi- 
ence and a wide acquaintance in the 
shoe business, both retail and whole- 
sale, as he was at one time associated 
with Carson, Pirie & Scott, The Flor- 
sheim Shoe Company and the Heywood 
Boot & Shoe Company of Worcester, 
Massachusetts. During the war Mr. 
Russell served in the South Pacific 
theatre as a Captain in the 13th Air 
Force. 

Mr. Russell, a former resident of 
California, will live in Los Angeles and 
make his business headquarters at the 
sales office of L. B. Evans’ Son Com- 
pany in the Hotel Lankershim. 





Name F. C. Donovan (Canada) 
As Canadian Distributors 


HAVERHILL, Mass.—The L. H. Hamel 
Leather Company, here, has announced 
the appointment of F. C. Donovan 
(Canada), Ltd., as distributing agents 
in Canada to cover the shoe and allied 
industries. 
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Joins Moulton-Bartley 
As West Coast Salesman 


St. Louis—-Gordon Whittington has 
joined the sales organization of Moul- 
ton-Bartley, Inc., here, it was an- 





GORDON WHITTINGTON 


nounced recently. Mr. Whittington’s 
sales territory covers the Pacific Coast 
and mountain states, handling both the 
Mode Art and Mode Art Junior lines. 
He will make his headquarters in San 
Mateo, California. 

Mr. Whittington entered the shoe 
business as a retail shoe salesman and 
buyer. For the past ten years he was 
with the Footwear Division of the U. S. 
Rubber Company and during the war 
represented them in the War Products 
Division. 





A. J. Fingulin Made Executive 
Director of Hide Group 


CLEVELAND, OHIO—The Nationa! 
Hide Association has announced the 
appointment of Alfred J. Fingulin of 
Cleveland as its executive director. He 
is the son of the late A. V. Fingulin, 
whom he succeeds. Corporate offices 
will continue to be in Chicago, with the 
executive director’s office in Cleveland. 

According to Mr. Fingulin, the asso- 
ciation will offer even greater service 
to its members in the future. He 
states: “Having been associated with 
my father in the management of this 
association for the past two years, I 
have had ample opportunity to see that 
the work of this group is only begin- 
ning. New plans and programs, which 
have grown from analysis of members’ 
needs, are in the offing. We feel that 
the recently introduced N-H-A News 
Letter alone will be well worth mem- 
bership in the National Hide Asso- 
ciation.” 

Mr. Fingulin is'a graduate of West- 
ern Reserve University, and after post- 
graduate studies, joined the Penton 
Publishing Co. as assistant engineer- 
ing editor of Steel magazine. In 1945, 
he organized his own offices for trade 
association and advertising service. 
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Heads Thomasetti 
Ad Department 


SEDALIA, Mo.—Raymond G. Samora, 
formerly field representative for Plas- 
tic Toys, Inc., Byesville, Ohio, has 
joined Thomasetti’s Shoes, Inc., here, as 
head of the advertising department. 
Mr. Samora will make his residence in 
Sedalia. 


Morris Wolock Names General 
Manager and Superintendent 


New YorK—F rank Audino, a veteran 
in the field of fine shoemaking, was 
appointed superintendent of Morris 
Wolock and Co., here, and the former 
superintendent, Louis Berger, with the 
company since its formation, was 
named general manager. 





FRANK AUDINO 


Superintendent of all shoemaking op- 
erations at Morris Wolock and Co., Mr. 
Audino was formerly with Delman, 
Inc., Sbicca, Inc., Carlisle Shoe Co., and 
for the past eight years was employed 
by I. Miller & Sons, Inc. Well-known 
in shoe manufacturing circles, Mr. 
Audino has been connected with the 
making of high-grade footwear for 
twenty-three years. 

The “right hand” of Morris Wolock 
in the development of the factory opera- 
tions, Mr. Berger is a specialist in fine 
upper work. 


Made Jobber Representative 
In Middle West 


St. Louis, Mo.—F. D. Jolly & Asso- 
ciates, 6432 Cass Avenue, Detroit, Mich- 
igan, has been appointed by the Roger 
Kent Company, here, as an authorized 
jobber representative to cover the 
States of Michigan, Ohio, Northern 
Indiana and Chicago, it has been an- 
nounced. 

The new representative will service 
accounts in the area for the Roger 
Kent Company for all plastic window 
and interior store fixture and display 
requirements. 


Army Awards Contracts 
For Leather Boots 


New York—Three companies share 
in a contract awards covering the manu- 
facture of 121,059 pairs of leather boots 
with legging tops, it has been announced 
here by the Army-Navy Purchasing Of- 
fice. 

The J. M. Connell Shoe Co., Inc., of 
South Braintree, Mass., will make 40,- 
353 pairs at $10.09 per pair. The Inter- 
national Shoe Co., of St. Louis, will 
manufacture the same quantity at $11.25 
per pair; and the Joseph M. Herman 
Shoe Co., of Millis, Mass., 40,353 pairs 
at $11.75. 

In addition to these, awards were 
made to a number of lace manufac- 
turers covering the manufacture and 
delivery of 9,869,000 pairs for use with 
Army oxfords at prices ranging from 
$0.0185 to $0.437 per pair. 





Cobblers, Inc., Appoints 
Eastern Sales Representative 


Los ANGELES, CaL.—Cobblers, Inc., 
here, has recently announced the ap- 
pointment of Walter M. Greenspan, of 
New York City, as sales representative 
for their Eastern Division. 

Mr. Greenspan has been active in the 
shoe business for a number of years. 





WALTER M. GREENSPAN 


He has resigned as vice-president in 
charge of export sales of Ives-Fenton, 
Inc., to take up his new assignment. 
Mr. Greenspan was formerly buyer of 
playshoes and slippers with R. H. 
Macy & Co., Inc., of New York, a po- 
sition which he held for many years. 

Mr. Greenspan will work out of the 
New York office of Cobblers, Inc., at 
47 W. 34th Street. 

In connection with the new appoint- 
ment, the firm plans a more intensive 
coverage of outlets in the East, sup- 
ported by increased promotional activi- 
ties, dealers’ helps and advertising. 





Buy Savings Bonds | 
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ICE SKATES 
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FIGURE and HOCKEY OUTFITS 


— 


Men's, Women's, Children's 
ICE SKATES 
12 Styles IN STOCK 


Available 


Terms: 2/10 N/30 Send for’ Catalog 


ARNOFF SHOE COMPANY 


RUBBER FOOTWEAR 














They’re available again in almost 
unlimited quantities. They'll sett 
for 75 cents per pair pouch in- 
cluded. Colors: black and brown. 
Sizes: small, medium and large. 
Send for trial order today — two 
dozen packed in a display carton. 
Or for more details on Shower 
Toes, write — 


THe PETE) eussee company 


MASSILLON,. OHIO 
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Appointed Sales and 
Advertising Director 


Los ANGELES—Mrs. Charlotte Daven- 
port, who has decided to follow in the 
footsteps of her father, Victor Colton, 
has been appointed director of sales 





MRS. CHARLOTTE DAVENPORT 


and advertising of the Vic Colton Shoe 
Manufacturing Company of Los An- 
geles, manufacturers of California 
casual shoes since 1942. Colton has 
been in the shoe business for over 24 
years. 

Mrs. Davenport has been working 


closely with her father in his business, | 


assisting in the design of the new line 
of Vic Colton casual shoes. 

In her new post, Mrs. Davenport will 
call personally upon the shoe trade 
throughout the United States, will be 
responsible for all advertising, promo- 
tion and publicity, and will be in charge 
of the Vic Colton Shoe Mfg. Company’s 
show rooms in the Haas Building in 
Los Angeles, where she will make her 
headquarters. 

Mrs. Davenport has decided to make 
the shoe field her life career and in time 
expects to be able to step in as head 
of the business her father founded, 
whenever he may decide to retire. 

Mrs. Davenport was born in East St. 
Louis, Illinois. She attended the Uni- 
versity of California, at Berkeley, 
studying music. 





Doubles Production Capacity 


BROCKTON, Mass.—It has been dis- 
closed by Richard J. Potvin, president 
of the R. J. Potvin Shoe Company, here, 
that the production capacity of the 
firm’s factory has been doubled by the 
recent modernization of all machinery. 

One of the specific improvements 
mentioned by Mr. Potvin was the in- 
stallation of new individual high speed 
motors equipped with clutches instead 
of transmitters in certain machines. 





Hide Association Meets 


Cuicaco—The National Hide Asso- 
ciation will hold its annual convention 


| at the Palmer House, Chicago, on De- 


cember 2 and 3. 








we by 


“er 


BOWLING SHOES 











BOWLING 
OXFORDS 


AVAILABLE FOR 
IMMEDIATE DELIVERY 


White Rubber Heels 
Right foot: White rubber sole 
Left foot: Horse butt 
#2010 Women’s Biack Kid with White 
Leather trim 
21010 Men's Black Kid 
2#3000 Men's Brown Calf $3.00 
Your choice for Pr. 


Midwest Shoe & Slipper Mfg. Co. 


1100 W. Washington Bivd., Chicago 7, ill. 














CHILDREN'S SLIPPERS 








| Outstanding "ALLIED" Value! 


SMOOTH LEATHER ZIPPER BOOTEES 


Leather Collar, Flexible Oak 


$1.85 


Immediate 
Delivery 





No. 375 


Colors: RED, BLUE, BROWN 
Sizes: 5-8, 8'/2-12, 12!/2-3 
Net 30 Days F.O.B. N. Y. 


ALLIED FOOTWEAR CO. 


154 Duane St. New York 13, N. Y. 
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MEN'S KNIT GAITERS 





COLD CLIMATE BOOT 


% Warm Felt Uppers 

%& Nine Eyelet Fastening 
% Outside Counters 

% Thick Felt Sole & Heels 
% Inside Facings 

%& Reinforced Stitching 
*% 9 Height Overall 








Soild in Bulk 
in 24 pair lots 


Sizes 6-12 


ASHER SHOE COMPANY INC. 
116 Deane Street, New York 7, N. Y. 
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WOMEN'S SHOES 


A 6 ee Ee 


FOR immepiate vevivery 
— 


SIZES: 
410 AAA- 


EEE 
(No EE) 








No. 972 
Soft Black Kid- 


- skin. poserses 
°. Welt. . 
oo — 
in lock Kid- 

skin. Goodyear Welt. $5.00 


Net 





SIZES: 
4-10 AA-EE 


BARIS SHOE COMPANY, INC. 


79-81 Reade Street New York 7, N. Y. 
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FOOT APPLIANCES 
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Flexible arch sup- 
ports $18.00 





profits. Also complete line of rubber 
supports and shoe corrections. Write catalog. 


A. L. SCHENK ORTHOPEDIC LAB. 
1024 W. 7th St. Los Angeles 14, Calif. 





SHANE SHOE CO. INC. 
76 Reade St., New York 7 
Pi ecakdan cond mrt 








E. G. Tremaine, Jr., Elected 
Director of United Last 


Boston, Mass. — It was announced 
recently by Joseph W. Holmes, presi- 
dent of the United Last Company, that 
E. G. Tremaine, Jr., was elected to the 





E. G. TREMAINE, JR. 


board of directors of the company, ef- 
fective immediately. 

Mr. Tremaine has been associated 
with the United Last Company for 
twenty-seven years and for the past 
ten years has been in charge of manu- 


branch factories in this country and 
Canada. 

At the start of the recent World War 
in 1941 he was called to active duty 
from the reserve of which he had been 
a member since the first World War. 
He became contracting Officer for the 
Quartermaster Corps., United States 
Army, with headquarters at the Army 
Base in Boston. Late in the war he 
was sent to Persia, finally being dis- 
charged with the rank of Lieutenant 
Colonel. 


Brookiyn Firm Adds Line 
Of Custom Shoes 


New YorK—Arthur Bender, presi- 
dent of Verugia Shoes, Inc., with fac- 
tory at 754 Lexington avenue, Brooklyn, 
announces that he has organized a cus- 
tom shoe division of his business to 
serve women who have individual tastes 
which can best be satisfied only by de- 
tailing their own footwear. 

Leading stores throughout the coun- 
try are contacted by Mr. Bender, who 
then arranges for a display in those 
stores of a wide range of sample foot- 
wear from which customers either can 
make their selection as is, or specify 
any reasonable eombination of last, 


pattern, material and color. 





Plan Opening of Two 
New Chicago Stores 


Cuicaco—Feltman & Curme Shoe 
Stores Company have announced plans 
to open new stores at 1259 Milwaukee 





facturing and maintainance of the Ave., and 7179 Grand Ave. 


Colonial Tanning Holds Banquet 
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New York.—Forty-two executives and associates of the Colonial Tanning Com- 
pany attended the firm's banquet here during the Tanners’ Council Showing of 
Leathers for Spring. 

Shown in the photograph are: Outside, left to right: Charlie Crowhurst, Walter 
Cost, Charlie Heckel, Jim Leach, Abe Cohen, Hank Sleeper, Joe Doherty, Alden 
Sleeper, Mark Bortman, Carl Ganter, Kivie Kaplan, Joseph Kaplan, Archie Kap- 
lan, Gus Sokol, R. D. Northrop, Ervin Manske, Sr., Ervin Manske, Jr., Horace 
Beaven, Nat Newark, Bill Newark, Irving Schultz, Paul Gonneville, Cass Chesney; 
Inside, left to right: Red Crowhurst, George Silva, Ed Perry, Sr., Ed Perry, Jr., Mike 
Stiles, Joe Hess, Allen Love, Raoul Lieullier, Phil Fife, Irving Fife, Martin Fife, Gus 
Daniels, Harry Goldberg, Pete Stiles, Aaron Zuckerman, Irving Wehmeyer, John 
Mercon, Bob Stiles, Sam Davis. 
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SKI BOOTS 


ee ee 


PROFESSIONALLY STYLED 
© Brown Leather Uppers or Con- 





LADIES’ SIZES 3-9 
MEN'S SIZES 6!/2-12 
2/10 N/30 Send for Samples 


ARNOFF SHOE COMPANY @ 
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CHILDREN'S SLIPPERS 
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Outstanding “ALLIED” Valuel 


SMOOTH LEATHER EVERETTS 
Flexible Oak Leather Soles 


$4.45 


Immediate 
Gatesy No. 350 | 


Colors: RED, BLUE, BROWN 
Sizes: 5-8, 8!/2-12, 12!/2-3 
Net 30 Days, F.O.B. N. Y. 


| 
ALLIED FOOTWEAR CO. | 








154 Duane St. New York 13, N. Y. 
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“GLAMORIZERS” 


by Ace Bows 








side ornaments in the 

No. 580—Rosette Silver or Gold 
$3.60 per doz. 

No. 508—Black Suede, ied Center Ornc- 

ment, Silver or cle. $3.60 per doz. 
Samples of other styles on request. 
Immediate Delivery Terms: 2% 10 days 
ALL BOWS WITH CLIPS 


ACE BOWS, INC. 
212 20th Street Brooklyn 32, N. Y. 

















October 15, 1947 








To Take Pittsburgh-Baltimore | 


914% 


Territory for Jarman 


New York—William T. Regenauer, 
for the past five years regional shoe 
merchandise manager for the New 


York area of Montgomery Ward, has 





WILLIAM T. REGENAUER 


announced his resignation effective 
October 15th to accept the Pittsburg- 
Baltimore Territory for the Jarman’s 
men shoe line. 

Mr. Regenauer has been in charge 
of sales and merchandising for one 
hundred twenty-three store for Mont- 
gomery Ward in the New York region 
for the past five years: comprising a 
territory from Maine to Florida and 
as far West as Pittsburg. Prior to 
coming with Wards he was promotional 
director of retail stores for the Free- 
man Shoe Corporation of Beloit, Wis- 
consin for a period of approximately 


| five years. 


Mr. Regenauer is succeeding A. H. 
Hoffman who has been the Jarman rep- 
resentative in this Pittsburg-Baltimore 
territory for many years and is now 


| retiring. 


Returns to Superior Shoe 


As Sales Manager 


Cuicaoo, Itt.—J. G. (Jack) Llewellyn 


“has resumed his association with the 


Superior Shoe Company, manufactur- 
ers of children’s shoes here, as sales 
manager. Mr. Llewellyn was dis- 
charged from the Army last year with 
the rank of Lieutenant Colonel. 

Mr. Llewellyn was a member of the 
firm from 1937 to 1940, when he was 
called up as a Reserve Officer for in- 
struction in the Army Industrial Col- 
lege. During the war he served in the 
office of the Quartermaster General in 
Washington, where he organized and 
was chief of the shoe section. Follow- 
ing this, he was put in charge of the 
Army’s largest footwear depot in 
Rheims, France, until returning to the 
U. S. 
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COMBAT BOOTS 
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Brown Smooth Elk Uppers 
Heavy Sport Non-Marking 
Brown Rubber Soles and Heels 


See Us Room 145! 
Morrison Hotel, Oct. 27-30 


Immediate Delivery 


$3.25 


Sizes 10-3 






Alse avaitlabie as above in 
Regutear Storm Beots 
Packed 36 prs. to case 
Terms: Net 10 days F.O.B. N.Y. 


POLONER SHOE COMPANY 


156 Duane Street New York, N. Y. 
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MEN'S ROMEO 


OF ere 


Kid Leather Uppers 
Good Grade Heavy Leather Soles 
Leather Quarter Lining 


No. 380 Brown Kid 
No. 38! Black Kid 


Sizes 6-12 


$2.60 







IMMEDIATE DELIVERY Packed 24 prs. 3 case 
Terms: N/10 F.O.8.N.Y. Minimum Order {2 prs. 


KANDEL SHOE CO. 
Men's and Boys’ Fine Shoes 
114 Reade Street New York 13, N. Y. 


Sr, Or 


SHOE CLIPS 


re 


“NEW PROCESS” SHOE CLIP 


(non-rusting due to special 
protective coating) 


nents Delivery 

NICKEL bh BRONZE 
Finish 

Special Cash Price 


$4.50 


Gross POSTPAID 


MIWA TRADING CO. 


305 Madison Avenue 
New York 17, N. Y. 
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“JUNIOR COWPUNCHERS 
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Authentic Western Styling 


* Goodyear Welts 

* Choice Elk Uppers 
¢ Fancy Cutouts 

* Leather Linings 

¢ Welted Side i 
* Colorful Stitching 


Sizes 
82-11 ..$5.50 | 
11%2-2¥2 5.75 | 
No. 450! Brown 


No. 4502 Black | 


No. 4500 Brown & | 
Beige Combina- 
tions 

























MARATHON SPORTING SHOE CO., INC 
116 Duane St., New York 7, N. Y 





JOBS 


Sl lil 





26 See erm 


BARIS SELLS 
Merchandie: Better for Las 


WOrth 2-5180-! 
79-81 Reade St., New York 7, hk. Y. 




















INFANTS’ SLIPPERS 


Dl ell el 


Infant s BUNNIES 


* BROWN «¢ WHITE 

Shearer | Lined, 

Grain Leather 

Upper & Sole 

Exceptionally 
Priced 


aT 40c PAIR , 


NET FOB PHILA. 
ONLY CASE LOTS 
36 prs. te case. 

Sizes: 14-4’s; 12-6's; 10-8's. 

IN STOCK — QUICK DELIVERY 


CAMITTA SHOE CO. 


120 No. 4th St. Phila. 6, Pa. 














Correction 


Through a printing error, an adver- 
tisement of the Desco Shoe Corporation 
in the Sept. 15 issue, page 117, of the 
Boot AND SHOE RECORDER read in part 
that the firm’s showroom in New York 
was located in the Barbridge Building. 
This should be amended to read the 
Marbridge Building. 


398 


Retail Promotion Manager 
Added to Staff 


St. Louis—Vergil Lipscomb, presi- 
dent of Town & Country Shoes, Inc., 
here, has announced the addition of 
Phil Miller to the executive staff. Mr. 





PHIL MILLER 


Miller will be retail promotion mana- 
ger, responsible for close cooperation 
between Town & Country Shoes and 
their dealers. 

Mr. Miller has a successful back- 
ground in Southern stores, starting 
with J. O. Steele in his original French 
Shoppe in Atlanta in 1925. From there 
he became manager for J. & J. Slater 
in Palm Beach, Miami Beach and 
Washington, following which he was 
manager and buyer for the Crittenden 
Beotery Company for their Willson 
Chase Department in St. Petersburg, 
Fla. His latest successful operation 
was the shoe department of Purcell’s, 
Jacksonville, Fla., a lease department 
of the Nusrala-Bowen Shoe Company. 

As of Oct. 13 Mr. Miller’s headquar- 
ters will be in the Town & Country 
home office, Ambassador Building, St. 
Louis. He will be introduced by Mr. 
Lipscomb to all the dealers at the Chi- 
cago Shoe Fair later that month. 


Foam Rubber Sole Treatment 
Given Sales Trial in Chicago 


CHIcaGo—First store in the entire 
country to present the new Foamtread 
shoes was The Fair, here, where they 
were featured extensively in windows, 
at a teen-age fashion show, announced 
over the radio and shown in the store’s 
television program. 

Their exclusive promotion at The 
Fair is in the nature of a survey on 
the part of the manufacturer, said 
Harry Hanson, shoe buyer. They want 
to study the public reaction before 
placing them on sale on a country-wide 
scale. They will be shown to buyers 
generally for the first time at the 
Chicago Shoe Fair. 


| | Genuine Goodyear Welt—Oak Bend Soles 
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—Shark Print Tip—Spring Wedge Heel 
$3.25 
Sizes 9-12 

C & D Widths 
N/30 

F.O.B. N. Y. 










No. 2501 
As above in OXFORDS 

Sizes 9-12 D Width—Spring Wedge Heel $3.15 

Sizes 122-3 D Width—Outside Rubber Hee! $3.35 
Also infants" Plain Toe Biucher Boot 

Sizes 5-8 D Width Spring Wedge Heel $2.75 
In Stock @ Immediate Delivery 

See US, Room 145! Morrison—Oct. 27-30 


POLONER SHOE COMPANY 


156 Duane Street New York, N. Y. 
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HAND MADE SHOE HORNS 


OE 


“No-Bend” Shoe Horn 


Hand Made by First Class Saddlers. 
26" long—in plastic and leather. 
Plastic in three colors: White, Red, 
| Blue. Leather Saddle Pi = 








Useful and most interesting for display. 


Send for Sample 


_ MICHELE FONTICOLI 
| Box 95, Boot & Shoe Recorder, 100 E. 42nd St., N.Y.C. 





More than 400 pairs were sold at the 
Fair’s State Street and Oak Park 
stores during the first day. Consumers 
seem especially impressed with the light 
weight of these shoes. Made in two 
styles—loafer and moccasin—they have 
a deep wedge sole of foam rubber, with 
uppers of suede which are embellished 
with a lacing treatment. Extremely 
light weight and entirely flexible—they 
can be bent double in the hand—they 
are shown in black, brown, green, red 
and navy suede, the rubber soles match- 
ing the uppers in color. They are made 
by the Wellco Shoe Corporation. 
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SALESMEN WANTED SALESMEN WANTED 


SALESMEN WANTED 




















THREE = PER YEAR TERRITORIES NOW OPEN 


Unusual opportunity for the right man. 


1. Eastern and Central Pennsylvania and Eastern Shores of 


Maryland. 


2. Western Pennsylvania. Ohio and West Virginia. 
3. Maryland, Washington, Virginia and North Carolina. 


Expense account and drawing against commission. Give full partic- 
ulars first letter—age, experience, etc. All letters strictly confidential. 


A. MELTZER (WELT-O-PEDIC SHOES) 
PHILADELPHIA, PENNSYLVANIA 


28 NORTH FOURTH STREET 

















SHOE SALESMEN WANTED FOR 
GEORGIA, FLORIDA, ALABAMA, NORTH AND 
SOUTH CAROLINA, TEXAS AND OKLAHOMA 


Due to territorial reorganization plans we have excellent opportunities for sales- 
men fo represent our in-stock Line of Women's $6-$7 retailers and $5-$6 Sport Shoes, 
manufactured in our own factories, which insures delivery. Will consider full time 
or side line salesmen. We hove established following in these areas and will con- 
sider men who are live wires and are willing to travel with an outstanding Line. State 
present Lines carried and complete details as to your background. All replies treated 
confidentially. Cor required. 


M. WINSTON, STAR SHOE COMPANY 
66 LINCOLN STREET BOSTON, MASSACHUSETTS 











SHOE SALESMEN WANTED 


Old Established Manufacturer of Misses’, Children's, Growing Girls’ and 
Boys’ Shoes in Welt Stitched. 

McKay and Goodyear Welt construction 

Our Lines retail from $4 to $6.50. 

We operate an extensive In-Stock Department 

We are interested in securing the services of experienced shoe Salesmen 
only, for the following territories: 


l. Virginia and West Virginia 4. Nebraska 
2. Kansas 5. Texas 
3. Arkansas 6. Florida 


Reply to: JOHN PILLING SHOE COMPANY, Lowell, Mass. 


SALESMEN WANTED 


An opening to sell Play-Tano Women's 
and Growing Girls’ Goodyear Welt 
Shoes and California Process Casuals, 
in the following territories: 
1. Indiana, Michigan, Obie, end West- 
ern Pennsylvonie. 


2. UWlinols, Wisconsin, lowe, Nebreske, 
Minnesotc, and Missouri. 


3. Eastern Pennsylvania, New York and 
the New England States. 


Applicants must have a good following 
with the department store and better 
shoe store trade. Commission basis. 


Write full details. 


CALIFORNIA SHOES, LTD. 


2734 North Figueroa Street 
Les Angeles 31, California 








SALESMEN WANTED 


Nationally Advertised “"FANTOM-FORM" Shoe 

Dealers, Jobbers, 
advertisement, Page 3/4 this issue). Excellent, 
Uberal commissions. 


ROGER KENT COMPANY 
211 North 7th Street, St. Louis, Me. 

















Buy Savings Bonds 











CLASSIFIED ADVERTISING RATES 


The rate for undispiayed classified advertising is 10 cents a word uncer any of our classified headings. Minimum rate is $1.80 
for each insertion. When a vox number ts desired, yy to any of our offices. 12 woras must be added for this and charges 
at the word rate. if acvertiser’s own name and adcress is used. count each word (street number is one word) at word rate. 
Classified acvertising 1s payavie in acvance. Send check or money orcer with your copy. No accounts are opened for ciassifiec 


advertising except for regular advertisers on contract. 
The rate all displayed or boxed in classified 


advertisements is $7.00 an inch with a maximum of 44 words per inch. 


=x Advertisements for this page must be in our New York Office 10 doys preceding peblicerion date = 








October 15. 1947 
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SALESMEN WANTED 











NEW YORK’S LARGEST DISTRIBUTOR 


OF BRANDED INFANTS’, CHILD'S AND MISSES' 


HIGH GRADE GOODYEAR WELT SHOES 


desires the services of experienced salesmen as representatives 
in the following territories: 

1—ILLINOIS and WISCONSIN 

2—VIRGINIA and WEST VIRGINIA 

3—KENTUCKY and TENNESSEE 


4— INDIANA 
5—PHILADELPHIA, DELAWARE, SOUTH JERSEY 


6—MISSOURI 
7—MISSISSIPPL and LOUISIANA, ARKANSAS 


8—NEBRASKA and IOWA 

9—WEST COAST TERRITORY 
NATIONAL ADVERTISING PROGRAM UNDER WAY. CATA- 
LOGUE SERVICE. 
SIDELINE MEN ARE ACCEPTABLE. PLEASE STATE QUALIFI- 
CATIONS AS TO EXPERIENCE, REFERENCES, ETC. ALL REPLIES 
HELD IN STRICTEST CONFIDENCE. 


ADDRESS BOX 126 CARE BOOT & SHOE RECORDER 
100 EAST 42nd STREET, NEW YORK 17, N. Y. 


CHILDREN'S BRANDED 
SHOE MANUFACTURER 
WANTS 
A SALESMAN 


for Virginia, West Va., Ken- 
tucky, Tennessee, North Caro- 
lina, Georgia, Florida, and 
Alabama. This line of shoes 
is nationally advertised and 
has dealer acceptance. It's 
best for the salesman te live 
in his territory. Write in full 
confidence about your expe- 
riences; mention references. 
Our force knows about this ad. 


Address Box 125, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 




















A REAL OPPORTUNITY 


Want to hear from high-type, tested men interested in representing 
well-known foot appliance manufacturer. Must know correciive 
fitting, have car and be free to travel. Previous road experience 
helpful. Full time work—no side line. Exceptional opportunity 
for unusual earnings. Territories available New England, Mid- 
west and South. Send full particulars, qualifications and photo. 
Scott Foot Appliance Company. 1701 Webster Street. Omaha, 
Nebraska. 





EXPERIENCED SALESMEN 
WANTED 


By leading wholesaler of Women's Arch 
Shoes. Large In-Stock Department. Also 
Goodyear Welt Sports, Spectators, Nov- 
elties and Casual Footwear. 


FOLLOWING TERRITORIES OPEN NOW: 


Excellent opportunity for men of high 
caliber in our expansion program. 
Give full information as to experience 
and familiarity with your territory. Send 
references and snapshot in your first let- 
ter. All replies strictly confidential. 


NU-WAY SHOE CO. INC. 
142 Duane Street | New York 13, N. Y. 








SALESMAN—for TEXAS, OKLAHOMA 
and SOUTHERN LOUISIANA 


A leading manufacturer of better-grade men’s shoes, nationally adver- 
tised, offers a rare opportunity for an experienced salesman covering 
Texas, Oklahoma, and southern Louisiana. Must have successful record 
with retailers in this territory. Commission basis. Write complete details 
in your first letter. Our entire sales staff know of this advertisement, and 
your application will be held in absolute confidence. 


Address Box 124, c/o BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 
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SALESMAN WANTED 


Outside Man Wanted By Factory 
equipped for California and Cement 
Process. 60 Cases New York C. Capi- 
tal required on Partnership basis. 


Address Bex “ care ee & a", >< 
100 East 42nd Street, N 











SALESMEN WANTED 
To Sell Manufacturer’s In-Stock 


Line of 
Infants’ Pre-Welts 
Lucrative Territories open. 


Address Bex 131, care — gy & & SHOE papegees 
100 East 42nd Street, New York | 











SALESMEN FOR 
NATIONALLY ADVERTISED 
GOODYEAR LOCKSTITCH 
AND CASUAL TYPE SHOES 


OPEN TERRITORIES 
1. Illinois, Indiana, Wisconsin. 
2. Nebraska, Iowa, Minnesota. 
North and South Dakota. 
3. Pennsylvania. 
4. New Jersey Delaware, Maryland. 
5. Michigan, Ohio. 
6. North and South Carolina, Ten- 


nessee 

7. Virginia, West Virginia. Kentucky. 

8. Missouri, Kansas. Oklahoma, Ar- 
kansas. 

9. Texas, New Mexico. 

10. Wyoming Colorado, Utah. 
Montana, Idaho. 

1l. Washington, Oregon. 

12. New England. 


Address Box 133, care BOOT & SHOE +. 
100 East 42nd Street, New York 17, 
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SALESMEN WANTED 


LINE WANTED 








Established 1879 


WONDERFUL OPPORTUNITY FOR EXPERIENCED 
MEN WITH FOLLOWING IN RETAIL TRADE 


We are in the midst of our expansion program and need salesmen 
to cover entire country with exception of New York, New Jersey, 
Connecticut and Ohio, carrying full line of our Men's, Women’s 
and Boys’ Shoes and Slippers. Commission basis. 


WRITE TODAY GIVING FULL DETAILS IN FIRST LETTER. 
POWELL AND CAMPBELL, INC. 


122 Duane Street, New York City 








ONE OF THE LARGEST 
ESTABLISHED 
PENNSYLVANIA WHOLESALERS 


Wants Road Men to carry General Line 
of Jobs, Government Surplus and In-Stock 
Arch Shoes ($4.98 retailers), and Men's 
Dress Welts ($7.50 retailers), as well as 
Work and Safety Toe Shoes, etc. All In 
Stock Merchandise. Commission basis. 
Most territories open. 


Address Box 127, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 








WOMEN’S Hi STYLE 


And Staple Shoe Line, Outstanding 
in Style and Quality since 1898, of- 
fered to experienced men in NEW 
YORK, PENNSYLVANIA, OHIO, 
VIRGINIA. CAROLINAS, TEXAS 
and WESTERN STATES, Write in 
full confidence giving details to— 


BENJAMIN WALK & CO. INC. 


205 Essex Street Boston 11, Mass. 











WANTED 


Shoe Solesman, good following, to carry 
outstanding line of Popular Priced Wo- 
men's Casuals ond Play Types. Full 
time and Commission basis. Excellent 
Line of Fast-selling Styles. Can be 
handled exclusively or on non-conflicting 
basis. Write giving age, experience, 
territory coverage and references. 


Address Bex 132, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 








WANTED 
EXPERIENCED SALESMEN 














1947 


October 15, 





ATTENTION 


MEDIUM AND HIGH PRICED 
MEN'S SHOE SALESMEN 


Outstanding Men's Calf Slippers, 
from England, to be sold to your customers 
on open credit. Price includes duty and oll 
expenses so that you can sell these slippers 
like domestic merchandise. First class English 
Factory aiready well established in the 
United States. Openings for commission sales- 
men in all territories except West Coast and 
Canada. For further details or appointment 
during Chicago Show write, wire, or phone: 


SPECIALTY IMPORTING COMPANY 
43 Leon Street, Boston 15, Mass. GARrison 2473 











OcR LAMBSWOOL SHOE POLISHERS, 
Imprinted for advertising and —_ }~ will 


make $10 to $20 per day commission 
active salesman. Also, small Line of "Sheepakin 
Pacs for hunters. Some 7 open. Ad- 


dress #116, care Boot & Shoe Recorder, 100 
East 42nd Street, New York oe N. Y. 


SALESMEN WANTED IMMEDIATELY for 
the States of Florida and Georgia; Prefer- 
ably someone living in Georgia. Fast Line ot 
Women’s Dress Shoes, Casuals and Sport Ox- 
fords with a live and progressive house. Already 
have some established accounts. Good oppor- 
tunity for live wire to make a permanent and 
profitable connection. Address #140, care Boot 
: a : | a 100 East 42nd Street, New 
or 17, 





SALESMEN TO CARRY POPULAR 
PRICED CHILD’S SHOE BAG in addi- 
tion to own Lines. Already Proven Item in 
Los Angeles area. Also established accounts in 
other areas. State territory covered and how 
frequently. Write Decorative Products of Cali- 
fornia, 176 South Western Avenue, Los An- 
geles 4, California. 








SIDE LINE SALESMEN WTD. 


LARGE MANUFACTURER OF LEATHER 
FOOTWEAR and Rubber and Canvas Foot- 
wear wants side line Salesman for the follow- 
ing coasienes Ohio, Indiana, ° 
Nebraska, lowa, and California. 

#81, care Boot & S 
42nd Street, New York 17, N. 








Sa ¢ SALESMAN TO CARRY VERY 

HORT LINE of Highgrade Children’s 
Wate Highly desirable numbers. State terri- 
tory. Address #139, care Boot & Shoe payee. 
100 East 42nd Street, New York 17, N. 





| 
| 


MANUFACTURERS 
West Coast Shee Travelers Associates have capable 


openings in abeve territories communicate at once 
with our Assesiation, WEST COAST SHOE 
TRAVELERS ASSOCIATES, ROOM 320. HAAS 
BLOG., 219 WEST SEVENTH STREET, LOS 
ANGELES 14, CALIF. 








ATTENTION 
MANUFACTURERS 
MODERN SELLING 
SHOE SHOW ROOM 
IN LOS ANGELES 

OPENS JAN. Ist, 1948 


Leases available For a Few Good 
Manufacturers running from one to 
three yeors. 
Build your future on the West Coast 
with 365 day Representation in a 
Modern Show Room. 
Located in the heart of Los Angeles, 
our Show Room will sell more Shoes 
for you. We pay for local promo- 
tional efforts—you pay small cost, 
plus percentage of sales. 
A. West Coast address for your Line 
means more business with less selling 
expense. Your Western accounts re- 
ceive the service they deserve. 
3 Other Locations Soon. 
anquiries are invited—don’t delay 
jor facilities are limited to only a 
few more Lines. 


Address Box 98, care BOOT & SHOE necosedn 
208 South State Street, Chicage 4, Iilincis 











OYS’ LINE WANTED: Experienced Shoe 

Salesman who is representing a well-known 
Children’s Shoe Manufacturer, is desirous of 
securing High- Grade Line Boys’ Shoes to carry 
in conaection with established Line. Territory 
consists: Eastern you New Jersey, 
Delaware, Maryland, Washin -. mn & - 
ern Section Virginia. Best re foaness furnished. 
Address #138, care Boot & Shoe Recorder, 
100 East 42nd Street, New York 17, N. Y. 





OAKLAND, CALIFORNIA 
WHOLESALER 


AND 


EXPORTER 


Will buy direct, or represent Manu- 
facturer of Infants’, Children’s, Youths’ 
and Misses’ Shoes. WELTS PRE- 
FERRED. 


Address Box 130, care BOOT & SHOE RECORDER 
5410 Wilshire Bivd., Les Angeles, Californie 











FOR LEASE 


CHILDREN’S SHOE CONCESSION. 100% 
Location Charleston, S. C. Large Space, 





good lease, live store. For particulars Address 
#142, care Boot & Shoe Recorder, 100 East 
42nd Street, New York 17, N. Y. 





Asa WANTS ADVERTISED LINE 
Oklahoma and Arkan- 


Missouri, 
sas. » * - Women’s. Well acquainted with 
the Commission. Best of Ad- 
dress #137, care Boot & Shoe Recorder, 100 
East 42nd Street, New York So Oe Ue 
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FOR SALE 





POSITION WANTED 


FUR TRIMMING 











ORIGINAL ADRIAN X-RAY 
BRAND NEW TUBE 
First $300. takes it, f.o.b. 
Richmond, Va. 
GEIGER & STRAUSS 
509 East Grace Street, Richmond, Ve. 








Interested in Export? 


Salesman, excellent following with ex- 
port Buyers, desires position, drawing 
account; Merchandise ordered and 
paid for by Exporter, on domestic 
basis. No export formalities involved. 
Address Box 128, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 











FABER SAMPLE WARDROBE SHOE 
TRUNK; Sixty samples; Nearly ‘ect con- 


dition—$50.00. Also three comple cases 
$5.00 each. Address Box 18, care of Boot 
and Shoe Recorder, 209 State Street 
Chicago, Ill. 





FAMILY SHOE STORE, well-rated; estab- 


lished 15 oye. Only store in fast-growing 
| wee i Large volume 2, Cameras 
, m- Shoes. Doing 


a 


i A. prosperous surrounding 
munities with Nationally Advertised 

Selling because of illness. Name and 
with le. Address: Box #115, care 
Recorder, 209 South State Street, 


in 





A TIENTION! EXPORT AND WORN 

SHOE DEALERS—We have Factory Re- 
turn Novelty Worn Shoes for Sale. Write for 
oo Lots: P. O. Box 805, Syracuse, New 
ork. 





Panty. SHOE STORE—Located in South- 
ifornia, Climate ideal for ——_ 
condintonss Beavtiful modern store in 
growing location. Well established. National 
advertised brands. Will sel! building and coal 
ness. Owner has ot interests. Address: 
Box #106, care of Boot and Shoe Recorder, 
5410 Wilshire Blvd., Los Angeles 36, Cal. 





FOR SALE 


Women's, Children's op Soment Shoe Department, 
4 year lease in De Seg Store, 
doing half ns tee Thaties Department 
volume $40,900 can be greatly increased. City 
population ee Wisconsin lake region. 
Owner or part owner must run department. 
Write Box 40, Eau Cl: Claire, Wisconsin. 











NEWLY ESTABLISHED WOMEN’S AND 
CHILDREN’S Shoe Store; Excellent Loca- 
cation; Wonderful copectunty for right party. 
Florida West Coast Cit Population 100,000, 
and still growing fast. rticulars. Address 
#147, care Boot & Shoe ecorder, 100 East 
42nd Street, New York 17, N. Y 





ss STORE AND LADIES’ DRESS 

SHOP: Gross $65,000 first year; Dissolving 
partnership. Address #144, care Boot & Shoe 
a ae 100 East 42nd Street, New York 17, 





SHOE STORE FOR SALE in Arizona. Gross 
$70,000. Dissolving partnership. Address 
#143, care Boot & Shoe Recorder, 100 East 
42nd Street, New York 17, N. Y. 





LL HEALTH FORCES OWNER TO SELL 
SMALL LADIES’ READY-TO-WEAR 
SHOP. Ideal location. Complete stock. HOLLY- 
WOOD SPORTSWEAR SHOP, 105 South 
Dartmouth Avenue, Albuquerque, N. M. 





OR SALE. WELL ESTABLISHED 

LADIES’ AND CHILDREN’S SHOE DE- 
PARTMENT in best Ladies’ Shop in thriving 
Southern Wisconsin city, 100% location. Gross 
$50,000. 10% lease. Nationally advertised 
brands. Can be purchased for inveatory. Ad- 
dress Box #136, care Boot & Shoe Recorder, 
100 East 42nd Street, New York 17, N. Y. 





POSITION WANTED 


MANAGER, WOMEN’S AND CHILDREN’S 
SHOE DEPARTMENT, Presently em- 
Will leave town. Ex- 
care Boot & 
New 





ployed, desires change. 
cellent references. Address #141, 
Shoe Recorder, 100 East 42nd Street, 
York 17, N. Y¥. 
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RABBIT FUR TRIMMING 
IN PASTEL SHADES 
FOR THE SLIPPER TRADE 
Write fer Quotations te 


NATIONAL FUR DYEING CO. 
447 S. Hewitt $¢., Los Angeiss 13, Calif. 














HELP WANTED 


MERCHANTS’ NEEDS 








NATIONALLY KNOWN CANVAS 
FOOTWEAR MANUFACTURER 


Has Need for a Production Superin- 
tendent with experience in the Canvas 
Footwear field. Prefer man 30-45 years 
old who desires a highly responsible po- 
sition with a long established organize- 
tion. State experience, qualifications, 
and salary requirements in first letter. 


Bex 107, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 











YOUNG RETAIL SHOE MAN, not over 30, 
as assistant to salesman covering middle West 
Territory. Will pay expenses and furnish side- 
line paying good commission. opportunity 
to learn road selling. Address: Box #146, 
care of Boot and Shoe Recorder, 209 South 
State Street, Chicago 4, IIL. 





WANTED BY OLD ESTABLISHED SHOE 
MANUFACTURER Salesman to sell Spe- 
Work Shoes and Boots to volume ac- 
Must be thoroughly acquainted 
with Chain Store znd Mail Order Buyers. Top 
salary to right man. Write giving full details 
and experience to Address #145, care Boot & 
Shoe Recorder, 100 East 42nd Street, New York 
a me oe 


cialt; 
counts only. 





BUSINESS OPPORTUNITY 





J. TYROPOLIS, CUSTOM SHOE py 
MAKER, with own establishment for han- 
dling fitting and cutting Patterns, 
We call for your orders. Write or 
Washington Avenue, Bronx, New 
LOW 3-4149, 


hone. 1600 
ork. LUD- 





BUSINESS OPPORTUNITY 
Outside Man Wanted by Factory 
Equipped for California and Cement 
Process. 60 cases New York C. Capital 
required on Partnership basis. 

Address Box 135, care BOOT & SHOE RECORDER 

100 East 42nd Street, New York 17, N. Y. 














FOR RENT 








FOR RENT 
RETAIL SHOE LOCATION, 12 
CAPITOL STREET 
CHARLESTON, W. VA. 


APPLY: S. G. CAMPBELL 
610 Peoples Building, Chorieston, W. Va. 











Fischer Self Adjusting Buaica 
Protector 


Relieves Pressure on Bunion, Pro- 

tects —— Joints. Preserves 

ef Shee. Hides Deformity. 

Ask Your Shoe Findings 
Jobber 


Est. over 40 years 


THE FISCHER MFG. CO. 
Milwaukee {'. Wis. 











FIT COMES FIRST 


with the original 
SHOE DOCTOR SHRINKERS 










LUTE 
Ht 
ret 
shetiteh 


5 
Ee 
a 
i 
g 
3 
8 


$20.” 


Curved type iren 
Special combination offer $42.50 (fluids 
included in above prices). 

Send your order or write for detail informatics. 


E. C. SMELTZER CO. 


121 E. Sist Street, Indianapolis, Ind. 


ih 
a 
ts 





NEW AND IMPROVED 





$5°°° Pouy Cup 
GROSS for Price Tickets 
$2.75 
HALF GROSS 
TIULTS AT 
ANY ANGLE 
M. D. POLLINGER CO. 
HOLLAND BLDG. ST. LOUIS, MO. 











Buy Savings Bonds 
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MERCHANTS’ NEEDS 


MERCHANTS’ NEEDS 


MERCHANTS’ NEEDS 








ROOM 204 
129 N. MAIN ST. 





All Shoemen should own an ALL PURPOSE SHOE STICK 


$2.95 P.P. 
Easy to Use for all types 
of shoe stretching on men's, 
women's and children's 


Gecranteed for All Time shoes. 
ALL PURPOSE SHOE STICK CO. 


SAVE SALES 


ROCKFORD, ILLINOIS 














WANTED TO PURCHASE | WANTED TO PURCHASE 











Quelity Shoes for Men, Women 
and Children 


79-81 READE STREET 


Protection for yeer 


BARIS SHOE CO., INC. 
WOrth 2-5180 


BARIS BUYS for CASH 


Shoe Stores 
Short Term Leoses Assumed 


NEW YORK 7, N. Y. 











CASH PATD FOR 
SHOE STORES 
CLOSE OUTS, JOB LOTS 
SHORT LEASES ASSUMED 
B. SABIN 


93 READE ST. NEW YORK 13, N. Y. 
Tetephoms WOrth 2-2315 











SELL YOUR JOB LOTS 


TO 
SAM CAMITTA & SONS 
95 Reode St.. New York 13. MN. Y. 











1215 Wesbiegtoe Aveave—St. Louis, Me. 





TOP PRICES FOR YOUR SURPLUS BETTER GRADE SHOES 


M. K. WEIL SHOE Co. 


Contre! 4878 











GET TOP VALUE 
In Selling Your 
* SURPLUS STOCKS or 
* COMPLETE STORE 
CAMITTA SHOE CO. 


120 No. 4th St. Phila. 6, Pa. 
Phone—LOmbard 3-2062 











WILL BUY CLOSE OUTS AND 
COMPLETE STOCKS 


of Shoes for Men, Women and 











SELL US YOUR OVERSTOCK OF BETTER QUALITY SHOES 
QUICK ACTION — FAIR PRICES 
write immediately 


Wire—'phone or 


FINE FOOTWEAR 


OVER A QUARTER CENTURY 


MOSINGER BROS. 





1235 WASHINGTON AVE. 


ST. LOUIS, MO. 





THE 


= 


He More iaaciae a... 
ef Ry | 2a; porlectty 
and easily ~~ time. No bulkiness, fits 
either shoe brand 





F.B.F. DISPLAY C co. 


Route 2, Box 646, indianapolis 44, indians 











Hlals a0 Ydeas 


OR YOUR 


NEWSPAPER ADVERTISING 


—it you advertise in newspapers 
write today for free samples of 
1. Sterling Shoe Mat Service 


A quarterly matrix service of 
carefully written copy, photo- 
graphs and beautiful art work for 
direct mail and newspaper ad- 
vertising. 





Actual newspaper tear sheets of 
ads of shoe stores; you select the 
exoct stores and cities you want 
to see or leave the selection to 
our advertising staff. 


e 
VINCENT EDWARDS & CO. 
World's largest advertising service 
organization 
342 Madison Ave., 
New York City 




















WE BUY 
SURPLUS AND COMPLETE STOCKS 
OF BETTER GRADE SHOES 
FOR CASH 


SHORT LEASES ASSUMED 


YOUR NAMB AND BRAND 
PROTECTED 


IRVIN RUBIN, INC. 
“The House of Jobs” 
89 READE STREET 


New York City 
Phone BARCLAY 1-7887 





MY HOBBY 
Buying, Selling Shoes for 35 years 
CASH TOP PRICES 
Discontinued stocks 
HARRY HESS 


76 Reede Street New York 7, HM. ¥. 
Teteshese: WOrth 2-896) 

















WILL PAY CASH 


For Stock, Stores, and Leases; Penn- 
sylvania, New Jersey, Maryland or 
Delaware. 


Address Box (48, care BOOT & SHOE RECORDER 
100 East 42nd Street, Now York 17, WN. Y. 
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Make Rubber Heels 
For Cowboy Boots 


AKRON, OHIO—A rubber heel for 
cowboy boots is now being manufac- 
tured by the Shoe Products Division 
of The B. F. Goodrich Company, it has 
been announced by Fred A. Lang, divi- 
sion general manager. The heel is 
being offered to shoe manufacturers and 
the repair trade. 

Made with a wood core, the cowboy 
rubber heel is molded with proper taper 
to fit a cowboy boot. The manufacturer 
claims that it will prove much more 
desirable than the full leather heel. 


403 





These Exclusive 
Features 


INSURE 
STEADY BUSINESS 


Good Times 
and Bad 


THE SHOE OF TOMORROW 





T Allen Edmonds’ unique STOCK 
PLAN .. . cuts inventory, multiplies 


turnover, pyramids profits. 


2 Allen Edmonds’ U-Turn Flexibility 
. .. eliminates breaking-in, insures 


matchless comfort. 


3 Allen Edmonds’ special Nailess 
Osteo-path-ik Construction. 


4 Consistent national advertising . 4 
year ‘round in Esquire; seasonally in 


TIME, NEWSWEEK, HOLIDAY, TRUE. 


5 Advertising aids . . . cooperative 
advertising, mat service, display 


material, booklets, etc. 





BELGIUM, WISC. 


Boot and Shoe Recorder 














EDMONDS SHOE CORPORATION 
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3A The Will to Make Fine Shoes 


a We [he Nunn-Bush reputation for finer 

\\\ © shoemaking is not an accident. Be- 
hind every great product there is an 
unwavering wi// to achieve. The 
Nunn- Bush will is to make no less 
than the world’s most satisfying shoes 
for men. An achievement of notable 
shoemaking importance is Ankle-Fash- 
idning—the Nunn-Bush added com- 


fort and extra style-mileage feature. 
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THE YOUNGER 





GENERATION 


Like the proverbial Time and Tide, the growth of a 





child’s foot “waits on no man”... nor does it wait on 
any established buying season. Therein lies the key to a 


year ‘round peak season for the children’s shoe dealer! 


“Size-up the younger generation” is not a trick head- 


line. By keeping a record of the shoe size of every child 
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you fit and by sending a reminder card when it’s time for 











another check-up, you are doing your best to insure the 
protection of rapidly-growing feet. You are also estab- 


lishing a 12-month selling season for your business! 


ul 
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Stride-Rite’s national advertising constantly reiterates 
















\ 


the importance of frequent “size-ups.” Your sales staff 


nee ¢ 
a) 


and your local advertising can make this point even 





stronger by repetition of the theme: “GROWTH a 
DOESN’T WAIT FOR SEASONS!” 
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